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troduction of ’58s 
Reaches Highest 
evel of Month 


_ Changeovers Completed 
| By All Car Makes; 
Chrysler Hits Million 


By Martin L. Whitmyer 
Staff Writer 

PETURN of Pontiac, Oldsmobile, 
Cadillac and Ford division to 
embly operations, plus sizable 
oduction boosts at Chevrolet and 
‘Buick, sent U. S. car output to a 
Mour-week high of 70,265 units last 


Although well below pre- 
' changeover levels, last week’s out- 
, did mark an 81 percent in- 
erease over the previous week’s 
| $8,315 assemblies. Last week’s 
output, however, was 20.7 percent 
_ below the corresponding week a 
| year ago, when the makers rolled 
$8,557 cars from the lines, 
~ The 70,265 cars built last week 
esented 56.9 percent of AvTo- 
. News’ three-year index, 
bgompared with the 31.4 percent 
Sompiled on the previous week’s 
‘production. 
* * * 

A corporate basis, al] manu- 
| facturers marked up production 
‘gains last week to put U. S. car 
Sutput for the first 42 weeks of the 

. at 4,801,928 assemblies, or a 
79 percent boost from the 4,452,885 
Units built during the correspond- 
ing period a year ago. 

Highlight of last week’s output 
operations was the assembly of 
‘the one millionth car of the 1957 
(Continued on Page 77, Col. 3) 


 Used-Car Stocks 
Rise Slightly, 
Profits Trimmed 


By Robert M. Lienert 
Associate Editor 
TOCKS of used cars held by 
franchised dealers as of Oct. 1 
were increased slightly from late- 
mmer levels and were somewhat 
ther than on the corresponding 
i956 date, according to AUTOMOTIVE 
News’ estimates. 
Meanwhile, dealers reported 
from the field that a tightening 


'/™ wsed-car market had begun to 


' x trim profits. The majority said 
» they had started to cut back on 

' msed-car price tags. 

| Prices were adjusted downward 
at the wholesale level, too, accord- 

ang to AUTOMOTIVE News’ index, 

Which showed a $2 decline last 

Week and a $57 drop during the 

t month. 


* * * 


SED-CAR inventories held by 
franchised dealers on Oct. 1 
re good for 32.6 days of selling, 
ecording to Automotive News’ 
compilations. This represents an in- 
‘ e of 4.5 percent from the Sept. 
count of 31.2 days. 
A year ago on Oct. 1, used-car 
locks were good for 26.2 days of 
“Lowest inventory recorded this 
was the 30.4-day supply re- 
iorded last June 1. 
» While this time of the year nor- 
y finds the used-car market 
ing, dealers this year report 
strong cleanup efforts on new 
‘ have helped depress the used- 
car market. 
ff * 7 
r consensus is that a certain 
* improvement in used-car profits, 
not prices, will be noted after 
(Continued on Page 4, Col. 1) 
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Top Cars 


New-car registrations for eight 
months, plus 3 states for Septem- 
ber: 

1957 Pos, 

1—1,027,918 
978,722 
431,506 
280,179 
257,620 
224,654 
191,528 
184,144 
96,496 
74,564 
73,789 
61,234 
43,795 
24,586 
23,746 
7,834 
VAT 
4,186 
3,858 
575 


Make 
Ford 
Chev. 
Plym. 


1956 Pos. 
926,034— 2 
1,095,605— 1 
347,268— 4 
Buick 391,499— 3 
Olds. 319,065— 5 
Pontiac 257,851— 6 
Mercury 197,872— 7 
Dodge 155,653— 8 
Cadillac .. 99,277— 9 
Chrysler 78,726—10 
DeSoto W2AT1—11 
Rambler 49,955—13 
Stude. 57,751—12 
Lincoln 30,465—14 
Imperial 6,877—18 
Met. ' _4,437—19 
Nash 18 16 
Packard 23,590—15 
Hudson 8,876—17 
Cont’ 
102 Edsel 
119,294 Misc, 59,543 
Total All Makes 
4,117,301 4,202,351 
Further details on Page 60. 
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Support Grows for Suit 
To Test Security Pacts 


ASHINGTON. — A U.S. 

Supreme Court decision bol- 
stered sentiment last week for a 
“friendly” court test of territory 
security. 

The decision, which served to 
upheld exclusive-dealer ag ree- 
ments, was viewed by numerous 

ey dealers and legal experts as 4 

ible rebuff to the thinking be- 
anti-territory security policies 


dealers. The 1956 good-faith law, 
however, Was not an issue in the 
the high tribunal. 
an NADA spokesman 
reported thaf\ the newly organized 
| special consulting committee on 








Court Rules for Truckers, 
But Rails Plan Appea 


PHILADELPHIA, — A $250 mil- 
lion damage suit, brought by truck- 
ing interest against Eastern 
railroads under the Sherman Anti- 
trust Law, has been decided in 
favor of the truckers. 

The decision was handed down 
by U.S. District Judge Thomas 
J. Clary, who heard the case 
without a jury. He granted the 
truckers an injunction against 
continuation of the practices 
complained of in their suit. 

Judge Clary dismissed a $120 mil- 
lion countersuit initiated by the 
railroads. Both suits were for 
treble damages. 

Plaintiffs in the suit were the 
Pennsylvania Motor Truck Assn. 
and 40 long-distance trucking 
firms. Defendants were the 
Eastern Railroad Presidents Con- 
ference; Carl Byoir & Associates, 
New York, its public relations firm, 
and 22 major eastern railroads and 
their officers. 

= ” = 
Ts defendants said they would 
appeal Judge Clary’s decision. 

The individual trucking com- 
panies were awarded nominal 


ae ie: 


Ambasseder Intreduced as AMC Senior Line for '58— 


|damages of 18 cents each, and the 
court said they and the Pennsyl- 
vania association wou 
damages, counsel fees an 
|an amount to be set at a hearing. 

Judge Clary said the danag es 
would be based on loss resulting 

(Continued on Page 4, Col. 4) 
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Dual headlamps pose serv- 
ice aiming problems. Page 
32. 

Iowa meetings tackle serv- 
ice bonus. Page 3. 
Mercedes - Benz sidelights. 
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Ford’s ’58 goal. Page 2. 
Is a deal ever dead? Page 
50. 

Story and photos of 58 
Studebaker trucks. Page 16. 


New-unit registrations, prices, Page 60. 
Used-car auctions, Pages 6, 55. 
Output by makes, Page 77. 





receive | 
costs in| 





territory security is hopeful of|it, up 


starting an “action program” blue- 


print within a month. The court | 


test proposal is one approach being 
considered by this committee. 
The Supreme Court injected n 


bate when it refused to revi 
Webster and Schwing 
against Packard and H 
spectively. 

. * 


tions thus u 
two Circuit Cou 
cisions which 
factories’ righ 
or preferred 


eld as binding 


ad affirmed the 


e days before the 
urt announcement, an 
.S. attorney general had 
two proposed plans for 
tement of territory-sales 
bonuses. These were the 
vanced by NADA and the 

ized Dealer Survival Assn. 
Justice Department spokes- 
Victor R. Hansen, told a spe- 
meeting of the NADA board 
of J/directors that division of terri- 
ies among dealers for purposes 
of bonus awards would run afoul 
the antitrust laws. He also said 


e Administration could not deny | 


ntitrust protection to those deal- 


rs who oppose any curb on cross- 


elling. 

A “definite divergence” be- 
tween the Federal courts and the 
Justice Department on the 
territory-security issue was noted 


| by a legal expert who has fol- 


lowed the Schwing and Webster 
cases since their beginnings in 


lower U.S. courts. 


“The Justice Department,” he ex- 
plained, “keeps saying that any 
plan to fence in dealers and pay 
them bonuses for sales inside the 


| boundaries is illegal. Yet, the Fed- 


eral judges uphold two factories 


|\who pursued the principle on 


which territory security would be 
based. 

“It would seem that the attorney 
general is defining public policy, 
not law. The law, as the courts see 


The Ambassader V-8, which goes on display tomorrow (Qct. 22), har succeeded Nesh and Hudson as American Metors' 


sen 
tail 


longér than other Ramblers. (Stery and other pictures are on Page 28.) 


line of cars. Six models will be offered, including three station wagens. Styling features include dual headlights and 
ims, and the optional automatic transmission is operated by pushbuttens. The cars are 200 inches long — nine inches 


© appoint exclusive | 
ealers for a desig-| 
— in these cases, the | 








HE legal conflict stirred up new 
demands for a court test of a 


| proposed territory-security plan. 


The Automotive Trade Assn. Man- 
agers proposed this in July, and 
Hansen indicated the Department 
of Justice would assist in any such 


| undertaking if an auto manufac- 
|turer could be found to go along. 


An NADA director from a large 


TH denial of thefaealers’ peti- | midwestern state said that the 


Supreme Court position “makes it 


| imperative that we straighten this 
of Appeals de-| 


legality thing out.” 

“For years,” he said, “we've 
gone along on the opinions of 
the Justice Department, But the 
courts decide the other way. 
Let’s find out in the courts once 
and for all, so we'll know 
whether we need new legislation 
or not.” 

NADA General Counsel James C. 
Moore said the decisions against 
Webster and Schwing did not con- 
stitute a clear-cut stand on terri- 
tory security itself, and that 
separate litigation would be needed 
to determine whether a designated- 
territory plan was legal. 

Webster and Schwing, he ex- 
plained, were objecting to alleged 
conspiracies to set up exclusive 
dealers in their areas. No mention 
was made in these suits of any 
factory intent to delimit the opera- 
tions of the rival dealers to a cer- 

(Continued on Page 74, Col. 1) 


Truck Body Men 
Worried by New 
Big Three Moves 


By Jack Weed 
Truck Editor 

TLANTA.—-Truck-body and 

equipment distributors attend- 
ing the 10th annual convention of 
the Truck Body & Equipment Assn. 
last week were quite worried over 
long-range implications of three 
recent actions by the vehicle manu- 
facturers. 

These actions, which appear to 
be a direct outgrowth of the 
entry of the “Big Three” in the 
heavy-duty truck field, seem to 
threaten the existence of the 
current method of distributing 
bodies, truck equipment and 
auxiliary components used to 
make the cab and chassis. 

While all three developments 
have heen the subject of many 
“star-chamber” discussions, perhaps 
the one that is feared most is 
Chevrolet’s announcement that the 
1958 series will include a truck 
with a multi-stop-type body sold 
as a complete unit. 

Next in importance, perhaps, is 
the threat to many distributors in 
the announced attention of Dodge 
Truck division to let dealers who 
operate the eight “modification 
centers” to take on body-and-equip- 
ment-distributing franchises. 

” * if 

HE third threat is the attitude 

of factories in discontinuing 
their warranty policy on the ve- 
hicle the minute a piece of equip- 
ment is added to the chassis, in- 
creasing the tonnage carried above 
that published by the truck manu- 
facturer. 

The first two developments 
peril the present methed ef die- 

(Continued on Page 4, Col. 1) 
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Pontiac Dealers Exploit Vauxhall... 





New Import Is Boon to Cleanup | __ 


By John K. Teahen Jr. 

Staff Writer 
EN General Motors an- 
nounced last summer that it 
planned to begin importing Vaux- 
hall and Opel models, the move was 
applauded by Pontiac and Buick 
dealers, the retailers picked to 

handle the small cars, 


“It will increase showroom traffic 
and give us a chance to sell both 
cars to the two-car family,” they 
reported in a nationwide poll con- 
ducted by Automotive News. 

One of the first Vauxhall adver- 
tisements to appear indicates that 
the imports also can be of con- 
siderable promotional value during 
the cleanup period. The ad was 
inserted by Moody Pontiac, Fort 
Lauderdale, Fla. 


T PICTURED a Vauxhall and 
invited residents to “see this 
beauty today in our showroom... 
first time offered in South Florida.” 

In the same ad, Moody offered 
“over 100 beautiful factory-fresh 
Pontiacs that must be sold this 
month ... Prices start at $1,995.” 
Moody didn’t list a Vauxhall price, 
but the New York port-of-entry 
figure is $1,957.50 including heater. 

The $1,995 price also was popu- 
lar with St. Louis Pontiac dealers. 

Both McMahon Pontiac and Bar- 
ton Pontiac mentioned that figure 
for new models. 

In Texas, Chevrolets and Plym- 
ouths were going for less than 
$1,500. Turner-Harper (Plymouth), 
San Antonio, tagged its price leader 
at $1,491, and Mohr Chevrolet Co., 
Dallas, mentioned $1,485. 

. > > 
EVERAL dealers continued to 
invite prospects to “share our 
bonus.” Louisiana Motors (Pon- 
tiac), Lafayette, La. said, “We are 
still giving away factory bonus 
money. Get yours while it lasts.” 

Similar offers came from Ledlow- 
Tindall Pontiac, San Antonio, and 
Bagby-Hall Lincoln-Mercury, Inc., 
Jackson, Miss. 

Edsel dealers aren’t involved in 
the 1957 cleanup, but a special 
purchase enabled Martyne Edsel 
Sales, Fort Lauderdale, to bid for 
a share of the year-end business. 

Discounts of 20 percent were 
offered on 18 Edsels which, Mar- 
tyne said, were built for the South- 


Business 
Barometer 


Auto Production—90,419 cars, 
trucks in week vs. 110,151 the year 
before. 

Business Failures—244 in week 
vs. 259 the year before. 

Department Store Sales — Un- 
changed from the year before. 

Freight Loadings—747,647 cars 
in week, a decline of 67,546 from the 
year before. 

Gasoline $ to ¢ k s—177,383,000 
barrels, a decline of 47,000 barrels 
in week. 

New Jobless Ciaims—364,500 in 
week, up 22,900 from the week 
before. 

* New-Car Registrations—4<,117,- 
801 in 1957 to date vs. 4,202,351 the 
year before. 

New-Truck Registrations—583.- 
385 in 1957 to date vs. 622,018 the 
year before. 

Oil Stocks — 283,338,000 barrels, 
an increase of 975,000 barrels in 
week. 

Steel Output — 81.7 percent of 
estimated. capacity vs. 82.2 percent 
the week before. 

Prices — $805 in Oc- 
tober to date vs. $842'in September. 

Wholesale Prices—117.5 percent 
of 1947-49 index, unchanged from the 
week before. 

“Se oe 


‘Common Stocks 


Oct. Oct. 
16 
Am. Motors 7 
Chrysler 70% 
Ford 46% 
GM 39% 
S-P 4% 


1957 
High low 
8% 5% 
824%, 
59% 
47% 
8% 








ern Governors Convention at Sea 
Island, Ga. 

Other Edsel promotions included 
a “satellite sale” at Jonnet’s Sales 
& Service, Monroeville, Pa., and a 
no-payment-till-January offer by 
Larry Edsel, Louisville. 

+ + 2 


O R. MITCHELL MOTORS 
*(Dodge-Plymouth), San An- 
tonio, also offered a three-month 
moratorium on payments, and 
Kelly Chevrolet, Inc. said, “No 
Payments ’til May, 1958.” 
Automobile Sales Co., Memphis, 
the nation’s top DeSoto dealership 
in August, advertised, “No fixed 
downpayment.” This was ex- 
plained very briefly. “We own 
the finance company,” the ad said. 

In Sherman, Tex., Fritz Triplett 
Motors (Lincoln-Mercury) offered 
a $300 cash bonus to the purchaser 
of any new Mercury. The ante was 
raised to $400 on an air-conditioned 
car. 

Giveaways were plentiful. A 
Florida vacation went with any 
1957 Mercury or late-model used 
car purchased from Marion Lin- 
coln-Mercury, Marion, O. 

. > +. 
ANK PLYMOUTH, Los Angeles, 
urged: “Win a new Plymouth 


U. C. Lot That Had Edsel 


Gets Dodge Early, Too 


CLEVELAND. — A 1958 Dodge 
was on sale at a used-car lot 
here, Helbig Auto Sales, on Oct. 
12, nearly three weeks before 
Dodge dealers are scheduled to 
introduce the new models. 

Helbig’s was the lot that 
offered an Edsel in August, five 
days before they officially went 
on sale. A Helbig official said: 
“We got the new Dodge from a 
dealer in the West. That's all 
rll say.” 











every year for 10 years in our ‘Key 
to the Bank Vault Contest.’” No 
details were given. Readers were 
invited to phone or visit the dealer- 
ship for contest terms. 

Murdoch Chevrolet, Pittsburgh, 
continued its apparent quest for 
the “giveaway king” title. Its 
latest offer was an electronic 
automatic garage door opener 
and a $25 savings bond every 
month for two years. 

Since the cleanup began, Mur- 
doch’s giveaway offers have in- 
cluded a color television set, a $200 
clothing certificate, a $200 grocery 
certificate and 100 gallons of gaso- 
line. 

Pittsburgh Chevrolet buyers also 
could get an automatic dishwasher 
by purchasing a car from Coyne- 
Evans or two season tickets to 
Pittsburgh Steelers’ football games 
by buying from Kenny Ross or by 
beating a Ross deal. 

* * 2 


NOTHER dealer in the area 
+3 was fed up with the giveaway 
craze, Parker Chevrolet, Bellevue, 
Pa., announced a “no-gimmick” sale 
and said: “Our prices are just as 
good as the next fellow’s. We just 
eliminate the gimmicks.” 

In New York, a small ad placed 
by Rootes Motors, Inc., afforded 
a moment of relief from the more 
blatant cleanup offerings. Headed 
“Cars and the Man,” it extolled 
the virtues of the British-built 
Rover automobile. 

Copy whispered: “Here is a car 
that speaks volumes for a man’s 
position and his character .. . It 
shows, by sound judgment and 
good sense, he is far ahead of the 
field. He will go farther still and, 
in his Rover, get there quickly and 
| comfortably.” 


Romney Predicts Profit 


For AMC This 


DETROIT.—American Motors 


|President George Romney pre-| 


dicted last week that the company 
would be operating profitably in its 
current quarter—three months 
earlier than anticipated. 

He prefaced his statement with 
what he called the correction of 
recent stories published around the 
world. 

“Recent national wire service 
and magazine stories have been 
based on out-of-context state- 
ments made at the recent em- 
ploye meeting in Milwaukee,” he 
said. 

“I refer to these statements: ‘We 
can’t duplicate 1957 results in 1958 
and survive’ and ‘We can’t lose 
money in 1958 and stay in the 
automobile field.’ They were fol- 
lowed by firm forecast of profits 
in 1958.” 

Romney based his prediction of 
current profits on “substantial an- 
ticipated increases” in automobile 
production and sales volumes for 
the first three months of American 
Motors’ fiscal year which began 
Oct. 1. 

The corporation’s last previous 
profitable quarter was for the three 
months ended June 30, 1955. The 
automobile division, however, 
showed an operating profit through 
the first 10 month of the 1957 fiscal 
year. 

Romney said early field re- 
actions point to brisk selling of 
Rambler cars and Kelvinator 
home appliances. 

For the first time in recent years, 
he asserted, AMC dealers have had 
virtually no cleanup problem on 
prior-year model cars. 

“Heavy dealer demand for 1958 
cars has led us to increase produc- 
tion schedules three times in recent 
weeks,” Romney said. 

Rambler production, he said, cur- 
rently is running at 612 cars a day 
compared with 512 a year ago, and 
is scheduled to reach 769 units a 
day by the end of the second fiscal 


Quarter 


| quarter. Metropolitan imports are 
78 percent ahead of a year ago. 

The Kelvinator division reports 
| widespread acceptance of its 1958 
| product line, and a firming of 
merchandising practices through 
the industry, from the somewhat 
|chaotic conditions that prevailed 
earlier in the year, according to 
Romney. 

“A significant strengthening of 
our immediate and forward auto- 
mobile position is indicated by 
the signing of 123 Rambler deal- 
| ers in September—the highest in- 
crease for any month in the 

company’s history,” Romney said. 

He added that at the current rate 
of processing applications from 
dealers, October promises to exceed 
the September figure. 

Romney foresees a further 
marked increase in AMC automo- 
bile sales when the 100-inch-wheel- 
base Rambler American is intro- 





duced, It goes into production in 
early December. 





Teachers Take a Ride— 








| bare walls” on 57 


|duction, pegged 





Around the World in a ‘58 Ford— 


Ford division last week announced that a 1958 Ford Fairlane 500 sedan had 
successfully completed a globe-girdling test drive, the first time in auto history that 
@ monvufacturer sent its new product around the world before introducing it to the 
American public. The car started the trip on July 2 and returned to Dearborn last 
Monday (Oct. 14). Its route led through England, France, Switzerland, Italy, Yugo- 
slavia, Greece, Turkey, Iran, Afghanistan, Pakistan, India and the Far East. Halfway 
on- the secret run the expedition got directions from a nomad tribe, above, as it 
crossed a desert en route to Mazar | Sharif, Afghanistan in mid-September. 


Cooper Says Ford Goal 
Is Business Leadership 


By Robert M. Lienert 
Associate Editor 

“WE WANT business leadership 

more than we want sales lead- 
ership,” Ford division general sales 
manager Walter J. Cooper said 
last week at the 
press preview of 
Ford’s 1958 mod- 
els. 

“We are not go- 
ing to get in- 
volved in a num- 
bers-counting 
sales race at the 
end of the year 
at the expense of 


our dealers,” he 
- said. 
W. J. Cooper (According to 


most recent registration reports, 
Ford leads second-place Chevrolet 
by 49,196 units. Observers believe 
the margin at year’s end could be 
considerably smaller.) 

In a corresponding development, 
J. O. Wright, general manager of 
Ford division, 
said Ford dealers 
would sell out 
“practically to the 


models prior to 
’58-model intro- 


for the first week 
in November. 

The industry as 
a whole, Wright 
said, will be in ; 
“very good shape” 4. 0. Wright 
on inventory, “relative to other 
years.” 





a * - 
pros executives, at the new- 


model preview, indicated that 
Ford would lay emphasis during 


Toledo area school teachers visiting Willys Motors, Inc., on Business-Industry- 
Education day this year were given rides on the new “Mechanical Mule” being 
produced for the U.S. Army and Marine Corps. Nearly 4,000 teachers were guests 
of various industrial plants and business places on B-I-E day, sponsored annually by 
the Toledo Chamber of Commerce. The Mechanical Mule is a platform-type vehicle 
with a four-cylinder air-cooled engine mounted underneath. It weighs 900 pounds, 
has four-wheel drive and four-wheel steering and will carry a load of 1,000 ponnds. for human progress.” 





1958 on fuel economy, styling and 
quality control. 

Joining Ford’s 1958 offerings 
will be the long-rumored four- 
passenger Thunderbird. The new 
luxury car is 23 inches longer 
and five inches wider than the 
two-passenger sports-type Thun- 
derbird it replaces. 

Production of the 1957 Thunder- 
bird will be discontinued after No- 
vember and the 1958 model will be 
introduced after the first of the 
year. 

> > > 
= in discussing the stand- 
ard models, said the '58 Fords 


(Continued on Page 8, Col, 1) 


Zeder Sees Cars 


Powered Sun 
In This Century 
DETROIT, — “Abundant power 


for peoples everywhere has been 
brought into sight by our expand- 
ing knowledge of nuclear and 
solar energy,” James C. Zeder, 
vice - president of 
Chrysler Corp. 
told the Detroit 
section of the So- 
ciety of Automo- 
tive Engineers. 

“We know how 
to get electrical 
energy from sun- 
light by means of 
silicon convert- 
ers,” Zeder said. 
“If we continue . 
to increase the 5. C. Zeder 
efficiency of these converters, and 
if we are able to develop small, 
efficient energy storage cells, it’s 
possible that sometime before the 
end of the century, the automobile 
industry will be producing cars 
driven by solar power. 

“One of the greatest challenges 
facing the engineer of tomorrow 
will be the control and supply of 
energy for the benefit of all the 
world,” he added. 

Zeder’s address, “Portrait of To- 
morrow’s Engineer,” was presented 
in connection with ceremonies 
marking the dedication of the new 
multi-million dollar automotive and 
aeronautical engineering 1a bor a- 
tories of the University of Michi- 
gan in Ann Arbor. 

“Today,” Zeder said, “there is 
hope that, with the skill and imagi- 
nation of the engineer, the con- 
sumption of energy throughout the 
world will be raised to the level 
we have in this country. 

“Tomorrow's engineer will be 2 
man living in a bigger world—and 
as a result he will be a man with 
more knowledge, broader horizons, 
many more problems, and @ 
greater responsibility for putting 
the forces of technology to work 
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- © Dealer Forum 


by Robert M. Finlay 





T TIMES we see our own prob- 
A lems more clearly by looking at 
those of others. This view of auto 
retailing comes from T. A. Scheps, 
a Holden dealer in Melbourne, 
Australia, who stopped in for a 
chat the other day while on a world 
tour. 

Scheps says that broadly Aus- 
tralia has undergone a similar ex- 
perience to the United States since 
the war, with the auto making pos- 
sible a movement of population 
toward more spacious living in the 
suburbs. 

The prewar GM plant is three 
miles from Melbourne. A GM plant 
built after the war is 20 miles out. 
International Harvester also has 
built 20 miles from the city 

And, like in the United States, 
the auto business is very competi- 
tive, Scheps says. But there the 
similarity ends. Auto retailing in 
Australia, Scheps asserts, is fairly 
stable and profitable. 

Is there a reason for Australia’s 
stability ? 

The answer may be more com- 
plex than this, but it is interesting 
to note that there are two impor- 
tant differences in distribution in 
the two countries: 

1. Discounts—in Australia, dis- 
counts have been adjusted consider- 
ably by the auto makers since the 
war. In the U. S. the factories have 
adopted officially a hands-off atti- 
tude while dealers have given 
freely (over freely in many cases) 
of their margins. 

2. Territory security—in Aus- 
tralia, territory security has been 
maintained, while over here it has 
been dropped under pressure from 
the antitrust division of the De- 
partment of Justice. 

. > > 


Adjustments Approved 
EFORE the war,” said Scheps, 
“our discount was 24 percent 
and we gave away 15 percent. Now 
our discount is 13% percent and we 
keep nearly all of it.” 

Scheps theorizes that the dis- 
count reduction came about this 
way: When the new Holden came 
along after the war, it had to reflect 
the great increase in costs from 
prewar days. 

So that the price would not 
be too great a jolt to buyers, 
Scheps said, the discount was cut 


Dealer Aids Fund Drive 
AUGUSTA, Ga. — John A. 
Richards, president of Richards 
Buick, Inc., has been elected to 


head the residential division of 
the United Fund campaign here 
and in North Augusta, S.C. 
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to about 12 percent. Since then it 
has been adjusted upward a bit. 
As far as profits of Scheps and 
his fellow Holden dealers in Mel- 
bourne go, the adjustment has 
worked out well. His dealership, 
Scheps said, earned 40 percent on 
invested capital in the first six 
months of this year. Another dealer 
earned 38 percent and a third 


earned 32 percent. 
= * . 


Hot Subject Here 


i THE U. S., the subject of the 

the dealer discount is a touchy 
one. Shortly after the war, one 
maker touched off an explosion in 
dealer circles by holding the dollar 
level of dealer discounts constant 
while increasing the price of cars. 
This brought forth stern warnings 
from dealer leaders that any tam- 
pering with the dealer discount 
would be viewed with strong dis- 
favor. 

Since that time, the discount rate 
has been left undisturbed by the 
factories although dealers, under 
pressure from competition, have 
given varying but large portions of 
their margin away. 

Here and there a lone voice 
among dealers has suggested that 
it might be better to set the dis- 
count at a reasonable level and 
get it from the customers than 
to have the discount at such a 
level that many dealers get in 
a mental state where they give 
away more than they can afford. 

The subject is one of such heat 
that no one has shown any dispo- 
sition to pick it up. Nor is it one 
to approach on an organized basis 
in view of the trust laws with 


reference to price fixing. 
= - > 


Called Competitive 

M DESIGNED the Holden as 

the first car to be built es- 
pecially to meet the needs of Aus- 
tralians. As a result, its share of 
the market has climbed rapidly. 

Scheps insists that business is 
now very competitive, although his 
firm had some 1,830 orders on the 
books when he left. Yet he could 
deliver a car immediately. 

That situation came about be- 
cause there was a rumor that the 
30 percent sales tax in Australia 
was due for a large reduction. 
Since then, the budget was an- 
nounced and no reduction was 
forthcoming. 

A month ago it also appeared that 
a dry year was in prospect for 
Australia. Since then the rains 
came and it now looks like a good 
year for crops. 

Another factor in the immediate- 
delivery situation, despite a high 
order list, is that the popularity of 
the car has been such that cus- 
tomers got in the habit of ordering 
next year’s car as soon as they 
got delivery on their present year’s 
car. So, at any given moment, none 
of the 1,830 persons with orders on 
the books may want their cars, 
but eventually most of those on the 
books will take delivery. 

Station wagons are enjoying even 
greater popularity in Australia 
than in the U. S. While sedans are 
available for immediate delivery, 
station wagons are two years be- 
hind. 

> 


> * 
Laws Can Be Changed 
Ct "IS, of course, not possible to 
prove a case by the experience 
of one country against another, or 
one dealer against another. 
Dealers will view the subject 
from different viewpoints. Some 
want the factories to do one thing, 
some another thing, while other 
dealers ask only that the factories 
sell them cars. And what is legal 
in Australia may not be legal here. 
At the same time, the experience 


status is not a complete barrier. 

If dealers can agree on a plan 
and can demonstrate to Congress 
that it would be in the public in- 


terest, it is possible to change/|San a renee 


present laws. 
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Ohio High Court Upholds 


Installment Sales Law 


COLUMBUS, O—The State 
Supreme Court overruled an ap- 
plication for a rehearing, thereby 
reaffirming a decision of last June 
in which it upheld the constitu- 
tionality of the State’s auto retail 
installment sales law. 

The law limits to 2 percent the 
profit allowed auto dealers on 
sales of installment purchase 
contracts to financing concerns. 
It had been attacked by dealer 
Glenn C. Teegardin, Troy, who 
sought an injunction to prevent 
its enforcement. 





Plan Portland Motor Show— 


Part of NADA Plan 









Towa Dealers Favor 
Responsibility Setup 


By Fred M. Lazell 
Staff Correspondent 


DES MOINES.—A large majority 


of Iowa Automobile Dealers Assn. | # 


members at 11 district meetings 
voted in favor of some type of a 
“service-responsibility” program. 

E. E, Wheeler, Waterloo, IADA 
president, said 284 of 301 mem- 
bers who voted, favored the 





Oregon's big transportation exposition, the Portland Motor Show, scheduled for 


Nov. 23-Dec. 1, 


ll-acre Pacific International Pavilion. 


dent, 


got underway when Philip L. Fields, center, signed a lease for the 
Standing, 
| chairman; Charlies W. Wentworth jr. dealer space chairman; Clark B. Graham, presi- 
Automobile Dealers Assn. of Portland, 


Lyman W. Slack, entertainment 


and Howard J. Steib, ADAP general 


manager. Show will include 1958 automobiles, foreign and antique cars, racing 
vehicles, hydroplanes, airplanes and commercial displays. 


ADSA Deciding Future 
At Okla. Parley Today 


TULSA, Okla.— Where the Au- 
thorized Dealer Survival Assn. goes 
from here is being decided today 
(Oct. 21) at the annual convention 
of the Oklahoma Automobile Deal- 
ers Assn. 

ADSA Chairman Mead Norton 
(Buick), Oklahoma City, has called 
a special meeting of directors of 
the survival group, which claims it 
has “slightly under” 1,000 individual 
members across the country. 


Department of Justice official told 
a ——s of NADA directors that 
both the ADSA and NADA area 
bonus proposals were illegal. 
Norton announced after the 
NADA meeting that ADSA was 
ceasing further promotional activi- 
ties. Norton himself, an NADA re- 
gional vice-president and director 
for Oklahoma, accepted appoint- 
ment to a special consulting com- 
mittee formed by NADA to study 
new territory-security ideas. 
Among the scheduled speakers 
for the Oklahoma convention were 
Norton, NADA Executive Vice- 


Frisco News r 


Takes Dealer Ads 
At Lower Rate 


SAN FRANCISCO.—The San 
Francisco News has begun accept- 
ing automobile-dealer advertising 
at the regular display rate. The 
new rates are approximately half 
those in effect previously, accord- 
ing to Bob Selby, advertising direc- 
tor. 

He said the new rate applies to 
all new-car display advertising 
placed by or run for a new-car re- 
tail dealer. 


The change was worked out, 
Selby said, in conferences with 
Cecil Whitebone, president of the 
Motor-Car Dealers 


President Frederick J. Bell and C. 
I. Kenney, assistant general sales 
manager of Ford division. 

ADSA Managing Director Bert 
Horner, of Oklahoma City, said 
last week that the association’s 
leaders had not gotten together 
to discuss future activities. Hor- 


send out a newsletter reporting 
on the NADA session had been 
deferred. 

If it is decided to liquidate ADSA, 
funds remaining in the associa- 
tion’s treasury will be returned to 
members on a pro-rata basis, Hor- 
ner said. 

ADSA was launched in July by a 
group of Oklahoma dealers seeking 
a 5 percent overriding bonus for 
sales inside territories. 

Chairman of the Oklahoma con- 
vention here is Joe A. Bradley, 
Tulsa Oldsmobile dealer. 








tion . 


On the House... . 


Chicago dealers and the BBB are watching 
closely a “car shopping service” that’s just sprung 
up. For a $10 fee, the service offers prospective 
new-car purchasers four price quotations on new 
cars with certain equipment and based on the 
prospect’s tradein. Wonder how the quoting dealer 
is expected to ascertain the tradein value of a used 
car merely by reading a brief description .. . 
Connecticut is cracking down on bird-dog dealers 
who park their cars at service stations, which 
have no license to display. . 

NADA t warning te mombero to tehe ue 
action on the new National Automobile Sales- 
man’s Assn. until it completes further investigation of organiza- 
. NBC gave one of the frankest marketing 
Ive ever seen before Detroit auto execs last week. 
industry has nothing to hide,” says Frank M. Porter, president 
of the American Petroleum Institute, “but we deplore actions and 
findings by Congress that are not substantiated by facts.” .. . 
An injunction suit has been filed in Chicago, contesting the validity 
of the State of Illinois’ right to tax traded-in property. Meantime, 

some Chicago dealers are paying the tax under protest. 


plan, 11 were opposed and six 
were “uncertain.” 

Wheeler said balloting followed 
90-minute discussion at each 
meeting. 

Wheeler, in a report to NADA 
President Frederick M. Sutter, said 
“there was divergence of opinion 
as to just how the ‘service- 
responsibility program should 
operate, All agreed that the areas 
should not be limited to cities and 
towns as was done in the old 
territorial-security days.” 

Wheeler’s report added: “A 
large majority frowned on that 
part of NADA’s proposal for in- 
creasing the price of cars by $100, 
but did favor the NADA plan 
whereby $100 would be paid by 
the factory to the dealer in 
whose area the car was sold.” 

Wheeler said the dealers sug- 
gested, as another move toward re- 
ducing cross-selling, that “factories 
be required to analyze more real- 
istically the true market potential 
in each dealer’s home-trade area 
and distribute cars and trucks to 
the various dealers consistent with 
the potential.” 

Wheeler also said there was 
virtually unanimous agreement 
that the factories “either accept 
voluntarily, or be forced to ac- 
cept, greater responsibility for the 
publication of misleading and de- 
ceptive advertisements of new cars 
and trucks by their dealers.” 

Wheeler’s report said almost 

all dealers at the district meet- 
ings said bootlegging was not a 
serious problem in their respec- 
tive areas. “There was some evi- 
dence of bootlegging in about 
four towns in Iowa,” Wheeler 
said. 


Wheeler also reported that many 
dealers are fighting the cross- 
selling issue by giving improved 
warranty service to customers who 

purchase new cars from them and 
Sneuhine off” the local customer 
who buys out of town. 

Wheeler, a Ford dealer, was one 
of three IADA speakers at the dis- 
trict meetings. The others were C. 
J. Murray (Cadillac), Sioux City 
and R, E. Bickelhaupt (Studebaker- 
Packard), Clinton. 

William Cramblit jr. (DeSoto- 
Plymouth), Ottumwa, Carl Peter- 
son (Pontiac - Oldsmobile), Storm 
Lake, and Don Cornelison (Ford), 
Atlantic led discussions on “Ease 
the Profit Squeeze” and showed the 
dealers how they should make & 
profit on every sale. 


Goldsboro (N. C.) Dealers 
Organize Association 

GOLDSBORO, N. C.—The Golds- 
boro Franchised Automobile Deal- 
ers Assn. has just been organized 
as a division of the Goldsboro 
Chamber of Commerce. 

Jack Cobb of Cobb Motor Co. was 
elected president of the group, 
which will meet monthly. Other 
officers are: V. G. Herring jr. 
Goldsboro Motor Co., vice-president, 
and J. D. Pike jr., J. D. Pike Motor 
Co., secretary-treasurer. 
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Tigh ter Market Trims Profits .. . 


Used-Car Stocks Rise Slightly 


(Continued from Page 1) 
new-car debuts have been com- 
pleted. Dealers are counting on an 
improved class of tradeins to help 
restore the used-car market toward 
the end of the year. 

Wholesale operators report 
prices are still sliding, although 
select, ready-to-sell units still 
command the top dollar. 
Although the average used-car 

supply on Oct. 1 was good for 32.6 
days of selling, nearly two-thirds 
of the dealers reporting—58.9 per- 
cent—said they held stocks within 
the theoretical 30-day limit. 

This was down slightly from the 


61.9 percent in that class a month 
earlier, but was better than the 
figure reported for some of the 
earlier months of 1957. 

A total of 11.8 percent put stocks 
in the 15-days-or-less category this 
month, while last month, 19 percent 
of the reporting dealers qualified. 


— left 41.1 percent of dealers 
as of Oct. 1 with inventories in 
excess of 30 days’ supply, compared 
with 38.1 percent over the 30-day 
limit a month earlier. 

The range of stocks on Oct. 1 
was 13 to 70 days. It had been 





Big Three Moves Feared... 


Truck Body Men Worried 


(Continued from Page 1) 


tributing truck bodies, hoist 
equipment, auxiliary axles and 
transmissions and other equip- 
ment that must be mounted on 
or built into the truck chassis. 

Distributors who have sold trucks 
with equipment built into them 
quote instances where truck manu- 
facturers refused warranty because 
an “outside” component has been 
added to the unit. Including the 
particular device in the trunk 
abrogated the manufacturer's war- 
ranty, the distributors said they 
were told. 

This, they point out, leaves the 
user holding the bag and losing 
money and time while the problem 
is worked out at the factory level. 

* = * 
— makers, it appears, 
will have to add enough to the 
price of their units to allow their 
distributors to assume the factories 

warranty obligations. 

This meeting has drawn the 
largest number of exhibitors and 
guests of any convention with the 
exception of last year’s in Chicago, 
when the attendance was boosted 
considerably by the large number 
of fleet-operator guests. 

Officers elected for the coming 
year include: 

Fearson S. Meeks, S. J. Meeks’ 
Son, Washington, body and equip- 
ment distributor, president; 


Foreign-Car Exhibits 
Planned in Los Angeles 


LOS ANGELES. — A foreign- 
car show with entries from Eng- 
land, Italy, France, Germany, 


Sweden, Austria, Czechoslovakia 
and Japan is being planned for 
Jan. 9-10 at Shrine Exposition Hall. 

Producer of the show is Ted 
Bentley, assisted by Jack Blanck 
and Mel Gable. 


Edsel Offers Air Suspension— 


Franklin B. Platt, Platt, Inc., 
Chicago, first vice - president; 
Walter A. Carlson, Heil Co., Mil- 
waukee, second vice-president; 
Frank A, Bornmann, Binkley 
Mfg. Co., Warrenton, Mo., third 
vice-president representing the 
supplier group, and Paul R. 
Hafer, Boyertown (Pa.) Auto 
Body Works, Inc., secretary- 
treasurer. 

Next year’s convention will be 
held Oct. 6-8 at the Ambassador 
Hotel, Atlantic City. 


Edsel to Offer 
Air Suspension 


In November 


LOS ANGELES.—Air suspension 
will be available as an extra-cost 
option on all Edsel models in No- 


vember, according to Neil L, Blume, | 


chief engineer. Blume was here to 
address the Los Angeles chapter of 
the Society of Automotive En- 
gineers. 

“Edsel Air Level Ride offers the 
ultimate in driving and riding com- 
fort,” Blume said. “It automatically 
compensates for the weight distri- 
bution of either passengers or 
trunk cargo no matter how situ- 
ated, keeping the car completely 
level at all times.” 

Rubber air cylinders replace the 
conventional front coil and rear 
leaf springs. Three leveling valves 
regulate the flow of air to the 
cylinders as needed, or release it. 

If luggage or other cargo is 
loaded into the trunk, the system 
supplies air to the rear cylinders 
to compensate for the additional 
weight. When one or more passen- 
gers enter, air is valved to the 
proper cylinders to again level the 





Air suspension will be offered as an extra-cost option on all 18 models of the 











Edsel in November. According to Neil L. Blume, Edsel’s chief engineer, rubber air 
cylinders replace the conventional front coil and rear leaf spring. Three leveling 
valves regulate the flow of air to or from the cylinders as needed. The system auto- 
motically compensates for the weight distribution of either passengers or trunk cargo 
no matter how it is situated, keeping the car level at all times. Edsel dealers will 
begin taking orders for cars with air suspension early next month. 


eight to 70 days a month earlier 
and 10 to 60 days on Oct. 1 a 
year ago. 

Last year, stocks on Oct. 1 were 
good for 26.2 days of selling, com- 
pared with 28.7 days a month 
earlier. Some 80.9 percent said their 
supplies were good for 30 days or 
less of selling. Included in this 
group were 19 percent with inven- 
tories within the 15-day limit and 
61.9 percent with stocks good for 
16 to 30 days of selling. 

Only 19.1 percent of dealers a 
year ago had used-car stocks in 
excess of a 30-day supply. 

* = * 


T THE wholesale level last 

week, average prices declined $2 
to level off at $805, according to 
Automotive News’ index. 

Adjustments on the index were 
evenly divided, with four models 
gaining in price while four models 
were revised downward. 

Among those with gains, ’50s 
were up $16 to $182; ’52s were up 
$15 to $305; "55s were up $9 to 
$1,103, and ’53s were up $1 to $479. 

On the other hand, ’5is were 
down $4 to $223; '54s were down 
$9 to $743; "56s were down $20 to 
$1,389, and '57s were down $30 to 
$2.013. 

New lows were established by the 
adjusted average prices of '57s, '56s 
and ’54s. . 

> . > 
Chevrolet Starts Early 


On Building ’58 Trucks 


DETROIT.—Advance orders 
received from dealers for 1958 
Chevrolet trucks indicate a highly 
encouraging outlook for truck sales 
next year, according to W. E. Fish, 
general sales manager. 

“The reception accorded our new 
truck line, as reflected by dealer 
orders, together with our rapidly 
diminishing stock of 1957s, made it 
necessary for us to start some of 
our truck lines on 1958 production 
a week earlier than had been 
planned,” he said. 





Chrysler's West Coast Training Center— 


An architect's rendering of the Chrysler Corp. sales and services training center 
to be built in Anaheim, Calif., shows modern design features such as supporting pylons 
48 feet high. Located on an 11-acre site, the center will have a capacity for training 
4,000 dealers salesmen and 1,600 servicemen annually. Facilities of the center will 
be available to 812 dealers in nine Western states. It is the fourth center started 
by Chrysler since last spring. Others are located at Chicago, Atlanta and Rye, N.Y. 











Court Rules for Truckers, 
But Rails Plan Appeal 


(Continued from Page 1) 


from expenditures “required be- 
cause of the railroads’ campaign 
of destruction of goodwill.” 

When assessed, the court said, 80 
percent of the damages are to be 
paid by the railroads and 20 per- 
cent by the Byoir firm. 

> 


eS interests filed the 
original $250 million suit Jan. 
17, 1953. 

It charged civil and criminal 
violations of the Sherman Law. 
Specifically, it accused the rail- 
roads of having established false- 
front organizations to influence 
antitruck legislation in an effort to 
monopolize interstate truck traffic. 

The railroads filed their $120 
million suit a year ago. It ac- 
cused the truckers of conspiring 
since 1945 to restrain trade and 





Better Car Distribution Held 
Curb on Cross-Selling 


MILFORD, Mich.—Chevrolet is | expect to be substantially ahead.” 


trying to do a better job of dis- 
tribution in an effort to meet the 
problem of cross-selling, W. E. 
Fish, general sales manager, said 
last week. 

Asked in a question-and-answer 
period if cross- 
selling were a 
problem for Chev- 


asserted: 

“Yes. Cross-sell- 
ing is a problem, 
just as competi- 
tion is. We can’t 
build fences 
around any Chev- 
rolet dealer. The 
Department of 
Justice shows no 
signs of allowing us to do that, or 
of allowing us to prevent a dealer 
from selling his cars where he likes. 

“But we can do a better job 
of distribution.” 

Fish said that Chevrolet is plan- 
ning to make every effort to pass 
Ford in sales in 1957. Although 
Ford led by about 49,000 in the first 
eight months, Fish said the issue 
for the year is still in doubt. Chev- 
rolet will be pushing hard in the 
last quarter. 

As for next year, Fish said, “we 


W. E. Fish 





Chevrolet to Install 


Radios at Factory 


DETROIT. — Beginning with 
1958 models, factory installation 
of automobile radios will be 
offered in all Chevrolet plants. 

E. N. Cole, general manager, 
said that factory installation 
during body assembly will help 
cut out the waiting time for cus- 
tomers who order a radio. It also 
will enable dealers to devote serv- 
ice department floor space, for- 
merly used for radio installation, 
to other customer needs. 





rolet dealers, Fish | 


In a campaign to get the jump on 
sales of '58 models, Chevrolet last 
week, in newspaper and radio ads, 
was urging prospects to visit dealer 
showrooms to get a “sneak pre- 
view” via a teaser booklet and to 
place orders for the 1958 Chevro- 
let. 


Detroit advertising sources said 


they could recall no similar ad pro-| 


gram in the past 20 years. 


E. N. Cole, general manager, said | “ 


that while he 
could not give 
prices for ’58s yet, 
he believed they 
would not be up 
enough to cause 
price resistance 
on the new models. 

He also revealed 
that Chevrolet 
would be able to 
equip 25 percent 
of its new models 
with air suspen- 
sion, which, he said, would be priced 
attractively. Cole did not quote a 
figure, although there is speculation 
in the trade that it will be about 
$150. 

Cole said that Chevrolet notes 
more*customer concern with fuel 
economy and has made an effort 
to improve the economy of the 
1958s. 

While Cole said that Chevrolet 
would leave the small car to 
smaller makers and concentrate 
on the mass market, he pointed 
out that 38 percent of Chevrolet’s 
business this year was in the 
more economical 6-cylinder 
models. 

He also said that 32 percent of 
Sales in the first eight months had 
the standard transmission, 55 per- 
cent had Powerglide and the rest 
Turboglide. 

Chevrolet sold 2,570 fuel injection 
systems on ‘57 models and, Cole 
said, it will be a long time before 
fuel injection replaces the car- 
buretor. 


fw 
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commerce in violation of the 
antitrust law. Trial of both 
actions began Oct. 1, 1956, and 
ended Jan. 28, 1957. 

Judge Clary handed down a 200- 
page, 45,000-word decision in which 
he found the railroads guilty and 
cleared the truckers. 

In dismissing the railroad suit, 
he declared: “It is clear that the 
counterclaims filed are without 
merit.” 

> 


7 . 

fae decision noted that, although 

legally injured by the con- 
sbiracy, the truckers could not re- 
cover actual damages flowing from 
Gov. John S. Fine’s veto of 
Pennsylvania fair-truck legislation 
in 1951. That legislation would have 
raised the gross weight limit on 
highway trucks from 45,000 to 60,- 
000 pounds. 

The court noted that this was 
because damages flowing from 
an executive act are not recover- 
able. Pennsylvania increased the 
truck weight limit to 60,000 
pounds in 1955. 

In ruling that the railroad cam- 
paign had damaged the truckers, 
Judge Clary declared: 

“This was a carefully calculated 
plan under the guidance of com- 
petent legal counsel which sought 
to choose a means of injuring and, 
if possible, destroying interstate 
trucking competition that would 
afford the greatest amount of con- 
stitutional protection and thereby 
seek to render it immune from 
the antitrust laws. 

> > * 
FURTHER inference to be 
drawn,” he said, “is that the 
plan was to be cast in the guise of 
a gigantic legislative campaign in 
order to attempt to surround it 
with the protection of the right to 
assemble, the right to petition the 
Legislature and freedom of 
speech.” 

The public relations aspects of 
the case earned some acid com- 
ments from Judge Clary. “Pub- 
lic relations facets are closely 
interwoven with every facet of 
this case,” he said. 

“The first device used by the 
railroads and to a lesser extent by 

the plaintiff, which latter did not 
involve violation of the Sherman 
and Clayton Antitrust Act, is one 
long known to political experts 
under the term ‘Big Lie.’ 

“This technique as it appears 
from the evidence in this case, has 
been virtually adopted in toto by 
certain public relations firms under 
the less-insidious and more- 
palatable name of ‘the third-party 
technique.’ 

“Its sole means and its effec- 
tiveness is to take a dramatic 
fragment of truth and by 
emphasis and repetition distort 
it into false words. That was the 
technique employed almost with- 
out exception by Byoir and the 

railroads throughout the cam- 
” 


Judge Clary said he was not de- 
nouncing the field of public rela- 
tions, but “only condemning it as 
it was used in this case as an in- 
strumentality of destruction rather 
than one of promotion.” 











“...in good times or bad, you can 


depend on Commercial Credit” 


nter 


= says H. B. RANSOM, partner, 


will 


ted Ransom-Burke Motor Co., Fort Worth, Texas 


















“I’ve been selling cars for 35 years now, 25 of them 
with my own dealership. Like a lot of other car 
dealers I’ve seen this country go through a depres- 
sion and two wars. I found out long ago that in good 

= times or bad, you can depend on COMMERCIAL 
7 Crepit. We've been able to reach a greater per- 
- centage of our potential market because COMMERCIAL 
nd Crepit PLAN is a complete package program that 
uit, works at all income levels. The local executives of 


the 
ut CommerciAL Crepit work very closely with our 


> 








sales force in stimulating car sales.’ 


Commercial Credit dealers 
are successful dealers 






Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
ne Crepit Pian. Why not do it today? 








A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 
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Ford Aide Urges Trust Laws for Unions... 





Labor Cost Held Spur 
Toward Price Hikes 


By Frank Gawronski 
Staff Writer 

HE BATTLE between the auto 
industry and the United Auto 
Workers over the question of who 
is responsible for inflation has been 
renewed with the latest salvo com- 
ing from T. O. 
Yntema, Ford Motor 
Co. finance vice- 

president. 
Speaking before 
the American Life 
Underwriters Assn. in Chicago, 
Yutema proposed development of 
@nti-monopoly laws, comparable to 
those that govern business, as “the 
most desirable solution” to the 
labor monopoly problem and “wage 
inflation” which he termed public 

enemy No. 1. 


He said the nation is faced with 
cost-push inflation—‘“the kind of in- 
flation that has been of gravest 
concern to economists.” 


“This kind of inflation,” Yntema 
said, “has its roots primarily in 
the monopoly power of unions to 
force wages up even though there 
is no shortage of labor and in- 
sufficient increases in produc- 
tivity to absorb and offset the 
wage increases.” 


Inflation in the period immedi- 
ately following the start of the 
Korean conflict, Yntema pointed out, 
was caused by 
demand. He 
added, however, 
that “in recent 
years, the impetus 
for higher prices 
has come mainly 
from _ increased 
costs caused by 
higher wages.” 

Wage inflation, 
the Ford official 
said, “could not 
be cured by fiscal 

and monetary measures alone.” 

The most desirable solution to 
the problem, according to Yntema, 
will be found in anti-monopoly laws 
for labor. These laws, he said 
“should not be based on some ab- 
stract concept requiring the maxi- 
mum competition of workers for 
‘jobs, but rather on a concept of 
workable competition that will pre- 
vent a single union from dominat- 
ing and dictating the wage terms 
in an industry.” 

Yntema said that if inflation 
continued unchecked, “the country 
may, in desperation, turn to price 
and wage controls.” 

> > > 


UAW Assails Speech 


AW reaction came almost im- 
mediately after Yntema finished 
delivering the speech. 





T. 0. Yatema 


A union spokesman assailed it 
as “merely another move in big 
industry’s to divert at- 


campaign 

tention from its extortionate 
pricing policies, which have been 
the real cause of the present in- 
flation.” 

The UAW official asserted that 
“curiously, Yntema advocates laws 
to prevent unions from seeking 
higher wages. Yet he must cer- 
tainly realize that any such laws 
myst, of necessity, be accompanied 
by legislation setting a maximum 
profit return on investment. 

“It is beyond doubt that the 
present inflation has been caused 
by the irresponsible and reckless 
pricing policies of a handful of 
major corporations with the power 
Oklahoma Eyes 

. 
Inspection Law 

OKLAHOMA CITY. — A com- 
mittee of legislators which is re- 
drafting thé state’s highway laws 
has expressed increased interest in 
a compulsory vehicle inspection 
act, according to Jack Rhodes, 
legislative council director. 

The group is studying effect of 
such laws in other states and 
methods of inaugurating the pro- 
gram here. 

Members of the committee ex- 
pressed a desire to move gently 
into an inspection program rather 
than risk a revolt by planning a 
harsh program. 





to enforce price decisions on their 
industries,” the UAW spokesman 
charged. 


* * * 


Union Blames Price Hikes 


, HE record shows that Ford 
Motor Co. has itself played a 
significant part in generating the 
inflation with its. outrageous price 
increases in the postwar period.” 

Yntema is the most recent of 
several auto industry officials to 
suggest legislation to curb union 
power. Industry and labor officials 
have been carrying on a running 
battle over inflation since August. 
At that time, Walter P. Reuther, 
UAW president, asked auto makers 
to cut their prices. The companies, 
rejecting the proposal, charged 
union wage demands have forced 
them to raise prices. 

Meanwhile, a strike at Ford’s 
Cleveland engine plants was averted 
last week when the company and 
UAW Local 1250 reached agreement 
on a number of health, safety and 
classification grievances. 


The settlement came on the eve 
of a scheduled strike of 10,000 
workers at two engine plants and 
a foundry plant. A strike could 
have halted production of 1958 
models. 


* * * 


Dealer-Union Dispute Ends 


THE dealer front, the Minne- 
apolis Automobile Dealers Assn. 
apparently has defeated a move by 
the Automobile Salesmen’s Union 
Local 1086A to establish a uniform 
closing hour for dealerships. 

Picketing in front of dealers’ 
showrooms along “automobile 
row” has ceased after the union 
failed to get all dealers to close 
at 9 p. m. 

According to terms of a contract 
signed last year by the association 
with the union, salesmen are not 
required to work after 9 p. m., but 
may do so if they want to. Several 
months ago, however, the union 

ordered out pickets in an attempt 
to get a uniform closing hour. It 
also sought to get a local ordinance 
passed which would close all new 
and used-car dealerships at 8 p.m., 
later shifting its efforts to the 9 
Pp. m. closing hour. 

‘A spokesman for one of the 
dealerships said the firm now 
“stays open as long as there are 
customers in the showroom.” 

In Erie, Pa., 17 former em- 
ployes of Al Appel Motors, Inc. 
(Dodge-Plymouth), have filed a 
suit in Common Pleas Court to 
collect more than $2,000 in vaca- 
tion pay. 

The workers claim the dealership, 
which is giving up its franchise next 
month, released them on Sept. 18 
without the vacation pay due them 
under an agreement. 


oes 






New Package Design— 


Chrysler Corp.'s service parts and ac- 
cessories supply division has announced 
adoption of a new package design. The 
design will gradually be incorporated 
into the thousand-odd packages used 
by the division in identifying parts and 
accessories supplied to MoPar whole- 
salers, corporation dealers and inde- 
pendent garages. The new design will 
be used in ali MoPar advertising in 
national magazines, trade papers and 
direct mail. 









































Oct. 16 


(Rain — buying up. Sold 146 out 
of 267 offerings.) 

BUICK—’57 Special Hardtop, $1,790*. 
’56 Special Hardtop, $1,680*, $1,500*° 
(ps), $1,465*, $1,455*; conv., $1,590* 
(ps); Century 4-dr, Hardtop, $1,605*, 
$1,590*. °55 Special 4-dr. Hardtop, 
$1,250*, $1,170*; 2-dr. Hardtop, $1,- 
075, $1,050; Super conv., $1,070*. '54 
Super 2-dr. Hardtop, $925*; Century 
2-dr. Hardtop, $855*; Special 2-dr., 
$800*, $645*. °53 Special 2-dr. Hard- 


top $480. 
CADILLAC—’'56 Coupe de Ville 4-dr., 
$3,220* (ps). '54 (62) Hardtop, $1,- 


680°. 

CHEVROLET—’57 Bel-Air (8) conv., 
$1,950*; Two-ten (8) Hardtop, $1,- 
600; 2-dr., $1,510*. °56 Bel-Air (8) 
4-dr., $1,470*; Hardtop, $1,300*; $1,- 
225; Two-ten (8) Station Wagon, 
$1,315; 2-dr., $1,175; One-fifty (6) 
2-dr., $900. '55 Bel-Air (8) Hardtop, 
$1,225*, $1,150*, $1,065, $1,040°%; 2- 
dr., $1,050; Two-ten (8) Delray, $1,- 
115*; Two-ten (6) 2-dr, Station Wag- 
on, $985; 2-dr., $820; One-Fifty (6) 
2-dr., $800. °54 Bel-Air 2-dr., 
$695, $690°; 4-dr., $700*; Two-ten 
2-dr., $680*; 4-dr., $575*. '53 Two- 
ten 2-dr., $500; Bel-Air conv., $500. 

CHRYSLER—’54 Windsor 2-dr., $600* 
(ps), $595*; New Yorker 2-dr., $550*. 

DeSOTO—'55 Fire Dome Hardtop, $1,- 
190*, $1,025*, $1,000*°, $975°; 4-dr., 
$925*. '52 Custom coupe, $350*. 

DODGE—’56 Coronet (8) Hardtop, $1,- 
235°. °55 Custom Royal Hardtop, 
$980*. "53 Coronet (6) 4-dr., $360*; 
2-dr., $260*. 

FORD—'57 Custom 300 (6) 2-dr., $1,- 
360, °56 Custom (8) Station Wagon, 
$1,435*, $1,225*, $1,140°; 4-dr., $1,- 
160* (ps); 2-dr., $1,110, $985; (6) 2- 
dr., $960; Fairlane (8) Station Wagon, 
$1,200* (ps); Hardtop, $1,325, $1,265, 


$850*. 


$1,255. ‘55 Custom (8) Station 
Wagon, $1,200; 2-dr., $890*%, $815, 
$675; (6) 4-dr., $700; Fairlane (8) 





Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1957, by Automotive ‘News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 55, 56, 57, 58, 59. 


Crown Victoria, $1,170*; 4-dr., $1,- 
065*; $945°; rdtop, $985*, $955*; 
(6) Hardtop, $900*, '54 Custom (8) 
Station Wagon, $805; Coupe, $625*; 
4-dr., $610; 2-dr., $495*; conv. (6), 
$580; Main (6) 4-dr., $360. ’53 Main 
(8) Station Wagon, $575; Custom (8) 
Hardtop, $535; 2-dr., $450*%; conv., 
$355*. ’°51 Custom (8) Hardtop, $375. 

HUDSON—’56 Hornet (8) 4-dr., $760*. 
’53 Super Jet, $265; Hornet 4-dr., 
$225. 

LINCOLN—’54 Capri Hardtop, 
’52 Capri Hardtop, $360*. 

MERCURY—’56 Monterey Hardtop, $1,- 
615*; Custom Hardtop, $1,380*. '55 
Monterey 4-dr., $1,150*; Hardtop, 
$900*; Montclair Hardtop, $1,060*. "54 
Custom Hardtop, $890*. ’°53 Custom 
Hardtop, $550*, $500°*, 

NASH—’56 Custom Station Wagon, $1,- 
500*. °55 Custom Station Wagon, 
$985. 

OLDSMOBILE—’56 Super (88) Hard- 
top, $1,770*. °55 (88) 4-dr. Hardtop, 
$1,290*. ’53 (88) 2-dr., $650*; conv., 


$755*. 


$475. 

PACKARD—’53 Clipper 4-dr., $395*. 

PLYMOUTH—’56 Station Wagon 2-dr., 
$1,290* (ps). ‘55 Belvedere 4-dr., 
$905*; Plaza 2-dr., $655. °53 Belve- 
dere Hardtop $425; Cranbrook 2-dr., 
$375. 

PONTIAC—’57 Star Chief Hardtop, $2,- 
060*. ’°56 Star Chief Hardtop, $1,700; 
Chieftain (8) Station Wagon, $1,450*; 
Hardtop, $1,285*. °55 Star Chief 
Hardtop, $1,180*; conv., $980* (ps); 


Chieftain (8) 2-dr., $1,010*; 4-dr., 
$720. "53 Chieftain (6) 4-dr., $410*, 
$410, $265*; Hardtop, $355; 2-dr., 
$250. 

STUDEBAKER — ‘55 Champion 4-dr., 
$625. 


WILLYS—’53 (6) Station Wagon, $420. 
’52 (4) Station Wagon, $375. 

MISCELLANEOUS— 57 Volkswagen 2- 
dr., 2 at $1,525, $1,500, $1,450. °56 
Hillman Station Wagon, $910. 


Mexican Dealers Attack 
Smuggling of New Cars 


By Douglas Grahame 
Staff Correspondent 

MEXICO CITY.—The “scandalous 
smuggling” of autos into Mexico 
has been attacked by dealers here 
and the Government has been 
urged to act immediately to curb it. 

The action came at the annual 
convention of the Asociacion 
Nacional de Distribuidores de 
Automoviles, Mexico’s NADA. 
Five hundred delegates attended. 

The dealers also requested that a 
national bank be set up to finance 
auto retailing and warned of the 
danger that existing fiscal systems 
tend to give the Government con- 
trol of all businesses. 

Ramon Llano, honorary president 
of the association, charged that 25,- 
000 autos are in Mexico illegally 
and said most of the cars bear U.S. 
license plates. 

One dealer said that, of the 12,000 
autos registered at Nogales on the 
Arizona border, only 5,000 were 
being used in the area. The rest are 
being used illegally elsewhere in 
Mexico, he said. 

The dealers suggested that the 
establishment of a Federal regis- 
try of vehicles would be the best 
means of combatting the smug- 
gling. 

The bank suggested by the associ- 


Wolfram Sees 


1958s Sparking 


Economic Upturn 


LOS ANGELES. — Introduction 
of the 1958 car models will spear- 
head a year-end spurt in the 
nation’s economy, Jack F. Wol- 
fram, Oldsmobile general manager, 
predicted here. 

Wolfram, speaking before West 
Coast auto writers, said he was 
especially confident the 1958 Olds- 
mobile will meet “every expecta- 
tion of the car-buying public and 
help to provide the impetus for an 
upturn in the over all economic 
picture.” 

Wolfram said that the 1958 Olds- 
mobile is meeting with an enthusi- 
astic reception from dealers 
throughout the country. The new 


from nine western states. 


ation would have capital of $1,600,- 
000 which would be provided on a 
prorata basis by the dealers. 

The income tax was attacked 
when dealers raised the question of 
Government control of all business. 

Fernando Plancarte, attorney for 
the association, said tax agents 
have been known to visit a dealer- 
ship for a day or two, then multiply 
the daily business done during the 
visit by 365. 

When the dealer files a tax 
return for a lower amount than 
the tax agents’ figure, the dealer 
is looked upon as a cheater, 
Plancarte said. 


The dealers also petitioned the 
Government to reconsider its re- 
ported decision to reduce by 10 per- 
cent the number of vehicles to be 
assembled in 1958. The reduction 
would increase smuggling, the deal- 
ers said. 

Horacio G. Trigos resigned as 
assistant general manager of the 
association and was succeeded by 
Fernando Ortiz de la Pena. New 
directors of the association are 
Desmond Swain and Arthur Wenzel. 


Big Year for Auto 


Forecast by Nance 


Sees Buyers of ’55s 
Returning to Market 


DEARBORN.—The stage is set 
for a highly successful auto-sales 
year in 1958, James J. Nance, gen- 
eral manager of Lincoln and Mer- 
cury division, said here last week. 

The actual outcome will depend 
on the quality of the merchandis- 
ing job done, he said at the press 
preview of 1958 Continental, Lin- 
colin and Mercury cars. 

“Industry in general and in most 
every line has plenty of productive 
capacity on one hand, while on the 
other hand, consumer income, sav- 
ings and spending are at alltime 
highs,” he said. 

Nance said that this kind of 
background is “made to order” for 
the auto industry. He cited the 
industry’s highly competitive na- 
ture, major changes in 1958 models 
and strong consumer appeal as 

factors which could lead the auto 
industry to make a substantial con- 
tribution to the national business 
picture. 

As a plus factor contributing 
to next year’s automobile market, 
Nance noted that the industry 
should feel the effects of the 
return to the market of a large 
number of 1955 buyers. In that 
year 7.2 million cars were sold, 
a million and a quarter more 
than had been anticipated, and 

he declared many owners of 
these logically will be in the 
market for a new car in 1958. 
In 1955, 62 percent of all car 
sales were financed, he said, with 
the term contracts now maturing. 
That factor alone, he said—62 per- 
cent of the extra 1.2 million—means 
750,000 extra prospects for 1958 cars. 
In the medium-price field, Nance 
stated, cars in 1955 got about 5 
percentage points more of total 
sales than they had been getting 
for several years previous, thus 
creating 360,000 more medium-price 
car owners. Logically, a good share 
of this group should reenter the 
market in 1958, he said. 

Nance said the cleanup cof 1957 

(Continued on Page 73, Col. 1) 


Not Every L-M Dealer 


To Get Continental 

DEARBORN. — Only “selected” 
Lincoln-Mercury dealers will 
handle the 1958 Continental series 
and separate Lincoln dealers will 
be set up “where advisable,” 
James J. Nance, general manager 
of Lincoln and Mercury division, 
told newsmen last week. 

Asked if the Continentals would 
be registered separately or as 
Lincolns, General Sales Manager 
Joseph Bayne “guessed” that they 
would go into the official regis- 
tration books as Lincolns. He 
said that L-M dealers would not 
handle the new four-seat Ford 
Thunderbird. 











Sponsor Teen-Age Driving Contest— 


Shown completing plans for a driving contest between teen-agers from Detroit and 
Oldsmobiles were previewed at spe-| Manchester, Mich., are, from left, Mayor Richard Way of Manchester, Mayor Louis 
cial showings at Pasadena Civic| Miriani of Detroit and Floyd Rice, Detroit Ford-Edsel dealer. The youngsters will be 
Auditorium by more than 5,000| trying to prove which—the city or rural teen-ager—is the best, safest and most 
dealers and their retail salesmen | courteous driver. The event, to be held next Saturday (Oct. 26), is sponsored by Rice, 
who will present trophies and wrist watches to the 20 finalists. 
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(GENERAL MOoOTors 
CELEBRATES 
ITS GOLDEN MILESTONE 


ANNIVERSARY 


with a brilliant new line of 1958 automobiles 





It would have taken a bold imagination to 
predict, fifty years ago, what would hap- 
pen to life in America —or to the newborn 
company which took the simple name, 
General Motors. 


The automobile industry, in those days, 
was small. Its horizon was limited by the 
fact that the total number of motor vehicles 
owned in the United States came to less 
than 150 thousand. 


What has happened since needs little com- 
ment here. The nation has grown, the 
people have prospered, the ownership of 
automotive vehicles has climbed close to 60 
million. The impact of this growth has 
brought far-reaching social, cultural and 
economic benefits which are evident on every 
hand. General Motors is proud to have 
had a part in this progress. 


19 5 ts Is THE fiftieth anniversary 
year of General Motors. 

In observance of this Golden Milestone, 

we are bringing to market an array of 


new automobiles whose distinction and 
integrity, we firmly believe, will win the 





enthusiastic approval of the American 
car buyer. 

For, in designing and engineering these 
1958 cars, we set up these objectives: 
To give sound expression to the 
public’s taste for graceful exterior 
styling and rich interior appoint- 

ments; 

To satisfy the public’s natural desire 
for roominess and comfort, for 
convenience and safety, for depend- 
ability and performance; 


To deliver sound value and main- 
tain uncompromising standards of 
quality. 
Each of the five General Motors car 
Divisions has its own identity, its own 
traditions, its own pride of accomplish- 
ment. And each has its own distinctive 
line of products. 


But the cars of all five Divisions benefit 
—and the public benefits—from the 
leadership that General Motors provides 
in research, engineering, testing. From 
the GM ‘Technical Center comes a 
steady flow of advanced engineer- 
ing and design developments — basic 
improvements and continued refine- 


ments in transmissions and engines, 
new comfort and safety features, new 
styling concepts — which year by year 
make General Motors cars such out- 
standing values. 


Let me cite just one example: Air 
Suspension — time-tested on GM buses 
and trucks—has now been adapted by 
our engineers for passenger car use. 
Without question, Air Suspension rep- 
resents the greatest advance in riding 
comfort since knee-action was intro- 
duced in our Silver Anniversary year. 
Whether the passenger load is 100 
pounds or 1000 pounds, your car will 
now level itself to glide over bumps with 
exactly the same incredible smoothness. 


Air Suspension is, as I say, but one 
example of our 1958 advances. Through- 
out General Motors our sights have 
been set on 1958—with the aim of 
bringing to market the finest and most 
satisfying line of automobiles in our 
history. 

How well we have succeeded is evi- 
denced by the brilliant new cars soon 
to be on display in the showrooms of 
our dealers from Coast to Coast. 


eter N. Ceti 


FROM THE PROGRESS OF THE PAST... 





o+- THE PROMISE OF THE FUTURE 


President 
GENERAL MOTORS 


CHEVROLET + PONTIAC + OLDSMOBILE + BUICK + CADILLAC 
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Race Ruled Out... 





Ford Goal: Business Leadership 


(Continued from Page 2) 


would deliver up to 15 percent more 
gas mileage than did 1957 models. 

This, he said, has been achieved 
through the combination of a 
new, optional transmission with 
a different axle-gear ratio and 
new, larger V-8s, which utilize 
slower engine speeds. 

“If you put a 1958 Ford with the 
new 352-cubic-inch engine and new 
transmission beside a 1957 Ford... 
you would find that the 1958 engine 
is turning over 13 percent fewer 
times than the 1957 while attaining 
the same ground speed,” Cooper 
said , 


“This means that when the 1957 
car has gone 100,000 miles, the new 
. .. engine will have gone only 
87,000 miles ... ” he said. 


* + + 

—_ new transmission is called 

Cruise-o-matic, and utilized a 
2.69 axle-gear ratio for what Cooper 
termed “overdrive economy.” 
Cruise-o-matic, however, has an op- 
tional starting gear for quick get- 
away if the driver wishes to use it. 

Fordomatic transmission will also 
be available on the 1958s. 

Ford will offer four V-8s and a 
Six for 1958. Biggest engine is 
the 352-inch job, which is rated 
at an even 300 horsepower. (Top 
S7 figure was 300 horsepower, 
on a supercharged engine.) 

A 332-cubic-inch engine with a 
four-barrel carburetor is rated at 
265 horsepower, while the same en- 
gine with a two-barrel carburetor is 
rated at 240. A 292-cubic-inch en- 
gine rated at 205 horsepower rounds 
out the V-8 series. 

The Six, with 223 cubic inches, is 
rated at 145 horsepower. 

General Manager Wright termed 
the new engines the “most revolu- 
tionary engine development since 


Volvo Sweeps 


Endurance Race 


LIME ROCK, Conn.—Volvo swept 
the first five places here Oct. 12 in 
the Little Le Mans, a 10-hour en- 
durance race for small cars held 
here on the Lime Rock road racing 
circuit. 

Next four places went to SAAB, 

thus giving Swedish-built cars the 
first nine places in the race. 
* In the index of performance, 
which takes into account the size 
of the car’s engine, SAAB took the 
first four places, followed by a 
DKW. Both SAAB and DKW uti- 
lize two-stroke engines. 


2 Edsel Dealers Back 
With Old Franchises 


DETROIT.—Two Edsel dealers 
last week took back franchises 
they formerly handled. Charles 
Kreisler, of New York, added 
Rambler and Park Motors, Day- 
ton, O., said it will return to 
Plymouth Nov. 1. Both will con- 
tinue to represent Edsel, although 
the Dayton dealer will turn his 
showroom over to Plymouth 
exclusively. 

Kreisler, a Rambler-N ash 





Need Detroit 
Representation? 


-——~manyfacturers’ representative, 18 
successful years selling car manufac- 
turers, seeks an additional account 
with reasonable prospects million 
dollar net billing per annum. 
—product market: original equipment 
or resale thru parts and accessories 
divisions. Replies confidential, of 
course. 


Elton M. Eldredge 


18230 Grand River, Detroit 23, Michigan 





Jintroduction of the 


V-8 in 1932. 
They feature ‘machined combustion 
chambers and refined intake mani- 
folding. 


* * + 


agen g changes on the ’58 Ford, 
he said, were made possible by 
“a major policy change.” 

“In the past,” he said, “a com- 
pletely new model was good for 
three or four years with certain 
annual modifications which some- 
how got to be called facelifts. 

“But in the Ford division, the 
traditional concept—of a truly 
new car only on the third or 
fourth year—is a thing of the 
past. The term facelift no longer 
applies.” 

“So far as I have been able to 
find out,” he said, “we are the first 
automobile company to make such 
far-reaching changes just 12 
months after introducing a success- 
ful model.” 

The 1958 model, he said, repre- 
sents $185 million in styling 





changes, new engine programs and 
other improvements. 
* + + 


RIGHT, in discussing the im- 
pact of imported economy cars 
on the U. S. market, said “when we 
find it necessary or desirable to 
match that product we will do so.” 

He said Ford feels it “could 
come close” to producing a small 
car comparable in quality and 
price to the European units if 
manufacturing volume were “sub- 
stantial.” 

In the meantime, he said, Ford 
International plans to import and 
sell greater quantities of English 
Fords. 

* = + 


IGHT also announced that all 

1958 Ford production would be 
“audited for quality” under a sys- 
tem which he said Ford is pioneer- 
ing “to take opinion” out of quality 
inspection. 


Under the quality audit sys- 





Group of 100 Dealers 


Ends Renault Visit 

NEW YORK.—Eighty-five deal- 
ers and 15 distributors returned 
last week after a 10-day visit to 
the Renault facilities in France. 

The group, which flew to Paris 
and back in a chartered plane, 
visited the Renault plants and 
took part in the company’s an- 
nual “export week.” The Paris 
auto show also was on the itiner- 
ary. 





tem, plant auditors — frequently 
checked by company auditors— 
select daily a “statistically valid” 
sample of cars that have cleared 
the assembly line. They file qual- 
ity reports to the manager of the 
assembly plant and to the divi- 
sional general manager in Dear- 
born. 

Each car checked by the quality 
audit team of six men has 1,500 
items rigorously checked. The team 
counts flaws and assigns values for 
seriousness. A major flaw is 
charged against the car at the rate 
of 10 points. A minor flaw is as- 


sessed at two points and an “inci- 
dental” flaw costs only two-tenths 
of a point. 

If cars from a particular plant 
show the same flaw consistently, it 
is possible to retrace the assembly 
operation and pinpoint responsi- 
bility for that particular item. 

* 


* * 


es a system tends to encour- 
age pride of workmanship, said 
Milo Dean, manager of quality con- 
trol. 

If a plant does not establish and 
maintain a standard for quality 
which ranks with the best plants 
in the system, a team of experts is 
made available to bring up quality. 

The 1958 Ford will offer op- 
tional air suspension, but no 
models shown to the press utilized 
fuel injection. 


Joining veteran automotive writ- 
ers at the press preview were ap- 
proximately 145 teen-agers, selected 
especially by daily newspapers 
around the country at the invita- 
tion of Ford. The young journalists 
will submit their stories to a con- 
test board, which will award a 
$4,000 college scholarship to the 
teen-ager whose story is judged 
best. 


FOR BUSINESS 
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[ts a Fact! 


Harold Johnson 
Automotive Gen. Sales Mgr. 
Sidles Company 
7302 Pacific Street 


Omaha, Nebraska 


Right as Rain! 


Jimmie Goodwin 
Jimmie Goodwin’‘s Tire Mart 
312 Garland Street 
Flint, Michigan 


[ts True! 


Herman L. “Shorty” Derrow 
Derrow Motor Sales, Inc. 
417 2nd Street 
Defiance, Ohio 
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AUTOMOTIVE WASHINGTON 





New Approach Needed 
To Halt Cross-Selling 


By William Ullman 


Washington Correspondent 
“"MHE best laid schemes of mice and men gang aft agley,” 
the Scot poet Robert Burns wrote long ago. He wasn’t 
talking about “service responsibility” proposals but those 
who are interested in this current issue know how true his 


observation was. 


U. S. antitrust chief Victor © 


R. Hansen sent NADA and 
ADSA scurrying after new or 


revised approaches to combat cross- 
selling when he announced before 
the special NADA board meeting 
that he thought both their plans 
raised serious doubts under the 
antitrust laws. 

There has been no judicial deter- 
mination of the legality of territory 
security arrangements, of course, 








but his opinion was ominous 
enough. A previous “opinion” from 
the Justice Department was suffi- 
cient to impel the factories to pull 
out territory security clauses from 
sales agreements several years ago. 


After Hansen’s address, NADA 
President Frederick M. Sutter said 
the “air was cleared” and some of 
the “confusion” lifted. He frankly 
added that working out new basic 
concepts and an action program 
will take time and may be “pain- 
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ful”—particularly in the develop- 
ment phases. 

Certainly, Hansen’s position has 
muddled the picture and made 
necessary what John Foster 
Dulles would 
call an “agoniz- 
ing reapprais- 
al” Much of 
the hard work 
in devising the 
rebate and 
bonus plans has 
been negated. 
However, many 

think it is just 
as well that the 
Justice Depart- 
ment made its William Ullman 
position clear now. It would have 
been more frustrating to all parties 
concerned if hopes for the two 
specific proposals had been kept 
alive for several more months— 
and then the department had 
spoken. 

As it stands now, the air is in- 

deed cleared, although disappoint- 
ingly so to foes of cross-selling. 


= * * 
Ultracautious Attitude 


NE NADA director said after 
the board meeting that he 
thinks it is a tactical mistake to 











‘ 

ask the Justice Department for an 
advance opinion on legality. 

“Those guys always say ‘no.’” 
he said, “It’s easier, Then you're 
in a box.” 

There’s little doubt the depart- 
ment is always ultracautious about 
approving new industry projects 
that enter its legal jurisdiction. 

The agency hardly bubbled with 
enthusiasm over the .“day-in- 
court” legislation and only de- 
cided not to oppose it when the 
bill was retouched to make it 
abundantly clear that existing 
antitrust laws were in no way 
affected. 


However, the only alternative to 
asking the department’s opinion on 
a pending proposal such as service 
responsibility is to barge ahead and 
|take your chances on antitrust 
liability. 

It is a risky course, one which 
few industry people — particularly 
the manufacturers—care to take. 
Antitrust suits are bad publicity 
and can cost a lot of money. 

* * * 


Hansen Stand Questioned 

i ey Justice Department has said 
it is willing to make a civil 

test case in court to determine 

judicially the legality of territory 








WITH PROFIT 


ERLING 


You can make a bigger profit without working a lick 
harder. With Seiberling, you have a complete line of 
quality tires. Exclusive product features. And consumer 
acceptance of finest-quality-tire-prices that nets you a 
bigger profit. 

Why not write or phone me today, and set a time and 
place where I can show you how you can make more 
money for yourself with the same sales effort, same 
equipment and same overhead? 





L. M. SEIBERLING 
Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 


Phone: Sherwood 5-1111 
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security clauses in dealer sales 
pacts. But the makers apparently 
are cool to this procedure. 

Another answer, of course, is 
legislation legalizing area-responsi- 
bility operations. This would com- 
pletely clear away the fog. But 
getting special legislation through 
Congress is always tough, doubly 
so when it touches on antitrust. 

Hansen’s line of argument in 
support of his opinion that the 
NADA and ADSA plans may be 
in violation of antitrust laws 
seems a bit sticky in spots. He 
said on the ADSA proposal, for 
instance, that he didn’t like the 
idea that the dealer bonus would 
be applied on cars “in general 
use” in the dealer’s area of serv- 
ice responsibility. 

He said this implies “surveil-.. 
lance” by dealer and factory of 
cars neither owns and would con- 
stitute “intrusion on the personal 
liberty” of the car owners, In other 
words, a spying system. 

It is straining things a bit to 
suppose that factory or dealer 
representatives would be lurking 
behind bushes or otherwise shadow- 
ing car owners to see where they’re 
driving their vehicles, It seems 
more reasonable to assume that the 
dealer who sold the car to a resi- 
dent of his marketing area would 
apply for a bonus and let it go at 
that. 


* * > 


On Names and Addresses 
A™ ANOTHER point Hansen ob- 
jected to any requirement as 
to a dealer’s furnishing the factory 
(Continued on Page 71, Col. 1) 


Opel Production 
To Hit 231,000 for 
°57, Curtice Says 


RUSSELSHEIM, West Germany. 
—General Motors’ Adam Opel plant 
will produce a record number of 
approximately 231,000 cars, trucks 
and vans during the 1957 calendar 
year at its enlarged facilities here, 
according to Harlow H., Curtice, 
GM president. 

Curtice, completing an inspection 
of Opel facilities, said 1957 output 
should exceed 1956 production by at 
least 10 percent. 

He said the West German auto- 
mobile industry has participated 
extensively in the country’s re- 
markable recovery from war de- 
struction, and production by the 
industry this year should reach 1.2 
million units or approximately 34 
percent of total West European 
automobile production. 

Curtice said he was gratified by 
the enthusiastic public acceptance 
accorded the new Opel Rekord in 
Germany and all of its export 
markets including the U. S. The 
Opel Rekord will be sold by Buick 
dealers in the U: S. 


Chrysler Prices 
Auto-Pilot at $90 


DETROIT. — Auto-Pilot, a speed- 
control device which permits selec- 
tion of a cruising speed by setting a 
dial on the instrument panel, will 
be offered on 1958 Chryslers and 
Imperials for about $90, according 
to E. C. Quinn, division president. 

When the preset speed is reached, 
a warning back-pressure develops 
on the accelerator. The device may 
be cancelled by touching the brake 
pedal. It also provides for auto- 
matic throttle control, permitting 
the driver to remove his foot from 
the accelerator. 

Chrysler division said Auto-Pilot 
effected a 15 percent saving in fuel 
consumption on a 680-mile turnpike 
run from Detroit to New York. 
Two Imperials, one equipped with 
Auto-Pilot, were used in the test. 


AUTO 
TURNTABLES 
* 


Manufactured by 


Macton Machinery Co. 
OYKE LANE 
Stamford 2. 
Cona. 
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a° 22,988,972 wit 


Maybe you can figure out just how much brake 
horse-power that little Swiss watch can develop! 


Last year alone, it helped haul this tremendous 
load to the Alps: $22,988,972 worth of American 
automobiles, gas and Diesel engines, tractors and 
car bodies—among other products. 


How does the Swiss watch get this power? 


Here’s the story—in 41 words: The Swiss buy 
American goods with the proceeds of what they 
sell over here. About half their sales are the prod- 
ucts of their three-hundred-year-old watch indus- 
try. And the Swiss pay as good customers do . . . in 
cash! It’s all trade. No aid. 

As a matter of fact, Switzerland is America’s best 
cash customer in Europe. A customer who has 
spent in America every dollar she has earned in 
America since 1946—plus 50% more. American 
business has gained a fat, favorable trade balance 
of $500,000,000! 

The present exchange of goods between Swit- 
zerland and America got the green light with the 
reciprocal trade agreements of 1936 between our 
two democracies. It would be a pity for both of us 
if the light were to change. 


In 1954, America hiked the tariff on jeweled-lever 
Swiss watch imports by a huge 50%. Since then, 
further restrictions are being considered. And they 
could price the Swiss watch right off the wrists of 
Americans! 

But there’s a deep, warm friendship between 
old customers. And the friendship between Switzer- 
land and the United States goes back into history. 
Surely, old friends can understand each other bet- 
ter when they have the facts. Maybe it’s time for 
men of good will and good business to face them. 


Published in recognition of the 
106th anniversary of The Treaty of Friendship 
and Commerce pledged between the people 
of America and the people of Switzerland 


THE WATCHMAKERS OF SWITZERLAND 
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Capsule Comments 


Sales of economy cars will have to reach 5 percent of 
the market before Ford Motor Co. would be willing to 
produce such a car in the U. S., a Ford spokesman says. 


In August, foreign cars accounted for 4.1 percent of 
sales. 


+ > * 

Cooperative advertising during the cleanup pays off, 
eight Olympia (Wash.) dealers find after giving it a trial. 
This makes more sense than the “beat-any-deal” ads. 

7 * . 

A new Historical Auto Society has been formed which is 
“dedicated to the preservation of motor vehicles of ancient 
age.” 

Sounds like the organizer would make a good service 


manager. ts i“ . 


Sales of U. S. manufacturing corporations set a record in 
the second quarter of this year, according to the Federal 
Trade Commission. 

Profits did not. 


* * a 
The average American family last year spent 14 percent 
of its funds on the purchase, operation and maintenance of 
automobiles. 
Topped only by spending on food and housing. 
” * = 
An European auto manufacturer says one of the reasons 
Americans buy foreign cars is because they like to shift 
gears. 
European makers, meanwhile, race to get automatic 
transmissions into production. 





Coming 
Events 


Dealer Conventions 
Oct. 20-2i—Oklahoma Auto Dealers Assn., 


Tulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 2-4—Texas Independent Automobile 
Dealers Assn., Inc., 13th Annual Con- 
vention, Commodore Perry Hotel, 
Austin. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn.. Roney Plaza Hotel,’ Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-li—Iillinois Automotive Trade 
Assn., Springfield, Ill, 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 


Auto Shows 


Oct. 5-2I—4ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 
Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. |—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Bos- 
ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 


Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 


Saree. Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. 

Jan. 18-26—Detroit Auto Show, Artillery 


Armory, Detroit. 

Jan. 23-28—Tampsa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-6 — Rochester Automobile Show, 


Memorial Exhibit Hall, Rochester, 
Feb. 1-9 — Louisville Automobile Show, 
Hote Solr Exposition Center, Louisville, 


Feb. 8-16 — Milwaukee Auto Show, Mil- 
waukee, 

Feb. 10-15— Denver Automobile Show, 
Denver Coliseum, nver, 


Feb. 16-22—Syracuse Auto Show, Syracuse, 
N.Y 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 


General 


Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 
Oct. 23-25—American Society of Body 
Engineers, Rackham Memorial Bidg., 
Detroit. 

Nov. 2-4—i3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 

Inc., Commodore Perry Hotel, Austin. 

Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 

Dec. 8-Ii—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia, 
Feb. 3-6—3Ist Annual National Automo- 
tive Accessories Manufacturers’ Exposi- 

tion, Navy Pier, Chicago, 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 









Letterbox 





Security Tests 


In your issue of Sept. 30, the 
article “Cancellation Cases at Zero 
Hour” quotes a Big 3 attorney as 
stating, “There may be no need for 
further territory security legisla- 
tion, if, as a matter of law . . . the 
manufacturer may give an automo- 
bile dealer the amount of territorial 
security from fellow dealers as the 
Circuit Court of Appeals said Pack- 
ard could give Zell and Hudson 
could give Bankert.” 


In view of the present chaotic 
condition of the retail automobile 
industry, and the claim of the 
auto manufacturers that they 
dare not do anything in violation 
of antitrust laws, it might well be 
that if the Supreme Court up- 
holds the manufacturers in this 
case, it will provide a basis of a 
“meeting of the minds” on some 
sort of territory security. 


Would you please tell me just 
exactly what the Circuit Court of 
Appeals said Packard could give 
to Zell and Hudson could give to 
Bankert? This in regard to terri- 
torial security. It will be much 
appreciated.—_H. W. Hooper (Chev- 
rolet), Muskegon, Mich. 


Eprror’s Note: Here is what the 
Circuit Court of Appeals stated 


The Big Stories 


Steady expansion in gasoline demand throughout the U.S. brought 
consumption to nearly one million barrels a day in 1927. 

A concession of from 3 to 4 million acres in the State of Para, 
Brazil, for rubber production on a large scale has been obtained by 
Ford Motor Co., according to Edsel Ford, president. 

Sales by General Motors divisions to dealers in the first nine 
months of 1927 were 1,316,597 units, against a total of 1,234,850 for 
the entire year 1926, and 996,321 units for the first nine months of 


1926. 


European production of cars, trucks and buses in 1926 amounted 
to 560,213 units, or less than the output for two average months by 
American factories. This total was an increase of 96,093, or 21 per- 


cent over 1925. 


—From the files of Automotive News. 





‘Meeting of Minds ... . 


This is an open forum for the discussion of any subject of interest to 
and your letters are welcomed. No attention is 

letters but you may sign your name with the assurance that 

used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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" ... and for an extra thousand, you get the small 
| economy model thrown in.” 





in upholding Packard against 
Webster Motor Car Co.: 


“The fact that any other dealers 
in the same product of the same 
manufacturer are eliminated does 
not make an exclusive dealership 
illegal; it is the essential nature of 
the arrangement. The fact that Zell 
asked for the arrangement does not 
make it illegal. Since the immediate 
object of an exclusive dealership is 
to protect the dealer from competi- 
tion in the manufacturer’s product, 
it is likely to be the dealer who 
asks for it. 


“The short of it is that a rela- 
tively small manufacturer, com- 
with large manufacturers, 
thought it advantageous to retain 
its largest dealer in Baltimore, 
and could not do so without 
agreeing to drop its other Balti- 
more dealers. To penalize a small 
manufacturer for competing in 
this way not only fails to promote 
the policy of the antitrust laws 
but defeats it.” 

In the Schwing vs. Hudson case, 
the Circuit Court of Appeals en- 
dorsed the opinion of District Judge 
Roszel Thomsen, who said: 

“Unless the manufacturer domi- 
nates the market, he has a right to 
give a dealer an actual monopoly, 
let alone a virtual monopoly, in 
the sale of his particular make or 
brand in a particular territory.” 

These statements have been en- 
dorsed, in effect, by last week’s 
Supreme Court denial of the 
Schwing and Webster petitions. 


Design for Small Car 


Now that the Europeans have 
gained by radical experiments on 
light cars, have perfected designs 
and have captured world markets, 
even the budding U. S. market for 
such cars, the time has come for 
the automobile industry of the U. S. 
to bestir itself to do radical re- 
search on tires, suspension, air- 
cooled engines, rear axles and chas- 
sis layout of light cars in order to 
make some overdue striking ad- 
vance in design of light passenger 


(Continued on Page 28, Col. 1) 
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RAMBL. 
EDSEL-» 
OLDSMOBILE 


Dealers for the cars advertised nationally in FAMILY 
WEEKLY have proved that showroom inquiries and sales re- 
spond best when their own local ads run in the newspaper of 
which FAMILY WEEKLY is a part. 


When the manufacturer’s big, colorful, prestige-building 
story in FAMILY WEEKLY tells ‘“‘WHAT IT IS” .. . you can 
complete the merchandising plan by telling the same readers, 
virtually everybody in town, ‘““HERE’S WHERE TO SEE 
IT, DRIVE IT, BUY IT!” 


FAMILY WEEKLY is expertly edited to basic family interests, 
your assurance of responsive readership by all those who in- 
fluence the family’s major buying decisions. Today, that’s 
likely to be mother, dad, and the kids. 


In your city, only the local newspaper . . . and FAMILY 
WEEKLY .. . reaches everybody! Combined, they are your 
sure one-two punch for automobile sales. 


The 166 markets covered in depth by the 4,287,741 circulation 
of the FAMILY WEEKLY newspapers comprise a prosperous, 
merchandisable ‘‘Supercity of Sales” where 7,159,600 passenger 
car registrations represent 14.9% of the United States total. 
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National Advertising in 


FAMILY WEEKLY == 


makes your local newspaper 
more effective than ever as 
your basic advertising 
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FAMILY WEEKLY 


is the Sunday supplement of 
these 166 influential newspapers 


ALABAMA: Anniston Stor « Dothan Eagle « Florence- 
Sheffield-Tuscumbio-Muscle Shoals Times & Tri-Cities Daily 
e Gadsden Times ¢ Huntsville Times ¢ Tuscaloosa-Northport 
News. ARIZONA: Yuma Sun. ARKANSAS: Camden News 
@ Ei Dorado News « Hot Springs Sentinel Record « 
Magnolia Banner-News © Pine Bluff Commercial. 
CALIFORNIA: Bakersfield Californian « Eureka Humboldt 
Standord Times ¢ Monterey Peninsula Herald « Socra- 
mento Union « Santa Ana Register « Santa Barbora News 
Press ¢ Santa Rosa Press-Democrat eVallejo Times-Herald. 
COLORADO: Colorado Springs Gazette-Telegraph © 
Grand Junction Sentinel ¢ Pueblo Stor-Journal & Chieftain. 
CONNECTICUT: New Hoven Register. FLORIDA: 
Daytona Beach News Journal « Fort Lauderdale Sunday 
News & Sentinel ¢ Fort Myers News-Press ¢ Gainesville 
Sun & Alachua County News « Jacksonville Journal « 
Orlando Sentinel « Panama City News Herald « 
Pensacola News-Journal e Sorasote Herald-Tribune « 
Taliahassee Democrat « Tampa Times ¢ West Palm Beach 
Palm Beach Post-Times. GEORGIA: Albany Herald « 
Rome News Tribune. IDAHO: Boise Statesman « idaho 
Falls Post-Register « Lewiston Tribune © Pocatello idaho 
State Journal. ILLINOIS: Bloomington-Normal Pantagraph « 
Champaign-Urbano News-Gazette ¢ Danville Commercial 
News « Kankakee Sunday Journal « La Salle-Peru- 
Oglesby News-Tribune ¢ Quincy Herald-Whig « 
Springfield Sunday Journal Register. INDIANA: 

Anderson Herald ¢ Huntington Herald Press « Kokomo 
Tribune ¢ Logansport Press « Marion Chronicle Tribune « 
Muncie Star ¢ New Albany Ledger & Tribune « 

Vincennes Sun-Commercial. 1OWA: Council 

Bluffs Nonpareil « Davenport Democrat & Times « 
Dubuque Telegraph-Herald ¢ Sioux City Sunday Journal 
e Waterloo Courier. KENTUCKY: Ashland independent 

© Bowling Green Park City News « Owensboro Messenger 
& Inquirer « Paducah Sun-Democrat. LOUISIANA: 
Bogalusa Sunday News « Lafayette Sunday Advertiser « 
Lake Charles American Press. MARYLAND: Cumberland 
Sunday Times. MASSACHUSETTS: Lowell Sun. 
MICHIGAN: Grand Rapids Herald. MINNESOTA: Albert 
Lea Tribune. MISSISSIPPI: Biloxi-Gulfport Herald 

¢ Greenville Delto Democrat-Times « Meridian Star « 
Tupelo Journal « Vicksburg Post Herald. MISSOURI: 
Jefferson City Capitol News Post-Tribune « Springfield 
News & Ledger. NEVADA: Las Vegas Review-Journal « 


Reno State Journcl. NEW HAMPSHIRE: Manchester 
Sunday News. NEW JERSEY: Asbury Pork Press « New 
Brunswick Sunday Times ¢ Trenton Times-Advertiser. 
NEW MEXICO: Hobbs News & Sun « Roswell Record « 
Senta Fe New Mexican. NEW YORK: Elmira Sundoy 
Telegram ¢ Niagara Falls Gazette « Poughkeepsie 

New Yorker ¢ Utico Observer-Dispatch. 

NORTH CAROLINA: Concord Tribune « Fayetteville 
Observer ¢ High Point Enterprise © Salisbury Post. 
OHIO: Athens Messenger ¢ Canton Repository « 
Coshocton Tribune « Ironton Tribune « Lima News ¢ Lorain 
Journal ¢ Mansfield News Journal « Middletown Sunday 
News Journal « Zanesville Times Signal. OKLAHOMA: 
Altus Times-Democrat e 

Duncon Banner ¢ Enid News « Lawton 

Constitution-Press « Muskogee Phoenix & Times- 
Democrat. OREGON: Eugene Register-Guard « Klamath 
Falls Herald & News « Medford Mail Tribune « Solem 
Oregon Statesman. PENNSYLVANIA: Altoone Mirror « 


Lancaster Sunday News e Wilkes-Borre Sunday independent. 


SOUTH CAROLINA: Anderson independent « 

Florence News © Spartonburg Herald Journal. 

SOUTH DAKOTA: Huron Huronite & Ploinsman 

* Rapid City Journal. TENNESSEE: Jockson Sun « 
Kingsport Times News. TEXAS: Abilene Reporter News « 
Austin Americon Statesman e Big Spring Herald « 
Brownsville Herald « Denison Herald « Denton Record- 
Chronicle « Galveston News ¢ Greenville Herald « 
Harlingen Stor « Kilgore News Herald « Laredo Times 

© Lufkin News « Marshall News-Messenger « McAllen 
Monitor « Midland Reporter-Telegram ¢ Poris News 

© Port Arthur News « Son Angelo Standard Times « 
Snyder News © Texorkano Gorzette « Tyler 
Courier-Times-Telegraph ¢ Victoria Advocate « 

Waco Tribune-Herald « Wichita Falls Times. 

UTAH: Logan Herald-Journal e Ogden Standard-Examiner 
* Provo Herald. VERMONT: Burlington News. VIRGINIA: 
Danville Register ¢ Lynchburg News « Suffolk News- 
Herald. WASHINGTON: Pasco, Kennewick, Richland 
Tri-City Herald ¢ Walla Walla Union Bulletin ¢ Wenatchee 
World « WEST VIRGINIA: Beckley Sundoy Register « 
Bluefield Telegraph © Fairmont Times West Virginian « 
Parkersburg News. WISC : Racine Bulletin. 
WYOMING: Casper Tribune Herald & Stor « Cheyenne 
Wyoming Stote Tribune. 
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Inside Motor Sports 


Race Drivers Organizing 


To Improve Safety Rules 


By Don O'Reilly 





out by negotiation, gradually.” 
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licenses are issued, he says, draw- 
ing a comparison with the rigid 
requirements for obtaining an air- 
craft pilot’s license. 

The Public participation will be 
in addition to the usual stock-car 
races on the beach and road course, 
and the speed and acceleration 
trials on the beach for sports cars 
and stock cars. 

Simulated emergencies will be set 
up and the drivers will be called on 
to demonstrate their ability to 
think fast and to handle properly 


ys an aim toward improving 
safety standards of speedways, 
steps are being taken to organize 
the Professional Race Drivers 


Crawford also has conferred 
with Col. Stapp, the Air Force ex- 
pert on deceleration, concerning 
improved safety belts and other 


the automobiles under all highway 
driving conditions. 

The speed angle is being de- 
year. 





Guild of America. cockpit equipment. 
Sparkplugging the proposition is a ee 
Ray Crawford,| Driving Tests far Public 


Paciti 7 MB. ..-» PUANNING for the annual Day- 
store operator tona Beach international safety 
and the only and performance trials in Febru- 
driver-owner in| 2 NASCAR President Bill 
Indianapolis France is adding public-driving- 
Speedway compe- skill contests to the schedule. 
tition. Speed, horsepower and auto- 
Crawford, who| racing influence are receiving, 
won the 1954] Without justification, too much 
blame for highway accidents, 


Mexican stock- 
@ Rely car road race,| France feels. 
said, “We won't Some of the trouble lies with in- 


be arbitrary, but will work things 





adequate driving tests when| 


emphasized this 
” a * 
i than 400 antique automo- 
biles are participating in the 
12th annual revival of the Glidden 
Tour this week. 

Drivers of the 1900-to-1929- 
vintage cars will participate in a 
review for Queen Elizabeth at Wil- 
liamsburg, Va., and the Jamestown 
Festival Thursday. 

Officials say the 548-mile trip 
is almost as difficult today, 
mechanically speaking, as it was 
a few decades ago, even though 
the modern highways are dotted 
with service stations. 

Where will a driver find trans- 





“Honest, our service has im- 
proved since you bought your last 
new car from us!” 





mission bands for a Model T, the 
right size spark plug for a i909 
Regal or a Simplex drive chain in 
today’s service stations? 

The tire situation is just as it 
was in the original Glidden Tours, 
1904 to 1913. Firestone is sending a 





You can positively cut your investment in bins and inventory 
if you “Borrough-ize” your parts department. This means 
every part will be in its proper place and easy to find .. you 
won't need Sherlock Holmes on the job to find parts to fill 
orders quickly and make on-the-spot sales. You also cut the 





again we emphasize...no bin offers more features than 


BORROUGHS = BINS 


possibility of overstocking and obsolescence. And when you 
need new bins, Borroughs gets them to you P.B.Q. from their 
warehouse distributors. Now’s the time to “Borrough-ize” 
your parts department and increase your profits and effi- 
ciency. Money saved is money earned. 
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Your nearest Borroughs distributor offers you a complete survey service, expert plan-o-graphing and floor-planning 
service, prompt delivery and efficient installation service. Economize without sacrificing — by “Borrough-izing.” 


— 


ee 


® Borroughs Bins save time in re-arranging (re-working) 
shelves, dividers and trays. 


® Borroughs Sliding Shelves — adjustable without bolting — 
they slide in and out instantly on 112” centers. 


® Borroughs Shelves are 18 Gauge, and do not require side 
flanges ..can be adjusted, loaded, with dividers in place. 


® Borroughs Adjustable Dividers snap into position any 
place you want them .. labels travel with dividers. 


® Borroughs Frame is stronger, because Borroughs Bins have 
a separate base and top which are bolted to uprights and 
back to give utmost rigidity. 


® Borroughs offers choice of 6 colors — electrostatic baked- 
on enamel in Green, Gray, Buff, White, Cascade, and Tile. 


® Write Dept. (B) for Borroughs installations nearest you .. 
learn other facts first hand that show why most dealers 
prefer Borroughs Bins. 
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well-equipped stock truck along the 
route. 
+ + * 


Grand Prix Shift Denied 


UMORS from Miami that the 

Sebring (Fla.) 12-hour sports- 
car grand prix might be moved to 
the Miami area within a year or 
two are untrue, says Reginald 
Smith, Sebring race secretary. 

The Orange Bowl Committee had 
announced plans for a sports-car 
race at Miami’s Master Airport 
next Jan. 11-12, giving rise to the 
reports this might be the fore- 
runner to a later shifting of the 
Sebring race. 

Smith said Alec Ulmann, race 
director, has given much thought 
to relocation of the international 
race, but had decided to remain 
in Sebring. 

Civic leaders in the inland Flor- 
ida town are working out plans 
now, Smith said, to improve hous- 
ing conditions, one of the main 
complaints of spectators and com- 
petitors. 

Sebring is the only sports-car 
race in this country which counts 
toward the world-sports car cham- 
pionship. 


® * * 


Bluebird Going, Going .. . 


HE famed Bluebird car, with 

which the late Sir Malcolm 
Campbell established speed records 
on Daytona Beach sands 30 years 
ago, will be sold at public auction 
Oct. 24. 

The sale will include assets of 
the Museum of Speed at Daytona 
Beach. It will dissolve the partner- 
ship of William Tuthill and Sher- 
man F. (Red) Crise, who teamed 
to operate the speed museum. 

The sale will climax almost two 
year’s of litigation. 

> > = 


Plea for Mille Miglia 


N ITALY, the Automobile Club 

of Brescia has requested that 
the Mille Miglia (1,000-mile race) 
be placed on the international 
calendar for the first or second 
Sunday in May. 

When Alfonso DePortago, two 
other drivers and nine spectators 
were killed at the Mille Miglia 


| last May, it was thought the race 


would never again be held. 
The course may be changed this 


year, the promoters indicated. 
” * 7 


Fangio May Join Britons 
PECULATION is that world- 
road-racing chamipon Juan 
Manuel Fangio may join the Brit- 
ish Vanwall racing team for 1958. 


Vanwalls have won three Grand 
Prix races this year with Stirling 
Moss driving, the first British car 
victories since 1923. 

Moss finished second in the 
world-title-point standings, the 
third year he has been runnerup 
to Fangio, four-time champion. 

> * = 


Disc Brakes Optional 


yas success of Dunlop disc 
brakes, introduced this sumi- 
mer on the XE-150 Jaguars, has 
led to their being made optional 

equipment on Jaguar 2.4 and 3.4 

liter models. 
= = - 

UROPEAN auto makers are 

reported perturbed at the Los 
Angeles speech of George Walker, 
Ford Motor Co. styling vice-presi- 
dent, in which he said European 
car styles are 20 years behind the 
U. S. 

Especially irksome to them was 
the comment: “If the foreign-car 
stylists act promptly to profit by 
U. S. styling, they can play an 
important role in bringing about 
the restoration of a sound and dy- 
namic economy in Europe.” 

* * 7. 


Kangaroos KO Cars 


N THE Mobilgas Round Aus- 

tralia economy run, won by 
Volkswagen, one VW driver re- 
ported a kangeroo chased his car 
for three miles at over 40 miles per 
hour. 

Four cars dropped out of the 
rally after colliding with kange- 


roos. 
+ * * 


For Women Only 
TIP for U. S. auto service 
centers: An English dealer told 
ladies to bring in their Volks- 
wagens for free inspection and 
receive a free beauty treatment 
while waiting. 
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Here’s the job 


you’ve been 


looking for! 


John Naughton 





(providing you're an experienced, ambitious truck man) 


If you’re in the truck business, it’s a pretty safe bet you’ve already heard 
at least something about Dodge Truck’s big expansion program, which is 
already well under way. 


Chances are, for example, you’ve heard about our new Heavy-Duty-Truck 
Centers, now being opened all across the country. These Truck Centers 
not only make it possible for Dodge dealers to give prospects a 

full demonstration of any heavy-duty Dodge truck or 4 x 4 they might 
need, but also insure practically immediate delivery. 


The Truck Centers also carry a complete inventory of parts and conversion 
components, so that it is now possible for us to “Job-Rate” a truck to any 
specifications on the spot, and on short order. 


Another thing there’s been a lot of talk about is our new truck financing 
set-up. These two plans (one for fleet, the other for heavy-duty) are 
extremely liberal, and give our Dodge truck dealers a real advantage over 
competition. 


About our product. Unless our security system has slipped up, you haven’t 
heard too much about our new 58 models. But when we unveil them, I 

can guarantee you that you’re going to see a line of trucks with sales-appeal 
second to none. They’ve got it, believe me. 


Now, as I mentioned, we’re going to go whole-hog on expanding our truck 
business.We’ve got the facilities to do the job. And we’ve got the kind of 
farsighted management it takes to do the job. 


BUT WE DO NEED MEN. 


Naturally, any program as extensive as ours requires plenty of added 
manpower. hall I mean GOOD men. Like yourself, say. 

Now, here’s the proposition: If you know trucks (including the high-tonnage 
market), have had experience working with dealers or large truck users, and 
have the kind of pride it takes to make a man want to be a real success, 

we can make it more than worth your while to join us. 


We can offer you everything you have in your present job and then some! 


The most you can lose, certainly, is a three-cent stamp. So why not 
write and tell me about yourself (in the strictest confidence, of course)? 
Just address your letter to me, John Naughton, Sales Manager— 
Trucks, Dodge Truck Plant, P. O. Box 2088, Detroit 31, Mich. 


Hope I'll be hearing from you . . . soon. 


CHRYSLER CORPORATION 





DODGE DIVISION 
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S-P Adds Bigger Truck for °58 


SOUTH BEND. —Studebaker is 
making a bid for sales in a heavier- 
duty field with its line of 1958 
trucks, which is now on sale. 


The new big truck has a gross 
vehicle weight of 19,000 pounds, 
highest in company history. 


Sydney A. Skillman, general sales 
manager, listed these other features 
in introducing the line: 

A wider range of engines includ- 
ing the most powerful engine in 
the company’s history—a 289-cubic- 
inch V-8. 

Automatic transmission for the 
one-ton classification. 

Power steering for one to two-ton 
models and power brakes for light- 
duty models. 

The 1958 line ranges from half- 
ton pickups to the two-ton, heavy- 
duty trucks, covering 95 percent 
of the truck market, the company 
said. 


Four engines will be offered. A 
259-cubic-inch, 170-horsepower V-8 
is offered in the half and three- 
quarter-ton models and a 289-cubic- 
inch, 182-horsepower V-8 will be 
used in the heavy-duty units and as 
optional equipment for the two-ton 
medium-duty model. 

This engine also is optional in the 
one and 1%-ton models. 

Optional four-barrel carburetion 
will widen power choices available, 
increasing horsepower to 178 and 
192 respectively for the 259-cubic- 
inch and 289-cubic-inch V-8 en- 
gines. 

With the two six-cylinder engines 
available in the light-duty models, 
the 185-cubic-inch, 92 - horsepower 
and the 245-cubic-inch, 106-horse- 
power power plants, Studebaker- 
Packard makes a wide offering of 
power to buyers. 

Torque ratings are 250 foot- 
pounds for the light-duty truck 
V-8 engine at 2,300 revolutions 
per minute. The Big V-8 engine 
is rated at 288 foot pounds of 
torque at 2,600 revolutions per 
minute, Compression ratio for all 
Studebaker truck engines this 
year is 7.5 to 1. 

In the light-duty line, wheelbases 
of 112, 122, and 131 inches will be 
available with gross vehicle weight 
ratings from 4,800 pounds in the 
half-ton model to 10,000 pounds in 
the one-ton model, Pick-up bodies 
will be 6% to nine feet in length 
and stake and platform types will 
be eight and nine feet. 

The all-steel, double wall, pickup 
body will be retained. The pickup’s 


form-stake bodies will be avail- 


belts, foot-controlled fresh air 


able in nine, 12, and 14-foot | ducts, improved instrument cluster 


lengths. Wheelbases of 131, 155, 
171 and 195 inches will be used. 


design for better visibility, cross- 
link shockless steering, tubeless 


Gross vehicle weights are 18,000-| tires, enclosed cab steps, and rotary 


19,000 pounds, The power train will 
include the 289-cubic-inch V-8 en- 
gine, four-speed heavy-duty syn- 
chromesh transmission and an 11- 
inch clutch. 

Heavy-duty front axles with a 
carrying capacity of 5,000 pounds 
and rear axles with a carrying ca- 
pacity of 15,000 pounds will be used 
with these new units. A 68 to 1 
rear axle ratio will be standard 
with a 6.2 to 1 ratio optional at no 
extra cost for higher road speed 
and greater economy. . Two-speed 
rear axles with electric shift will 
also be available. 

The new trucks will have three- 
stage rear springs rated up to 7,300 
pounds, and will be equipped with 
heavy-duty six-stud wheels. 

A “premium engine package” in- 
cluding many of the standard 
heavy-duty features of the 289- 
cubic-inch engine will be available 
with the 245-cubic-inch, six-cylin- 
der engine or the 259-cubic-inch 
V-8. 

The package includes heavy- 
duty inlet and exhaust valves, 
heavy-duty exhaust valve springs, 
and rotary cap kit, chrome-plated 
top compression piston rings and, 
on the 259-cubic-inch engine, 
heavy-duty aluminum timing 
gear, heavy-duty connecting rod 
bearings and crankshaft bearings, 
and a one-quart oil bath air 
cleaner. 

Chassis on the Transtar line in- 
clude shorter frames with a 102- 
inch bumper-to-back-of-cab dimen- 
sion. With the two-ton heavy-duty 
model, this permits accommodation 
of a 35-foot round-nose trailer 
within a 45-foot over-all length 
limit. 

Power brakes will be offered on 
models in all weight classifications. 
The booster for light-duty usage is 
a 6%-inch Hydrovac. Linkage-type 
power steering will be available for 
the first time in the line and will 
be optional with all V-8 powered 


| 


door latches. 


The nonslip Twin Traction 
safety differential will be optional 
equipment on the half-ton models. 
The differential divides power 
between the rear wheels so that 
up to 80 percent of engine torque 
goes to the wheel with the best 
traction under icy, slippery, or 
off-highway operating conditions. 
In styling, the Transtars have a 
modern grille and heavier, deeper 
bumper for a massive, yet func- 
tional front-end appearance. The 
reinforced fibre glass grille permits 
increased engine cooling. All the 
trucks feature fender mounting of 
parking lamps. 

Pickup bodies will be two-toned 
as well as the cabs. Chromed side 
mouldings running the width of the 
cab accent the color break. A total 
of 11 two-tone and seven solid 
colors will be offered. 


DeSoto-Plymouth Dealers Meet— 


Factory officials and dealers are shown in Washington at the introduction of the 
1958 DeSoto and Plymouth lines to dealers of the Philadelphia region. From left 
are H. J. Toland, Philadelphia DeSoto regional manager; E. Freed, A. J. Wolfington, 
M. J. Logan, Philadelphia zone manager; L. E. Backus, C. P. Noonan, field operations 


director, Eastern marketing area; 


Vv. Hendri, J. B. Wagstaff, DeSoto sales vice- 


| president; M. Cichetti, E. Freed, F. Freed, R. Freed, R. L. Hudson and R. E. Anderson, 
| vice-president, Batten, Barton, Durstine & Osborn, Inc., DeSoto advertising agency. 


Local Revenue Trends Take Tax Spotlight 


31, 1958. If approved it would run | room and lodging rentals, includ- 


NEW YORK.—Trends on local 
tax and revenue reported in five 
states were highlighted by the 
adoption of a controversial Denver 
ordinance providing for a tax on 
income earned in Denver. 


Denver’s City Council approved 
a one-half percent tax on income 
earned in Denver amounting to 
$5,000 or less, and 1 percent on 
income over $5,000. It goes into 
effect Jan. 1. 


The tax is expected to yield an 
estimated $6.8 million annually to 
offset an estimated 1958 budget 
deficit and to launch a three-year 
$22 million capital improvements 
program. 

The tax will be imposed against 
the gross income of people on sal- 
aries, net income of professional 
people such as doctors and lawyers, 


trucks in the one-ton and over|2#"d businesses and corporations. 


classifications. 


Safety features include crash 
pads, optional crash-tested seat 


floor space will be 51% inches wide. | * 


A four-speed synchromesh trans- 
mission will be standard on the 
one-ton, and Studebaker’s auto- 
matic transmission will be optional 
on this model. 

In the medium-duty line of 1%- 
ton and two-ton trucks, four wheel- 
bases will be available, ranging up 
to 195 inches. The 195-inch wheel- 
base is designed to accommodate 
16 to 18-foot vans, stakes or special 
bodies. Other models include fac- 
tory installed nine-foot through 14- 
foot stake and platform bodies. 

Gross vehicle weights on the two- 
ton models are 16,500 pounds on 
the 155-inch wheelbase model and 
17,000 pounds on both the 171-inch 
and 195-inch wheelbase models. 

In the heavy-duty line there 
will be four chassis and cab 
models. Factory installed plat- 


New Studebaker Pickup— 


This half-ton pickup is included in the 
1958 line of Studebaker trucks which is 
now on sale. Through the line, grilles 
and bumpers are designed to give shorter 
overall cab length. Parking lamps are 
mounted on fenders on all models. 


Studebaker Shows ‘58 Trucks— 


Rents, interest, dividends and capi- 
tal gains will be subject to the tax 
when earned by a business enter- 
prise, but the individual will not 
have to pay a tax on interest and 
dividends. 


The Council also approved a 
companion measure to submit the 
new tax to popular vote June 10 
after it had been in effect six 
months. If the voters turn the 
tax down then, it would end Dec. 


until Dec. 31, 1960. 

AvaBAMA: A _ bill empowering 
cities to impose a $5 license fee on 
motor vehicles was killed by the 
Senate’s Municipalities and Munici- 
pal Organizations Committee. 

Missouri: Tentative agreement 
on a program for obtaining more 
than $2 million additional annual 
revenue in Kansas City to provide 
emergency police, fire, health and 
safety services was reportedly 
reached by the City Council’s Fi- 
nance Committee. Proposals in- 
clude: 

1.A 5 percent tax on hotel 


Road Fund Income 
Tops $219 Million 


WASHINGTON.—The Highway 
Trust Fund received $219.4 million 
during August, the Treasury Dept. 
has reported. Expenditures during 
the month amounted to: $129.7 mil- 
lion, the department said. 

Receipts for the first two months 
of fiscal 1958 totalled $393.5 million 
while expenditures amounted to 
$239 million, the report continued. 

During the 14 months since its 
establishment, the fund has taken 
in substantially more than it has 
spent, the department said. 








How They're Pushing Sales .. . 


Dealer Ad Ideas 


French Cars in Fete 


os French Fortnight program 
of the 50th anniversary observ- 
ance of Neiman-Marcus Co., Dallas 
department store, had a fresh 
French flavor—100 cars built by 
Renault. The cars, all finished in 
white for the occasion, were Dau- 
phine models. 
a * > 
‘Sidewalk Cafe’ in Texas 
AHER BROTHERS (Ford), 
Oak Cliff, Tex., has set up a 
“sidewalk cafe” with coffee and 
doughnuts to celebrate the firm’s 
anniversary. 

The dealership, headed by Tom 
Maher, has operated in Oak Cliff 
for the last 10 years. 

x - * 


‘Old-Fashioned Clean-Out’ 
EMBERS of the Buffalo & Erie 
County Dodge Dealers Assn. 
joined in an “Old Fashioned Clean- 
Out, Close-Out Sale” to move 1957 
models in Western New York. 
The dealers employed full-page 
newspaper advertising, radio spots 
and other ‘media. They said sharp 
deals were being offered on the 
remaining 565 cars. 
Participating were Brost Motors, 


;Inc.; James R. Shaw Co.; Lou 
Bielli Dodge, Inc.; Wassman Bros., 
ee and John L. Kruse Motors, 
nc. 


ing private and residence clubs. 


2. A 20 or 25 percent increase in 
the occupation license tax of 85 per- 
cent on each $1,000 in gross re- 
ceipts of merchants, manufacturers 
and other businesses. 

3. Installation of 1,000 to 4,000 
additional parking meters and an 
increase of the one-hour parking 
meter charge from five to 10 cents. 

4. A garbage collection charge of 
$7.50 a year for residences and a 
proportional charge for commer- 
cial establishments. 

5. Establishment of a 6 or 7 
percent sewer service charge on 
the basis of the amount of water. 
6. Elimination of a 2 percent dis- 

count for payment of real estate 
taxes in June. 

7. Trafficway maintenance tax 
against property adjacent to traf- 
ficways. 

New York: A proposal to ex- 
empt the first 90 cents of motion 
picture admission charges from 
New York City’s 5 percent amuse- 
ment tax was passed by the City 
Council. The city law heretofore 
exempted the first 10 cents. 

Involving a loss of about $4 mil- 
lion a year in revenue, the measure 
was recommended by the Council 
Finance Committee to provide re- 
lief for a “sick industry.” 

WasHIncTon: Seattle’s City 
Council took under consideration 
an appeal to eliminate or reduce 
municipal theater admission taxes. 
It was pointed out that since 1946 
11 Seattle theaters have closed and 
eight of them now operate part- 
time. 

Seattle last year collected $20,722 
in admission taxes, a drop of about 
27 percent since 1946. A modified 
tax formula under which no tax 
would be paid on admissions of 90 
cents or less was urged. 


Renault Dealers Leave for France— 


<< <<< 


— 


Inc.; Pankow Motors, Inc.; W. G.| Over 100 Renault distributors and dealers and their wives, prepare to leave New 


Studebaker has moved into a heavier-duty field with this 3E40 two-ton model for| Haberer & Sons, Inc.; Conshafter- | York for a 10 day trip to Paris. The group will tour the factory at Billancourt and 
1958 which is now on sale. The model has a maximum gross vehicle weight of 19,000} LaSpisa, Inc.; Jos W. Snider, Inc.; | also the Dauphine assembly plant at Flins, in addition to participating in Renault's 
pounds and offers a 289-cubic-inch, V-8 engine which develops 192 horsepower when | J. W. Snider Motors Corp.; Great| Export Day (when Renault distributors and dealers from all over the world gather 


equipped with an optional power pack. Lakes Motor Corp.; Delacy Motors, | in Paris) and see the 1958 Paris Automobile Show. 
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Compaw! 


See How Kendall SuperB 
Alone Provides All 8 
Characteristics Essential to 
Effectively Lubricate and 
Protect the Engines of the 
Modern Cars You Sell. 


* Refined from 100% 
Bradford Pennsylvania 
Crude Oil — world’s richest. 
Patent applied for. 


Kendall SuperB’...a proven profit-maker that assures owner loyalty 


More regular lubrication customers give you neu 


opportunities to increase service volume and repeat car sales 


KENDA on Ol Ol on 
ed At Br oe “Dp” 
PREVENTS FORMATION OF COMBUSTION CHAMBER DEPOSITS x x 
ELIMINATES HYDRAULIC VALVE LIFTER FAILURE x x 
MINIMIZES MECHANICAL AND CORROSIVE WEAR x x x x 
PROTECTS BEARINGS UNDER MOST SEVERE CONDITIONS x x x x x 
IMPROVES GASOLINE MILEAGE: ASSURES MAXIMUM HORSEPOWER x x x x 
PROVIDES FAST STARTING AND INSTANT OlL CIRCULATION IN 
SUB-ZERO TEMPERATURES x x x x x 
MINIMIZES OIL CONSUMPTION AND PROVIDES FULL PROTECTION 
AT HIGH TEMPERATURES x x x 
KEEPS ENTIRE ENGINE CLEAN AND FREE OF VARNISH AND 
SLUDGE DEPOSITS X x 


KENDALL REFINING COMPANY « BRADFORD, PENNSYLVANIA 





Lubrication Specialists Since 1881 








a : 
aor n te? 


“joy a Yemen «. 
"58 RAMBLER REBEL V-8S cine V-8 performance and top V-8 economy with 215 H.P. Four-Door Custom Sedan is illustrated. 


FIRST IN SALES GAINS IN ’57...NOW SET TO SMASH ALL RECORDS! 


ALL-NEW RAMBLER 


Rambler dealers this past year hit the 
jackpot, thanks to American Motors fore- 
sight in building the car that was years 
ahead in anticipating today’s traffic jams, 
parking problems and high motoring costs. 

Rambler sales broke all records as motor- 
ists who were sick and tired of too-big-to- 
park gas hogs began switching to Rambler 
at a rate 31% ahead of last year. 

Astute dealers, too, are switching to 
Rambler franchises— 123 in September alone 
—as they see another “Comstock Lode” in 
the making. For only Rambler offers what 


Plenty of room for six adults. 


millions of Americans want: Big car room 
and comfort with small car economy and 
handling ease . . . the best of both in Rambler. 


EVERYTHING NEW FOR ’58 
BUT THE RECORD ECONOMY 


Now Rambler’s even hotter with brand-new 
style . . . brand-new handling ease .. . 
brand-new performance . . . 17 brand-new 
models, on two wheelbases. Three sizzling 
series: Economy 6, Rebel V-8 and all-new 
Ambassador V-8 by Rambler with the top 
performance story in the industry. Plus— 


all the most-wanted features: Push-button 
driving . .. Self-cooling brakes . . . POWR- 
LOK anti-slip differential . . . Four-Beam 
Headlights . . . the first full-dip rustproofing 
in America—108 top sales advances for ’58. 

All this backed by the best advertising — 
the heaviest local, tailored-for-the-dealer news- 
paper schedule in Rambler history. 

Sound good to you? There are still a few 
choice open points for A-1 dealers who know 
how to take a good thing and do even 
better. Write for details. 


Only Rambler 


Gives You the Best of Both: 


@ AMERICAN 
Big Car 
Room, Ride 


and Comfort 


Out-turns, out-parks any U. S. Sedan. 


@ EUROPEAN 
Small Car 
Economy, 
Handling Ease 


*NASCAR Record—6 with Overdrive 


For Full Details on the Rambler Franchise— Call or Write in Complete Confidenc 
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ss MAmhatAsadalz V+8 CROSS COUNTRY HARDTOP Absolutely new —four doors, no center posts. One of 6 models. 


AMBASSADOR FOR ’58 
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AMERICAN MOTORS MEANS MORE FOR AMERICANS 


Pushbutton-controlled automatic Wanted by 24 of all motorists—and 
transmission! Select just the gear you only Rambler has them! Exclusive 
want. Everybody wants it. Rambler American Motors Airliner Reclining 
dealers sell it on all models. Seats and Twin Travel Beds. 


Interior design, colors and fabrics are entirely new—smartest ever 
created for American Motors cars. Stunning new Cinnamon and Beige 
interior. at-right is one of 58 new decorator combinations for ’58! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Is a city ordi- 
nance valid and enforceable which 
requires automobile dealers to fur- 


nish purchases 
with complete 
statements of the 
transaction? 

Last month a 
higher court an- 
swered this ques- 
tion in the affirm- 
ative. 

For instance, in 
State of Minne- 
sota v. H. J. Minar 
Co., 81 N. W. (2d) 
268, a city ordi- 
nance was litigated which provides 
that every automobile dealer shall 
at the time of any sale furnish to 
the purchaser of a used motor ve- 


L. T. Parker 





hicle a plainly written statement 
signed by him showing all of the 
terms and conditions of such sale. 


An automobile dealer contested 
the validity of this ordinance, The 
higher court upheld the ordinance, 
and held that an automobile dealer 
who violated it was subject to the 
penalties specified in the ordinance. 

Modern higher courts consist- 

ently hold that an automobile 
dealer may lawfully have two 
prices on an automobile, one for 
cash and one for credit. But if 
one definite price is made to the 
purchaser, the seller cannot later 
add to it claiming that the in- 
creased price was for credit. 

For instance, in Cunningham v. 
Chamblin Motor Sales Co., 299 S. 
W. (2d) 89, it was shown that a 
man named Cunningham purchased 
from an automobile dealer a 1949 
model Packard automobile for $395 


with a down-payment of $100. 

Hither on the same date or a 
week later, when Cunningham made 
a@ payment of $25 on the balance, 
he executed a conditional-sales con- 
tract showing a “time differential 
price (credit purchase price)” of 
$493. After credit of the $100 down- 
payment the contract provided for 
payment of the $393 balance in 19 
weekly installments of $20 and one 
payment of $13. 


* * * 


Buyer’s Proof Approved 

ly SUBSEQUENT litigation, the 
higher court held that the 

buyer’s proof was sufficient to 

make a prima facie case of usury. 

This court said: 

“According to appellant’s (Cun- 
ningham’s) proof the parties agreed 
on a purchase price of $395 for the 
automobile without regard to 
whether the sale was for cash or 
on credit, and a downpayment of 
$100 was made leaving a balance 
of $295. 

“But under the conditional- 
sales contract, appellant was re- 
quired to pay $393 over a period 
of 21 weeks without any indica- 
tion that any part of the $98 








USED CARS 


“May I help you, Sir?” 





differential was for anything 
other than interest.” 

For comparison, see Hare v, Gen- 
eral Contract Purchase Corp., 249 
S. W. (2d) 973. This higher court 
explained that it is not usury for 
one who sells an automobile on 
credit to contract for a higher 
price than he would have sold it at 
for cash. 

On the other hand, if the sale be 
really made on a cash estimate, 





NEW TRANSMISSION 


OIL COOLER— 





another First for ALLEGHENY STAINLESS 


Over 70% of today’s cars are powered with auto- 
, matic transmissions. Fine for the motorist, but new 
problems for the designer. Transmission oils zoom to 

300 degrees and must be cooled. 

Solution? Mount a small, efficient heat exchanger 
within the lower tank of the radiator, as shown above. 
Make it able to stand wide temperature differentials— 
surrounding cooling water from 0° to 180°; searing oil 
of 300°. Make it corrosion proof—against all types of 
water, all varieties of anti-freeze compounds, dirty, 
hot oil. Since it’s tucked inside the radiator, make it 





strong and maintenance-free. 
Allegheny 430 Stainless Steel 
has proved itself to meet all these 


Write for this 16-page Technical Study 
that describes alternate selections 
available for the Chrome-Nickel 
Stainless Steels. Gives properties, 
fabrication data, etc. 

ADDRESS DEPT. AN-94 


design objectives. And it actually reduced unit cost 
over other materials while still improving performance. 
The ductility and corrosion resistance of this straight 
chromium stainless make it a natural for this type of 


application. 


Perhaps your product could be improved by a switch 
to Allegheny 430. It costs less than chftomium-nickel 
stainless grades, it’s always readily available, not subject 
to nickel shortages. To find out how Allegheny 430 
Stainless can help you, write for the Technical Bulletin 
described below or call the Allegheny Ludlum Sales 


Office nearest you. 


Allegheny Ludlum Steel Corporation, Oliver Build- 


ing, Pittsburgh 22, Pa. 


Make it BETTER and LONGER LASTING with 


ALLEGHENY 
STAINLESS 


Werehouse stocks carried by all Ryerson steel piants 


wew 6762 
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and time be given to pay the same, 
it is usury for the seller to add to 
the agreed sale price. 


* * * 


Dealer Denied Benefits 


UTOMOBILE dealers should 
carefully read their insurance 
policies and know unreasonable 
limitations in the policy. For ex- 
ample, in a late higher-court de- 
cision, an automobile dealer was 
denied insurance protection for 
damage to his automobile while it 
was being delivered to a purchaser. 
An unusual clause in the insur- 
ance policy was the basis of this 
dealer’s financial loss. 

For illustration, in Phillips 
Motors v. Providence Washington 
Insurance Co,, 298 S. W. (2d) 181, 
the testimony showed that an auto- 
mobile dealer held an insurance 








policy which contained a clause to 
the effect that the instant the 
dealer sold an automobile, under a 
conditional contract of sale, the 
automobile was not covered by the 
insurance policy. 

One day the dealer sold an 
automobile to one Alison under 
an agreement that the latter 
would make a specified down- 
payment and future monthly pay- 
ments. In other words, it was a 
conditional-sale contract which 
was not to be signed until the 
automobile was delivered to Ali- 
son who lived in a town several 
miles distant from the automo- 
bile dealer’s place of business. 


The latter instructed his employe 
to deliver the automobile to Alison. 
While en route to the purchaser, 
Alison, the automobile was damaged 
through collision. Alison refused to 
sign the conditional sales contract 
because of the damages done to the 
automobile as result of the collison. 

In subsequent litigation, the 
higher court held that the insur- 
ance company need not pay the 
loss, saying: 

“We are of the opinion that the 
transaction was an incomplete and 
conditional sale and as such within 
the exclusionary provisions of the 
policy.” 


> > . 


Highest New York Court 
To Rule on Traffic Law 


ALBANY.— The State’s highest 
court will be asked this month to 
decide the constitutionality of a 
law requiring motorists to have 
contro] of their automobiles. The 
law has been attacked as too 
vague. 

A State Law Dept. spokesman 
said the Attorney General's office 
was entering the appeal in the 
Court of Appeals as a “friend of 
the court.” 

In Binghamton, City Judge 
Walter J. Relihan declared the law 
unconstitutional and dismissed 
charges against a Binghamton 
man. 


Denver Assn. Hails 
Club for Parts, 
Service Chiefs 


DENVER. — The Denver Parts 
and Service Club, a year-old organi- 
zation, has been acclaimed a suc- 
cess by its sponsor, the Metropoli- 
tan Denver Automobile Dealers 
Assn. 

Membership is open to parts and 
service managers of local dealer- 
ships. There are no dues or ex- 
penses, and the dealer association 
handles all administrative details. 

Addressing the club at its most 
recent meeting was Charles E. 
Brokaw, regional director for the 
U. S. Department of Commerce and 
a former official of a Denver deal- 
ership. 

The club has set up an identifica- 
tion-card plan for discounts on 
parts purchases, Persons or firms 
buying parts must show a card or 
must be known to hold one in order 
to get a discount. 

According to Tom Braden, execu- 
tive vice-president of the dealer 
group, “The independent repair 
shops and parts jobber organiza- 
tions entered into this plan, and it 
is working fine and saving our 
members and the independents con- 
siderable money.” 


Williams Takes Simca 
Williams Motors, Inc., 927 Fourth 
Ave., Columbus, Ga., has been ap- 
pointed a dealership for the French 
Simca. 
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Youngstown, O. 


A total of 864 new cars were reg- 
istered in Mahoning County 
(Youngstown), O., during Septem- 
ber, compared with 904 in the pre- 
vious month and 781 in September 
a year ago. 

Sales by makes were: Ford, 
233; Chevrolet, 181; Plymouth, 
101; Dodge, 64; Pontiac, 51; Mer- 
cury, 44; Buick, 43; Oldsmobile, 
40; Chrysler, 24; Edsel, 23; De- 
Soto, 18; Cadillac, 16; Studebaker, 
10; Volkswagen, 10; Hudson, 8; 
Triumph, 5; Nash, 4; Hillman, 4; 
Lincoln, 1, and Volvo, 1. 
New-truck registrations during 
the month amounted to 74, com- 
pared with 86 in August and 77 in 
September, 1956. By makes, they 


AUTOMOTIVE NEWS, OCTOBER 21, 1957 


Sales Conditions in Various Areas... 


Auto Market Reports 


new-car sales showed a heavy in- 
terest and buyer response to close 
out offerings. If anything, short- 
ages are developing in lower-priced 
lines. 

Truck sales are holding firm with 
new trunover of 127 showing good 
strength, while used-truck sales of 
61 are just below year-ago high 
figures for late summer sales. — 
(Sanford Markey.) 


* * * 


Dallas 


September showed a major gain 
in new-car registration in the 
Dallas area, with the total jumping 
to 4,301, compared with 3,413 in 
August, 

New-truck registrations also 
were up: From 462 in August to 


were: Ford, 25; Chevrolet, 16; GMC, | 49¢ in September. 


10; International, 9; Dodge, 4; Dia- 
mond T, 3; Mack, 2; White, 1; 


Diveo, 1; Volkswagen, 1; Stude- 
baker, 1, and miscellaneous, 1. 
* * = 
Baltimore 


A total of 2,532 new cars were 
registered in Baltimore during Au- 
gust, compared with 2,773 in July, 
according to figures compiled by 
the Automobile Trade Assn, of 
Maryland. 

By makes, registrations were: 
Ford, 654; Chevrolet, 626 (a 
month earlier, Chevrolet led, 306 
to 687); Plymouth, 399; Dodge, 
173; Pontiac, 145; Oldsmobile, 142; 
Buick, 91; Chrysler, 72; Mercury, 
55; Cadillac, 49; DeSoto, 21; Nash, 
18; Studebaker, 14; Lincoln, 6; 
Hudson, 2, and miscellaneous, 65. 

New-truck registrations) 
amounted to 280 in August, com- 
pared with 321 in July. August reg- 
istrations by makes were: Chevro- 
let, 113; Ford, 49; GMC, 48; Inter- 
national, 32; White, 12; Dodge, 11; 
Mack, 3; Reo, 3; Brockway, 1; Dia- 
mond T, 1; Willys, 1, and miscel- 
laneous, 6.—(Kate Savage.) 

. o > 
San Antonio 

Motor-vehicle registrations in San 
Antonio and Bexar County during 
September showed a decline of 
nearly 10 percent from the previous 
month, totalling 1,849, compared 
with 2,036 for August. | 

Of the September registrations, 
1,670 were for cars, compared with 
1838 in August. September truck | 
registrations totalled 179, compared | 
with 198 in the previous month.- | 





By makes, September new-car 
registrations were: Chevrolet, 558; 
Ford, 420; Plymouth, 209; Olds- | 
mobile, 100; Buick, 75; Mercury, 


67; Pontiac, 67; Dodge, 52; Chrys- | 
ler, 28; Cadillac, 20; Edsel, 14; | 


Rambler, 12; Renault, 11; MG, 
10; Imperial, 9; DeSoto, 7; Austin- 
Healey, 3; Lincoln, 3; Jaguar, 2; 
- rn 2, and Studebaker, 


New-truck registrations were: 
Chevrolet, 75; Ford, 51; Interna- 
tional, 30; GMC, 10; Dodge, 6; 
Mack, 5; Autocar, 1, and White, 1. 
—(J. H. Reed.) 


* > * 


Manhattan, Kans. 


September automobile sales in 
every department fell below August 
in Riley County (Manhattan), 
Kans., according to the county 
treasurer’s office. 


There were 95 new-car sales in 
September, compared with 100 the 
previous month, and 289 used-car 
registrations, against 316 in the 
Same twe periods. 

Only in the new-truck depart- 
Ment was pronounced strength 
evidenced, with 19 in September 
and five in August. 

Used-truck sales held exactly 
even with 25 in each month— 
(George M. Hunhkolz.) 


Cleveland 


A spurt in new-car sales for the 
first week in October highlighted 
Sales activities in the Cleveland 
area, with a turnover of 1,394 units, 
compared with 1,153 for the cor- 
responding week a year ago. 

Used-car sales were 1,622, com- 
Pared with 1,704, but both used and 


| 





New-car registrations by make 
were: Ford, 1,156; Chevrolet, 





386; Buick, 274; Pontiac, 243; 
Mercury, 155; Cadillac, 129; 
Dodge, 96; DeSoto, 85; Chrysler, 
47; Nash-Rambler, 36; Renault, 
34; Lincoln, 30; Studebaker, 20; 
Hillman, 15; Imperial, 15; Volks- 
wagen, 13; English Ford, 10; 
Edsel, 9; MG, 7; Triumph, 4; 
Austin, 2; Austin-Healey, 2; 
Porsche, 2; Hudson, 1; Rolls- 
Royce, 1; Willys, 1, and miscel- 
laneous, 2. 

Truck registrations were: Chev- 
rolet, 209; Ford, 153; International, 
61; White, 24; GMC, 17; Mack, 12; 
Dodge, 9; Ward LaFrance, 6; 
Volkswagen, 4, and Reo, 1—(Ruby 
Fenoglio.) 

> > * 


Birmingham, Ala. 
New-car sales in Birmingham, 


Ala., totaled 1,321 in September, 
compared with 1,766 in August. The 


1,107; Plymouth, 419; Oldsmobile, ‘decline was partially due to the 


How To Repair Acrylic Finishes 


wre 


DDL-420. 
JADE MIST — 


Se Sa wore sarees’ 


*DURACRYL is a trademark 


of Pittsburgh Plate Glass Company 


Ditzier new mekes it possible to repair the new acrylic 
lacquer finishes used on many of today’s new cars as easily 


a 


as repairing standard lacquers. 


@ For this purpese Ditzler has developed a simple 3-point 
system of completely integrated acrylic products. DURACRYL 
colors are made from a basically new chemical compound with 
outstanding appearance and performance qualities. New 
DURACRYL is a distinctive, modern development of the re- 


search laboratories of Pittsburgh’s Paint Division. 


@ Ditzier’s new DURACRYL 3-point system can be used for 
spot touch-up or for complete refinishing on cars originally 
finished with acrylic type lacquers. New DURACRYL colors 
are available in all the acrylic colors currently being used 
by manufacturers on new cars. 


DITZLER 


PAINTS « GLASS « CHEMICALS ¢ BRUSHES « PLASTICS + PIGER GLASS 
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fact that some dealers are short on| Isetta, 1; MG, 1, and Triumph, 1. 


cars due to an excellent cleanup. 

September sales by makes were: 
Chevrolet, 394; Ford, 368; Plym- 
out, 118; Oldsmobile, 100; Buick, 70; 
Pontiac, 48; Dodge, 44; Mercury, 
38; DeSoto, 29; Cadillac, 24; Chrys- 
ler, 17; Renault, 17; Edsel, 15; 
Nash, 11; Volkswagen, 8; Hillman, 
4; Imperial, 4; Lincoln, 3; Morris, 
3; MG, 2; English Ford, 2; Austin- 
Healey, 1, and Studebaker, 1. — 
(Stuart Riddle.) 

« * > 


Medina, O. 


September was third-highest 
month on record for new-car sales 
in Medina County, O., according to 
figures compiled by the clerk of 
courts. 


Registrations during the month 
totalled 260, compared with 207 in 
August and 178 in September a year 
ago. Highest previous month this 
year was June, with 248. 

By makes, September registra- 
tions were: Ford, 69; Chevrolet, 
50; Plymouth, 38; Buick, 18; Mer- 
cury, 16; Pontiac, 14; Dodge, 11; 
Oldsmobile, 10; Cadillac, 6; De- 
Soto, 5; Chrysler, 4; Lincoln, 4; 
Rambler, 4; Metropolitan, 3; 
Nash, 2; Studebaker. 2; Edsel, 1; 


New-truck registrations totalled 
24 in September, compared with 21 
in August and 15 in the year-ago 
month. By makes, they were: Chev- 
rolet, 9; Ford, 6; Dodge, 2; GMC, 
2; Studebaker, 1, and Willys, 1.— 
(Ernest C. Kish.) 

* * aa 
Louisville 

September new-car sales in 
Louisville totalled 1,773, compared 
with 1,499 in August. Part of the 
gain was credited to special clean- 
out sales being conducted by most 
dealers. 

For the nine months, 1957 sales 
amounted to 14,489, compared with 
15,843 in 1956. 

September registrations by 
makes were: Ford, 500; Chevro- 
let, 420; Plymouth, 184; Oldsmo- 
bile, 137; Buick, 90; Mercury, 83; 
Edsel, 71; Pontiac, 61; Dodge, 45; 
Checker, 36; Cadillac, 26; Chrys- 
ler, 24; Rambler, 18; DeSoto, 12; 
Metropolitan, 12; Imperial, 10; 
Studebaker, 9; Lincoln, 8; Isetta, 
7; Renault, 6; Volkswagen, 6; 
Austin-Healey, 2; Nash, 1; Willys, 
1, and miscellaneous, 7. 

New-truck registrations in Sep- 


(Continued on Page 72, Col, 4) 
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“THE EASY WAY”! 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





How European Cars Get That Way 


UROPEAN auto makers, because of smaller volume and 
possibly because employes take greater -pride in their 
workmanship, often turn out products that are superior 
to American cars. This is the conclusion of Atwood Kidder, 
a Studebaker-Packard service training specialist, who re- 
cently made two five-week @—\  — _—_____"___ 
trips to Stuttgart, Germany, | Benz’s two sport cars, the 300 SL 
to study the servic in g of (super light) and the 190 SL, which 
Mercedes-Benz cars which are now | ®'¢ Partly hand-made. 


being merchandised by S-P dealers. am it ae ple,” r= — aued, 
Kidder’s greatest admiration was 


cut and screwed in place on the 
reserved for the manufacturing 


final assembly line. Then it is 
methods employed for Mercedes-| removed and chromed. All con- 


i Bees = 
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“Tr’s a great feeling to be your own boss. I enjoyed 
it from the day I got my Texaco dealership,” says 
Nicholas A. Liguori of Newark, N. J. With his son 
and nephew as partners, Nick operates a busy 
7-man station. 

“I've been a Texaco Dealer for 23 years. Before 
that, I worked in a garage. I had a hankering to be 
my own boss. 

“Yes sir, my TExAco sign is a valuable asset. We 
all have more take-home money, thanks to it. And 


6 reasons why you can make 
money as a Texaco Dealer! 











THE BEST petroleum products, known and accepted by 
car owners in all 48 states. Continuous research and 
development insure that Texaco will always have out- 


standing products. 


THE BEST and biggest national advertising program 
.. . constantly selling Texaco Dealers to car owners 
everywhere. 


‘WRITE OR PHONE TODAY if you'd like to be 

. your own boss—a Texaco Dealer. Let's talk 
it over. No obligation. Get in touch with the 
Texaco Division office nearest you. 


17, N. Y. 


vertibles and coupes are also 
trimmed in this fashion. 

“The wood instrument panels 
and all interior furnishings are also 
individually produced.” 

Commenting on the engine build- 
ing at the German plant, Kidder 
said that while most U. S. auto en- 
gines are tested 15-30 minutes, each 
Daimler-Benz engine receives a 
free-run test of four to six hours 
and a dynomometer test for two 
hours. 

“After these runs,” he continued, 
“the oil pans are removed and all 
engine bearings are x-rayed.” 

Kidder said that a great many of 
the features built into the Daimler- 
Benz sports cars are designed to 
accommodate the numerous Euro- 
peans who buy a car first for road 
racing and secondly for transpor- 
tation. 

+ = * 

Racing Features 
Aa the racing features on 

these $8,000-$10,000 cars are the 
dry-sump engine, fuel injection, 
four-speed transmission, transmis- 
sion oil pressure pump, Hydrak 
clutch, small-radius steering gear, 
shock absorbers for the steering 


not 
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gear, special brakes, “swing” axles 
and tubular frame. 

Because of these features, the 300 
SL is able to ride relatively safely 
over the torturous European roads 
at speeds up to approximately 153 
miles an hour. 

Explaining the value of each 
racing feature, Kidder said, “The 
dry-sump oil pump is much like 
the oil pump used in airplanes. 
It guarantees that the engine 
bearings will be constantly lubri- 
cated regardless of the position 
of the engine. 

“In a car going around a banked 
turn, the oil ordinarily would go 
away from the screen and burn out 
the bearings. This engine has a 
scavenger pump and oil tank which 
keeps the oil constantly flowing 
to the required places. The crank- 

case requires 11 quarts of oil for 
normal driving and 15 quarts for 
racing.” 

He said the German Bosch fuel 
injection system on the 300 SL is 
an intermittant type injector which 
injects fuel directly into the cyl- 
inder—the air manifold being on 
the other side of the engine. 

This fuel system, he added, atom- 
izes the fuel better, prevents the 
puddling of fuel in the manifold 









This is the lifel Returning to his new, comfortable home after a profitable day at 
his TEXACO Service Station, Nick Liguori is greeted by his wife and granddaughter. 


"SO made my oun Security” 


says Nicholas Liguori, successful Texaco Dealer 


we've never worked with finer people than the 
Texaco men—right from the district manager 
to the salesmen. They are just as concerned with 
the success of our station as we are .. . help with 
merchandising and inventory control and in many 


other ways. 


“Any prospective dealer who needs help will find 


Texaco really cooperates 


. . « helps a fellow get 


started and trains him how to make the business 
pay off in hard cash. What more can you ask?” 


THE BEST point-of-sale promotion material to help 
bring customers in and bring them back! 


THE BEST customer credit card—in fact, the only 
petroleum credit card honored under one sign in all 


48 states . . . and in Canada, too. 


THE BEST retailer policy — Texaco doesn’t compete 
with its dealers . . . makes available to them nationally- 
advertised and accepted Tsa products. 


THE BEST opportunity to cash in on “touring” business 
all year — because Texaco customers at home like to 
stop at Texaco stations when on the road. 


THE TEXAS COMPANY 
DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; 
Buffalo 9, N. Y.; Butte, Mont.; Chicago 4, IIl.; 
Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; 
Indianapolis 1, Ind.; Los Angeles 15, Calif.; Min- 
neapolis 3, Minn.; New Orleans 16, La.; New York 
; Norfolk 2, Va.; Seattle 1, Wash. 















and eliminates all engine hesitation, 
although it is an expensive unit 

Kidder said the engine on the 300 
SL generates 240 horsepower with 
fuel injection. Many Mercedes en- 
gines have overhead camshafts. 

He asserted that the cars are 
equipped with four-speed transmis- 
sions to give them better perform- 
ance and variety with the smaller 
engines and to enable the cars to 
recover their speed faster after 
slowing down for the frequent 
turning required on European 
roads, He noted that the fourth 
gear in the 300 SL enables it to 
go 153 miles an hour at only 3,000 
RPM. 

* * * 
Transmission Tricks 
HE transmission, he continued, 
is fully synchronized in all 
gears to enable the driver to shift 
down as well as up while the engine 
is at full power. 

“In addition,” Kidder said, “an 
oil pressure pump is incorporated 
in the transmission to give posi- 
tive lubrication to the gears at 
all times. This is necessary be- 
cause there is so much torque 
created from up and down shift- 
ing. 

“The new Hydrak clutch, which 
will also soon be available on the 
Mercedes 219 and 220, is a fluid 
coupling which allows the driver to 
shift gears without using the 


|clutch, although he still operates 


the gear shift lever which auto- 
matically disengages the clutch.” 


Discussing the racing features of 


|the steering mechanism, he said 


the low steering wheel ratio—which 
is pretty much direct on the 300 SL 
—permits the car to negotiate the 
abrupt turns at high speeds. He 
added that the hydraulic steering 
shock absorbers reduce the road 
shock that could come to the driver 
through the steering wheel. There 
is also a minimum of wheel fight 
or kick-back, according to Kidder. 


“Most of the brake drums on 
these cars,” he continued, “have 
fins which help cooling and reduce 
fade. To reduce unsprung weight 
and assist in cooling, all the 300 SL 
models have four aluminum brake 
drums and the 220 SL and 190 SL 
have aluminum drums in front. 

“The 300 SL’s tubular frame is 
built from numerous tubes like a 
bridge so that no single piece is 
subjected to bend— just push or 
pull—providing great strength with 
a minimum of weight.” 

Kidder also spoke highly of the 
swing axle on many of the Mer- 
cedes models which permits each 
rear wheel to react independently 
to the road. A “glow plug” in each 
cylinder gives the cylinder a 30- 
second warmup if the car hasn't 
been used for two or three hours. 


Diesel Entry 
E SAID one of the most inter- 
esting Mercedes cars is the 180- 
D which is powered by a diesel 
engine of great durability and 
economy. 

“It only has 46 horsepower with 
a four-speed transmission, but it’s 
become the taxi of Europe,” he 
said. 

Kidder, one of 18 Studebaker- 
Packard regional and factory 
men who attended the training 
courses in Stuttgart, said that he 
has helped establish a Mercedes- 
Benz service training program 
here in three permanent schools 
and two mobile units. 

He asserted, “We are now able 
to train one or two mechanics in 
every dealership within two weeks 
after it has been enfranchised to 
sell the Mercedes cars. There are 
two one-week courses which we are 
gradually phasing in.” 

Concluding his remarks about 
the Mercedes cars, Kidder said he 
was a little surprised to learn that 
Mercedes-Benz manufactures most 
of the components that go into its 
cars, A notable exception is the 
automatic transmission in the 300 
SL, which is imported into Ger- 
many—from the Borg-Warner plant 
in Detroit. 


GM Promotes Stephens 
F. Roy Stephens has been named 
director of quality control for Gen- 
eral Motors of Canada. He formerly 
was general superintendent of in- 
spection. Stephens joined GM in 
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At almost any hour, for almost any kind of fun and fine 
living, you'll find Holiday’s lively readers primed to go! And, 
what’s more, they’re primed to go by car. Consider these 
fascinating figures: 

Last year, Holiday’s 875,000 families drove the whopping 
total of 12.4 billion miles, buying 900 million gallons of gas, 
42 million quarts of oil, and 14% million tires on the way. 
Not to mention a potential 9 million spark plugs, 242 mil- 


HOLIDAY readers are the leaders of the new ative leisure ! 


lion oil filters, and 600,000 batteries as well. 

How come all this get-up-and-go? For one thing, Holiday 
families are just that kind of people — people with an irre- 
sistible itch to go places and do things by car. And, with 
incomes nearly triple the national average, these free- 
wheeling folks have the scratch they need. 

See why more than 50 top automotive advertisers show 
their products in Holiday? You should, too. 
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establish speed zones of varying| reduced on others to meet condi- 


Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
At LEAST seven states have new speed laws as a result of 
legislative action taken earlier this year as part of a 
trend toward increased attention to the safety problem. The 
seven states are Florida, Illinois, Iowa, Kansas, Maine, Mis- 


souri and New Mexico. 


A Florida law provides 


limits of 65 miles an hour in 
the daytime and 55 at night. The 
state previously had no speed 
limit law, although a statute made 
speeds over 60 prima faci evidence 
of reckless driving. 

The new measure permits the 
Florida Turnpike Authority to set 
the speed maximum at 70 miles 
an hour on toll roads, and the 
State Road Department to set 
speeds lower than 65 where high- 
way conditions warrant. The act 
prohibits speeds so slow as to im- 


KM 


pede the normal traffic flow. 


Illinois set the following new 
absolute day and night limits: For 
cars, 65; buses, 60; light trucks, 
55, and heavy trucks, 50. Speeds 
five miles per hour higher are 
permitted on designated highways. 

Former Illinois law merely re- 
quired that unless limits were 
posted, speeds had to be “reason- 
able and proper.” 

A bill setting a night speed 
limit of 60 outside cities and 
towns was enacted in Iowa, Iowa 
still has no daytime speed limit 


under the measure, which was 
amended prior to final passage to 
eliminate a provision for a day- 
time limit of 70. Also eliminated 
was an exception to permit 
speeds above the limits when 


passing. 


The Iowa act retained a “careful 


and prudent” 
speed restriction 
which had been 
in previous state 
law. It also re- 
tained limits of 
20 in business 
districts, 25 in 
school districts, 
40 for towing and 
45 in suburbs, 
Enacted in 
Kansas was a bill 
setting a daytime 





Bethune Jones 


limits where they are deemed de- 
sirable. Kansas law previously 
restricted motorists only to “rea- 
sonable and prudent” speeds. 
* * aa 

Maine Makes Big Change 
Bb changes in Maine’s speed 

regulations were adopted dur- 
ing the summer by the new State 
Highway Speed Regulations Board 
as a step toward “realistic” limits. 

Composed of representatives of 
the State Motor Vehicle Division, 
the State Police and the State 
Highway Commission, the board 
was set up to implement a speed 
law enacted by the 1957 Legisla- 
ture. 

In addition to establishing maxi- 
mum limits of 60 in daylight and 
55 at night, the Maine law directed 
the board to establish lower speeds 
on roads where the new limits 
would be too high for safety. 

Recommendations adopted by 
the board resulted from intensive 
studies by the State Police with 
radar and reports from troopers. 


statewide limit of 70 and a night} Speeds were increased on some 
limit of 60. The measure allows the| roads to levels in keeping with 
State Highway Commission to! actual practice, while they were 





Standard 7-inch type: 
5040-S (6-volt) and 5400-S (12-volt). 
Special For Your Fleet Accounts 

















profit! 


filament. 


NEW! FOR 4-HEADLIGHT CARS 


The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
what you need to take care of immediate service requirements. 


PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 
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Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
Ic will get you a lot of fleet business. (Also, 
special miniature types designed for truck 
and bus use.) 








Services 100% of Needs! 


Consists of #10 Tung-Sel Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 




















®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Mich.; srvingse. N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: 
Montreal, P. Q. 





tions, 

The law fixes a maximum speed 
of 50 for commercial vehicles over 
6,000 pounds and for school buses, 

A new Missouri law sets a 
limit of 70 day and night on 
divided Federal highways an d, 
in the daytime on all other 
Federal highways; 65 at night on 
undivided Federal highways; 65 
in the daytime and 60 at night on 
all other roads and 45 on city 
streets where speed is not con- 
trolled by local ordinance, 

The Missouri law also prohibits 
slow driving which impedes the 
normal flow of traffic. 

New Mexico lawmakers enacted 
limits of 70 in daylight and 60 af- 
ter dark, but also gave the State 
Highway Commission authority to 
lower the limits where studies 
show the need. 

A Wyoming legislative bill that 
would have increased the state- 
highway limit from 60 to 70 was 
vetoed. 

Contending that the bill would 
involve “death, injury and heart- 
break,” Gov. Milward L. Simpson 
said: “The 60-mile-per-hour limit is 
often violated by many drivers 
going 70 miles an hour. Legalize 70 
and they will go 80.” 

= * = 


Limits to Be Studied 


HE California Senate’s trans- 

portatation committee decided 
an interim group should make a 
comprehensive study of proposals 
for the establishment of an abso- 
lute limit for the state. Rejected 
by the committee was a bill to set 
a limit of 70 and remove the 
present prima facie rule by which 
a driver can travel as fast as he 
wishes if he can prove his speed 
was reasonable. The committee 
sent several Assembly-approved 
speed-limit bills to the interim 
study. 

Montana’s Senate killed a House- 
approved bill which would have 
established a statutory limit of 65. 

Defeated by the Oklahoma Sen- 
ate was a bill to boost the limit 
from 65 to 70 during the daylight 
and from 55 to 60 miles at night. 

Turned down in the Texas 

Legislature was a bill which 
would have set a daytime limit 
of 65 on state highways. 

Among recent action in state 
capitals on highway safety issues, 
a special committee of the Mary- 
land Legislative Council unani- 
mously approved for future legis- 
lative consideration a bill to 
provide mandatory revocation of 
driver’s licenses for moving viola- 
tions. 

The proposal would provide for 
a minimum suspension or revoca- 
tion period of 15 days upon the 
second conviction of a hazardous 
moving violation in a year. If the 
driver is convicted of a third of- 
fense during the year after his 
second conviction, his license 
would be revoked and he could not 
apply for reinstatement for 90 
days. 

Also approved by the Maryland 
study committee was a bill to ex- 
tend driver education. The cost 
would be met by raising the price 


of learners’ permits. 
> - © 


New Jersey Program 
A SAFETY program adopted by 
the New Jersey State Coordi- 
nating Council on Traffic and Safe- 
ty included a request to local 
magistrates to revoke the licenses 
of first offenders found guilty of 
speeding or careless driving. 

It was further announced that 
the magistrates and local law- 
enforcement agencies would be 
asked to set up a system of warn- 
ing tickets and to exert more effort 
to get those accused of drunken 
driving to submit voluntarily to 
drunkometer tests. 

It was decided to ask the Legis- 
lature to enact a law making the 
submission to a drunkometer test 
mandatory. Also approved as part 
of the New Jersey program was 4 
drive at all levels of government 
for more strict enforcement of jay- 
walking laws and other statutes 
affecting pedestrians. 

Adoption of more stringent 
Utah driver’s license regulations 
was announced by George C. 
Miller, director of the driver’s 
license division. 

Under one of the revisions, 
drivers whose licenses have been 
suspended or revoked for moving 
violations will receive restricted 
licenses to drive to and from work 

(Continued on Page 67, Col. 1) 











As the new model year approaches, car dealers throughout the 


nation are naturally interested in the outlook for 1958. Dodge 
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dealers, especially, are looking forward to another great 






year. Most of them have already seen the 1958 models and 






have every reason to be confident that the fresh styling 






and advanced engineering features of our new “L’’ Series 






Dodge will continue the “swing to Swept-Wing”’ created 






by the ’57 “K” Series. Gathering momentum from month 






to month, this swing resulted in a 21 percent nationwide 






increase in sales over the previous year. Here in Detroit, we 







know that the 1958 Dodge will maintain the clear-cut margin 





of superiority in its field which our current models have shown. 
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Till End of Cold War... 


$70-Billion 
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Budgets, 


High Taxes Will Stay 


By Kenneth C. Kelley Jr. 
Staff Writer 


CLOSE look at news from 

Washington so far this year 
shows that $70-billion Federal bud- 
gets are here to stay and no real 
tax cut will be made in the fore- 
seeable future. 

The only event that could surely 
reverse this conclusion would be an 
end to the Cold 
War. 

Back in January, 
President Eisen- 
hower unveiled his 
budget for the fiscal 
year beginning July 
1. Many people complained the 
$71.8 billion he requested was too 
much, 


Stories poured out of Washing- 
ton telling how this or that sub- 
committee or branch of Congress 


NEWS 
OF 
FINANCE 


had cut the budget, The budget 
cutters said their savings 
amounted to $5 billion or more. 
By late September, the Ad- 
ministration was ready with an- 
other figure on Federal spending in 
the current fiscal year. This time 
the figure was not $71.8 billion but 
$72 billion — a gain of $200 mil- 


lion. 
* * + 


Defense Costs 
i biggest problem in budget 
cutting is that immovable ob- 
ject in the middle of the budget— 
the national security program. 
Eisenhower asked $43.6 billion in 
the curent budget for security — 
Army, Navy, Air Force, foreign 
aid, Atomic Energy Commission 
and the like. 


That amount is 61 percent of 





the total budget, Any significant 
budget cut would have to include 
a cut in defense costs. 

There is talk from time to time 
about cutting defense costs but 
then Russia launches a space satel- 
lite, shows an improved jet plane 
or stirs up trouble in the Middle 
East. 

When news of these Soviet 
moves reaches Washington there 
is a rush to spend more, not 
less, on defense, 

That is why an end of the Cold 
War is the only thing that can 
make a tax cut certain. 

Three other items in the Federal 
budget have proven almost im- 
possible to reduce, The tight-money 
policy has tended to increase one 
of them — interest on the national 
debt which runs to more than $7.3 
billion a year or more than 10 per- 
cent of the budget. 

All veterans’ benefits amount to 
more than $5 billion (7 percent 
of the budget). The total agricul- 
tural program, everything from re- 
search to subsidies, tops $8 billion 
(more than 11 percent of the bud- 
get). 


‘aghast 


Lovelady Opens New Headquarters— 


Wayne lLovelady Dodge, Inc., has opened its new building at 444 San Mateo 


S. E., Albuquerque, N. M. The building 


topped new and used-car display area. 


Lovelady. 


features a two-car showroom and black- 
The dealership is operated by Wayne 





things away from the veterans 
and farmers — they are large, 
well-organized segments of the 
population. 

These four items — defense, in- 


It is politically difficult to take terest, veterans and agriculture — 


Considering 
an imported car 
franchise? 


Like so many alert dealers, you've probably been think- 
ing about taking advantage of the fantastic increase in 
imported car sales. You are doubtless giving serious con- 
sideration to this means of expanding your company and 
its profits. And chances are you've been thinking about 
answers to questions like these: 


1 —Is the line well-established—a sound car made by a 
solid company—a line you'll be proud of handling in 


ten years’ time? 


2 — Will you be dealing direct with the manufacturer—or 
through a domestic dealer who is merely importing the 
line, probably with insufficient capital to expand? 


3 — Does the line have full parts coverage through factory 
depots on both coasts and in both the USA and Canada? 


4—Is full factory backing behind the warranty? 


5 — Will there be an adequate supply of cars, delivered in 
the peak selling months, to insure good stocks? 


iy 


U.S. EASTERN REGIONAL DEPOT, LONG 


ISLAND CITY 


U. S. WESTERN REGIONAL DEPOT, LOS ANGELES 


6 — Has the line been thoroughly tested under North Amer- 


ican conditions? 





7 — Is there a full line, including sedans, convertibles, sta- 
tion wagons, sport coupés, etc.? 


8 — Are these models competitively priced? 


9 — Does the current sales record substantiate your con- 


fidence? 


The Rootes Motors Franchise enables you to answer “YES” 
to all of these questions, guarantees you protection in your 
investment, and gives you the lines to do a real selling job 
in your neighborhood, with the sensational new Hillman, 
Sunbeam, Rover and Land Rover, with prices starting at 


$1,535. 


With nearly 1,000 dealers from coast to coast in the USA 
and Canada, there are still many valuable franchises open. 
Write, better still, wire or phone the Sales Manager of your 
nearest direct factory branch for full information on the 
franchise and descriptive catalogs of these famous cars. 


CANADA HEAD OFFICE AND PLANT, TORONTO 


HILLMAN / SUNBEAM / ROVER / LAND ROVER 


PRODUCTS OF THE ROOTES GROUP— ENGLAND 


LONG ISLAND CITY: 42-32 21st St., STillwell 62305 * LOS ANGELES: 9830 W. Pico Bivd., CRestview 6-4161 * TORONTO: 1921 


Eglinton Ave., E., Plymouth 5-5255 


» MONTREAL: 25 St. James St., WAinut 0365 « VANCOUVER: 3135 W. Broadway, BAyview 3-177 


| 
take up more than 89 percent of 
the budget. 


* 
Il Percent Left 
1. other 11 percent of the bud- 
get doesn’t give budget cutters 
much help either. For one thing, 
the 11 pecent pays for many of the 
services that nearly everyone 
agrees the Federal Government 
should offer — the Federal courts, 
the President, Postoffice, the 

Weather Bureau and the like. 
What’s left for cutting won’t be 
of much help toward cutting taxes. 
This was pointed up when Lisen- 
hower was asked about the budget 
at a press conference. He had only 
two suggestions: Give water pol- 
lution programs and the vocational 

training back to the states. 


These two programs cost about 
$89 million or about enough to 
give a tax cut of 50 cents per 
person per year, if they were 
discontinued. 

State and Federal officials got 
together in Chicago to discuss giv- 
ing some Federal services and 
taxes back to the states. The meet- 
ing failed to produce any results. 

The Research Institute summed 
up the tax-reduction situation this 
way: “... No major tax relief in 
the foreseeable future . . . Some 
way will be found to throw tax 


crumbs to the voters for '58.” 
= * * 


Surplus Possible 


| gape. tax cuts are more likely 
to come because the amount of 
taxes collected is going up in a 
growing economy, thereby making 
a surplus possible, rather than by 
any reduction in spending. 

Furthermore, what the Govern- 
ment calls a “supplemental ap- 
propriation” may later move 
spending above the $72-billion 
forecast. 

A department may have its bud- 
get cut and then fail to live within 
this reduced budget as the Post- 
office Department did last year. It 
comes bask to Congress for a sup- 
plemental appropriation to carry it 
through the last few weeks of the 
fiscal year. 


* 


National Propane 


National Propane Corp. third 
quarter report, 1957 vs. 1956: Earn- 
ings, $128,200 and $79,700. 


Du Mont Appoints 
New Distributor, 
8 More Dealers 


CLIFTON, N. J.—Garage Equip- 
ment Co., Inc., Charlotte, N. C., has 
been named distributor of Du Mont 
TV-Type EnginScope (electronic 
auto mechanic) for the Carolinas 
and Virginia. 

E. E. Ecklund, sales manager of 

automotive test equipment at Allen 
B. Du Mont Laboratories, Inc., an- 
nounced the appointment of eight 
more dealers for EnginScope. They 
are: 
Century Tire Co., Indianapolis; 
Motor Parts & Equipment Co., Fort 
Wayne, Ind.; Allbright’s Automo- 
tive Stores, Riverside, Calif.; Grave- 
line Auto Parts Co., Beverly Hills, 
Calif. 

Gable Auto Electric Co. Lake- 
land, Fla.; Greiner Auto Parts Co., 
New Orleans; Automotive Supply 
Co., Inc., Appleton, Wis., and Mega- 
hee-Speight Co., Thomasville, Ga. 





ADVERTISED IN 


launches more 


new-car sales... 


because LIFE is your 


showroom in print 


LIFE helps you start your cars rolling out of the 
showroom because LIFE does a lot of pre-show- 
room pre-selling! 

An average issue of LIFE is read in 39% of all 
new-car buying households. And, in 13 issues, 
LIFE builds up a cumulative audience of 73% of all 
new-car buying households. 

These people read LIFE at their own pace. ..with 
a sense of enjoyment... and they can linger over 
the colorful advertisements that pre-sell your cars. 

So your best prospects see the automotive ad- 
vertising in LIFE like a showroom in print. And 
they respond to it just as they respond to LIFE’s 
unique photo-journalism . . . to its timely, inform- 
ative features. 

; Audience source: A Study of the Household Accumulative Audience of LIFE 


LIFE LEADS IN WEEKLY CIRCULATION 


More people buy LIFE each 
week than any other magazine. 


people respond to LIFE 
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New Series Replaces Nash, Hudson... 





Ambassador Is Top AMC Line 


keting vice-president, “The Am- | matic transmission. The B-W unit 


HE Rambler Ambassador V-8, 

which has supplanted Nash and 
Hudson as American Motors’ senior 
line of cars, will appear in dealer 
showrooms tomorrow (Oct. 22). 

Built on a 117-inch wheel base, 
the Ambassadors will be 200 
inches long—nine inches longer 
than models in the Rambler Six 
and Rebel V-8 series which have 
a wheelbase of 108 inches. 

The Six and Rebel models also 
will be introduced tomorrow. A 
smaller Rambler (100-inch wheel- 
base) is scheduled to be shown 
later this year. 

Three station wagons are in- 
cluded in the six-model Ambassa- 
dor series, marking the first time 
that this body style has been avail- 
able in AMC’s senior line. 


LL six models are four-doors. 

There is a Super sedan and sta- 
tion wagon, and a Custom sedan, 
hardtop, station wagon and hard- 
top wagon. 

According to Roy Abernethy, 
automotive distribution and mar- 


New York Bans 
7,485 Cars in 


Inspection Drive 


ALBANY.—More than 7,000 New 
York motorists have found out the 
hard way—by losing their registra- 
tions—that the state means busi- 
ness in its new safety-inspection 
program. 

The Motor Vehicle Bureau re- 
ported that during the first seven 
months of the program, February 
through July, it ordered 7,485 cars 
off the road for failing to pass in- 
spection. 

Of that number, 100 were con- 
demned to the junk yards as un- 
repairable and unsafe. Another 
7,360 registrations were suspended 
because owners did not make re- 
pairs on time. Twenty-five more 
lost their permits when police 
caught them on the road without 
inspection stickers. 

The bureau said 3,012 of the sus- 
pensions were rescinded late r— 






,when owners of the vehicles re- 


paired them. 


bassador series is the first en- 
tirely new senior line of cars 
produced by American Motors 
since its organization in May, 
1954.” 

The cars will have dual head- 
lights and tail fins. Pushbuttons 
will control the Borg-Warner auto- 

* + * 





Sway-Stabilizer Bar— 


Ambassador models feature a torsion 
sway-stabilizer bar which is linked be- 
tween the lower control arms of the front 
suspension and restricts body roll. The 
bar is mounted in rubber to minimize 
noise transference. The cars also have 
deep coil springs on all four wheels. 








Pushbutton Driving— 


Pushbuttons control the Ambassador's 
automatic transmission, and a separate 
“park” actuator lever is located just be- 
low the console. The car also has a step- 
on parking brake which is released by 
pushing upward on a T-shaped handle. 


In the Letterbox 





(Continued from Page 12) 


cars and thus boost U. S. produc- 
tion. 

As my contribution to the de- 
velopment of an American light-car 
industry, I desire to make public 
my concept of a novel type of tire, 
with novel functions, for light cars, 
and also some specifications for an 
experimental light car for two pas- 
sengers, including such tires. 

My objectives of design are 
maximum reliability, minimum 
maintenance, utility in extreme 
winter conditions and simplicity 
at reasonable cost. 

Although air-suspension can be 
lodated between the axles and the 
body of a car, why not place new 
air-suspension between the rims 
and the road by means of giant 

tires of very low air pressure in- 
stead and achieve practically zero 
unsprung weight? 

Engine: Capacity: 91 cu, in. or 
a little less. Number of cylinders: 
4. Air-cooled preferred, maybe 
mounted at rear. 

Tires: Special 11.00-16 in. (repeat, 
ll in. section height, 16 in, rim 
diameter). Pressure (one pound per 
8q. in.): 8—9. Especially pliant. 

Suspension: Floating on air, by 
envelopment ef road inequalities 
by especially flexible tires with a 
large area of ground contact, a 
high column of air between rim 
and road, a high normal range of 
momentary deflection and a slow 
period of oscillation or rebound. 
No springs between body and 
axles, Unsprung weight prac- 
tically zero, Especially shock-ab- 
sorbent seats may be used. 
Tread: Front, 56—60 in.; rear, 38— 
42 in. 


Rear axle: One-piece, live like 


those on railway cars, Stronger, 
more reliable, simpler, lighter, 
cheaper and positive drive. Differ- 
ential action by tire creep, Trans- 
mission likely at rear. Final drive 
to rear axle may follow the practice 
of the gear drive to an axle of a 
diesel-electric locomotive or of the 
hypoid gear and pinion mounted on 
a live axle of a railroad car and 
used to drive an electric generator, 
or by worm or chain, The type of 
suspension and rear axle proposed 
eliminates many parts and much 
maintenance. 

Wheelbase: 88—98 in. Weight: 1,- 
500—2,000 pounds. Both dependent 
on engine, transmission and body. 

If an ll-inch tire section with 
9 pounds of air sounds fantastic, 
just recall that before 1923, Ford 
and Chevrolet had a 3%-inch tire 
section with 55 pounds air pres- 
sure for fabric tires, while now 
they have 7.50-inch tires at 22 
pounds pressure. Now 11/24-inch 
4-ply farm tractor tires take 12 
pounds of air. 

If a few experimental cars of this 
type are built and thoroughly 
tested, there will likely be ascer- 
tained some possibilities about tires, 
suspension, air-cooled engines, rear 
axles and light cars that had not 
been apprehended by America’s 
automobile executives. — JoHN E. 
Wurreswe, Skaneateles, N. Y. 


Drivers Growing 
CHICAGO.—Illinois will have 5,- 
500,000 licensed drivers and chauf- 
feurs, or a million more than at 
present, by 1960, according to a 
prediction by the Illinois Secretary 
of State. 


is being used on the AMC senior 
line for the first time. 


Five buttons are used to operate 
the automatic transmission. A sep- 
arate “park” actuator lever is lo- 
cated just below the buttons, Auto- 
matic transmission, like overdrive, 
is an extra-cost option on Ambas- 
sadors. 

* 7 * 


_ cars are powered by a 327- 
cubic-inch engine which is 
rated at 270 horsepower. Compres- 
sion ratio is 9.7 to 1. The engine is 
an overhead-valve V-8 with bore 
and stroke of four inches by 3.25 
inches. 

Dual mufflers and tailpipes and 
a four-barrel carburetor are stand- 
ard on all models. 

A new Powr-Lok differential is 
offered as an optional item. This 
system automatically transmits 
the major driving force to the 
rear wheel having the most trac- 
tion in adverse situations. 

Another engineering feature is a 
torsion sway-stabilizer bar which is 
linked between the front suspension 
lower control arms to restrict body 
roll by torsion-bar action. 

Also available is a variable-speed 
engine fan unit which automatically 
decreases the fan’s revolutions per 
minute in relation to the car’s 
speed. The device is said to reduce 
the power needed to drive the fan, 
thus cutting horsepower losses and 
increasing fuel economy. 

> > = 


— transmission shifting 
is governed automatically by an 
engine vacuum control system, 
rather than a mechanical linkage. 
AMC said this system automatically 
senses engine-load and car speed 
requirements and minimizes service 
problems since mechanical adjust- 
ments are not required. 

Padded dash and sun visors are 
standard on all Custom models. 
Another interior feature is a foot- 
operated parking brake. 

The Ambassador grille is made 
of anodized aluminum extrusion. 
The design is accented by a grille 
guard which is V-shaped in the 
center and extends to the outer 
ends of the grille. The parking 
lights are positioned below the 
extending bars. 

The rear fins flare outward, and 
the upper and trailing edges of the 
fenders are covered with chrome 
moldings which accentuate the fins. 

On Custom models, a silver ano- 
dized aluminum panel extends along 
the side of the body and flares 
along the fins. On Super models, 
this panel is painted. Exterior color 
choices consist of 14 solids and 16 
two-tones. 





AMC Senior Car Series 





Wagons Join AMC Senior Line— 

Three of the six Ambassador models are station wagons, marking the first time 
that this body style has been available in the American Motors senior line. Four-door 
Super and Custom wagons are offered, plus this Custom four-door hardtop model. 





Flared Fins for Motion— 





Flared fins give the Ambassador a look of motion which is emphasized by the 
aluminum side spear and wheel cutouts which taper at the rear edges. The cors 
feature a 270-horsepower engine with a displacement of 327 cubic inches and a 


compression ratio of 9.7 to 1. 





Behind the Wheel of an Ambassador— 





The Ambassador driver hos a clear view of the instrument cluster since there is 
no horn ring in the upper portion of the deep-dish steering wheel. Transmission and 
heater controls are at the left of the wheel. The instrument panel has two ash 
trays and two cigoret lighters, and padded dash and sun visors are standard on 


Custom models. 


421 So Far This Year... 


AMC Names 70 Dealers 


DETROIT. — American Motors 
signed 70 dealers in August, bring- 
ing to 421 the number added in the 
first eight months of 1957, accord- 
ing to L. W. Stevens, director of 
automotive dealer development. 

The new dealers are: 

Fert Collins Motor Sales, Fort 
Collins, Colo.; Anthony Motors, 
Antioch, Calif.; Lee L. Granberry 
Motors, Victoria, Tex.; Sewick- 
ley Sales & Service, Sewickley, 
Pa.; Copeland Motor Sales, 
Marion, Ind.; McRae Co., Ports- 
mouth, Va.; Peterson Motors, Og- 
den, Utah. 

R. H. Holmes, Inc., Battle Creek, 
Mich.; McDonald Motor Co., Big 
Spring, Tex.; Culpepper Motor Co., 
Cameron, Tex.; Dexter Car Co., San 
Rafael, Calif.; Fred A. Seely Co., 
Modesto, Calif. 

Gail E., Stater Co., Sacramento, 
Calif.; Derry Rambler Sales & 
Service, Derry, N. H.; Manhattan 
Rambler, Inc., Chicago; Neil K. 
Hoak Motor Sales, Inc., Huron, O.; 
Broadway Rambler, Inc., Chicago; 
Cc. B. O'Malley, Inc., Chicago; 
Becker & Brown, Bath, N. Y.; Bar- 
Tere Auto Sales, Inc., Palatine, Il; 
Clayton GMC Sales, Crane, Tex.; 





Cook-Bonner Motors, Norman, 
Okla. 
Brezinski Motors, Inc., Stevens 


Point, Wis.; Auto Mart, Okauchee, 
Wis.; Buckner’s Kenedy, Tex.; Con- 
solidated Motor Co., Meridian, 
Miss.; Ramsey Motor Co., Monte- 
rey, Calif.; McElmurry Motors, 
Jacksonville, Tex.; Hannah Motor, 
Inc., Louisville; Hilton & Richards 
Buick; Mason, Mich.; Buster Wyatt 
Motor Co., Lawton, Okla.; Phillip 
Motor Sales, Inc., Southern Pines, 
N.C. 

Goff-McNair Motor Co., Inc., Fay- 
etteville, Ark.; Coy Pontiac Co., 
Tarrington, Wyo.; Curtice Buick, 
Inc., Charlotte, N. C.; Roy Tienart 
Buick Co., La Marque, Tex.; Col- 
lins Car Co., Cameron, Mo.; Eugene 
Vis Motor Sales, Plainwell, Mich.; 


Coded Brake Blocks 


NEW YORK.—New “color-coded” 
brake blocks and a free advisory 
service have been introduced by 
Johns-Manville for fleet operators. 
The colors designate medium, high 
or low friction level as selected for 
optimum performance, the firm 
said. 


Fling Motor Co. Inc., La Grange, 
Ga. 

Talbott Motor Co., South Boston, 
Va.; Atkinson Motor Co., Pulaski, 
Va; R. C. Motors, Ahoskie, N. C.; 
Hart’s Garage, Blairsville, Pa; 
Wendling Motor Sales, Rochelle, 
Ill.; Don’s Auto Sales, Inc., Wash- 
ington Court House, O. 

Conner Buick, Delta, Colo.; 
Haynes Motor Co., Plainview, 
Tex.; Marvin Elliott Motors, Mc- 

Pherson, Kans.; Weyant Pontiac, 
Highland Falls, N. Y.; Houton 
Motors, Houton, Me.; Briscoe 
Motors, Lakeview, Ore.; Mais 
Buick Co., Urban, O.; Gardner 
Motors, Loudonville, O.; Laird- 
Case Motor Co., Brookhaven, 
Miss.; The Trading Post, Hope, 
Ark.; Bill Penney Motor Co., 
Huntsville, Ala.; Montana Auto 
Sales, Helena, Ment. 

Norris Brothers, Inc., Bangor, 
Me.; Campbell Motors, Superior, 
Wis.; Empire Rambler - Hudson 
Sales, Springfield, Mo.; Blunt Mo- 
tor Sales, Saginaw, Mich.; Clark 
Auto Co., Dallas; Garden City Mo- 
tors, Missoula, Mont.; Portage Mo- 
tors, Cuyahoga Falls, O. 

Vigen Nash Co., Nebraska City, 
Neb.; Shannon Motors, Gulfport, 
Miss.; Lenhardt - Worn - Jennewein, 
St. Louis; Scarbrough Motors, Inc., 
Pine Bluff, Ark.; Webber Buick 
Co., Allegan, Mich., and Garrison 
Rambler Co., Union City, Tenn. 








LEADS A DOUBLE LIFE! 


Now, an all-weather motor oil you 
can recommend with complete confidence, 
¥ Multiple-Viscosity Pennzoil with Z-7 


4 
, ACTS FAST COLD! No matter what your previous experience 
with all-weather oils, this new kind of Pennsylvania oil actually 
solves all the problems associated with cold-weather 
driving. It falls fully within the LOW range to insure easy 
starting, silence valves and minimize warm-up wear. 
The exclusive Z-7 ingredient prevents acid corrosion and 
cold-engine sludge. 










-door 
rodel. 
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ACTS TOUGH HOT ! Pennzoil has found a way to 
pack this new all-weather weight with the cream of Pennsylvania 
oil. This natural oiliness, combined with Z-7, ends the valve-train wear 
problems many dealers have experienced. In addition, 
. car owners find they add fewer quarts between changes, and that 
antiknock qualities — and the mileage — of their 
ois gasoline are improved. 
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oF, KEEPS CUSTOMERS SATISFIED! 
fo Multiple-Viscosity Pennzoil with Z-7 does so much to improve 
- performance that service customers are sure to be satisfied, and keep 
fo- their cars in your hands. This is the easy way to increase 
ty, overhead absorption — and build a profitable list of new-car prospects. 
bs See The Saturday Evening Post, Nov. 16 issue for the 
Cy full-color announcement of this new oil that will confirm your 


on own recommendation. 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Dual Headlamps Pose 


Problems in Aiming | 


For Lighting, Safety 


EE all 1958 cars and 
many of the. new trucks are 
equipped with dual headlights de- 
signed for greater safety. With in- 
creased speeds and better roads, it 
is imperative that seeing distance 
be at least as far as stopping dis- 
tance. 

The dual-unit system’s basic 
advantage, it is claimed, is loca- 
tion of the principal filament at 
the optical center, or focal point, 
of the reflector so as to provide 
more usable light at a point 300 
feet ahead and in line with the 
right edge of the vehicle. 

Since they have higher wattage 


Free Lube Jobs 
Boost Absorption 
By 18 Percent 


AY FENDT, a Ford-Mercury 

dealer in a town of approxi- 
mately 1,000 population has been 
able to increase his service absorp- 
tion by 18 percent during the last 
six months without any drastic 
moves or resorting to “specials” or 
any other promotion except putting 
his “sales room” of the service de- 
partment to work. 

In addition to putting his deal- 
ership in a more fluid position 
by making the service depart- 
ment more productive, this same 
dealer has increased both his 
shop and floor traffic by more 
than 25 percent. 

Ray, doing business in a town 
less than 40 miles from Detroit, 
surrounded by other small towns 
and cities within a few minutes 
driving time and with the town’s 
one industrial plant running on 
short time, has been conquering a 
problem that stumps many dealers 
in similar circumstances. 

He knew the value of his lubri- 

(Continued on Page 42, Col. 3) 


Service Schools— 


From left, Morris Blalock, Edsel Los Angeles district service representative; R. S. 
Schuyler, Edsel regional service manager; C. E. Camp, Edsel Los Angeles district service 
manager; Warren Grimes, Los Angeles Edsel district service representative and Jim 
Zane, Edsel service training coordinator, pose in front of Edsel’s new Los Angeles 


Edsel 


district service school in Culver City, Calif. 


and a more intensified beam, these 
lamps must be aimed with greater 
precision or glare to the oncoming 
vehicle will be increased. 

Considerable discussion has taken 
place regarding the best method of 
aiming the new lamps and it wasn’t 
until Aug. 22 that the Society of 
Automobile Engineers finally came 
out with a ruling on recommended 
practice for a “headlamp-aiming 
device for mechanically aimable 
sealed-beam headlamp units.” 

+ *~ * 


SAE confines itself to defi- 
nition, requirements, test pro- 
cedure and quality standards for 
the newly introduced mechanical 
aimers. It says nothing for or 
against the optical aimers which a 
high percentage of franchised- 
dealer shops use. This may lead 
many dealers to believe that only 
the mechanical aimers are recom- 
mended. 

According to service technicians 
of practically every auto manufac- 
turer this is not the case. They 
said many shops across the nation 
use optical aimers with great pre- 
cision and satisfactory results. 

Even some engineers on the 

SAE committee. making these 

recommendations say their stud- 





ies may not be complete for per- 
haps another year. 

Proponents claim the optical 
aimer has two vital advantages 
over the mechanical aimers: It will 
catch sagging filaments and will 
aim satisfactorily lamps on which 
the aiming points or pads have 
been broken or chipped. 


They said that when production | 


started on the smaller lamp used 
in the dual installation, nearly all 
manufacturers made the aiming 
pads on the surface of the lamp so 
pointed that many were chipped or 
broken in transit. Today, they say, 
most makers have widened the 
aiming pad considerably, sharply 
reducing the number of chipped 
pads. 

However, stock men in the field 
say they still find chipped pads 
in many shipments, They urge 
mechanics using a mechanical 
aimer to inspect each lamp care- 
fully so that their aimer is not 
“thrown off” by such a chipped 
pad. 

The location and degree of 
“grinddown” of the pad must be 
absolutely accurate or the lamps 

(Continued on Page 34, Col. 1) 





Backshop 


T ONE of these “tear-yourself- 

apart” deals that auto com- 
panies throw to show the press the 
new cars, I got a bad case of nos- 
talgia. 

It was caused by George Rom- 
ney’s announcement that American 
Motors is dropping the names of 
Nash and Hudson from the 1958 
\line. All cars will now be called 
| Rambler; even the big job will be 
| the Rambler Ambassador. This will 
|be the only link to two glorious 
pasts. 

I was a kid in the industry 
when the gang that built Hudson 
into one of the leaders of its day 
broke away from Chalmers to 
start the new company. I owned 
one of the first Jeffreys to carry 
the Nash name, In fact, Charlie 
Nash gave me a dressing down 
for driving a car carrying his 
| mame in the condition it was 

when he saw it once. 

I had had an accident just before 
I went north on a vacation. The 
|right front fender was damaged 
and all the paint was scraped off 
| the fender and right side of the 
| hood. The car wasn't damaged me- 
| chanically, so I had gone fishing in 
it, through muddy clay roads and 
| back-country trails. Then I stopped 





|\off at the old Flint Motor Axle! 


plant on my way back home. 

Tll have to admit that for a new 
|car, my buggy did look “beat up.” 
‘It was rusty where the paint had 


... by Jack Weed 


|been scraped off. There were big 
| dents in the fender and it was cov- 
lered with clay from bumper to 
bumper. 


While I was talking to him the 
sales manager of the axle plant, the 
general manager's secretary, came 
in and asked me if that was my car 
| parked near the entrance. I said it 

was. She then said Mr. Weisse 
| wanted to see me in his office. 
| > oa o 


\Charlie Wasn't Cordial 


HEN I entered the office I saw 
Charlie Nash, whom I had 
| known at Buick. He was talking to 
| Weisse. I wondered why Charlie 
| wasn’t very cordial in his greeting. 
|In fact, he hardly grunted when I 
|}said “good day” to him. 
Weisse asked me if that was my 
| Nash out in front. When I admitted 
ownership, Charlie never gave me 
a chance to explain its condition. 
He just stood up and started jump- 
ing “down my throat” in a tirade 
that lasted at least 10 minutes. 

At first I got a little mad, then 
the humor of the situation struck 
me and I started to smile and 
that really got under Charlie's 
skin. Fortunately, he ran out of 
breath and words before he died 

| of apoplexy. Then I told him: 

“Charlie, if you don’t like the 

way my car looks Ill be giad to 
(Continued on Page 36, Col. 1) 
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Safety Checks Gain Favor with Public 


yw the growing interest in 
safety across the country there 
is an apparent interest by more 
and more franchised automotive 
dealers as well as independent 
service stations in providing safety 
inspections for their customers. 
That the public is also interested 
is shown in the survey made by 
the American Institute of Public 
Opinion last July which showed 
that 74 percent of the driving public 


The school is one of 12 permanent district 


service schools in the Western region. Edsel also has two mobile service training 
units to train service personnel in less populated areas in the region, 


interviewed was in favor of car 
inspections twice a year. 


Teen-agers, America’s new 
drivers, have recommended state or 
municipal motor-vehicle inspection 
at 27 percent of their own traffic- 
safety conferences. 


Today only 14 states and the 
District of Columbia carry out 
periodic inspections. 

This means that two out of every 
three vehicles are using the high- 
ways without any official check as 
to their safe-driving condition un- 
less they happen to be checked by 
the voluntary Inter-Industry Safety 
Check. 


Yet there is evidence that more 
and more owners of motor vehicles 
are getting more and more safety 
conscious. 

- = ” 

yas has induced a growing 

number of service-shop opera- 
tors, both dealers and independents, 
to inquire about the American 
Standard Inspection Requirements 
for Motor Vehicles compiled by the 
American Standards Assn. and 
sponsored by the American Assn. 
of Motor Vehicle Administrators 
and the Assn. of Casualty and 
Surety Companies. 

These inspection standards have 
been compiled and made available 
by the American Standards Assn., 
70 E. 45th St., New York 17, N. Y. 

The guides most commonly used 
in setting up statutory or regula- 
tory requirements for equipment 
such as brakes, lamps, windshield 
wipers, mirrors, etc., are the Uni- 
form Motor-Vehicle Code and the 
Motor Carrier Safety Regulations 
of the Interstate Commerce Com- 
mission. 

Inasmuch as the ICC is “crack- 
ing down” on all trucks that 
operate across state lines unless 
they are equipped to meet ICC 
safety regulations, these inspec- 


tion requirements are also rec- 
ommended for use by fleet owners 
or dealers servicing fleet vehicles. 


Reasons given for rejection of 
inspected vehicles under the Amer- 
ican Standard Inspection are: For 
steering, sideslip or scuff in excess 
of 30 feet per mile or caster camber 
or toein or any combination of 
them not in accord with specifica- 
| tions of the vehicle manufacturer. 
Lash of more than two inches or 
when wheels are incapable of being 
turned from full-right to full-left 
without jamming. 

Other reasons include play about 
the vertical axis in the plane of 
the front wheel measured at the 
outside diameter of the tire in 
excess of stipulated values, rear 





axle not in proper alignment with | 


longitudinal axis of the vehicle by 
visual inspection, shock absorbers 
or cross stabilizer link disconnected, 
perceptibly loose and broken sus- 
pension spring or one not in proper 
repair. 

Causes for rejection of tires in- 
clude any tire worn to the point 
where any part of the ply or 
breaker strip construction is ex- 
posed; any tire which has been 
temporarily repaired by the use of 
blowout patches or boot; tread cuts 
or snags in excess of one inch in 
any direction as measured on the 
outside of the tire and deep enough 
to expose body cords; sidewall scuff 
cuts or snags damaging the body 
cords; loose, missing, or defective 
bolts, nuts or lugs; and bent, loose, 
eracked or defective rim or wheel 
flanges. 

> > ” 
Pe ABAUST - STET EM complaints 
include loose or leaking joints 
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in the exhaust system; holes, leak- 
ing seams or loose interior baffles 
in muffler and patches on muffler; 
|exhaust system or its elements not 
|securely fastened; a muffler cut- 
out, by-pass or similar device, or 
any device or addition to the ex- 
haust system which allows exces- 
sive or unusual noise; excessive 
fumes or smoke; fuel leakage at 
any point in the fuel system and 
fuel tank and piping not securely 
installed. 


Rejection causes for lamps run 
through the entire gamut of lamps, 
switches, output, focus, aim, turn 
signals, wiring and switches, spare 
| parts and trailer connections. 

Rejection causes for brakes in- 
clude failure to hit the proper de- 
celeration rate, equivalent braking 
force, braking distance, pedal re- 
serve auxiliary-brake locking me- 
chanism, mechanical linkage, hy- 
draulic system, vacuum system, air 
system, trailer- brake emergency 
action, and auxiliary-brake operat- 
ing lever reserve travel, brake lin- 
ing and drums. 

Vehicle glazing rejections are 
based on unmarked safety glass 
where required, windshield de- 
froster faults, windshield-wiper 
defects, rearview mirror, registra- 
tion plates, projecting parts and 
miscellaneous defects. 


Causes for rejection on fire ex- 
tinguishers and emergency warn- 
ing devices include not of an ap- 
proved type, not securely mounted 
or not in operating condition. 


Those dealers or service-shop op- 
erators interested in obtaining 
copies of these standards for use 
in their shops or inspection sta- 
tions can obtain them from the 
A.S.A.I. by ordering as many copies 
of D71-1956 at $1 per copy as they 
will need. 

















The EnginScope shows you quickly and easily exactly 
where and what the trouble is without dismantling the 
engine. Other scopes provide only a general “some- 
thing’s wrong” pattern without telling you exactly 





‘ what’s wrong. Only the EnginScope can pinpoint all 
ou> ignition troubles in a single test—For example, no 
“PivP other scope-type analyzer can pinpoint these troubles: 
“WORN BUSHING 
Right away — cl $ 00 
ones. stu omy *4 eo 


on EnginScope screen. Worn 
bushing causes mis-timing 
between cylinders. 


WORN LOBES 
Another common cause of 
mis-timing between 
cylinders — worn lobes 


Pynpoi™® 


WOBBLING PLATE 
A sure cause of poor 
performance — completely 
offsets the advantages 

of premium grade fuel — 


FREES 


See for yourself the 
BiG DIFFERENCE in 
engine testing 
scopes. Send for 





show big as life on iad un aaahiiens to Gad your FREE copy of 
EnginScope screen without sit ios inetiboes. scope check chart. 
a dismantling engine. 
Automotive Equipment Sales, Dept. A-10 ' 


ALLEN B. DU MONT LABORATORIES, INC., 


Since 1934 CLIFTON, N. J. 
WORLD’S LEADER IN 
OSCILLOSCOPES () Send free check chart. 
() Arrange demonstration of EnginScope in my shop. 


l 
| 
I 
WTP Yay . ————___ ig 











34 


AUTOMOTIVE NEWS, OCTOBER 21, 1957 





Perfect Aim Vital to Lighting, Safety . . . 


Dual Headlamps Pose Problem 


(Continued from Page 32) 


cannot be aimed correctly with the 
mechanical type. 

A ban on mechanical devices to 
aim dual lamps was repealed by 
New Hampshire after a flood of 
protests from dealers and garage 
owners, that too much space would 
be required for screen-lamp aiming. 

Some experts have pointed out 
that because of the high cost of 
space in the average shop and the 
need for maintaining absolute ac- 
curacy in the floor approach to a 
screen, fewer dealers feel they can 
afford to devote the space neces- 
sary for screen-lamp aiming. 

There is no question as to the 
need for the greatest number of 
places for precision aiming of the 
new headlamps. To understand this 
one has only to understand the 
characteristics of the new lamps 
and the intensity of the beam. 

In the dual-unit system, four 5%- 
inch sealed-beam units are used in- 


| Stead of two seven-inch units. The 


outer pair of lamps (the upper 
pair when arranged vertically on 
the vehicle) contains the low or 
passing beam. 

+” a * 


7“ is supplied by a 50-watt 
filament placed in the optical 
center of the reflector for maxi- 
mum efficiency. This filament is 
shielded at the top to prevent stray 
light from reflecting against rain, 
snow or fog. 4 

When properly aimed, the lower 
beam is deflected one-half degree 
downward and two degrees right 
of straight ahead. The focal point 
of the lower beam is 300 feet ahead 





Scruggs Appointed 
SAN ANTONIO.—Dan A. Scruggs 
has been appointed manager for 
O. R. Mitchell Chrysler Co. The 
firm has added a body shop and a 
paint shop. 


and in line with the right edge of 
the vehicle. 


This is a critical spot for ap- 
proaching pedestrians, and an ex- 
cellent place for the driver’s eyes 
to focus while approaching oncom- 
ing traffic. 

In the new units, almost twice 
as much beam candlepower is 
provided at this point. And if im- 
properly aimed the beam could 
cause twice as much glare. A 
properly aimed set of lamps re- 
sults in much better illumination 
and greater visibility. 

At the same time, a sharper cut- 
off of light beams on the left causes 
no more interference with the 
vision of approaching drivers than 
the old system did. 


The lower-beam units are of the 
two-filament type. In addition to 
the 50-watt filaments previously 
mentioned, each contains a 37%- 
watt unshielded filament in an off- 
focus position in the reflector. 
These filaments do not operate with 





Volkswagen Soon to Open 


37%-watt filaments in the low-r 
beam. The result is a combination 
of beams totalling 150 watts, a con- 


Parts Warehouse on Coast | siderable increase over the current 


MAYWOOD, Calif.—Sam Weill, 
regional manager of Competition 
Motors, has announced that 
Volkswagen soon will open at 
Maywood the largest warehouse 
in the U.S. for foreign-car parts. 

The warehouse will cover some 
50,000 square feet and will stock 
parts worth more than $2.5 mil- 
lion, Weill said. The warehouse 
will serve dealers of Southern 
California and Arizona, Weill 
said. 





the lower beam but are activated 
to provide additional illumination 
above and to the sides of the flat 
driving beams. 


7. driving beams are provided 
principally by the inner or 
lower pair of lamps. These are sin- 
gle filament, sealed-beam units, 
each with a 37%-watt filament 
mounted at the optical center of 
the reflector, and with the lens de- 
signed for distant illumination. 
When these units are in opera- 
tion, they are supplemented by the 





men in tune with the times are getting into 


Specialized Bear Service 








Fes. 
ae 


why Specialized Service? 


Just as America’s changing shopping habits 
are being met by super markets, shopping cen- 


ters and other new mass-volume outlets, so 
the changing service needs of the motorist are 
being met by shops offering Specialized Service. 
Alert automotive men, in tune with the times, 
realize that now is the time to get in on the 
ground floor of this tremendous opportunity. 
Thousands are already making big money with 


Specialized Bear Service. 





Ever-more sensitive suspension systems, 
smaller wheels, more extensive use of 
tubeless tires, more miles of highways 
and new, smoother roads...all are evi- 
dence that a NEW APPROACH to getting 
more service work is in order. 


Men in tune with the times look to Spe- 
cialized Service for this new approach. 
They know that a well-organized, prop- 
erly equipped layout such as pictured 
here, cuts handling time per job; does the 
job right, faster; creates happy customers; 
and helps make niore sales at one time. 


Specialized Bear Service is adaptable to 


» any type of operation. It can be operated 


as an individual business, with its own 
name and location. It can be a department 
within a complete automotive service 
organization or car dealership. Or, it may 
be operated as an integral part of a small 
garage or repair shop. 

Start with the entire Specialized Service 
Outfit, or buy one or two pieces now, and 
then expand under Bear’s Add-A-Unit 
Plan—the main thing is to get started 


now! Your friendly Bear Jobber will be 
glad to help you—ask him, too, about 
his convenient Pay - Out - Of - Profits 
Plan! Send for latest Bear Catalog. 


Here's the kind of equipment you'll need to 
offer BIG PROFIT Specialized Bear Service: 


(a) 97-12 Frame Service with exclusive 
4-way action, straightens all 4 major bends at 
one time . . . makes body work easier, too! No 
need to remove chassis! Extra tools for front 
axle, rear housing work can be added. 


(b) 6831-89 Front-End Service with Telaliner* 
is the finest money can buy. It’s the finest for 
Accuracy and Appeal. Saves up to 35% 
of the operator’s time. 


(<) 560 Headlight Tester will do 25 feet of 
headlight testing in 15 inches! Unique photo- 
electric cell shows exact center of and 
output. Entire test takes about one minute! 


(d) 250 “Drive-Over” Wheel Alinement Tester 
is your epetaqhoond to big alinement profits— 
t 0 


it sells ! Gives driver a first-hand look 
at his misalinement troubles. Guarantees an 
ee toe setting according to actual weight 


(e) 322 Wheel Truer straightens average 
wobbly wheel without removing tire! - 
cially profitable with new tubeless tires which 
make a true wheel absolutely necessary. 
Handles all popular wheels. 


(f) 740 On-A-Car* Tire Truer provides much 
needed, in-demand service. both car 
and small truck tires with minimum rubber- 
removal due to exclusive tilting cutter. 


(¢@) 365 On-A-Car* Balancer works easily 
and accurately on hoist or floor. Amazing 
“‘Jiggler”’ balance to customers. New 
a pters for fastest accurate center- 
ing. Only two knobs to find location and 
amount of unbalance! *Reg. T.M, 


BEAR MFG. CO., Dept. A-14, ROCK ISLAND, ILL. 


Es EE. ~@ ES 


SPECIALIZED SERVICE EQUIPMENT 


lighting system. They illuminate 
the highway hundreds of feet be- 
yond the farthest point reached by 
earlier standard beams. 


When the driving lights are on, 
all four sealed-beam units are i» 
operation. This also is considere« 
helpful to highway police officials 
who can see at a glance whethe 
the motorist if using the prope: 
lights. 

The system also provides an 
added safety factor for winter driv- 
ing. When all four lamps are oper- 
ating, the lenses are kept warm 
and relatively free from ice or 
snow. When the driver shifts to the 
lower beam, he will not find its 
efficiency impaired by ice or snow. 

_ Thus, correct aiming is extremely 
important for the dual-unit sys- 
tem. Aiming a beam one-half de- 
gree too high greatly increases 
glare, while one-half degree too 
low can shorten visibility on the 
lower beam as much as 40 percent. 

= + * 


peat. crur lighting, it is agreed, 
is the safest and most efficient 
system developed thus far, but any 
lighting system is only as good as 
the accuracy with which it is aimed 
and every franchised dealer should 
make every effort to impart that 
fact to his customers as forcefully 
and as often as possible. 

Aiming of the high or driving 
beam with the optical aimer is done 
almost in the same manner as aim- 
ing the high beam of any sealed- 
beam unit. The only exception is 
that the outer lamps must be 
blocked off while aiming the inner 
ones. 

Mechanical aimers need only a 
few feet more than the length of 
the car in which to operate, are 
relatively inexpensive, work from 
aiming pads built into the surface 
of the new lamps and can aid the 
dealer in obtaining and handling 
many more aiming jobs in the 
same amount of space. 

When using all units, including 
the screen, however, it is pointed 
out that it is important to have the 
vehicle on, or adjusted to, a level 
floor. 


Auto Executives 
Urged to Help 


Train Mechanics 


CHICAGO.—C loser cooperation 
with educators in Chicago and the 
state in promoting automotive vo- 
cational education was urged on 
automotive executives at a meeting 
of the Illinois Automotive Trade 
Assn. 

The speaker was Mel Turner, 
curriculum director of National 
Standard Parts Assn.’s “Automotive 
Instruction in Our Schools” pro- 
gram. He is an independent garage 


| operator in Chicago. 


“NSPA has found that vocational 
educators welcome the close co- 
operation of industry and are eager 
for teaching aids,” said Turner. 

He said IATA could help attract 
many students to automotive in- 
struction courses in vocational and 
high schools by pointing out tre- 
mendous opportunities in the auto- 
motive service industry, and by 
working with educators in making 
courses more attractive through 
modern shop facilities and instruc- 
tion. 

“The shortage of skilled me- 
chanics is becoming acute,” Turner 
said. “Only the public vocational 
and high schools, with their mass 
enrollment can do the job through 
automotive instruction classes, A 
national survey conducted by NSPA 
revealed that in many states school 
officials are budgeting more and 
more funds to give students pro- 
fessional training in modernly 
designed and equipped instruction 
classes.” 


Eastgate Motors Opens 
Eastgate Motors, Ltd. (Lincoln- 
Mercury-Meteor), has opened in 
Hamilton, Ont. Frank Richter is 
president, and Leslie Wonch is 
general manager. 


Dean Appoints Price 
CHARLESTON, W. Va.—Maxwell 


D. Price has joined Roger Dean 
Chevrolet as service manager. 
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News to Note... 


AUTOMOTIVE NEWS, OCTOBER 21, 1957 


Service Briefs 


ALBUQUERQUE, N. M. — Tire 
Dealers Assn, of Albuquerque has 
been organized, with Edward 
Brazleton as president, J. H. Miller 
as program chairman, and C, W. 
Ross as secretary. About 30 dealers 
are charter members. 

Purpose of the organization is 
discussion of mutual problems, 
civic activities and social affairs. 
First project is an October safety 
program to help cut down New 
Mexico’s highway death toll. 


Wheel Alignment Manual 
For °57 Cars Announced 


LANSING.—Publication of a new | 


operators’ wheel alignment manual 
for 1957 passenger cars has been 
announced by John Bean division, 
Food Machinery & Chemical Corp., 
Lansing. 

The manual, which costs $4.50, 
lists wheel alignment and front 
suspension specifications and serv- 
ice procedures, with detailed dia- 
grams, photographs and instruc- 
tions for checking and correcting 
wheel alignment and steering for 
all makes. 


70 Garage Owners Sign 
Code of Ethics in Denver 


DENVER.—More than 70 mem-!| 


bers of the Independent Garage 
Owners Assn. of Metropolitan 
Denver have signed a code of 
ethics, according to Jack Campbell, 
president. 

The code, adopted by the associa- 
tion two months ago, pledges mem- 
bers to improving customer rela- 
tions, establishing an education 
program for mechanics and re- 


stricting misleading advertising, | 


Campbell said. 


* > > 7 


$15 Million in Ford Par 
Sold in California in °56 
LOS ANGELES.—More than $15 


million worth of Ford parts were | 
sold in California last year by 183) 


Ford dealers and some 900 inde- 
pendent garages, according to Wil- 
liam H. Klein, Los Angeles district 
sales manager for Ford division. 
Klein said the Los Angeles dis- 
trict ranked second in the US. in 
the sale of FoMoCo parts in 1956. 


SAAB Service Personnel 


Going to School in Boston 


BOSTON.—A training school for 
Service personnel of dealers handl- 
ing the new Swedish SAAB 93 car 
is being conducted here by SAAB- 
Swedish Aircraft AB. 


Classes are limited to 12 students | 
and attendance is required of all) 


SAAB dealers. 


Arkansas Receives Texts 


For School Auto Shops 


LITTLE ROCK, Ark.—Texts 
worth $2,700 have been received by 
the State from Auto Mechanics In- 
stitute, Hot Springs, Ark., as part 
of a $5,100 grant of books to South- 
ern vocational school systems. 

AMI President Frank O. Breg- 
nard said on announcing the grant: 
“I hope this move will start many 
others toward helping vocational 
school auto shop training. The in- 
dustry has never needed so many 
men.” 

* + * 


Gas-Station Operators 


Brush Up on Manners 

WINNIPEG, Man.—A school for 
service-station operators is being 
conducted by the Automotive 
Trades Assn. in cooperation with 
the Provincial Education Depart- 
ment and oil companies. 

Experts are teaching operators 
how to improve customer relations 
by being tactful and polite. 


* + > 
Firestone Maps Expansion 


Of New Butadiene Plant 


ORANGE, Tex. — Although Fire- 
stone’s butadiene plant here went 
into operation only last May, plans 
for its expansion already are being 
mapped, according to J. E. Trainer, 





executive vice-president of Fire- 
stone Tire & Rubber Co. 

The butadiene plant is the first 
to be built by a rubber company 
for production of the principal raw 
material for synthetic rubber. 

+ * + 


Ford Depot Honored 


DENVER.—The Denver parts 
depot of the Ford division has been 
presented the Award of Merit by 
the National Safety Council. The 
award is presented to an establish- 
| ment whose injury rates are lower 
| than normal. 

* * * 


Donaldson, Summerfield — 


Renamed to C. of C. Unit 
WASHINGTON.—Ben R. Donald- 





|} son, director of institutional ad- 
| vertising, Ford Motor Co., and 
| Arthur E. Summerfield jr., presi- 
| dent of Summerfield Chevrolet Co., 
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Experience pays off in planning and install- 
ing parts departments. That’s why you'll save 
time, space and money by letting your Lyon 
Automotive Distributor do the job for you. 
He will make a complete floor plan, utilizing 
your space to the best advantage—dismantle 
and refinish present units—erect and install 
present and new equipment—label all bins— 
place identifiable parts in proper sequence 
throughout the entire system. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


METAL PRODUCTS, INC. 
General Offices: 

1090 Monroe Avenue 
Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


Flint, have been reappointed to 

the domestic distribution committee 

of the U. S. Chamber of Commerce. 
oa * * 


Poster Shows How to Use 


One-End Lift on ’57 Cars 


MILWAUKEE. — A wall poster 
clarifying problems and questions 
connected with lifting 1957 cars 
with a one-end lift has been re- 
leased by Blackhawk Mfg. Co., 
maker of hydraulic jacks and con- 
trols. 


|the poster are short instructions 
|for lifting both the front and rear 
of the car. The poster is sent free. 
Blackhawk Mfg. Co., Dept. SJ-1, 
5325 W. Rogers St., Milwaukee 46, 
Wis. 


* * * 


Willys Conducts Schools 


\On Service for Latins 

TOLEDO. — Willys-Overland Ex- 
port Corp. conducted two parts and 
service schools and a dealers’ con- 
ference in Santiago, Chile, and 
Lima, Peru. 

Conferences were held Oct, 7-10 
in Santiago and Oct. 16-18 in Lima. 
Four officials from Toledo con- 
ducted the schools. 





FOR A BETTER PARTS DEPARTMENT 


See Your Lyon Automotive Distributor 


----------4F 


Py 


LYON METAL PRODUCTS, INC. 
1090 Monroe Avenue, Aurora, Illinois 
0 Please send me a copy of the new Lyon Catalog 


© Please send me name of nearest Lyon Automotive 
Bin Distributor. 


NO iceisnittliniisiciecicenetnipseitiieaieaeeprierinminmeriilbitenicaata easement tials 


in eccnncencentnineeenenenmnnnetetaiai aati 


City. 
A PARTIAL LIST OF LYON PRODUCTS 


Below the photo of each car on| (ums 





Recorder for Road Tests— 


An electronic road test recorder with playback components for dynamometers has 
been developed by Perfect Circle Corp., Hagerstown, Ind. The four basic engine 
variables—revolutions per minute, manifold pressure, oil and water temperatures, are 
recorded on a single tape while a vehicle is being road tested. This tape is then 
used to cycle a dynamometer, thus simulating road operating conditions in the 
laboratory. 










FOR AUTOMOBILE DEALERS 
Mail Coupon for NEW CATALOG 


which illestrates and describes Lyon's complete line of avtomotive storage equipment 
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.- & 6 Jack Weed 


(Continued from Page 32) 


have you send it out and have it 
fixed up for me and repainted.” 

Those who knew that Scotchman 
well, know the answer. He did the 
quickest and most complete “flip 
flop” it was possible for him to 
make. He apologized for his tirade 
but said he felt he could be ex- 
cused for feeling so chagrined to 
see such a beautiful car in such 4 
deplorable condition. 

But he didn’t feel badly enough 
to have my car bumped out and 
repainted. 

* * . 

ANY nice memories cling to me 

of the early Hudson days and 
the gang of pioneers I knew so 
well—Howard Coffin, Roy Chapin, 
Roscoe Jackson and Charlie Win- 
ningham, then with Lord and 
Thomas, the Hudson advertising 
agency, but later advertising man- 
ager and a “power house” in Hud- 
son merchandising. 

Hudson gave me one of my first 


“button-bursting” moments of pride 
in having done something that got 
national acclaim. I was at Timken 
at the time. In one of our confer- 
ences with the agency, looking for 
new ideas to astound the automo- 
tive world, we came up with the 
idea of showing a “worm’s-eye 
view” of an automobile so that we 
could show the Timken axles. I was 
commissioned to get the “pic.” 


Hudson was a staunch user of 
Timken products so I went to 
Chapin and Winningham to see if 
they would put a car and a crew 
of men at my disposal to get the 
pictare. Jackson, then factory 
manager, was pulled into the 
problem and it was a combina- 
tion of his idea and Jeff White, 
our photographer, that came up 
with the stunt we used. A car was 
suspended by cable on the edge 
of a shipping dock so the pho- 


tographer could work from un- 
derneath. 


This photo was used in Timken 
national advertising, and the same 
idea has since been used many 
times. To my knowledge, however, 
it was the first time an advertiser 
ever attempted to show a car leap- 
ing into space as it came over a 
hill, with the entire undercarriage 
exposed to close view. 

So it added to the nostalgia as I 
was talking to Roy Chapin’s son, 
who is executive vice-president and 
general manager of the automotive 
division of American Motors, about 
the future plans of this company, 
which looks as if it is about ready 
to take its first long step back to- 
ward prominence in the industry. 

It also was nice to see Jim Lee, 
Mead Moore and some of the other 
“newer old timers” of the old Nash 
company whom I used to see once 
in a while at Kenosha and Milwau- 
kee. Most of these boys are now in 
Detroit. 

+ * . 


Profit Seen in New Laws 


I, DEALERS will note the new 
legislation passed in their state 





“Oh, I don’t dare park it—I 
put it in my locker down at 
work—” 





before the news gets too wide- 
spread. 
For instance, in going over some 


each year, some of which gets a|!@ws passed in Michigan this year, 


minimum of publicity, they will see 
opportunities for additional profit 


I learned that rural mail carriers 
now are allowed to use flashing red 





Through these outlets 
pours the coolest 
air on the road |! 


Again in ’58 
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HARRISON RADIATOR DIVISION « GENERAL MOTORS CORPORATION « LOCKPORT,N. Y. 





DITIONS THE FAMOUS FIVE! 


Cool . . . cool . . . cool—that’s a Harrison Air 
Conditioned General Motors car. And again in 1958, 
Harrison gets the call to cool GM’s famous five! 
Every Harrison Air Conditioner is tailor-made, designed 
expressly to fit each make of car. Passengers 
cruise in cool comfort, free from heat and high humidity 
... dust and road noise. It’s the biggest plus in driving 
comfort in many years! And it’s not surprising that Harrison 
is today’s leading manufacturer of car air conditioning. 
Leading automotive manufacturers have looked to Harrison 
for top-quality heat-control products for over 47 years. That’s why 
you'll find Harrison Air Conditioners specified on the 1958 
Cadillac, Buick, Oldsmobile, Pontiac and Chevrolet. 





— 


lights on their cars or trucks. Many 
rural carriers have told me the jo»’s 
biggest hazard was the chance of 
being hit by a speeding motorist 
when they were on the wrong side 
of the road putting mail in the 
boxes. 

I don’t know how many rural 
carriers there are in Michigan, but 
there are enough to warrant a 
number of dealers going after the 
sale and installation of these 


“flashers.” 
* * * 


For Brighter Shops 


_ a dealer would gladly 
clean up his service shop and 
entrance if it did not entail a lot of 
expensive remodeling and recon- 
struction. A West Coast paint com- 
pany, Zolatone Process Co. of Los 
Angeles, has brought out a product 
it claims a dealer can use to make 
his building look new and bright, 
regardless of whether the surface 
be wood, plaster, canvas, concrete, 
masonite or metal. 

The product is called multicolor 
lacquer, and in appearance has a 
mat finish flecked with as many as 
five colors. It is sprayed on and 
the company says it not only is 
dirt-and-grime proof but also re- 
sistant to automotive lubricants 
and gasoline. 

* = * 


Stock ‘Chasing’ Is Costly 


_ a dealer who does a fairly 
sizeable parts business won- 
ders why he doesn’t make as much 
net profit as he should. According 
to a bulletin from the Pennsylvania 
Automotive Assn., it may be due 
to the number of times the parts 
men have to send a truck to the 
nearest factory parts depot for 
parts the shop did not have in 
stock. This may be due to lack of 
proper stockkeeping or the dealer's 
desire to hold his parts stock to an 
unrealistic low inventory. 

PAA says “Freight is a real item 
of expense in your (the dealer’s) 
business. When listed on an invoice 
it is a tangible; however, this ex- 
pense is frequently underestimated 
on your own delivery trucks.” 


You pay the man wages in ad- 
dition to truck expense. Special 
trips are the most expensive. For 

instance, if your dealership is 100 

miles from your branch, the 

round trip cost at 15 cents a mile 
is $30. Trip time will probably be 
at least six hours, plus waiting. 

At $1.50 an hour your cost would 
be $9. The total cost of one trip is 
$39. This would amount to the 
equivalent of a $925 sale if you 
realize a net profit of 4 percent. 

Perhaps this is why so many 
dealers with good management de- 
pend upon their local jobber for 
many items needed in the shop be- 
tween factory orders. They throw 
this expense on their jobbers’ shoul- 
ders instead of carrying this “parts 
pickup” cost in their own account. 

This pickup and delivery expense 
is just one item of expense control 
that should appear in every dealer’s 
operating plan, and the cost should 
be charged to the department of 
the business necessitating the extra 
trip. 

> - > 

Book Offers Safety Tips 
as Assn. of Casualty and 

Surety Companies has pub- 
lished a booklet entitled “Your 
Guide to Safety as a Service 
Garage Employe.” The booklet has 
been prepared to help dealers 
make their garages a safe place 
and to prevent accidents that could 
result in injuries and damage to 
property. Every franchised dealer 
should have one and make certain 
all key employes read it. 

Two promotional pieces of aid to 
the parts department are “Air Fil- 
ter Facts” by the Purolator Prod- 
ucts, Inc., Rahway, N. J., and a kit 
on antifreeze by the Commercial 
Solvents Corp., makers of Peak and 
Norway antifreeze. Both can be had 
for the asking. 


Dealer Cleared 
Of Debt Charge 


LOS ANGELES —Vernon E. 
Rutledge, 62, former car dealer 
here, has been exonerated in Fed- 
eral Court of charges of concealing 
$86,000 in assets while in bank- 
ruptcy. 

Rutledge was cleared without 
presenting any evidence. 

His attorney said Rutledge left 
California in 1954 because of a di- 
vorce suit and not because he had 
—o assets to cover his 
debts. 
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The only electric wrench 
with BUILT-IN adjustable torque! 


@ Perfect balance, 
no operator shock, 
cut fatigue to 
bare minimum 

@ Non-slip finish on 
handle and 
adjusting cap 


@ Constantly 
cool-running 
with jet air- 
stream cooling 








DOES THE WORK OF 
2 ORDINARY WRENCHES! 


%" to Y2" BOLT 
CAPACITY 
Power Core’s adjustable 
torque protects the little 
bolts, overpowers the 

big ones! 


COMPLETE 


Ys and % H.-P. Grinders almost 
impossible to burn out. 


VARY THE TORQUE 
WITH THE 
ADJUSTING CAP! 


rN 


v/ 


No stripped or twisted 
bolts; just vary the 
torque according to what 
you're working on! 


LINE OF POWER TOOLS FOR AUTOMOTIVE USE 


Sander-Polishers 
. Standard and 


Heavy Duty 4” Electric Drills Heavy Duty 42” Electric Drills 





HERE ARE THE FACTS... 


There’s no complex, delicate balance of close toler- 
ance thrust and ball-bearings, springs and cams, to 


put the Pet Impact Wrench out of commission. 


Instead, there’s the simple, giant-strong Power-Core. 

The Power Core is Pet's exclusive energy accumu- 
lator... the most revolutionary advance in impact 
wrenches since the tool was invented. 

The Pet Impact Wrench — with Power Core — has 
been submitted to the equivalent of five years of 


normal use, and finished the test as good as new! 


Sensational new | PET "POWER CORE * 


makes every other 












impact wrench obsolete! 


The Pet Impact Wrench — with Power Core — hits 
maximum torque in 6 seconds; has a torque range 
of 105 to 275 ft. lbs.; delivers 1600 to 1800 impacts 
per minute; never overloads or stalls. 

The Pet Impact Wrench — with Power Core — is 
simply and strongly built to give years of flawless 
performance. 

And no other impact wrench costs less than the 
new Pet Impact Wrench... with the revolutionary 


new Power Core! 


Authorized service stations in principal cities. 


Sells for only ‘8 Q50 


REVERSE WITH A 
FINGER FLICK! 


CALIBRATED NOSE 
FOR CORRECT TORQUE! 


Conveniently located 
slide switch lets you 
change direction quickly, 
eosily. Full power re- 
verse; can be reversed 
only while trigger switch 


Calibrations let you 
make your torque ad- 
justments accurately and 
quickly! 

Exclusive PET feature. 





for every use. for every use. 


PORTABLE ELECTRIC TOOLS, INC. 320 West 83rd Street » Chicago 20, Illinois 





NO OPERATOR SHOCK! 





TESTS SHOW 
LONGER LIFE! 


Unique design of Power 
Core takes shock of im- 
pact usually transmitted 
to operator; reduces fa- 
tigue to absolute mini- 


Because shock is ab- 
sorbed by power core, 
every part stays in top 
shape to give whole tool 
longer life! 


AN-10/21 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois 





Please send me complete information on 
the revolutionary new PET Impact Wrench. 
NAME 
POSITION 


I, cticceinscsissssescntiemeinsennemeicielaitineneilamigtaaciicaitiiieals iia ati 
ADDRESS 
CITY. ET nsaraitsenatianisinai 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
Motive News. 


For Make Servicemen 


CHRYSLER CORP.—Center Line 
(Mich.). Training Center Program 
—Oct. 21-Nov. 15. Class A—Rear 
axle, power steering, fuel injection, 
B engine. Class B— Torquefiite 
transmission, engine, power steer- 
ing, rear axle, Class C—Air condi- 
tioning, tuneup and carburetion. 
Class D—Truck transmissions and 
brakes. 


FORD DIVISION—Oct. 28 - Nov. 
22, 35 Ford district service school 
instructors will be conducting one- 
day and complete orientation 
courses on 1958 models for dealer 
service managers, parts managers, 
and mechanics. 

GMC TRUCK & COACH DIVI- 
SION— Instruction in the latest fac- 
tory-approved service, maintenance 
and diagnosis procedures using the 
latest tools and equipment is avail- 
able on a no-tuition-charge basis 
to all personnel sponsored by a 
GMC truck dealer or GMC truck 
fleet operator. The following 
courses are available: Rear axles; 
standard transmissions; automatic 
transmission (Hydra-Matic or twin 
Hydra-Matic); diesel engine (one- 
week tuneup class or two-week 
overhaul); gas engine tuneup; gas 
engine overhaul; power steering 
(in-line or booster type); carbure- 
tion; four-wheel drive; air suspen- 
sion. GMC maintains classrooms in 
the following cities: Atlanta, Jack- 
sonville, Fla., Boston, Charlotte, N. 
C., Chicago, Milwaukee, Cincinnati, 
Dallas, Houston, El Paso, Tex., Den- 
ver, Salt Lake City, Detroit, Cleve- 
land, Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, 
New Orleans, New York (two cen- 
ters), Oakland, Calif., Philadelphia, 
Washington, Pittsburgh, Buffalo, 
Portland, Ore., St. Louis and St. 
Paul. Address inquiries to Service 
Training Activities, GMC Truck & 
Coach Div., Pontiac 11, Mich. 

STUDEBAKER - PACKARD 
CORP., South Bend—A series of 
special training schools will be held 
for Mercedes-Benz dealers’ me- 
chanics. Three new, permanent 
“schools have been established in 
New York, Chicago, and Los An- 
geles for the training of Mercedes- 
Benz dealers’ mechanics in those 
areas. Equipped mobile units to be 
used for training Mercedes-Benz 
dealers’ mechanics in the South- 
west and Florida areas. Factory 
service schools at South Bend will 
conduct a series of mechanic-train- 
ing classes on Mercedes-Benz prod- 
ucts for members of field technical 
service men. It is contemplated 
that this program will be a con- 
tinuing one, which will be expanded 
as necessary to provide training 
facilities for all Mercedes - Benz 
dealers’ mechanics. 

WHITE MOTOR OO., Cleveland 
—Mobile training unit will be avail- 
able at the following locations: 
Claude Nolan, Inc., Ocean & Orange 
St., Jacksonville, Fla., Oct. 29-Nov. 
1 (contact M. Kundrat, 70 Boule- 
vard, N. E., Atlanta, Ga.); Harville 
Motor Co., Inc., 1106 Riverside Dr., 
Danville, Va, Nov. 12-15 (contact 
a 





passersby stop, look, — IN AND 
. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 

AMERICAN STAGE EQUIPMENT 
805 East 134 $¢., Bronx 54, N. Y. 


Make 
BUY 





MOTOR 
MASTER 





W. C. warze, 34th and Indiana 
Ave., Philadelphia 32, Pa.); Fulton 
White Truck, Inc., 1501 Shenandoah 
Ave., N./ W., Roanoke, Va., Nov. 19- 
22 (contact W. C. Schwarze, 34th 
and Indiana Ave., Philadelphia 32, 
Pa.). Anyone desiring to attend the 
mobile school may write to White 
Motor Co. at the address given and 
to the attention of the gentlemen 
listed. There will be a factory train- 
ing school, Nov. 4-8. Anyone desir- 
ing to attend can contact T. W. 
Lauer at White Motor Co., Cleve- 
land. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT OO. Kalamazoo, 
Mich. — The Allen Power-Tune 
course and a new tuneup school, | 
the Allen PM Tuneup School, de-| 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 











salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional infor- 
mation can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich. 


AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Iil. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar, Classes begin Oct. 28 and Nov. 


| 11. 


BENDIX PRODUCTS DIVISION, 
South Bend — Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 
uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 





MASTER CYLINDER REPAIR KIT 
All parts needed to put master cyl- 
inder in normal operating condition. 


WHEEL CYLINDER REPAIR KIT 


All parts 


cylinder in normal operating 
ion. 


MORAINE POWER BRAKES 
Complete units and service kits 
Motors vehicles. 


for General 


aoe 
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DELCO LINED BRAKE SHOES 
Made and assembled to original 
equipment specifications. 


to put wheel 

















1,863 Dodge Buyers 
Pick Up Cars at Plant 


DETROIT. — A total of 1,363 
new-car buyers from every state 
in the union took delivery of 
Dodges at the firm’s main plant 
here from October, 1956, through 
September, 1957, according to 
Herman Ude, Dodge courtesy 
supervisor. 

Ude said May was the busiest 
month with 240 driveaways. The 
1956-57 total was 74 percent 
above the 1,072 customer drive- 
aways in the preceding 12 
months, according to Ude. 





tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Next class will be held Nov. 11-15. 
Contact W. R. Brooks, instructor. 

CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion for a two-week duration 
will begin on Nov. 4, Contact near- 
est Carter distributor. 

DEVILBISS CoO., Tole do—One 


week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo- 
tive, jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
for reservations or further infor- 
mation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn. — A complete brake- 
service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8:00 to 4:30. All 

(Continued on Page 39, Col. 3) 
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DELCO SUPER 11 IMPROVED WITH HTD MEANS MORE 
BUSINESS FOR YOU BECAUSE IT 


e Surpasses S.A.E. specifications for heavy-duty hydraulic 


~~ brake fluid! 


e Won't boil away or lose effectiveness when brakes get hot! 

e Flows smoothly and easily in coldest weather ! 

e Is original equipment on 1958 General Motors cars! 

e Is compatible with all brake systems’ rubber and metal parts! 

e Is chemically inert, physically stable! 

e Is packaged in containers holding from one pint to 54 gallons! 

e Is available everywhere through the United Motors System and 
General Motors car and truck dealers! 

MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOU! 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound mo- 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
' | will receive a certificate showing 

‘| that they are qualified to work on 
all types of automotive brakes. The 
course will be conducted by A. 
D’Andrea, chief service instructor 
for Raybestos Div. Write to J. Kane 
for further information. 


STEWART -WARNER CORP. 
Chicago — Complete instruction by 


CARBURETER 


Le 


, Sa . a 





Service School Graduates— 


Shown are the graduates of the Auto Equipment & Service Co.'s Carter Person- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 38) 





specialized lubrication equipment. 
All living expenses during the 
student’s five-day stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation, Tuition is paid 
by the Alemite factory distributor. 

SUN ELECTRIC CORP., Chicago 


New Auto Lacquer Offered 


In All Standard Colors 


DETROIT .—Ditzler Color division 
of Pittsburgh Plate Glass Co. has 
announced the availability of Dura- 
eryl, new acrylic automotive lac- 
quer, in all standard colors being 
used in new-car manufacture, for 
spot touchup or for complete re- 
finishing of cars originally finished 
in the acrylic-type finishes. 


eS SA _gipessineneten 


alized Instruction Class No. 2465 in Philadelphia. Standing, from left, are Russ Bischof, 
Eastern service engineer, Carter Carburetor division, ACF Industries, Inc., who passed 
out the diplomas; Lew Springer; John Kutra; Ed Pryon; Bill Logue; Tom Allen, and 
R. A. Harp, president, Auto Equipment & Service. Seated: Conrad Maurer; Marshall 


trained factory personnel will con- 
sist of actual bench repair, as- Duracryl is said to produce an 
sembly and disassembly of control/| exceptionally hard, glossy finish 
valves, meters, swivels, pumps,| that resists weathering and stain- 


ee ER eee erg 
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Jeffrey; Al Costella, instructor; Joe Davidson, and Hyman Susten. 


reels, electric power guns and/|ing to a high degree. 





with... 


MORAINE-400 BEARINGS 
Toughest automotive engine bear- 
ings ever made! 


MORAINE BI-METAL BEARINGS 
Precision-built to original equip- 
ment specifications. 








M-100 BEARINGS 
Excellent fatigue resistance and 
longer life expectancy. 





LOOK AT THE SALE-MAKERS MORAINE GIVES YOU 


e A complete engine bearing line, with a bearing for every car, bus 


and truck replacement job! 


MORAINE GAS FILTERS e A name known and respected! 


e Quality that stands up through miles and miles of operation! 


Glass-bowl and pancake all-metal e Solid dependability that brings customers back! 
dt ccmenandinan e A convenient source of supply—readily available through the 








FORWARO FROM FIFTY 


United Motors System and General Motors car and truck dealers! 
A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 


‘Moraine Products 


Division of General Motors, Dayton, Ohio 
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—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp., 6337 Avon- 
dale Ave., Chicago 31, Ill. Similar 
courses are offered by Sun instruc- 
tors in’ cooperation with Sun dis- 
tributors throughout Canada. For 
specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test garage. 
There is no tuition, but students 
are expected to pay their own living 
expenses, Session takes approxi- 
mately five days. Text books fur- 
nished to students at no charge. 


UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco- Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


3 ‘Name’ Acts Signed Up 
For St. Paul Auto Show 


ST. PAUL. — Three “name” acts 
have been engaged for the St. Paul 
Auto Show Nov. 27-Dec. 1, accord- 
ing to Dave Speer, of Saintpaulites, 
Inc., which is co-sponsoring the 
show with the Associated Automo- 
bile Dealers of St. Paul. 

The acts are the Vagabonds, a 
comedy-musical group; Florian 
Zabach, a violinist, and comedian 
Henny Youngman. Speer said 41 of 
93 booths already have been 
assigned. 


Elliott Gets Rambler Deal 

A Rambler franchise has been 
awarded to Marvin Elliott, Mc- 
Pherson, Kans. The firm will op- 
erate as Marvin Elliott Motors. 
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Here's a fast action infra- 
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25” circular base 
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Control Knobs and Handles for 
quick adjustments. Heavily wired 
for 115/130 Volts. 
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No. 53 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 
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FORD DEALER 


MAGAZINE Sept.-Oct. 1967 


PROFIT 


* 

OR LOSS? 
Good salesmen can 
moke the difference 


* HIRED RIGHT 












* TRAINED RIGHT 
* PAID RIGHT 
° AMD GIVEN EVERY AID 





H. Burn, Sales Manager for O’Neill Ford, 
rs in Greenvale, New York, uses The Ford 
Dedfer Magazine regularly in meetings with 
salesmen to discuss successful sales points 
and strategies from the many case histories 
in each issue. 








Dealer publications 
give you 
ideas you can use... 


dealer-tested, profit-proven! 


How about the latest trends in new-car prospecting? What’s new 
in used car selling? What are other dealers doing about service 


promotion? 


The answers to these questions, and many others like them, 
can be found in such dealer publications as The Ford Dealer 
Magazine—the Lincoln Leader—the Mercury Messenger—and 
the Edsel Marketer. These handy magazines are a direct pipeline 


of information between each Division and you, the dealers. 


Every issue is packed full of new and successful dealer-tested 
sales and management methods . . . plus the latest information 
concerning the plans and policies of the Company and Division. 
Profit-proven ideas you can put to work to increase the oper- 


ational efficiency of your own dealership! 


We gather over 500 articles a year, from both large and small 
dealers all across the nation. These reports are thoroughly 
researched in the field, by direct dealer interviews conducted by 
skilled Dealer Publications editors with years of experience in 


the automotive business! 


Enthusiastic endorsement by dealers everywhere testifies to 
the practical, usable value of these magazines. This is another 
way we have of sharing new ideas with you . . . cooperation that 


builds and strengthens the ties between us. 





Another reason why it’s great to be a dealer in the Ford Family 


7 a of Fine Cars. 
é 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


; FORD 
5 THUNDERBIRD 
MERCURY 
LINCOLN 
CONTINENTAL 


F J ENGLISH BUILT FORDS 
The Ford Family of Fine Cars| __ | now the new FDSEL 





FORD TRUCKS 


Vy TRACTORS 
a FARM IMPLEMENTS 
e INDUSTRIAL ENGINES 
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Boch Opens New Building— 


This brightly lighted building is the new home of Boch Sales & Service, Inc., 
Norwood, Mass., a Nash dealership since 1945. The new building has a six-car show- 
room, a service department with 25 work stalls and an adjoining used-car lot on 
which 125 cars can be displayed. The building has a total floor space of 25,000 


squore feet, according to Ernest J. Boch, general manager. 





He ea en ae 


‘‘Here’s how to make more money 
in the growing parts market.” 


“First step is to have the right parts and acces- 
sories in the right place at the right time. That 
gives you fastest turnover at lowest overhead. 


“And the best way to do it is with the experienced, 
specialized help of the MoPar Representative 
who will be calling on you soon. He’s factory- 
trained to do just one job—help you build parts 


profits. 
“I’m a De Soto man myself, but I know the entire 
Corporation is growing. And as we grow, so does 


the profit potential of official, authentic Chrysler 
Corporation parts—MoPar parts. 
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Free Lube Jobs Pay Off 


Small-Town Dealer Hikes Absorption 18 Pct. 
In Six-Month Trial Period 


(Continued from Page 32) 


cation hoist as the salesroom of, owner retains title to the car or 


the franchised dealer’s service de- 
partment. He knew that dealers 
used to tie the new and used-car 
customers to the dealership for 
service by selling or giving away a 
lubrication book good for 12 lube 


customer. 
oJ - . 


H® FELT that if this was good | 
business, then in a small town) 
such as he was situated in, South| 
Lyon, Mich., there should be equal | 
value in giving a free lubrication | 
every 1,000 miles with every vehicle | 


sale. 


little further. 
He gives every new and used-car 


buyer a certificate that entitles the | 


| owner to get a free lubrication job 
levery 1,000 miles as long as that 


rs 





But Ray went further. Quite a 


truck. 
And he made this offer retro- 
active to all vehicles sold by his 





State Senator Questions 


jobs to every new and used-car} Benefits of Driver Class 


DENVER. — Driver education, 
credited with making many mo- 
torists better highway risks, may 
not be all it’s said to be on the 
basis of present evidence. So says 
State Senator Charles Bennett, 
Denver, chairman of the Colo- 
rado Legislative Council’s high- 
way safety committee. 

He said: “From what we’ve 
been able to find out, those who 
volunteer for driver training 
courses are those who most likely 
would not have accidents any- 
way.” 





“Make sure you get your share of these parts 
profits by using genuine MoPar parts.” 


PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 





MOPAR DIVISION > CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 








dealership since February, 1956. 

The almost immediate result of 
this “free lubrication” deal was to 
increase the dollar volume of the 
average service ticket $4.25. Ray 
now gets approximately $8 worth 
of paid service with each free lubri- 
cation he does. 

He also gets 60 percent of ti 
needed service found on every c: 
over six months old that com: 
into his shop immediately, 15 pe: 
cent is prolonged indefinitely and 
the others have the work don 
when they can. 

* * = 


H® FINDS that 30 percent of the 
cars that come in for free lube 
jobs are six months old or older 
and need more service than that 
bought by the owner. Weekly shop 
training programs have taught his 
service crew how to sell this service 
without “barber shopping” and 
driving the customer away. 

Shop volume has increased 30 
percent and is still gaining. 


Ray has high hopes that by the 
year’s end he will be able to boost 
his present 75 percent service ab- 
sorption to a full 100 percent, espe- 
cially if the one industry that is the 
main support of the town gets back 
to working full time or with some 


| of the overtime that existed a year 


ago. 


Educators Hear 
Plea for Improved 


Service Classes 


CEDAR FALLS, Ia. Local in- 
dustrial supervisors, coordinators 
and teachers attending the annual 
state conference at Iowa State 
Teachers College were alerted to 
the need to review the present 
automotive training programs 
being taught in Iowa schools and 
the necessity of bringing them up 
to the standards recommended by 
the industry. 


The speaker was Richard Buck- 
ley of National Standard Parts 
Assn., who spoke in his capacity as 
secretary of NSPA’s “Automotive 
Instruction in Our Schools” pro- 
gram. He advised: 


“School officials could attract 
many students to automotive 
courses in vocational and high 
schools by pointing out to them the 
tremendous opportunities in the 
automotive service industry, and 
by making courses more attractive 
through modern shop facilities and 
instruction. 


“Only the public vocational and 
high schools, with their mass en- 
rollment can do the job of alleviat- 
ing the serious shortage of 100,000 
skilled mechanics that presently 
exists in the industry.” 

Buckley added: “Schools can 
help the nation’s future economy 
by working with local boards of 
education to ensure that its auto- 
motive educational needs are being 
met with the resulting upgrading 
of students capable of doing the 
job.” 


Mechanic Pinch 
Laid to Dealers, 


Garage Owners 


CHICAGO.—A survey by the 
Chicago Tribune reports that mo- 
torists must wait as long as a 
month to get new cars repaired at 
some dealerships because of the 
shortage of skilled mechanics. 
Most dealers insist that customers 
make appointments—two to three 
weeks ahead, the survey said. 


The paper said Don Burrows, 
head of Local 701, Automobile Me- 
chanics Union, blames the short- 
age of mechanics on the refusal of 
garage owners and dealerships to 
train apprentices. 

“Burrows, who said there are 
about 11,000 skilled mechanics in 
the Chicago area, claimed he could 
place more than 300 skilled 
mechanics on good jobs immedi- 
ately. Truck mechanics average 
$2.70 an hour and automobile me- 
chanics about $3 an hour, Burrows 
said,” the Tribune reported. 

The story stated Burrows said 
that about 20 years ago when 
mechanics were paid a low wage 
rate, few men entered the field. 

“And the kids today just don’t 
like to get their hands greasy,” 
Burrows was quoted as saying. 
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Kansas City Dealer Finds. . . 
Service Even Sells Cadillacs 


KANSAS CITY.—Paul Greenlease 
(Cadillac) has demonstrated in two 
years that service sells Cadillacs. 

Not long ago in working out a 
close deal with a customer for a 
unit from the used-car lot, Green- 
lease asked the man, “Wouldn't 
you like to drive this car and 
see if it runs good?” 

“Not me,” said the prospect, “All 
I want is to be sure the name 
‘Greenlease’ is on the back, I know 
it will run good or Greenlease will 
know the reason why. I can buy 
this car cheaper but I don’t think 
I can buy one better.” 

Paul Greenlease said he had been 
criticized for spending so much on 
putting tradeins in good condition 
but that such incidents make it well 
worthwhile. 

“My ambition is to make my serv- 
ice the best in the world,” Green- 
lease said, “and the new and used 
cars that are sold here reflect that 
service just as much as our satis- 
fied customers. 

“We put all the used cars we keep 
in as near-new condition as pos- 
sible and guarantee them for one 
year.-A car that won't take this 
treatment is wholesaled or junked 
immediately. I won’t have a car on 
my lot that I couldn’t drive to the 
West Coast without any extra 
service.” 

So what’s all that got to do with 
selling new Cadillacs? A whole lot. 

For one thing when a dealer is 
trying to sell a new car, Green- 
lease pointed out, sooner or later 


it gets down to competition with | 
other dealers and then pretty | 


soon all the fat has been taken 
out and the prices of the two 
dealers are about the same. 

That happens whether you're sell- 
ing Cadillacs or other brands. 

“When that happens we often 
make the sale because the buyer is 
then inclined to make the deal 
with the firm that has the best 
reputation for service,” Greenlease 
said. “As a matter of fact we've 
made lots of sales because our serv- 
ice was the point that swayed the 
customer our way.” 

Greenlease established his Cadillac 
dealership in a building and shop 
built especially for the purpose two 
years ago. He located his deal pur- 
posely in an area where 70 to 90 
percent of the highest-priced cars 
in Kansas City are located. This 
has proved sound since he has sold 
&@ good many customers who want 
convenient service. 

Extra services are provided for 
customers that add to the expense 
of operation but which Greenlease 
believes his customers deserve. For 
instance, a customer can start out 
for his office and drive his car to 
Greenlease certain that the firm 
will put him in a staff car and 
whisk him down to his office. 

A Greerlease employe will pick 
him up at quitting time and bring 
him back to the dealership, where 
his car will be ready for him as 
promised. 

Another service not frequently 
used, but tremendously important 
to the individual receiving it, is for 
the tourist or out-of-town customer 
who needs repairs. 

Greenlease obtains hotel accom- 
modations, furnishes transportation 
and any other requirements to 
make the stay pleasant. 

Two things help make the serv- 
ice department popular. One is 
promptness. Greenlease requires 
the service department to keep its 
Promises with the customer. 

The other is to make an estimate 
of the cost of the repair job, usually 
by telephone to the customer, in 
advance of doing the work and 
getting the owner’s personal au- 
thorization for the work and price. 

Most estimates are intentionally 
greater than the actual repair bill. 
This gives the service department 
a little leeway in completing the 
job to highest standards. Mainly it 
serves as a surprise to the customer 
when he learns that the bill is a 
few dollars less than the estimate. 
This also promotes prompt pay- 
ment. 

Greenlease has a staff of four 
highly trained salesmen, They 
regularly check the cars in the 
service department for repair-job 
estimates that might make an 
owner feel like investing the 
repair money in a new car. 

One big source of prospects is 








registration lists of owners who 
are either in the Cadillac bracket 
or just below. Ballyhoo and gim- 
mick methods are strictly taboo. 

Greenlease pays tribute to the 
national advertising used by Cadil- 
lac: 

“We definitely get prospects who 
come into our place as a direct 
result of Cadillac advertising in the 
newspapers and natioal magazines,” 
Greenlease said, “and we can’t 
praise this type of advertising too 
much.” 

Telephone selling has its own 
rules and limitations which have 
been pretty well worked out. Green- 
lease has a few simple rules. 

“It’s easy to get a person to 
talk about automobiles on the 
telephone,” Greenlease said. “An 
insurance salesman or a sales- 
man for some other product 
might get a receiver slammed in 
his ear but never the automobile 
salesman. 


“At least we can report that we 


when we called a prospect either 
at home or his place of business. 
We think everybody likes to talk 
about cars.” 

Calls are not made haphazardly. 
Businessmen are seldom called on 
Monday or the day after a holiday. 
When called at their offices the 
best time is the middle of the morn- 
ing or the middle of the afternoon. 

Housewives should not be called 
in the morning until the children 
are off to school and they have had 
a short breathing spell. Almost any 
time in the afternoon is all right. 
Evening calls are up to the sales- 
man who knows the situation 
better. 

Selling cars in the luxury class 
requires a high type of salesman- 
ship, Greenlease stressed. There are 
two important objectives in a 
dealership that is exclusively luxury 
class such as Cadillac. 

One is to keep owners of the 
car happy with their purchase, 


continuously subjected to pleas 
to buy a cheaper car. 

The other objective, according to 
Greenlease, is to assist the man 
who is buying cars in the bracket 
$1,000 to $1,500 below to want to 
step up to the luxury car. 

“This takes salesmanship of the 
highest order,” Greenlease said, 
“but we can point to many who are 
glad we have induced them to take 
this step. This is the hardest step 
because after they get over this 
hump it is much easier to remain 
in our car class because of the con- 
sistently high resale value.” 

The whole Greenlease Cadillac 
deal, including the development of 
the best service department in the 
world, is based on a desire for 
repeat business. 

“We like to get new customers, of 
course,” Greenlease said, “but we 
thoroughly believe in taking care 
of our old customers at all times. 
There is no one so unreasonable 
that we cannot please them because 
they realize quickly that we are 





Havertown Motors Opens 

Havertown Motors, Inc., Lincoln- 
Mercury’s newest dealer, has 
opened at 410 West Chester Pike, 
Philadelphia. Larry Munier and 


never have had a discourteous reply bearing in mind that they are 'George Smith are co-owners. 


sincere and will bend over back- 
wards to please them. 

“Even in our two years we have 
dealt with some of our customers 
three or four times and many 
of them twice. 

“We have Cadillacs coming into 
our service department that are 
almost 10 years old and the cus- 
tomers say they are running so 
well that they just don’t want to 
part with them,” Greenlease con- 
tinued. 

“We know that our high type of 
service is largely responsible for 
this being so. We also know that 
the day will come when they will 
want a new car and they will not 
want anyone else to service it. 

“We like to remember in trying 
to build the best service depart- 
ment and do a repeat business 
that if one of our customers has 
his car in another dealer’s service 
department that we have lost an 
opportunity to sell him and the 
other dealer has gained an op- 
portunity to obtain one of our 
customers,” Greenlease said. 

“We just don’t let that happen 
if we can help it,” Greenlease con- 
tinued, “As long as we strive for 
the business and keep the service 
up to the highest standards known, 
our customer just won’t want to go 
anywhere else.” 
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you satisfy them with the maximum performance 
assured by Castrol Motor Oil—the one motor 
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CASTROL 


attracts the sweetest 


customers ! 
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“ 
te oe 
ll y=" enjoy the happy feeling that 
always exists between Castrol dealers 


and Castrol customers. They love you because 


oil made specifically for your car and your 


customer’s car. You love them because they’re 
free and easy spenders when it comes to getting 


top quality in service, TBA, and motor oil. 


We’re telling them ASK FOR CASTROL 
in signs, posters, mailing pieces, radio advertising 
—to build high-quality, high-profit 
business for you! 











The Masterpiece 
in Oils 


Ask your CASTROL distributor or write for the name of distributor nearest you: 


CASTROL OILS, incorporated 
75 WEST STREET, NEW YORK 6, N. Y.. 


...A Division of the Wakefield Group... 
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Better Data on Wrecks 
Sought by Scientist 


By W. M. McCarty 
Staff Correspondent 

A three-year research program 
to determine the possibilities of ob- 
taining information on the nature 
and causes of traffic accidents 
through intensive investigation has 
been launched at Northwestern 
University. 

Administration of the project 
will be centered at the Univer- 

sity’s Traffic Institute, a national 
center for training, development 
and research in traffic supervi- 
sion and allied activities. 

Financed by grants from the 
Automotive Safety Foundation and 
the Federal government, the project 
will be the most extensive of its 
kind ever undertaken, according to 
Ray Ashworth, director of the in- 
stitute. 


He announced that grants total-| 





you sell Sully 


when you sell 


MONRO-MATIC 


SHOCK ABSORBERS 





ling $105,000 have been received for 
the project’s first year. The U. S. 
Bureau of Public Roads provided 
$50,000 and the U. S. Public Health 
Service contributed $45,000. The re- 
mainder came from the Automo- 
tive Safety Foundation. Cost of the 
program over the three-year period 
will be approximately $350,000. 

An operating committee of 
Northwestern University scientists 


will direct the study. Committee 


Bellefontaine Dealers 


Provide Drive-Training Cars 

The Bellefontaine (O.) High 
School driver-training program is 
under way again with autos pro- 
vided by Bellefontaine dealers. 

Instructors include Roy Morris, 
supervisor of the program, and 
Robert Musser. 

























Tests show how Monro-Matics provide stability and control. 
Write for a copy of the AAA Contest Board test results, 


members are J. Stannard Baker, 
director of research and develop- 
ment, Traffic Institute, chairman; 
Robert B. Banks, professor and 
chairman of the department of civil 
engineering in the Technological 
Institute; Dr. Edward S. Peterson, 
director, graduate division, Medi- 
cal School; Robert I. Watson, pro- 
fessor of psychology, College of Lib- 
eral Arts, and Robert F. Winch, 
professor of sociology, College of 
Liberal Arts. 


Speaking for the committee, 


authorities on scientific accident in- 
vestigation, said: 

“We shall attempt to develop 
methods for: gathering more pre- 
cise factual information about ac- 
cidents that will be useful to 
scientists trying to discover how 


drivers and pedestrians contrib- 
ute to accidents.” 


He pointed out that studies of 
the National Committee on Uniform 
Traffic Statistics revealed that pres- 
ent traffic-accident reports made by 
drivers and police yield little useful 
| information about causes of acci- 
| dents. 
| Although these sources may in- 
‘dicate the number, type, severity, 





Baker, one of the nation’s leading | 


vehicles, roads, and especially | 


| 








“When they started enlarging 
the windshield they didn’t know 
when to quit—” 





and location, this information is of 
value only for routine statistical 
and administrative purposes, 

If accident data is to be gathered 
in a manner to permit significant 
scientific conclusions from the 
study of traffic accidents, scientists 


Motorists are more safety-conscious than ever. 
Yet, they often fail to realize that efficient 
shock absorbers are as important to safe driv- 
ing as good brakes and steering. Shock ab- 
sorbers do more than provide a cushioned 
ride. They stabilize the car, keep wheels on 
the road, prevent accidents. 


Monro-Matics, your customers get an extra 
measure of safety as well as a smooth, com- 
fortable ride. They’re the only shocks with 
automatic adjustment for all roads, all loads. 
Original equipment on leading cars... first 
in replacement sales. 


THE HEART OF THE SHOCK 


4 Patented valves give double 


60-DAY FREE RIDE PLAN 


If your customer is not fully satisfied with 
Monro-Matics after 60 days’ use, just re- 
install the worn shocks. Through your jobber, 
you receive—/free—a new set of Monro-Matics. 


GUARANTEED LABOR REFUND 


If you ever need to re-install a customer's old 
shocks, after he’s had the 60-Day Free Ride, 
we'll send you a $4.00 labor adjustment. This 
Monroe policy protects your profits. 


MONROE AUTO EQUIPMENT COMPANY 


World’s Largest Maker of Ride Control Products 
















When you replace worn shocks with new 










A pays to tune up the ride with 
‘Monro-Matic shock absorbers... 






2 Patented three-phase piston valves 
operating in unison on UP stroke 


+ 


2 Patented base valves give 
same control on DOWN stroke 











action and automatic adjust- 
ment on all roads and loads 



















MONROE, MICHIGAN 






A driver can’t steer or stop his car while its wheels 
are bounced off the road. Monro-Matics keep 
wheels on the road, prevent perilous loss of control. 








must specify the data to be gath- 


|ered and how it must be recorded, 


Baker maintained. 

According to research proce - 
dures outlined by Baker, a three- 
man team consisting of a medical 
scientist, an engineer and a social 
scientist will be employed by the 
committee to investigate traffic 
accidents under a wide variety of 
road, traffic, lighting, and vehicle 
conditions. 

Arrangements will be made with 
police agencies in an area repre- 
senting great varieties of traffic 
conditions to communicate with 
this team immediately upon occur- 
rence of specified types of acci- 
dents. 

The engineer will examine and 
record damage to vehicles, marks 
on the road and road conditions. 
The medical scientist will investi- 
gate physical conditions of the 
drivers involved. He will test for 
absorbed alcohol and note injuries, 
signs of fatigue, illness, and bodily 
deformities. 

In interviews with drivers about 
the events of the accident, the so- 
cial scientist will try to uncover 
such contributory mental factors 
as distractions, preoccupations, the 
driver’s thinking as related to his 
behavior prior to and during the 
accident, and the social forces act- 
ing on the driver that may influ- 
ence his behavior. 

On the basis of their findings 
| and a later review of current 

theories of accident causes, the 

team will work for the operating 
committee to devise techniques 
| of obtaining accurate accident in- 
formation and methods of record- 
ing such information for scien- 
tific investigations. 

“This case study program is a 
preliminary ‘pilot’ project,” Baker 
emphasized. “It is not designed to 
come up in the first three years 
with the answers on traffic-acci- 
dent causes.” 

He said that during the two-year 
phase of the project involving field 
investigations, three to four days 
will be spent on each accident. Ob- 
ject of the study is to get experi- 
ence with the greatest possible 
variety of accidents rather than 
extensive statistical samples. 
| “The facts we gather will have 
|some value as such,” he said. But 
jour primary concern is not to col- 
lect data; it is to explore the meth- 
ods of collecting data, assembling 
it, and making it useful.” 

- > > 


‘Michigan Plans 


Road Net at Cost 
Of $1.25 Billion 


A $1.25 billion, five-year highway 
|construction plan, placing major 
emphasis on a connected system of 
|arterial expressways, has been an- 
nounced by Michigan Highway 
Commissioner John C. Mackie. 

In announcing the proposed four- 
lane, divided highway plan, Mackie 
said: 

“More than two-thirds of Michi- 
gan’s counties and county seats 
will be within 30 miles of this ex- 
pressway system. These counties 
contain 95 percent of Michigan’s 
people, almost 90 percent of its in- 
dustry, over 80 percent of its farms, 
all of its metropolitan counties, and 
the northern arm of the system 
reaches into the heart of Michi- 
gan’s vacation and tourist area.” 

The plan calls for: 

1. Over 900 miles of new express- 
ways connecting all major cities of 
over 50,000 population. 

2. Construction or reconstruction 
of 2,900 miles of roads. 

3. Expressway from the southern 
border of Michigan to the Straits 
of Mackinac Bridge and beyond to 
Sault Ste. Marie. 

4. Expressway from downtown 
Detroit to Chicago and an express- 
way from Detroit to Muskegon, 
both connecting major cities along 
the route, 

5. Paving of 800 miles of gravel 
roads on state trunklines. 

6. Over $400 million for urban 
area projects, including $300 mil- 
lion for a stepped-up Detroit met- 
ropolitan expressway program. 

The program is to be financed 
through an estimated $505 million 
in Federal aid, $330 million in State 
funds and $415 million in bonds. 
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Ford Leads Gainers .. . 
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3 Trucks Boost Output Shares 


By Martin L. Whitmyer 
Staff Writer 

TH Ford leading the way, 

three truck manufacturers 
chalked up gains in percent of in- 
dustry production during the first 
nine months of this year, compared 
with the corresponding period a 
year ago. 

Eight makers lost ground dur- 
ing the January-September 
period, while two remained even 
with their percent-of-industry 
standings of the first three quar- 
ters of 1956. 

Industrywide truck output for 
the first nine months of this year 
totalled 814,109 assemblies, com- 
pared with 831,012 during the 
January-September period a year 


ago. 
+ * * 


F THE total trucks produced 

during the first nine months 
of this year, the manufacturers 
who also produce cars turned out 
588,746 units. That was good for 
72.32 percent, compared with 65.8 
percent on 572,016 trucks produced 
by Chevrolet, Ford, Dodge, and 
Studebaker during the first three) 
quarters a year ago. 

Makers who showed gains over 
a year ago were Ford, up 4.87 
percentage points; Reo, up 0.08 
points, and Diamond T, up 0.04 
points, 

Truck manufacturers who lost 
ground during the first nine) 
months were GMC, down 2.16 per- 
centage points; International, 
down 1.08 points; Dodge, down 0.72 
points; Studebaker, down 041 
points; Chevrolet and White, each 
down 0.25 points, and Divco and 
Mack, each down 0.06 points. 

* . = 


AKERS that remained on an} 

even keel with a year ago were | 
Willys and the miscellaneous 
group, which includes Corbitt, 
Marmon-Herrington, Federal, Four 
Wheel Drive, etc. 

Individually, the biggest gain | 
was marked up by Ford, which 
turned out 265,959 trucks for | 
$2.62 percent of total industry 
output during the first nine 
months of this year, compared 
with 230,642 and 27.75 percent a | 
year ago. 

Ford, Diamond T and Reo, the) 
only gainers on a percentage basis, 
also were the only makers to mark 
up numerical output gains over 4) 
year ago. | 

> * > | 

R®° picked up its 0.08 percentage | 
points on the basis of an out- 
put of 3,561 units for 0.44 percent 
of total industry assemblies this) 
year, compared with 0.36 percent) 
on 2,942 trucks a year ago. 

Diamond T gained its 0.04 | 
points on 4,179 assemblies for 
0.51 percent of total factory out- | 
put this year, compared with 
047 percent on 3,919 units dur- 
ing the first nine months a year 
ago. 

Biggest loser over the first three) 
quarters was GMC, which dropped | 
from 8.35 percent on 69,357 trucks 
a year ago to 619 percent on 
50,365 units during the January- 
September period of this year. 

> = = 

NTERNATIONAL lost 1.08 

points on the basis of 92,559 as- 
semblies and 11.37 percent of total 
factory operations this year, com- 
pared with 12.45 percent on 103,469 
units in 1956. 

Dodge was off from 7.96 per- 
cent on 66,143 assemblies a year 
ago to 7.24 percent on 58,966 
units during the first nine 
moriths of this year. 

Chevrolet, which lost ground late 
in the third quarter due to change- 
overs to ’58 lines, dropped from 
31.80 percent on 264,234 assemblies 








Pressure Regulator Tester 


Marketed by Kent-Moore 


An LP-fuel system pressure reg- 
ulator tester is being marketed by 
Robinair division, Kent-Moore Or- 
ganization, Inc., 28635 Mound Rd., 
Warren, Mich. 

The company said the fixture, No. 
14-002, consists of a 30-pound pres- 
Sure gauge, aspirator and a four- 
inch manometer housed in a self- 
contained metal carrying case. 


a year ago to 31.55 percent on; factory operations this year, 


256,818 trucks this year. 
> * * 


yy lost its 0.25 points on the 
basis of an output of 11,017 
and 1.35 percent of total factory as- 
semblies this year, compared with 
1.60 percent on 13,266 units a year 
ago. 
Studebaker turned out 7,367 
trucks for 091 percent of total 


Marion Metal Products 


Ups Birnbaum, Schroeter 


MARION, O.—Samuel J. Birn- 
baum has been appointed assistant 
to the president and general man- 
ager of Marion Metal Products Co., 
and R. H. Schroeter has been 
named production control manager. 
The company makes dump bodies 
and hydraulic hoists. 

Birnbaum, a Marion employe 
since 1945, formerly was traffic 
manager and assistant to the sales 
manager. Schroeter joined the com- 
pany in 1955 as a sales trainee. 


compared with 1.32 percent on 

10,997 assemblies during the first 
nine months of 1956. 

Mack lost its 0.06 points on the 
basis of 13,583 trucks for 1.67 per- 
cent of industry assemblies this 
year, compared with 1.73 percent 
on 14,413 units a year ago. 

* * + 


pve dropped from 2,857 units 
and 0.34 percent a year ago to 
0.28 percent on 2,310 assemblies 
during the January-September 
period this year. 

Willys dropped from 46,092 as- 
semblies a year ago to 45,168 dur- 
ing the first three quarters of this 
year, but was able to keep its 
percent-of-industry totals at 5.55 
percent—the same percentage it 
marked up a year ago. 

The miscellaneous group turned 
out 2,621 trucks for 0.32 percent 
of total output this year, com- 
pared with 2,681 units a year ago, 
when the group posted the same 
percentage figure. 
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Highway Safety Group Meets— 

Members of the Inter-Industry Highway Safety Committee are shown during the 
annual board of directors meeting in Detroit. Front row, left to right, are M. R. 
Darlington jr., managing director; Foster W. Talbott, chairman, NADA industry 
relations committee; H. D. Tompkins, committee chairman; Charles E. Freed, and Carl 
E. Fribley, NADA past presidents. Second row, left to right, Dean Chaffin, NADA first 
vice-president; J. B. Wagstaff, DeSoto sales vice-president; Victor Holt jr., Goodyear 
Tire & Rubber Co. vice-president; Howard N. Hawkes, U. S, Rubber Co. vice-president; 
J. W. Raisbeck, representing R. A. Abernethy, American Motors Corp.; A. vanderZee, 
Chrysler Corp.; L. L. Higbee, representing L. A. McQueen, General Tire & Rubber Co., 
and Arthur R. Forster, representing W. F. Hufstader, General Motors Corp. 
vice-pesident. 








_ 





a 


od 





BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 


Starter Drives have been 


synonymous with dependability for 


fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. 


ECUPSE MACHINE DIVISION 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Aur 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 
PREG. U. 5. PAT. OFF. 














Across the Nation... 








Warwick Motors, Inc. (DeSoto- 
Plymouth), Hoxsie Four Corners, 
Warwick, R.L., held its grand open- 
ing. Officers are Sidney Shaffer, 
president; Max Marks, general 
manager; Joe Brennan, DeSoto 
sales manager; Dick Anthony, 
Plymouth sales manager; Jim Han- 
ley, service manager, and Robert 
Casanari, office manager. 


* * * 


Renault Adds 7 Dealers 
In Southern U. S., Canada 


Renault of France has announced 
the appointment of the following 
dealers: 

Delta Foreign Cars, Inc., 643 N. 
Rampart St.. New Orleans; King 
Chapman Motor Co., 2011 Noble St., 
Anniston, Ala.; Phillips Motors, 
1321 Oak Ave., Lafayette, La; 
Sports Car Center, Inc., 905 Ogle- 
thorpe Ave., Albany, Ga.; Coventry 








Expand-A-Van Spreads Wings— 

One of the most unusval trailers ever to be havied by a Dodge Power Giant has 
been developed by Gerstenslager Co., Wooster, O. It's called the “Expand-A-Van.” 
According to K. C. Deacon, general manager of the firm, the Expand-A-Van is the 
first fully mechanical unit of its kind ever produced. Electrically and hydraulically 
operated, the sides of the 35-foot long steel and aluminum trailer open at the touch 
of a button. Design, size, placement of doors, windows and lighting are made to 
customer requirements, and such options as heating and air conditioning make the 
unit extremely flexible in its uses, Deacon explained. 
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Auto Dealer Changes 


Motors, Homestead, Fla.; Roberts 
Auto Sales, 570 E. Main, Bartow, 


old headquarters. Stock also has 
been named a dealer for the British 
Vauxhall. 

= + * 


Stabler Drops Pontiac 


To Be Volvo Distributor 


Stabler Pontiac Co., 101 S. Strat- 
ford Rd., Winston-Salem, N. C., has 
dropped its Pontiac franchise to be- 
come distributor for the Swedish 
Volvo in North and South Carolina 


Fla., and Lablanc et Nadeau, 360| 2nd part of Virginia, according to 


Avenue Brochu, Sept-Illes, Quebec, 
Can, 
* + * 


Auto Imports Formed 


Auto Imports, Inc., 2232 Bards- 
ton Rd., Louisville, has been formed 
to sell and service Isetta, Simca 
and Triumph. Carl Schneider is 
president and Lee Morguelan sec- 
retary-treasurer. 

= > * 


Stock Buys Out Teige 


Walter F. Stock, owner of Stock 
Pontiac in Cloquet, Minn., has pur- 
chased Teige Motors (Dodge-Plym- 
outh) in that city from Nord Teige. 
Stock moved his Pontiac and GMC 
truck sales and auto repair to the 
new properties, but will continue 
his heavy-truck repair shop at his 


~The story of the upside-down car 


SOME KIND OF NEW 
INVENTION? 


YEP... LETS ME PARK UPSIDE DOWN. 
KEEPS OIL UP IN MY ENGINE... 
CUTS FRICTION WHEN 

| START. 


IT’S CONOCO ALL-SEASON SUPER 
MOTOR OIL. STAYS UP IN YOUR 
ENGINE... NEVER 
_ DOWN. 


IT OIL-PLATES YOUR ENGINE®... 
CONQUERS FRICTION AND CORROSION! \ 
1 USE IT IN ALL MY CARS. 

KEEPS MY CUSTOMERS 


AMAZING ! : HAPPY. 
/ 


\ 


YOU'RE 


SMR Pa eevee 1 eee ee 
sell exclusive Oil-Plating from break-in to trade-in! 


OU-Plating, By, metally “plates” a particles of ae ae 
i ion, it actually “‘p! "a \ n = 
tough film of fubricant onto the entire them in harmless oil suspensions 


: . drain-time. 
engine . It never drains down, even over 
night! Result? Faster, safer, friction” ci nplifies inventory, ine oot ome 
free starts tomatic warm-up . - - , Build pro 
joes fricti ! = i from break-in to 
up to 80% less friction wear tomer confidence 


Continental Oil Co., Houston, Texas. 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1967, Continental Off Company 





CONOCO all-season Super Motor Oil 











I'VE GOT SOMETHING BETTER IN MY 
SERVICE DEPARTMENT THAT LETS YOU 
PARK RIGHT SIDE UP. TRY IT. 


WHAT'S THAT? 
/ 


NOW, ISN’T THAT BETTER? 


GREAT INVENTION, 
THAT CONOCO 


\ ALL-SEASON SUPER ! 





Louis Stabler. 

The firm will act as the Volvo 
dealership for the Winston-Salem 
area and maintain a service depart- 
ment for all makes of cars. 

= = + 


Neill Succeeds Stabler 


Bob Neill Pontiac Co., 348 N. 
Liberty, Winston-Salem, N, C., 
has taken over the franchise of 
Stabler Motor Co, Bob Neill, man- 
ager, is a son of David S. Neill, 
who operates Neill Pontiac Co., 
High Point, N. C. Stabler will 
handle Volvo and will continue 
operations at 151 S, Stratford, 
Winston-Salem. 


* * > 


Auffenberg Buys Deal 
Auffenberg has purchased 
Midtown Motors, Inc. (Ford), St. 
Louis, Auffenberg, whose family 
has been in the auto business 35 
years in St. Louis, is president. 
> > = 


Goldie Opens S-P Deal 


I. G. Goldie has received a 
Studebaker - Packard franchise in 
Minneapolis. He will operate Manor 
Studebaker-Packard at 101 E. Lake 
St. 


* > > 


S-P Names Star Motor 


Star Motor Sales, Inc. has 
been awarded a Studebaker- 
Packard franchise at Rochester, 
Minn. Joseph P. St. George is the 
owner. 

> > > 

Diamond T Appoints 2 
Appointment of two more dealers 
has been announced by Diamond T. 
They are Slattery, Inc., Akron, and 
Kaer Truck & Equipment, Inc. 
Denver. C. T. Slattery is president 
of the former, and Hans P. Kaer 
heads the latter firm. 

* > > 


Bishop Signs with Edsel 


William L. Bishop will operate 
his Edsel dealership at 14315 
Bothell Way, Seattle. James Cole 
has been named sales manager. 

> > > 


Foreign-Car Deal Formed 


A corporation for the sale and 
service of foreign cars has been 
formed in Mequon, Wis. by 
Country Cars, Inc., Thiensville, 
Wis. The firm sells the Citroen 
and Panhard. 

> 


Stable of Imports 

Rhodes Motors, Inc. (Dodge- 
Plymouth), 318 W. Simcoe &t., 
Lafayette, La. has signed fran- 
chises to handle MG, Morris, Bent- 
ley, Jaguar, Austin-Healey, Riley 

and Rolls-Royce. 
> > > 


2 Foreign-Car Outlets 


Two European cars are making 
their appearance in Elkhart, Ind. 
The English Ford has been added 
at Weckel Kral Lincoln-Mercury, 
Inc., 514 W. Indiana, and Mercedes- 
Benz at W. W. Lusher, Inc. (Stude- 
baker-Packard), 500 East St. 

* ” 7 


Covert Takes Isetta 
Covert Automobile Co., Austin, 
Tex. has been appointed Central 
Texas distributor for the BMW 
Isetta-300. 
* > 


* 
Hayes to Handle Willys 
Hayes Brothers Buick, 2280 8. 
State, Salt Lake City, has been 
ed a dealer for Willys 
commercial vehicles. H. Norman 
Hayes heads the firm. The line 
formerly was handled by Kaiser- 
Willys Intermountain, Inc. 


e > os 
Three More Dealerships 


Are Announced by Edsel 


Three new Edsel dealers have 
been announced. They are: Arling- 
ton Motors, Inc., 1020 W. Northwest 
Hwy., Arlington Heights, Ill.; Graf- 
ton Service, Inc., Wisconsin and 
Broad Sts., Grafton, Wis., and Bill’s 
Auto Sales & Service, Carpenter 
Ave., Iron Mountain, Mich. 

Arlington Motors will be oper- 
(Continued on Page 47, Col. 1) 
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Across the Nation .. . 
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Auto Dealer Changes 


(Continued from Page 46) 


ated by Dan Gorey as president, Ed 
Kilfoy as vice-president, and Wil- 
liam Curtis as secretary-treasurer. 
Franklin Boesch is president of 
Grafton Service, and Ralph Blau- 
bach vice-president. Bill’s Auto 
Sales will be operated by William 
Mitchell as general manager and 
Kenneth Kennedy as sales manager. 
Robert Vren will be service man- 


ager. 


* * * 


McDonough Motors to Fold 


McDonough Motors, Inc. (Chrys- 
ler-Plymouth) will be liquidated 
before the end of the year after 
27 years in business in Cleveland, 
according to Mark H. Zettel- 
meyer, president, and Norman F. 
McDonough, vice-president. 


? * * 


Jackson to Build 


Jackson Chevrolet Co., Garland, 
Tex., will erect a $120,000 building 
at 2700 South Garland Ave., accord- 
ing to Ben Jackson, president. The 
building is scheduled to be com- 
pleted by Feb. 1. 


* * . 


Rice Oldsmobile Opens 
Rice Oldsmobile, Inc., has opened 
at 1720 West Cumberland Ave., 
Knoxville, Tenn. Ken Rice is presi- 
dent. 


* * * 


Fox Opens Branch 


Fox Chevrolet, Baltimore, has 
opened a branch at 6105 Reisters- 
town Rd. Owners are Robert L. Fox 
and Louis J. Fox. 


* = * 


Willys Signs Autohaus 


Autohaus, Inc., 1338 N. E. Sandy 
Bivd., Portland, Ore., has been 
awarded a Willys franchise. Phil 
Fields is president and L. D. Wag- 
ner sales manager. 

> . > 


Ford Dealer Adds Outlet 


Ernie Garcia, who recently pur- 
chased Nyquist Motor Co. (Ford) 
in Astoria, Ore., has bought Sea- 
side Motor Co. (Ford), 605 Ave- 
nue A, Seaside, Ore. Victor Wat- 
son will manage Seaside Motor. 


* - > 


Volkswagen Center Opens 


Riviera Motors has opened its 
new Volkswagen service center 
at 826 8S. W. Twenty-first Ave., 
Portland, Ore., and is showing the 
58 Volkswagen. 


Harland Fancher Retires 


Harland Fancher, who has been 
connected with the automotive in- 
dustry in the area for 49 years, has 
announced his retirement in The 
Delles, Ore. He formerly operated 
Fancher Motor Co. 


* * * 


Under One Roof 


Johnson - McReynolds Chevrolet 
Corp., Roanoke, Va., has consoli- 
dated its Campbell Ave. and 
Williamson Rd. businesses. All op- 
erations now are located at 1824 
Williamson Rd. 

= +. > 


Persia Names Latus 


Frank Latus has been appointed 
general manager of Mike Persia 
Chevrolet Co., 7205 St. Charles, New 
Orleans. 

* * = 
Bolin Buys into Deal 

Jack D. Bolin has bought an in- 
terest in Bagby Hall Lincoln-Mer- 
cury, 305 S. State St. Jackson, 
Miss. Bolin is vice-president and 
general manager. Bagby Hall is 
president. 

7. + *- 


Southside in New Building 


Southside Motor Co. (Ford) has 
opened new showrooms and garage 
at 5303 Beach Blvd., Jacksonville, 
Fla. Carl Cannon is general man- 
ager of the dealership; T. M. Mat- 


tox is sales manager. 
+ * = 


Gardner Edsel Expands 


Gardner Edsel Co., 790 N. Jack- 
son St., Milwaukee, is opening a 
second sales outlet at 2900 W. Capi- 
tol Drive. All service will be han- 
died at the Jackson St. outlet. Gard- 


ner is one of two Edsel dealers in 
Milwaukee. 
* * » 


Nelson, Joyce Open Deal 


Hometown Pontiac - Buick, Inc., 
has succeeded Hastings & Joyce 
Motor Co., Inc., in Kernersville, 
N. C. Lee Nelson and Tom Joyce 
are the owners. 

+ * * 


Enyart Adds Mercedes 


Dale Enyart Motor Co. (Stude- 
baker - Packard), Albuquerque, N. 
M., has received a Mercedes-Benz 
franchise. 

* : * 


Erwin Joins Jones Edsel 


Pete Erwin, former New Mexico 
Highway Department chief engi- 
neer, has joined the new Jones 
Edsel dealership in Santa Fe, N. M. 


...- Made for the job! 





Erwin is a partner of Ralph Jones, 
Ford dealer here. 
* + * 

Edsel Dealer in Virginia 

Norfolk County Motors, Inc., 78 
George Washington Highway, 
Portsmouth, Va., has been named 
an Edsel dealership. R. H. Me- 
Cready is general manager. 


* * * 


Weigand Liquidates Firm 

Weigand Motor & Implement 
Co. (Oldsmobile - Cadillac - Massey- 
Harris), La Crosse, Kans., has been 
liquidated at an auction. The owner, 
W. D. Weigand, said he wanted to 
confine his efforts to farming and 
other business interests. 

* + + 


Stautberg Opens Deal 

Govans Chevrolet, Inc. has 
opened at 5600 York Rd., Balti- 
more. Jerry Stautberg, former 
lineman for the University of 
Cincinnati and Chicago Bears 
football teams, is in charge. He is 
28 and said to be the youngest 
auto dealer in Baltimore. 

* * + 


Trio Opens Rambler Deal 


Lenhardt-Worn-Jennewein Nash, 
Inc., 2323 S. Kingshighway Blvd., 


e easier for you to install 


e performance your customers want 


Designed for the specific job they are expected to do, BCA 
ball bearings are made by a company with 50 years of 
specializing in bearings for the automotive field. Use them 
for wheel, generator, clutch, transmission and differential 
installations in your replacement work. You can get the 
bearing you need when you need it—quickly, from your 
automotive jobber. 


BCA ball bearings are widely used as original equipment in 
cars, trucks, buses and agricultural machinery. They are 
preferred for replacement work because of perfect fit, easier 
installation and dependable, long-life performance. It will 
pay you to insist on BCA ball bearings. 





14 Salesmen Acclaimed 


For August Sales Record 


MONROVIA, Calif—The four- 
teen salesmen of McDonald & 
O’Boyle Chevrolet in Monrovia 
were congratulated at a dinner 
for the sales record they set in 
August, 

August sales exceeded those of 
any other month in the 33-year 
history of McDonald & O’Boyle. 
The two partners were appointed 
Chevrolet dealers for Mesa, Ariz., 
in December, 1924, and moved to 
Monrovia in August, 1929. 
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City, Ore. He was formerly a part- 
ner in Junction City Motor Co., 
which has been dissolved. 


* * * 


Clegg in New Quarters 


Clegg Motors, Port Arthur (Tex.) 
Lincoln-Mercury dealership owned 
by Ted Clegg, has moved into its 
new building at 2800 Sixteenth St. 


* * o 


Clarke Pontiac Opens 
Clarke Pontiac, Inc., has opened 
at 2060 National Rd., Wheeling, W. 
Va. The dealership formerly handled 
Chrysler and Plymouth, David F. 
Clarke is president and C, Fred 








is a new Rambler-Nash dealership | 
in St. Louis. Gene Worn is presi-| 
dent, Frank W. Lenhardt vice-| 
president and August A. Jennewein | 
secretary and treasurer. 
* + + 


GMC Expands in Dallas 
GMC Truck & Coach has opened 
a west side branch at 1526 Ft. 
Worth Ave., Dallas. 
* * 


* 


Nix Goes Solo 
Morris Nix is owner of the newly 
organization Morris Nix Motor Co. | 
(Chevrolet-Oldsmobile), Junction 





a 


Clarke is secretary-treasurer. 
* * * 
Touslee Open House 
Touslee Ford Sales, St. Francis, 
Kans., held open house Sept. 14. 
The firm is successor to Nolan 
Motor Co. M. A. and W. E. Touslee 
own and operate the firm. 
* ° * 
Willcoxon Motors Opens 
Willcoxon Motors (Dodge-Plym- 


outh-Chrysler) has opened at 1701 
N. Washington St. Junction City, 
Kans. L. J. Willcoxon is owner of 
the new firm, assisted by his son, 
William A. Willcoxon. 
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TOOL BOARD—A tool board, said to 
contain all the tools necessary for chang- 
ing oil filters on every make of auvtomo- 
bile, has been designed for dealers by 
Purolator Products, Inc., Rahway, N. J. 
Purolator is making the tool board and 
tools available to dealers with the pur- 
chase of 48 filters of their choice. Each 
tool board and kit will be accompanied 
by a new Purolator Service Manual which 
shows, in picture form, the step-by-step 
procedure to be followed when changing 


filters for various types of cars. 
ee 





FUEL PRESSURE REGULATOR—The Mile- 
master fuel pressure regulator is said to 
fit every gasoline engine regardless of 
age, model or application. Basic engi- 
neering of the original unit is, according 
to Milemaster, Inc., 6 North American 
Ave., Chicago 2, lll., the reason why only 
one model of their particular fuel pressure 
regulator is needed to meet all gasoline 
engine requirements. Certain easily avail- 
able fittings may be necessary for install- 
ing a Milemaster unit on different mokes 
of cors, but this in no way hompers en- 
gine installation, it is claimed. The unit 
saves up to 20 percent in fuel consump- 
- tion while eliminating stalls from flooding, 
jerky performance and vapor lock. 

ss = = 


Ultrasonic Cleaning Solvent 
Marketed by London 


A new solvent for use with ultra- 
sonic cleaning equipment has been 
developed by London Chemical Co., 
Inc., 1535 N. Thirty-first Ave., Mel- 
rose Park, Il. 

London said the cleaner, called 
Sonic-Solve No. 113, dries rapidly 
in open air without rinsng or neu- 
tralizing. Z 


2 Men Can Work at Once 


With Wilson Engine Stand 
K. R. Wilson, Inc., Arcade, N, Y., 
has announced an engine stand 
designed to allow two men to work 
on separate parts at the same time. 
The Wilson Sure-Control Geared 


DELIVERY VANS — The Merchantvan, a delivery van 












| 


| 





Head turns heavy, off-center loads 
to any convenient position, allows 
rotation of any engine through 360 
degrees and locks at any point for 
working convenience. The stand is 
available with universal and trans- 
mission adapters. 


PLASTIC RUBBER — Woodhill Chemical | 
Mfg. Co., 1391 E. Thirty-third St., Cleve- | 
land, ©O., has introduced Duro Plastic 
Rubber, a versatile black latex rubber in | 
putty form. The product chemically vul- | 
canizes without the use of tools, heat or | 


| flame, and is especially effective for wa- | 


terproofing, rustproofing and insulation, 
it is said. Squeezed out of a tube, it can 
be molded to any shape ond is easily 
applied. It can be used to patch tire cuts, 
seal leaks in and around windshields and 
eliminates rattles and squeoks, it is| 
claimed. 


Pocket Spot-Remover 

Spot-Paks, a package of indi- 
vidually foil-wrapped wicks, satu- 
rated with cleaning fluid, is offered 
by Cleveland Specialities Co., 10721 | 
Briggs Rd., S. W., Cleveland 11, O. 
The wicks are packaged like a 
book of matches to be carried in 
pocket or purse. 





DISPENSER AND DISPLAY—Panef Mfg. 
Co., 102 E. Wainut St., Milwavkee, Wis., | 
has introduced a dispenser and point of 
sale display for its shop size puffer guns 
of Lub-A-Spray, the air-floated graphitoid 


| Corp., 933 W. Lake St., Chicago 7, Iil., 


| ments, the cabinet operates on potented 


| seen at once for 
| selection” of desired parts, it is claimed. 





lubricant. Important features of the re- 
designed three-ounce, refillable package 
ore said to be a stronger, more colorful 
label design and a cop with a long, tap- 
ered nozzle for easier, more accurate 
application of Lub-A-Spray. The colorful 
display. is approximately 12 by 13 inches 


and only 2 inches in depth. 
x” 6: 3 
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developed by Boyertown 





Auto Body Works, Boyertown, Pa., features an interior load space that is 884 
inches wide and either 78 or 84 inches high. This is said to be true on all vans up 
to 18 feet long. The driver area features a dome light, a storage compartment above 
the windshield, tilt-forward adjustable seat with hinged back, two rear view mirrors 
and two vacuum windshield wipers. 











COMPRESSOR—N ational Compressor 


has marketed its lightweight and portable, 
low-cost air compressor. Feature of the! 


2%, x 1% single-cylinder, tank-mounted | 
compressor are: Pressures up to 150 
pounds; 350 to 900 r.p.m.; automatic | 


splash lubrication; air filter and silencer 
integrally built into cylinder head, and 
crankcases are dust tight with no gasket | 
joints below oil level. Compression ratings | 
ore 3.6 cubic feet per minute at 60 





| pounds to 2.8 cubic feet per minute at 150 | 


pounds. Both portable and stationary 
models are equipped with 20 gallon, | 
14” x 30” tank. 





STORAGE CABINET—A ‘“‘Louvre-tray” 
portable storage cabinet for nails, screws, 
bolts and other small parts has been in- 
troduced by the Arcline Products Co., 1415 
W. Shakespeare Ave., Chicago, Ill. 

Containing 13 varied sized comport- 
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NEW PRODUCTS 





louvred principal which permits all trays 


to be quickly and conveniently opened at! 


one time—aond also allows all trays to be 
immediate “fingertip 


Overall size is 12 by 13% by 6 inches. 
; -— - 


Nickel Stripper 


United Chemical Corp. of New 
England, 45 Seekonk, Providence, 
R. L, is marketing a new nickel 
stripper called Ni-Plex. The com- 
pany says it contains no cyanide, 
caustic or acid, does not fume and 
is stable for long periods at high 
temperatures. 

> 


AUTO RAMP—Adelramp consists of two 
all-steel welded ramps which permit either 
the front or rear wheels of a car to be 
elevated for repair work and lubrication 
without danger of the auto falling off 
jacks or blocks. Portable Adelramp is said 
to handle more than 25 common jobs re- 
quiring elevation of front or rear wheels 
of both standard-size and odd-size cars. 
Features of Adelramp are said to include 
anti-slip metal mats for wet-tire traction 
upon backing onto the ramps, as well as 
anti-slip rubber chock pads for anti-push 
security. Construction is of the box type 
for additional strength and basic material 
is of 10 gauge steel. Adelramp Co., 5912 
W. Chicago Ave.. Chicago 51, Wm. 


Special Float Valve Aims 


To Check Carburetor Faults 


Stone Brothers Buick, Box 5087, 
Tulsa, Okla., announced nationwide 
distribution of a newly designed 
carburetor master float valve. The 
valve stops flooding, corrects rough 
idling, gives quicker starts and re- 
starts, improves acceleration, and 




























| Co., 7301 Bessemer Ave., Cleveland 27, 


increases fuel economy, says A. J. 
Stone, president. 


The patented needle and seat 
valve utilizes a neoprene-to-metal 
closure as opposed to the metal-to- 
metal design of all other carburetor 
float valves. Stone Brothers is now | 
marketing the new valve for all| 
carburetors on all makes of cars, | 
trucks and tractors. 







































STEAM CLEANER — The “Seven-Fifty” 
Series Hypressure Jenny Steam Cleaner has 


| been announced by Homestead Valve Mfg. | 


Co., Coraopolis, Pa. Built especially for use 
by automotive repair shops, garages, serv- 
ice stations, and small fleet owners, the unit 


| is said to feature: Automatic electric igni- 
tion; positive displacement pump and 


stainless steel disc check valves; avtomatic 
Protection for vapor hose against destruc- 
tive action of superheated steam; contam- | 
ination-proof water system; and built-in 
thermal overload protection for the motor. 
Capacity is reported to be a full 75 gal- | 
lons per hour at any pressure. | 

i 





* 





COLOR CALCULATOR—For faster, more 
accurate mixing of automotive colors, Arco 


©., has introduced a Color Calculator, | 
available in complete kits for mixing lac- 
quer or enamel in a cup or in a can. 
Three govges are contained in the kit. 
One gauge is for use in mixing pints or 
quarts—one for % gallon or gallon quan- 
tities—and the third for % gallon or gal- 
lons. The gauges are said to be accurate 
to .00001 inch to assure perfect color 
matching and are ideal for mixing the 
new light colors. | 


















TIRE SPREADER—Handling all size tires 
from the smallest car tires up to and in- 
cluding 37.5-33 is a line of four models 
of Salsbury tire spreaders, now in produc- 
tion by Salsbury Corp., 1161 E. Florence 
Ave., los Angeles 1, Calif. Features of 
these spreaders are said to include opera- 
tion from standard air line, roll-up ramp 
eliminating tire lifting, bench mounting 
and complete portability. The Salsbury tire 
spreader handles both regular and tube- 
less tires. 
































Oentene. coum. o4* 


DENT REPAIR MATERIAL—Taylor & Art, 
Inc., 1710 E. Twelfth St., Oakland 6, Callif., 
has announced that Flex Bond, its fiber- 
glass-plastic dent repair product, has been 
placed on the market. Flex Bond is said 
to have the adhesion, toughness, and flex- 
ibility required for permanent, profes- 
sional dent repair jobs on large metal 
panels. It contains a type of resin base 
which, it is claimed, eliminates cracking 
of the patch from “‘oil-canning" or expan- 
sion and contraction of the metal under- 
neath. 

> 


+ * 


Doormat Scraper 


A door mat with molded rubber 
scrapers plus built-in carpet has 
been marketed by Bearfoot Airway 
Corp., Wadsworth, O. 


> 


> 





CAR WASHER—Jetomatic 45, an auio- 
matic cor washer, capable of handling 
20 to 40 cors a day as a one man opera- 
tion, has been introduced by Jetomatic, 
Inc., Ansonia, Conn. It is available for floor 
installation (model 45) or overhead in- 
stallation (model 045). Both are automatic, 
two-line units (one line for detergent, 
one for rinse and wash water) which do 
not require use of an air compressor or 
added bay or floor space and which will 
not interfere with other operations, it is 
claimed. Both models operate on a single 
track, are 22 feet overall in length, 7% 
feet wide and need approximately 7 feet 
headroom. 


























GASKET SPOTTER—Assembly line prob- 
lem of gaskets slipping out of place or 
falling off before the assembly in which 
they are used is completed is said to 
have been solved by Armstrong Cork Co., 
Lancaster, Pa., through development of a 
gasket spotting machine and a hot-melt, 
instant-bonding adhesive. Used in con- 
junction with Armstrong T-922 adhesive, 
the Armstrong Gasket Spotting Machine 
spots adhesive on gaskets to hold them 
in place until an assembly is completed, 
it is said. The machine is manually op- 
erated, but is easily adaptable to avio- 
matic use. It contains a tank for heating 
the adhesive and a thermostatically con- 
trolied heating element for keeping the 
adhesive at the right consistency. 














There's nothing so powertul as an idea | 


The editors of Better Hames & Gardens have an uncanny ability to 
latch onto exciting new ideas and turn them into nation-wide trends. 
That’s because they know what kind of ideas their home-and- 
family loving readers want—often before their readers do. 


Take the Family Room, for instance. A few years ago hardly 
anybody even knew what the term meant. BH&G planted the idea 
in its pages. Other media took it up. Builders and manufacturers 
helped. The exciting result of BH&G’s cultivating of an idea is 
that today the Family Room is practically as standard for 
medium priced new homes as the 2-car garage! 

People get all wrapped up in the ideas they see in Better Homes 
& Gardens. And the more they read their favorite idea magazine, 
the more they do and the more they buy. BH&G is a natural for any 
advertiser whose products can help families to live better. There’s 
no other major medium quite like Better Homes & Gardens. 
Meredith of Des Moines . . . America’s biggest publisher of ideas for 
today’s living and tomorrow’s plans 


/a ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


Pickup Truck with Saddle Bags— 

Patterned after the versatile “saddle bags” widely use by riders before the auto- 
motive age is a new service utility body offered on Dodge pickup trucks. Side com- 
partments have numerous shelves and bins to carry tools, parts and other items. One 
key locks all the compartments and also a sliding top which protects cargo in the 
pickup box from both weather and theft. 


MyxRON ROTKER tells this 
story on himself, He is with 
M, Friedman’s Auto Parts Co., 
Inc, (Rambler-Hudson-Metropoli- 
tan), Utica, N. Y. 


Here’s his story: 

When is a deal dead? How long 
does a suspect remain a pros- 
pect? These were just two of 
the questions that entered my 
mind recently when I learned 
that one of our salesmen had 
misquoted, unintentionally, of 
course, the price, the allowance, 
and the cash difference on a 
possible new-car sale. 

After consulting with the sales- 
man he assured me that the deal 
was dead, that the customer 
wanted too much for his car, and 
that we had better forget about 
the whole deal. 

. * = 
A®tm giving it some thought, 
I decided that no deal is dead 
unless tried at least twice. Where- 
upon, I gathered together all my 


“SURE SAVES US A HEADACHE 


when ethylene glycol antifreeze is installed at the factory” 


“Tll bet every busy service manager wishes glycol antifreeze 
was put in his new cars right on the assembly line. 

“Saves the time and trouble of completely draining, back- 
flushing and filling the cooling system. This means our profit 
is pure profit. And, just as important, we know the car's 
fully protected—regardless of temperature. 

“It's the kind of antifreeze our customers want. They can 
go all winter long without worrying about sudden weather 


selling tools including the current 
issue of Automotive News and the 
NADA Used Car Book and visited 
the prospects at their home. 
First, I apologized to them 
for the misunderstanding that 
had taken place and said my 
only reason for coming was to 
erase any bad feelings that 


Attendance Doubles 


At Iowa Motor Show 

DES MOINES. About 21,000 
persons attended the third annual 
Iowa Motor Sports Show, a 100 per- 
cent increase over last year’s at- 
tendance. 

Visitors saw 290 antique, classic, 
sports, custom and other special 
interest cars displayed by owners 
from 12 states. Exhibits ranged 
from a 1902 Oldsmobile to Ford 
Motor Co’s “Mystere” experi- 
mental car. 


changes. And they realize it’s the best antifreeze for their 
cars because it’s factory recommended and factory installed. 


“Quality service like this keeps our customers coming back 


for service . . 
car!” 


. parts and accessories . . . and another new 


The Dow Chemical Company formulates ethylene glycol 
antifreeze to meet the specifications of individual automo- 


bile manufacturers. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


might exist because of said mis- 
understanding. 

After they accepted my apolo- 
gies I politely asked if I might 
have the opportunity to go over 
the figures once more and per- 
haps reach an amicable conclu- 
sion. Two hours and a pack of 
cigarets later we finally ex- 
hausted all questions and answers 
that had been left up in the air. 

Upon leaving I once again 
stressed that my main object in 
coming to their house unan- 
nounced was to apologize. Never- 
theless, any consideration that 
they might extend would be 
greatly appreciated. 

. * * 
THE way back to.the office 
I had the feeling that I had 
reawakened their interest in our 
car, and that with luck I might 
conceivably make the deal. 

Three days passed and I was 
beginning to feel that my efforts 
were all in vain. Then, lo and 
behold!—on the fourth day, in 
came Mr. and Mrs. X, verified 
the deal I had left them, signed 
the necessary papers, and took 
delivery with a glad heart and 
with no ill feelings remaining 
between customer and dealer. 

When is a deal dead? Never! 
How long does a suspect remain 
a prospect? As long as it takes 
to review and reappraise the 
situation. 


Body Engineers 
To Meet Oct. 23; 
Speakers Listed 


DETROIT.—M., C. Patterson, 
Dodge president, will be principal 
speaker at the opening session of 
the 12th annual technical conven- 
tion of the American Society of 
Body Engineers here Oct. 23-25. 

“Sports Cars” will be the topic of 
an afternoon session Oct. 23. Serge 

Daniloff, presi- 
dent of Foreign 
Cars Associates, 
Inc., will talk on 
“European Cars 
in’ the American 
Market.” 

A discussion on 
“Limitation of 
Low in the Auto- 
mobile Body” will 
feature two 
speakers Oct. 24. 

M. C. Patterson R. A. Brown jr. 
Edsel chief stylist, will talk on 
“Even Lower” and Dr. F. G. Evans, 
associate professor of anatomy at 
Wayne State University, will dis- 
cuss “Fitting the Body to the Body.” 

During the afternoon session Oct. 
25, Ted Ornas, chief styling engi- 
neer, International Harvester Co., 
will discuss “Significance of Truck 
Styling.” Willys Wagner, Ford 
truck executive stylist, will speak 
on trucks, the “Stylish Stouts.” 


‘Casual’ Sales 
Face Fla. Tax 


TALLAHASSEE, Fla—tThe Sen- 
ate has passed by a vote of 27-1 
and sent to the House the bill, 
authored by Senator Brackin of 
Crestview, which would remove the 
exemption on “casual sales” of au- 
tomobiles by private individuals 
from the one-percent sales tax. 

Senator Pearce of East Palatka, 
one of the backers of the bill, ex- 
plained that “unscrupulous” used- 
car dealers had taken advantage of 
the exemption to sell autos without 
paying the tax by passing off all 
sales as “casual sales.” 

“There are more casual sales now 
than regular sales, so there evi- 
dently is something wrong,” Pearce 
declared. 


Dixie Car-Rental Firm 


Acquires Outlet in Miami 


MIAMI—John W. Black, presi- 
dent of Dixie Drive - It - Yourself 
System, announces acquisition of 
National Car Rentals, Inc., Miami, 
which operates in Miami, Fort 
Lauderdale and Opa Locca. 

Black said plans were being made 
to have more than 300 automobiles 
available for the winter season. 
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king-pin 


More people spend more money 

at newsstands and supermarkets for 
TV GUIDE than for any other single- 
copy seller. And look where it 

goes: TV GUIDE’s greatest 
concentration is in major automotive 
sales areas. Obviously, a standout 


for ads automotive. 


Circulation now 5,300,000 









Increases Fuel Mileage, GM Says— 


Trucks testing this engine in the General Motors Detroit diesel six-cylinder 71-T 
model are said to have increased fuel mileage by as much as 15 percent. This engine 
and the four-cylinder 71-T are available to all truck and bus manufacturers. 


Pete Penn is using... 
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Bulletin Board... 





Univac Computer 
Booklet U921 telling how Univac 
120 calculates labor cost for each 
job, each worker’s pay for a day— 
50 pages, free, Remington Rand 
Univac, 315 Fourth Ave., New York 
. ae A 


* os + 


Data Automation System 


Guide to Univac II data auto- 
mation system— Manual U 23, 79 
pages, free. Remington Rand Uni- 
vac, 315 Fourth Ave. New York, 
10, N. Y. 

+. = * 
Copy Machine 

“Office Copy Machines and How 
to Choose the One to Suit Your 
Needs”—F ree bulletin. Pecrless 
Photo Products, Inc., Shoreham, 
Long Island, N. Y. 

as = > 


Cut-Off Machines 


Folder describes Modern cutting- 
off machines, automatic loaders, 


hot-spinning machines and Modern 
safety drill table—free. Modern 
Machine Tool Co., 2005 Losey St., 
Jackson, Mich. 


od * + 


Carburetor Pressure 


“How Overpressure Causes Car- 
buretor Flooding’ —free. Alondra 
Sales, Inc., 959 Crenshaw Blvd., Los 
Angeles 19, Calif, 


* + + 
Office Equipment 
Catalog listing office, factory, 
warehouse and maintenance equip- 
ment—16 pages, free. Precision 
Equipment Co., 4411C Ravenswood 
Ave., Chicago 40, IIl. 


> + > 
Cylinder-Finish Tubing 
Cylinder-finish tubing Bulletin 
R7A—free. Tube Reducing Corp., 
534 Main Ave., Wallington, N. J. 
= 7 + 
Stainless Steels 
A catalog offering the descrip- 
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96,500,000 MESSAGES 


| in these leading magazines to help you 
: sell more PENNSYLVANIA MOTOR OIL 


Your customers will see Pete Penn pro- 
: moting Pennsylvania Motor Oil in these 
_ national magazines in 1957: the Post, 
Time, FARM JOURNAL, OuTDOooR LIFE, 
and Sports ILLUSTRATED. 

Carry a brand of Pennsylvania Motor 
Oil and remind your customers that you 








MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 





MOTOR OIL 





can give them the world’s finest motor 
oil for today’s modern, precision- built, 
high-speed engines... your brand of 


Pennsylvania. 


Learn how you can make more profit 
with a brand of Pennsylvania Motor Oil. 
Write us at the address listed below. 







100°.PURE ¥ 


Fee \ 















tion, chemical composition, strength 


factors, physical properties end 
typical applications for a broxd 
range of stainless steels—32 pages, 
free. Advertising Dept. Sharon 
Steel Corp., Sharon, Pa. 


* * * 


Air Compressor Line 


Three folders describing the « 
tire line of Westinghouse unit-tyne 
and Le Roi stationary air compr: s- 
sors— free. Sales Promotion De- 
partment, Le Roi division, Westinz- 
house Air Brake Co., 1798 S. Sixty- 
eighth St., Milwaukee 14, Wis. 


* * * 


Air Suspension System 
Bulletin describes Clark’s ad- 
vanced air suspension system for 
highway semitrailers—four pages, 
free. Clark Equipment Co., Auto- 
motive Division, Buchanan, Mich. 
+ * + 


Scale, Rust Remover 


Properties and uses of Oakite 
Drycid, powdered acid scale and 
rust remover—free, Oakite Prod- 
ucts, Inc. 157 Rector St., New York 
G, i Ee 


l- 


* * * 


Steel-Stress Booklet 
“Residual Stresses in Cold Fin- 
ished Steel Bars and Their Effect 
on Manufactured Parts”—32 pages, 
free. LaSalle Steel Co., 1420 150th 
St.. Hammond, Ind. 


+ * > 
Pressure Sensitive Tape 
File No. 57TT1 describing use of 


pressure sensitive tapes — four 
pages, free. Tropical Tape Division, 


| 899 Country Club Circle, Fort Lau- 


derdale, Fla. 
> 


Electronic Aids 


Brochure outlining latest elec- 
tronic industry employment require- 
ments and opportunities —free. 
Cleveland Institute of Radio Elec- 
tronics, 4900 Euclid Ave., Cleveland 
3, O. 

> : © 

Digital Computing Systems 

A book resulting from Army 
studies, “A Second Survey of Do- 
mestic Electronic Digital Comput- 
ing Systems,” PB 111996-R— 439 
pages, $7. Office of Technical Serv- 
ices, U. S. Department of Com- 
merce, Washington 25, D., C. 


> * * 


Sports Car Directory 


“Sports Cars Illustrated Direc- 
tory”"—a service directory listing 
dealers and garages throughout the 
U. S.; price not announced. Sports 
Cars Illustrated, 366 Madison Ave., 
New York 17, N. Y. 


> * > 


Revised Parts Catalog 


Revised parts catalog and in- 
struction manual for diametric 
wheel balancers—eight pages, free. 
Diametric Equipment Co., 1327 
Plowman Ave., Dallas 3, Tex. 

> > > 


Supervisor's Handbook 


“Human Understanding in In- 
dustry”—112 pages, $2.25 (single 
copy), $1.75 (25 copies or more). 
Industrial division, Science Re- 
search Associates, 57 W. Grand 
Ave., Chicago 10, Ill. 

. > 7 
Refrigeration Data 

“Wolverine Serves the Refrigera- 
tion Industry” — free. Wolverine 
Tube division, Calumet & Hecla, 
Inc., Guardian Bldg., Detroit 26, 
Mich. 

7 + * 
Spherical Bearings 

Bulletin 257 listing features, engi- 
neering data on Spherco line of 
spherical bearing and rod ends— 
free. Sealmaster Bearing Division, 
Stephens - Adamson Manufacturing 
Co., Ridgeway Ave., Aurora, Til. 

* * + 


Stainless Steel Properties 
A bulletin, P. O. 2557, describing 
the properties of 17-4 PH and 17-7 
PH stainless steels—four pages, 
free. Armco Steel Corp., 1939 Armco 
Ave., Middletown, O. 
* 


+ * 


Fork Truck 


Folder illustrating and describing 
2,000-pound capacity fork truc?! 
Model F-38T2—four pages, fre 
Elwell-Parker Electric Co,, 4205 
St. Clair Ave., Cleveland 3, O. 

* 6 * 


Die Catalog 
Catalog covering Firthaloy dies 
and machinery and Diecarb per- 
forators—free. Firth Sterling, Inc., 
3113 Forbes St., Pittsburgh 30, Pa. 
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LIFE INSURANCE 
COMPANY 






OF VIRGINIA 





HOME OFFICE 


RICHMOND, VA. 


OUTDOOR helps _J.. 
LIFE OF VIRGINIA set a new all time high! 


During the past two years The Life Insurance 
Company of Virginia has used outdoor adver- 
tising as a basic field advertising medium. 
In that period the company has set an all- 
time high for insurance in force. Here’s the 
story from John Moyler, Jr., Second Vice- 
President of The Life Insurance Company 
of Virginia. ‘ 

*“My job is to see that our advertising sells 
double—selling the company to the public, 
and selling itself to our field men. 

“So I’m especially pleased to get comments 
like ‘best thing the company’s ever done’ and 
‘let’s have more of the same.’ The enthusiasm 


General Outdoor 





generated since we started our outdoor pro- 
gram has played a big part in building our 
sales and has helped us go over the 2 billion 
mark of insurance in force.” 

Outdoor advertising fits perfectly the re- 
gional pattern of operations of Life of Virginia. 

In one market or 1600 . . . locally or nation- 
ally ... flexible GOA puts your message 
where your prospects are. 

For additional success stories (Drake 
Bakeries, Life Savers, Theo. Hamm Brewing 
Co. and many others), call the General Out- 
door Advertising Company office in your 
city. Or, write us in Chicago. 


515 South Loomis Street, Chicago 7, Illinois 


THE LIFE 
OF VIRGINIA 


Ad\ Guenter 8 





















News to Note... 


Engineering Briefs 


NEW YORK.—tThe first recipient 
of a new award, to be known as 
the Timoshenko Medal, will be the 
man for whom it was named, Pro- 
fessor Stephen P, Timoshenko, 
formerly of Stanford University, it 
was announced by The American 
Society of Mechanical Engineers. 


Timoshenko is credited with “out- 
standing contributions to the field 
of applied mechanics.” The award 
was conceived and planned by the 
applied mechanics division of 
ASME, which Timoshenko helped 
to found. Administration of the 
award in the future will be the 
responsibility of the ASME medals 
committee. 

+ * * 


Atomic ‘Lamps’ Help Speed 

Precision Measuring Tests 
DAYTON, O.—New atomic iso- 

tope tubes are being used here as 


“lamps” to provide superaccurate 
light sources needed to help pre- 


cision industries measure dimen- 
sions as close as fractions of mil- 
lionths of an inch, according to 
Louis Polk, president of Sheffield 
Corp., manufacturer of gaging and 
measurement instruments and 
systems. 

Polk said Sheffield, a subsidiary 
of Bendix Aviation Corp., received 
the first two Krypton 8 atomic 
isotope tubes in U. S. industry. 
They were developed by West Ger- 
many’s Bureau of Standards. The 
tubes create light sources of the 
utmost known precision and purity, 
he said. 

* ¢ ® 


Detroit Tap & Tool Adds 


5 Distributor Firms 
DETROIT.—Detroit Tap & Tool 
Co. has appointed five distribu- 
tors for its line of specific taps 
and other threading tools and 
gauges. 
They are: J. L. Axelson Co., San 
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Marino, Calif.; Robert O. Butler 
Co., Manlius, N, Y.; Cascade Tool 
Sales, Portland, Ore.; Lauderdale 
Tools, Fort Lauderdale, Fla. and 
Midwest Supply Co., Tulsa, Okla. 


* = = 
Rotac Actuators Are Used 


On 3rd Nuclear Submarine 


GREENVILLE, O.—Rotac re- 
ciprocating torque actuators, pro- 
duced by the Ez-Cell-O Corp. 
plant here, were used on the re- 
cently launched “Skate,” third 
U. 8. nuclear submarine, as well 
as the earlier atom subs. 


The actuators are successors to 
Hydromotors, formerly built by 
Bonnot Co., and Roto-Mation ac- 
tuators, formerly built by Roto- 
Mation, Inc. 

* + = 


Clark Controller Opens 


San Francisco-Area Office 

CLEVELAND. —A district sales 
office to serve the San Francisco 
area has been opened at 122 Second 
Ave., San Mateo, by the Clark Con- 
troller Co., which manufactures 
standard and specially engineered 
electric control devices and sys- 
tems. 


The new office is headed by 


David J. Belock, who previously| Persons receiving aid from: the 


was an application engineer in the 
company’s Pittsburgh district 
office. 

* * * 


Watkins to Direct Sales 


Of Robertshaw-Fulton Seals 


NEW YORK.—W. M. Watkins 
jr. has been named manager of 
the new seal-sales division of 
Robertshaw - Ful- 
ton Co, George H. 
Giesler will assist 
Watkins as ap- 
plications engi- 
neer. 

The division, 
with headquar- 
ters in Knoxville, 
Tenn., handles 
sale of metal bel- 
lows seals used 

— in the automotive 
W. Mi, Watlins industry and me- 
tallic seals for use in aircraft, mis- 
siles and nuclear installations. 
* a = 


Hertz Establishes Fund 


To Train Engineers for U. S. 
NEW YORK.—John D. Hertz has 
placed a major part of his fortune 
in a scholarship fund to train engi- 
neers for the defense of the U. S. 





sure, he beats 


First, this man’s a topnotcher—a guy with 
plenty of savvy —a mechanic who knows an 


engine inside out — and a little more. 


He’s your heavyweight — your money-maker 
: —a pusher who beats flat rate time by 25 per- 
cent day in, day out. 

But he needs more than just know-how to 
turn out the kind of work he does. He needs 
tools — good tools—tools that fit right — 
tools he can lay into — tools that won’t let him 
down. He knows all about this, too. That’s 
why he settled on Snap-on long ago. For his 
money, tools don’t come any better — they 
never did. 

Another thing, this mechanic is pretty close 
to the Snap-on man who calls at the shop. In 
addition to getting his regular tools, he finds 











8082-J 28th Avenue * 
*Snap-on is the trademark of Snap-on Tools Corporation. 


Kenosha, Wisconsin 


the flat rate every fime 


,.. but why 





out all about the timesaving specials Snap-on 
builds to speed up repair jobs— the curved 
and offset wrenches for slipping into spots ordi- 
nary tools can’t reach — the tools specially de- 
signed for specific operations on particular 


makes of cars or trucks. 


easy payments for hand tools, shop equipment 


You like more profits — so do your mechanics. 
That’s why it’s good business to welcome the 
Snap-on man and encourage your men to get 
the tools they need. Snap-on makes it simple, 
too, with an easy payment plan that covers 
hand tools, and shop equipment as well. Get 
the facts from your Snap-on man now. 






fund must promise to serve the 
Government upon request in the 
event of a national emergency. 

Hertz said he would make avail- 
able at once enough assets to train 
more than 100 students a year. 
Hertz, who was brought to the 
U. S. from AuStria as a child, 
founded Yellow Cab Co. and Heriz 
U-Drive-It System and is a partner 
in Lehman Brothers, investment 
bankers. A board of trustees has 
been formed to supervise the scho!- 
arship fund. 

oe + * 


Foam Output Soars 


BUFFALO.—Production of latex 
foam rubber in the Buffalo Foam 
Products division plant of Hewitt- 
Robins, Inc., has soared to the 
highest level in history, through 
addition of a third shift. 

- = * 


Pressed Metal Institute 


Honors Safety Council 


CHICAGO.—The National Safety 
Council has been selected by the 
Pressed Metal Institute to receive 
the Presteel Award of 1957. 

The council was chosen because 
of its “outstanding job in reducing 
the pressed metal industry’s acci- 
dent frequency rates,” the award 
committee said. 

= = + 


ASME, ARS Put Reps 


On Board of Other Group 


NEW YORK. — The American 
Society of Mechanical Engineers 
and the American Rocket Society 
announced that each will have rep- 
resentation on the other’s govern- 
ing board. 

Eugene W. Jacobson will repre- 
sent ASME on the ARS board, and 
Robertson Youngquist will fill the 
corresponding role on ASME’s 
board. Each will take part in de- 
liberations but will not vote. 

. = . 


Foundry Guide Published 


By Steel Founders’ Society 
CLEVELAND.—The Steel 
Founders’ Society of America’s 
“1957-58 Directory of Steel Foun- 
dries in the United States, Canada 
and Mexico” is now available. 
The directory lists personnel, 
capacity, equipment, processes em- 
ployed, use of product and number 
of employes and also features a 
geographical directory with much 
of the basic information coded for 
quick reference purposes. The 277- 
page directory is available at $15 
per copy from the Steel Founders’ 
Society of America, 606 Terminal 
Tower Building, Cleveland 13, O. 


> * * 
Small Synchronous Motor 


Offered by Hurst Tool 

PRINCETON, Ind. — A new 
reduced-size, heavy-duty syn- 
chronous motor with a torque 
rating of 40 inch ounces at one rpm 
has been introduced by Hurst Tool 
& Mfg. Co. Standard models of 
the motor are available with speeds 
of % to 360 rpm through gearing, 
and 1,800 rpm direct drive. 

The motor starts instantly with 
full load at rated torque and will 
operate continuously with a maxi- 
mum temperature rise of 45 degrees 
C above ambient. Housed in a 
stamped steel case, it measures 2% 
inches in diameter and 1% inches 
in depth. Three No. 8 mounting 
holes are spaced 120 degrees. 

” > ” 


Plant Maintenance Show 


Expected to be 50% Larger 

CHICAGO.—The 1958 Plant Main- 
tenance & Engineering Show, which 
returns here for the first time in 
three years next January, will be 
the largest in its history, according 
to Clapp & Poliak, Inc., New York, 
the exposition management. 

The show is scheduled for the 
International Amphitheatre, Jan. 27- 
30 with the annual] Plant Mainten- 
ance & Engineering Conference set 
for the same week. Exhibit space 
already assigned indicates that the 
show will be about 50 percent 
larger than the last time it was 
staged in Chicago, About 425 com- 
panies are expected to exhibit. 

aa +. * 


U. S. Offers Atomic Data 

WASHINGTON.—A free price list 
of Atomic Energy Commission un- 
classified research reports for sale 
by the Office of Technical Services, 
U. S. Department of Commerce, is 
now available from OTS on request. 





| 


t 





vail- 
Tain 
year, 

the 
hi!d, 
leriz 
tner 
nent 

has 
=ho!- 


atex 
‘oam 
witt- 

the 
ough 


ifety 
the 
-eive 


ause 
icing 
acci- 
ward 


feel 
‘ica’s 
oun- 
nada 


nnel, 
em- 
nber 
es a 
nuch 
| for 
277- 

$15 
ders’ 
tinal 


new 
syn- 
que 
rpm 
Tool 
s of 


ring, 


with 

will 
naxi- 
frees 


3 2% 
ches 
iting 








AUTOMOTIVE NEWS, OCTOBER 21, 1957 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and 48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $2 to $805, 
according to Automotive News’ 
index. 


The index was divided, with 
four models showing gains, while 
four showed losses. 


Gains amounted to $16 on ’50s, 
$15 on ’52s, $9 on ‘55s and $1 
on 53s. 


Losses were pegged $4 on ’5is, 
$9 on ’54s, $20 on ’56s and $30 on 
"Sis. New low prices for the year 
were established for 54s, ’56s and 
"Bis. 


At a group of representative 
auctions last week, the average 
consignment was 192.1 units, of 
which 63.7 percent were sold. A 
week earlier, the sales ratio was 
613 percent, on an average con- 
signment of 194.6 units. 


Prices marked with an asterisk 
indicate a unit equipped with an 


COLORADO AUTO AUCTION 
LITTLETON, COLO. 
DEALERS ONLY 
Sele Every Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll 
Phone Denver: SUnset 1-7821 
Wire Colorado Aute Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiey 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 









Crossroads 
- .. where they meet . . . buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
Pages of Automotive News. 





You will reach both groups through 
an ad in Automotive News. 


automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Oct. 4.) 


| BUICK—’56 Special 4-dr., $1,625*. "55 Spe- | 


cial 4-dr., $1,225*, ‘54 Century coupe, 
$925° (ps). '53 Special 4-dr., $600°; RM 
4-dr., $425° (ps). "51 RM 2-dr., $275°. 

CADILLAC—’57 (62) 4-dr., $4,100° (ps). 
"56 coupe de Ville, $3,225° (ps), $2,825° 
(ps). "55 coupe de Ville, $2,710° (ps); 
4-dr., $2,425° (ps). "54 (62) 4-dr., 2 at 
$1,900° (ps). 

CHEVROLET—’'57 Bel Air (8) 4-dr., 3 at 
$1,800*. ‘56 Bel Air (8) coupe, $1,575*; 
Delray, $1,395; Two-ten 4-dr., $1,250°. 
"55 Bel Air (8) Sport coupe, $1,320°. ‘54 
Bel Air 4-dr., $780. "53 Bel Air 4-dr., 
2 at $610; Two-ten 2-dr., $470. °51 4-dr., 
$200°. "50 Sport coupe, $180. 

DODGE—’57 Coronet 4-dr., $2,000° 
(ps); conv., $2,000° (ps). 


6 at 


FORD—’57 Fairlane (8) conv., 2 at §2,- 
075°; 4-dr., 2 at $1,880°. ‘56 Fairlane 
(8) station wagon, $1,750° (ps); 4-dr. 


sedan, 2 at $1,660°. "55 Fairlane (8) 4- 
dr., $1,450° (ps). '54 (8) station wagon, 
$865*; Custom (8) 2-dr., $710. '53 Cus- 
tom 2-dr., 2 at $565; Crest 2-dr., $455. 
"52 Ranch Wagon, $465; coupe, $415. 

HUDSON—'51 4-dr., $115. 

MERCURY—'56 Montclair coupe, 
(ps). °55 Monterey 4-dr., $1,050°. ‘53 


INDIANA 


DYER AUTO AUCTION 


LEN POLLAK'S 
| Inc. 
| 641 JOLIET ST. — DYER, IND. 
| On Route 30, Just West of Route 4! 


Phone: Union 5-236! 


SALE EVERY FRIDAY 


} The Only Auction in the Midwest 
| Featuring a Separate Foreign & Sports 
| Car Auction on the me Day 


$100,000.00 Check & Tithe Guerantee 
Same Location for 10 Years with a 
600 Car Capacity 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Haif ane west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI. 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 














Checks and titles guaranteed 











Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... . 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 





4-dr., $500. ‘52 4-dr., $500. 
2 at $445°. '51 4-dr., $255. 
NASH—’54 4-dr., $485*. '52 4-dr., $300. 


"52 4-dr., 


OLDSMOBILE — ‘56 (88) 4-dr., $1,270* 
(ps). '53 (88) Super 4-dr., $515, °51 4- 
dr., $110. °50 4-dr., $125°,. °49 4-dr., 
$115. 

PACKARD—’52 4-dr., $145. 

PLYMOUTH—'57 (8) Suburban, $2,525*; 
Belvedere (8) 4-dr., $1,775*. "56 Belve- 


dere (8) coupe, $1,435°*. 
$485°. 52 4-dr., $210. 

PONTIAC—'53 4-dr., 3 at $545*. '52 conv., 
$390°; 4-dr., $305°. ‘51 4-dr., $165°. '50 
conv., $115°; 2-dr., $110. 


"53 4-dr., 3 at 


STUDEBAKER—’51 4-dr., $165°. ‘50 4- 
dr., $140. 
MISCELLANEOUS — ‘57 Karmann Ghia 


coupe, $2,625. ‘53 Ford %-ton pickup, 
. "49 GMC %-ton pickup, $405. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 4.) 


theegh sharp cars still brought top 
money. Sold 191 cars out of 279 consign- 
ments.) 


BUICK—'57 Special 4-dr. Riviera, $2,175°. 
‘55 RM Riviera, $1,305° (ps). ‘54 Super 
Riviera, $975°; 4-dr.. $930°. °53 Super 
Riviera, $660°, $415° (ps); 4-dr., $400°. 
"52 Super conv., $190. ‘51 Special 4-dr., 
$170. ‘50 Super 2-dr., $260°. 


(ps), $3,000° (ps). "54 (60) 4-dr., $1,- 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — |! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 


Eve 





CLASSIFIED WANT ADS 
BRING RESULTS 





MICHIGAN 


































Phone Dunkirk 3-0150 












750° (ps). '53 (62) 4-dr., $1,000* (ps). 

CHEVROLET— 57 Bel Air (8) coupe, $2,- 
050° (ps), $1,975* (ps); Two-ten 
2-dr., $1,675, $1,515. '56 Bel Air 
coupe, $1,275*; Two-ten (6) 2-dr., $1,- 
075, $930. '55 Bel Air (8) coupe, $1,295°, 
$1,175*; 2-dr., $1,105°; One-fifty 
station wagon, $1,055. ‘54 Bel Air 4-dr., 
$770*, $610°; Two-ten 4-dr., $645°, $450. 
’53 Bel Air coupe, $575; 4-dr., $595°*, 
$535; Two-ten 4-dr., $545°, $450, $375, 
2 at $365. "52 2-dr., $490°, $330. 

CHRYSLER—’51 NY club coupe, $315°*; 
Windsor 4-dr., $110*. 

DeSOTO—'52 Firedome 4-dr., $155. 

DODGE—' 54 Meadowbrook 2-dr., $400. °53 
Coronet 4-dr., $360, $355; Meadowbrook 
4-dr., $195. "52 Meadowbrook 2-dr., $115. 
"51 4-dr., $225. 

FORD—’57 Country sedan station wagon. 





55 


OLDSMOBILE—’56 (98) Holiday 4-dr., $1,- 
900* (ps); (88) Super Holiday, $1,740* 
(ps). '55 (88) 4-dr., $1,250*; Holiday, 
$1,495*, $1,055. °52 (98) Holiday, $390°; 
4-dr., $385*. °51 4-dr., $170*°, '49 4-dr., 
$140*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
045*, $900°. ‘54 Plaza station wagon, 
$480. '53 Cranbrook 4-dr., $340; station 
wagon, $310. ’51 4-dr., $155; 2-dr., $150. 
’50 2-dr., $160. 

PONTIAC—’56 Chieftain Catalina, $1,575°, 
$1,385*. '54 Star Chief conv., $785*, ‘53 
Chieftain conv., $380°; 4-dr., $355°, '52 
Chieftain 4-dr., $925*, $145, $130*. 

RAMBLER—’56 Cross Country, $1,625*. 
’55 Cross Country, $1,050*,. °51 station 


wagon, $300. 
STUDEBAKER — ‘54 Commander 4-dr., 
$540*. °53 Commander 4-dr., $280*. 
WILLYS—' 46 Jeep, $350. 


oe Anglia 4-dr., $1,- 
480. 


BUFFALO 


(Thruway Auto Auction, Sale every Mon- 
day. Prices are for sale of Oct. 7.) 

(The buyers were here, the cars were 
here and the dealers who missed the sale 
struck out in world series fashion, Sold 
52 cars out of 78 consignments.) 


BUICK—’55 Special 4-dr., $1,380*, $1,160°; 
Hardtop, $1,280*. ‘53 Super Hardtop, 
$455°; Special 4-dr., $120°. ‘52 Special 
Hardtop, $180. '51 RM 4-dr., $150*. 

CADILLAC—’56 (62) coupe, $2,995°*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
300°; Two-ten 2-dr., $1,080. '55 Two-ten 
2-dr., $840, $820. '54 Bel Air conv., $830° 
(ps). "52 conv., $110*. '51 2-dr., $120°. 
"50 Hardtop, $125*. 

DODGE—'53 Coronet 4-dr., $290. 

FORD—'55 Custom (6) 4-dr., $880°; Main 
(6) 2-dr., $665. 54 Custom 2-dr., $750*, 
$725*, $400. '53 Main 2-dr., $450. °52 
4-dr.. $325°; 2-dr., $245. °51 Hardtop, 


$315°*. 

MERCURY—’'54 Monterey 4-dr., $825. °53 
Custom 4-dr., $425°. 

NASH—’54 Statesman 2-dr., $360. 

OLDSMOBILE—’'54 (88) Super 4-dr., $950°. 

PLYMOUTH — ‘55 Plaza 4-dr., $600. ‘54 
Savoy 4-dr., $670*; Belvedere 4-dr., $500*. 
"53 Cambridge 4-dr., $280. "52 Cranbrook 
4-dr., $295. 

PONTIAC—'55 Chieftain Catalina, $1,155* 
(ps). '53 Chieftain conv., $540* 


$2,000* (ps); Fairlane (8) 500 2-dr., $1,-| RAMBLER—’'55 station wagon, $1,130. 


850°, $1,800°, $1,535°; Custom 300 4-dr., 
$1,650. ‘56 irlane (8) conv., $1,300° 
(ps); Victoria, $1,275*; Custom (8) 2- 


dr., $1,040, $1,020. "55 Custom (8) 4-dr., 
$860*, $805. ‘54 Ranch Wagon (8) 
$825°; conv., $750*; 


$550. 

HUDSON—'56 Hornet coupe, $1,350°. ‘53 
Wasp 2-dr., $180. ‘52 Wasp 4-dr., $110. 

MERCURY — ‘56 Montclair Hardtop, $1,- 
650° (ps), $1,525° (ps); Custom 2-dr., 
$1,280. ‘55 Monterey 2-dr., $815*°. °53 
Monterey coupe, $645*, $515; 4-dr., $350. 
"S52 2-dr., $255°, $215°, $190°. °51 2-dr., 


' $225. BUICK—'56 
$1,575° CADILLAC — '56 coupe de Ville, $3,100° | N ASH —'‘'53 Ambassador Country Club, — 


$490°, $450°; Statesman 2-dr., $150. 


NEW YORK 


NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all tities 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY MONDAY 


insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 





Center of Empire State, 
Checks and Titles (Wed.). 
NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 





ALBANY 


(Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 


4-dr., $700, $590, | Oct. 7.) 


(Today's 


consignments.) 
Special Riviera coupe, $1,575°*. 
(Continued on Page 56, Col. 2) 






<a | 


PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 


| 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Johnson Bob McConkey 





CANADA 


GRAND OL" AUCTION 
Ltd. 
¥Y% mile South of London, Ont. 
on Highway No. 2 
“We are nice to people.” 


EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 





Your Good Will—Our Most Valuable Asst | sepving SOUTHWESTERN ONTARIO 


On U. S. Route 20A 


Phone 5-9535 


Cheque and Lien Insvrance 


GET RESULTS — ADVERTISE IN AUTOMOTIVE NEWS 











55 Super Riviera coupe, $1,425° (ps), 
$1,360; Century conv., $1,130°; Riviera 
coupe, $1,310*. 54 Special Riviera coupe, 
$890, $560. '53 Special 4-dr., $350; Super 
4-dr., $360°. '51 RM Riviera, $250. 

CADILLAC—’56 (62) conv., $3,050° (ps). 
’55 (62) coupe, $2,125* (ps); 4-dr., $2,- 
025* (ps). '52 (62) coupe, $830°. ’51 
(62) 4-dr., $625°, $410°. ‘50 (62) 4-dr., 

$340°*; coupe, $230°. ‘49 club coupe, 
50°. 











CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,050° (ps). ‘56 Two-ten (6) station 
wagon, $1,290; 4-dr., $1,100. '55 Bel Air 
(6) conv., $1,300°, $1,125; Sport coupe, 
$1,060*; Two-ten (6) 2-dr., $965; One- 
fifty (8) station wagon, $910; 2-dr., 
$710. °'54 Bel Air conv., $800°, $620; 
Two-ten 2-dr., $660; 4-dr., $590. ‘53 

Veteran S-P Dealer— Two-ten 2-dr.. $665*, $550, $390; Sport 

coupe, $660; 4-dr., $500; Bel Air 4-dr., 
William Marchese, right, who operates $550; 2-dr., $540, $400; One-fifty 4-dr. 
Marchese Motor Co. (Studebaker-Packard), station wagon, $520. ‘52 2-dr., $370, 


Passaic, N. J., is shown receiving a plaque or have, 180. 51 4-dr., $170. °50 4- 


from J. O. O'Hanrahan, S-P district sales| pDesOTO—'53 Firedome 2-dr., $400*; 4- 

manager, in recognition of more than 35| 4r., $245. '52 Custom Sport coupe, $210° 
: : (ps). 

years of service with S-P and Studebaker! nonge 54 Meadowbrook 4-dr.. $400. 

Corp. Marchese opened his dealership in| FORD—'57 Fairlane (8) Victoria, $1,975* 


19 Madison St. in Passaic. It is said (ps). "56 Main (8) 4-dr., $1,110, $870; 
20 on ison St. | yo ee Custom (8) 4-dr., $1,090. ‘55 Country 


to be the oldest auto dealership in| gauire station wagon. $1,275; Custom 
the city. (8) 4-dr., $990, $910, $800; 2-dr., $885, 



















Buffalo’s FASTEST growing papers 
MUST BE the most effective 


It takes reader interest and eee to make 
your newspaper advertising effective. at better 
gauge of those factors can you ask than circulation 
growth? In Buffalo, the Morning Courier-Express 
and Sunday Courier-Express are the two fastest 
growing newspapers. Both are growing faster than 
the population. 

FOR ECONOMY...for greater spender impact 
and more advertising for your dollar concentrated on 
those with more dollars to spend...use the Morni 
Courier-Express. It reaches the - 45% of AB 
Buffalo families ...nearly 1/ of all those through 
Western New York’s 8 counties. 

FOR SATURATION use the Sunday Courier- 
Express ...the state’s largest newspaper outside of 
Manhattan. It’s your most potent sales force in 
blanketing Western New York’s 491,300 families. 


ROP COLOR evellable dally ond Sunday 


Member: Metro Sunday Comics and 
Sundoy Mogazine Networks 


Buffalo 


COURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 





INSPIRES CUSTOMERS TO 


CONFIDENCE 


ONE YEAR WARRANTY by in your 


amis INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 


on guaranteed by Best’s 
} ‘ rated “A+” (excellent) 
j 









U.S. insurance company .. . 
for complete details 


WRITE TODAY 


SURE-CAR WALA Tee. 










MAIN OFFICE: SEA CLIFF, NEW YORK 









HUDSON—'53 Jet 4-dr., $180. 
MERCURY — '57 Montclair 4-dr., $2,340° 


NASH — ‘54 Country Club station wagon, 
OLDSMOBILE — ‘56 (88) Holiday coupe, 


PLYMOUTH—'56 Belvedere 4-dr., $1,265°*. 
PONTIAC_’56 Chieftain Catalina coupe, 


day. Prices are for sale of Oct. 8.) 


BUICK—'57 RM conv., $2,525* (ps); 4-dr. 





AUTOMOTIVE NEWS, OCTOBER 21, 1957 


Used-Car Auction Prices 





(Continued from Page 55) 


$730. '54 Country Squire station wagon, 
$800; Crest (6) 4-dr., $800; Custom (8) 
4-dr., $680; conv., $650; 2-dr., $525. "53 
Custom (8) 4-dr., $675, $560, $340; Vic- 
toria, $660; Main (6) 2-dr., $285, '52 
Custom (8) 4-dr., $340, $300; 2-dr., 
$310*, $280*. '51 conv., $200; coupe, $180, 
$140. 

HUDSON—’53 Jet 4-dr., $320. 

LINCOLN—’53 Cosmopolitan coupe, $590*. 

MERCURY—’57 Voyager (8) 4-dr. station 
wagon, $2,450. '54 Monterey 4-dr., $900*° 
(ps); Sport coupe, $670°. '53 Monterey 
Sport coupe, $725*; 2-dr., $575*; Custom 
2-dr., $510*. ’51 4-dr., $120. 

NASH—’52 Statesman 2-dr., $170. 


OLDSMOBILE—’54 (88) Super 4-dr., $1,- 


120° (ps). '53 (88) Super 4-dr., $800°. 
*50 (88) Holiday coupe, $240°*. 


PACKARD—’'53 ‘‘400°’ 4-dr., $480° (ps); 


Clipper coupe, $315°*. 


PLYMOUTH — '56 Plaza (8) 4-dr., $890. 


’55 Savoy (6) 4-dr., $1,025*; Plaza (6) 
4-dr., $770*. °54 Belvedere 4-dr., $700; 
Plaza 4-dr., $490. '53 4-dr., $210. ‘51 
2-dr., $210, $100. 


PONTIAC—'56 Chieftain (8) station wag- 


on, $1,440°. °55 Chieftain (8) 2-dr., 
$820°. '54 Star Chief Catalina, $820; 4- 
dr., $735°*. "51 coupe, $175°. 


WILLYS—’'56 Jeep, $700. 
MISCELLANEOUS—'56 Volkswagen 2-dr., 


$1,210. ‘55 International %-ton pickup, 
$480. ‘53 Kaiser 4-dr., $185. ‘51 Interna- 
tional i-ton, $140, °47 Chevrolet 2-ton 
stake, $150. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 


day. Prices are for sale of Oct, 8.) 


(Market very unsteady. A nice con- 
signment of cars but percentage of sale 
off, Sold 96 cars out of 217 entered.) 


way 
BUICK—’ 57 Special station wagon, $2,535*; 


2-dr., $1,985°. ‘56 Century 4-dr., $1,795* 
(ps); Super 2-dr., $1,630° (ps); Special 
2-dr., $1,330°. °55 Super 2-dr., $1,475° 
(ps); Century 4-dr., $1,450° (ps), $1,- 
425°; 2-dr., $1,370°; Special 2-dr., $1,- 
315°. °54 Super 2-dr., $940°, §890°, 
$750°; 4-dr., 90°. °53 Special 4-dr., | 
$600*; Super dr., $690°, $500°. °51) 
conv., $140°. | 


} 
CADILLAC—’'55 (62) club coupe, $2,155* 


(ps). "51 (62) 4-dr., $565° 
| 


CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 


025°; station wagon, $1,680. "56 Two-ten | 
(8) station wagon, $1,570°; 4-dr. $1,175; | 
club coupe, $1,140; | 2-dr., $1,015. '55 | 
Two-ten conv., $1,030*°; 2-dr., $985, | 
$905*, $875; 4-dr., $850. '54 Bel Air 4-| 
dr., $570°, "SS 2-dr,, 2 at $425, $395°. | 
'50 club coupe, $190 


CHRYSLER—'49 4-dr., $150. 
DeSOTO—'53 club coupe, $290*. i 
DODGE—’55 Coronet (8) 4-dr., $880°. "54 


Custom Royal Hardtop, $850°*. ‘53 4-dr., 
$285°, $265; 2-dr., $110°. 


FORD — ‘57 station wagon, $1,990°. ‘56 


Fairlane (8) Hardtop, $1,585°; station 
wagon, $1,560° (ps); Custom (6) 2-dr., 
$1,010; Main (6) 2-dr., $950, "55 Fair- | 
lane (8) 2-dr., $995*°, $915°; 4-dr.. $925°. 
'54 Victoria, $710°; 2-dr., $490, $390. '53 
club coupe, $625; 4-dr.. $575, $415, $385; 
2-dr., $410° (ps), $370. "52 club coupe, | 
$475, $305. 


(ps). °S4 4-dr., $715°. ‘53 club coupe, 
$550°. '52 4-dr., $275. 


$895. ‘53 4-dr., $415. 


$1,765°; 4-dr.. $1,485°. "55 (88) 4-dr., 
$1,450*, $1,400° (ps); (88) Super 4-dr., 
$1,365*°. "53 (98) conv., $775° (ps); (88) 
Super club coupe, $505*. "52 (88) 2-dr., 
$245°, $195°. 


‘S54 4-dr., $450, 53 4-dr., $290. 


$1,665°. °55 Star Chief club coupe, $1,- 
170°; Chieftain 2-dr., $1,005°; 2-dr., | 
$950°. ‘54 2-dr., $490, $480. ‘40 2-dr.,| 

| 


$125. 
CHICAGO 


(Arena Auto Auction, Sale every Tues- | 


(Seld 364 cars out of 573 consign- 
ments.) 


Riviera, $2,605* (ps); Super 2-dr., $2,- 
480° (ps). ‘56 Super Riviera, $1,740°; 
Special Riviera, $1,505*, ‘55 Super Ri- 
viera, $1,365* (ps); RM Riviera, $1,350° | 
(ps); Special Riviera, $1,335* (ps); 2-dr., 
$1,305°; 4-dr., $1,260, $1,240° (ps), $1,- 
175°, $1,070. "54 RM Riviera, $1,105* 
(ps), $775*; Century Riviera, $1,010° 
(ps), $975°; Super Riviera, $1,000°; 
4-dr., $795°, $785° (ps); Special 4-dr., 
$845°, $775*. °53 Super Riviera, $825*° 
(ps), $735* (ps), $705*, $590°, $510°; 
RM sports coupe, $795°, $615° (ps); 
Special Riviera, $770* 





CADILLAC—’57 (62) conv., $4,150* (ps); 


coupe de Ville, $4,005* (ps); coupe, $3,- 
805° (ps). "56 4-dr., $2,860° (ps), $2,- 
795° (ps). "55 (62) 4-dr., $2,005° (ps). 
"52 (62) conv., $550° (ps). ‘51 4-dr., 
$395*. ‘50 conv., $540°; 4-dr., $220°. "49 
coupe, $350*. 


CHEVROLET—'57 Bel Air (8) Hardtop, 


$2,175* (ps), $2,095*, $2,005° (ps); 4- 
dr., $1,935° (ps), $1,875*; Two-ten (8) 
4-dr., $1,705*, $1,500. ‘56 Bel Air (8) 
Hardtop, $1,600, $1,580°; Two-ten 2-dr., 
$1,265, 2 at $1,175, $1,100. ‘55 station 
wagon, $1,375* (ps); Bel Air (6) Hard- 
top, $1,300*, $1,215*, $1,175°, $1,140*, 
$1,095*; conv., $1,170*; 4-dr., $1,085*; 
Two-ten 4-dr., $1,020; 2-dr., $900, $885*, 
$880, $855; station wagon, $850; Delray, 
$700*. °54 Bel Air coupe, $760* (ps), 
$755*, $725; Two-ten 2-dr., $490, $410. 
’53 Bel Air 4-dr., $575*; Two-ten 4-dr., 
$475°; One-fifty 2-dr., $300, °52 station 
wagon, $525; 2-dr., $355°. ‘51 4-dr., 
. 


$295°. 
CHRYSLER—’55 Windsor Hardtop, $1,300* 


(ps), $1,025*; NY 4-dr., $1,220* (ps). 
'54 NY 4-dr., $980°. ‘53 Windsor New- 
port, $505°; 4-dr., $480. ‘52 Windsor 


4-dr., $315°. 
DeSOTO— 


‘56 Firedome 4-dr., $1,645° (ps). 
’5S Firedome conv., $1,380* (ps). ‘54 
Firedome 4-dr., $695*. '53 Firedome 4- 
dr., $330, $290*°, $225°. 


DODGE—'56 Coronet (8) 4-dr., $1,130°. 


’55 Royal (8) Lancer, $1,100* (ps); Coro- 
net Hardtop, $1,020*. °54 Royal (8) 4- 
dr., $600*. °53 Meadowbrook station 
wagon, $505; Coronet Diplomat, $435; 
conv., $325°*. 


EDSEL—’'58 Pacer 4-dr., $2,925° (ps), $2- 





800* (ps); Hardtop, $2,900° (ps); Ranger $850° (ps). °53 (98) 4-dr., $795*; (88) 
Hardtop, $2,685*. Super Holiday, $775* (ps). 
FORD —'57 Thunderbird, $2,775* (ps); | PACKARD—’54 2-dr., $580°*. 
Fairlane (8) 500 4-dr., $2,080*; 2-dr.,| PLYMOUTH—’57 Belvedere (8) 2-dr., $i,- 
$2,035* (ps); Country sedan, $1,945°; 850° (ps); Plaza (6) 4-dr., $1,565, $1,-. 
Victoria, $1,935*, $1,850*°; Custom (8) 370. °56 Belvedere (6) 4-dr., $1,150; Bel- 











300 2-dr., $1,525. ‘56 Thunderbird, $2,- vedere (8) 4-dr., $1,095* (ps). '55 Savoy 


405°; station wagon, $1,695*; Fairlane (8) 2-dr., $795; Plaza (6) 2-dr., $650 
(8) Victoria, $1,575* (ps), $1,475*, $1,-| PONTIAC—’57 Chieftain Hardtop, $1,740; 


405°; 4-dr., $1,310°; 2-dr., $1,300*, $1,- Catalina, $1,650°. ‘56 Star Chief Cata- 
205°; Custom (6) 2-dr., $990, '55 Thun- lina, $1,790° (ps), $1,650*, $1,790° (ps), 
derbird, $1,940*; station wagon, $1,330*; $1,675* (ps), $1,650° (ps), $1,575"; 
Fairlane 4-dr., $1,130; Custom (8) 2-dr., Chieftain Catalina, $1,405*. '55 Chieftain 


$965*, $825; conv., $815; coupe, $630. Catalina, $1,290*; Hardtop, $1,115* (ps); 
*54 Main (6) Ranch Wagon, $775*; Cus- 2-dr., $880°; Star Chief 4-dr., $1,019* 
tom 2-dr., $640; Crest (8) 4-dr., $600. (ps). °54 Catalina, $950° (ps); 4-dr., 


’53 Custom (8) Victoria, $765*; 4-dr., $750°*. °53 Catalina, $600*, $550°*, $500"; 
$550°, $430, $330; conv., $460, $425°*. 2-dr., $400; conv., $350°; 4-dr., $345°. 
HUDSON—’55 Wasp 4-dr., $865*, $750*, ’51 Catalina, $370*. '52 2-dr., $340*. 
$650, 53 Jet 4-dr., $315. RAMBLER—’57 4-dr., $1,675*. °56 4-dr., 
KAISER —'54 Manhattan 4-dr., $805°*; $1,430°, $1,145*, $1,100. °55 Hardtop, 
conv., $800. $995. '51 station wagon, $245. 


LINCOLN—’52 Cosmopolitan 4-dr., $525*. | MISCELLANEOUS—’57 MG Roadster, $1,- 

MERCURY—’57 Montclair 4-dr., $2,490* 905, $1,900; Volkswagen, $1,920, $1,725, 
(ps), $2,325° (ps); Monterey Hardtop, $1,700, $1,690, $1,665 $1,590. "56 Volks- 
$2,165* (ps). °56 Montclair 4-dr., £1,- wagen, $1,400. '55 Volkswagen, $1,305. 
630°; 2-dr., $1,490° (ps). °55 Monterey ’54 Chevrolet %-ton pickup, $650. 
station wagon, $1,570° (ps), $1,090* 


(ps); Hardtop, $1,225*. ‘54 Custom 

coupe, $735°; 2-dr., $740. ‘53 4-dr., FLINT, MICH. 

$580*, $550°; coupe, $540°, °52 Hardtop, (Flint Auto Auction, Sale every Wednes- 

$310. day. Prices are for sale of Oct. 9.) i 
NASH—’'57 Ambassador 4-dr., $1,590°. '55 (Prices still sliding very slowly. No 


station wagon, $1,085, $1,055, $950. °54 drastic drop in sight. Sales results very 
Statesman 4-dr., $610. ‘53 Statesman| 00d for this time of year. Sold 136 cars 


club coupe, $440, $405*, $350. °52 Am- out of 214 consignments.) 


bassador 4-dr., $290. BUICK—’56 RM Riviera, $1,860*° (ps), 
OLDSMOBILE—'57 (88) Super Holiday,| $1,810° (ps); Century 4-dr., $1,820°; 
$2,570° (ps); (88) conv., $2,375* (ps).| 2-dT.. $1,600° (ps), $1,585°; Special 4- 


’56 (88) Super Holiday, $2,175* (ps), dr., $1,820*, °55 Special Riviera, $1,270°; 
$1,865* (ps), $1,850* (ps); (88) Holiday, 4-dr., $1,140*°, $1,075; 2-dr., $810. ‘54 
$1,685* (ps). °55 (88) Holiday, $1,535° Special conv., $835*; Super Riviera, 
(ps), $1,430* (ps); (98) conv. $1,285* $725°. °52 Special 2-dr., $295, $240*; 
(ps). °54 (98) Holiday, $1,135*; (88) Super Riviera, $140*. °51 Super Riviera 


Super Holiday, $1,100* (ps); (88) 2-dr., (Continued on Page 57, Col, 1) 








SERVICE TRAINING DEPARTMENT 
For Better Mechanic Education 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 







PUBLICATIONS PROVIDE COMPLETE 


PICTURE STORIES on 


Fundamentals 
Diagnosis 
On-the-Car Service 


Overhaul Instructions 
plus 


Complete Flat Rate 


and 


Coa covers all Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


hi covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Over 200 pages 
and 450 illustrations 


$4.50 Tay 





Please order by Manual Number 








Profitable EFFICIENT SERVICE 


WRITTEN GUARANTEE 


@ To increase customer paid labor sales 25% 
@ To raise your absorption figures 
© To improve to high level customer relations 


or 
YOU OWE US NOTHING! 


As service consultants, we will train your service personnel to: Free shop 
of internal so you are available for paid labor, departmentalize, sell more 
per car handled, eliminate one-item repair orders, comebacks, and non- 
productive time accumulated by mechanics in job change-over, waiting at 
parts window, looking for tools and jockeying cars. 

You may purchase or rent a complete program for as little as $70 
per month up. 

No obligation, write us today, for more gross profit. 


FLASH-A-CALL SERVICE CONTROL 


2170 $. Canalport Avenue Dept. AN-165, Chicago 8, Illineis 
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Used-Car Auction Prices 





(Continued from Page 56) 


$245*, $165*; Special 2-dr., $130. °50 


Super conv., $115*. 
CHEVROLET— 57 Corvette 2-dr., $2,750*; 


Two-ten (8) Hardtop, $1,945*; Two-ten 
(6) , 2-dr., $1,650*%; One-fifty (6) 2-dr., 
$1,505. °'56 Two-ten (6) 4-dr., $980; 


One-fifty (6) 2-dr., $950. "55 Bel Air (8) 
club coupe, $1,175*; 2-dr., $1,000; 4-dr., 
$975*, $820*; conv., $875*; Two-ten (6) 
2-dr., $725. ’54 conv., $775; Delray club 
coupe, $725; 2-dr., $550*°, ‘53 One-fifty 
station wagon, $665; Bel Air 4-dr., $615, 
$390*; club coupe, $450°; Two-ten 4-dr., 
$475*, $380, $350. °52 2-dr., $200, $100. 

CHRYSLER—’55 NY 4-dr., $1,385* (ps). 

DeSOTO—’53 Powermaster club coupe, 
$235* (ps). 

DODGE—'57 Royal 
"55 Coronet (8) 
050*, $900°. 

FORD—’57 Country sedan station wagon, 
$2,000*; Custom 300 2-dr., $1,725*. °56 
Fairlane (8) conv., $1,405*; 4-dr., $1,- 
390; 2-dr., $1,260*%; Victoria, $1,355; 
Custom (8) 4-dr., $1,060*; Ranch Wagon, 
$1,115. '55 Country sedan station wagon, 
$1,165*; Custom (6) Ranch Wagon, $1,- 
100, $975; Custom (8) club coupe, $910; 
4-dr., $905, $825° $675°; 2-dr., $815*, 
$810*, $790; Fairlane (8) 4-dr., $945. 
$800*; 2-dr., $810. "54 Custom (8) 4-dr., 
$625, $550*; 2-dr., $505, $480; Main (8) 
2-dr., $285. ‘53 conv., $515°; 4-dr., 
$400*. °52 conv., $220°*. 

MERCURY—’56 Custom Hardtop, $1,130. 
'55 Monterey club coupe, $1,215*, $1,130*, 
$1,070*. °54 Sun Valley coupe, $795*; 
Monterey club coupe, $775; 4-dr., $725. 
‘53 Custom club coupe, $325. 

NASH—'55 Ambassador 4-dr., 
Ambassador 4-dr., $545°. 

OLDSMOBILE—’57 (88) Holiday, $2,450* 
(ps); (88) Super 4-dr., $1,870. "56 (98) 
4-dr.. $1,770° (ps). °55 (88) Holiday, 
$1,225*. °54 (88) Super 4-dr., $815° (ps). 
‘53 (88) 2-dr., $670; (98) 4-dr., $590*. 
"52 (88) 4-dr.. $350; Super 4-dr., $135°*. 
"51 (88) 4-dr., $160*. 


$1,960°. 
$1,- 


(8) Hardtop, 
Hardtop, $1,140°*, 


$1,015*. ‘54 


PACKARD—’'55 club coupe, $970°. "53 4- 
dr., $390° (ps), $285* (ps). "51 4-dr., | 
100°. 

PLYMOUTH—'57 Savoy (6) 4-dr., $1,540. 


(8) club coupe, $1,295; 
conv., $1,205*. °55 Belvedere (6) 2-dr., 
$850°; Savoy (6) 4-dr., $675°; 2-dr., 
$600; Plaza (8) club sedan, $605; 2-dr., 
$600. '54 Belvedere 4-dr., $495. ‘53 sta- 
tion wagon, $425; 4-dr., $200. 

PONTIAC—'55 Star Chief Catalina, $1,- 
125°; Chieftain 2-dr., $925*, $890°. °54 
Star Chief (8) conv., $835°; 4-dr., $640°. 
‘53 Chieftain club coupe, $475*, $450°; 
conv., $400°. 

STUDEBAKER — ‘55 Commander 4-dr., 
$720°. "52 club coupe, $230*. 

MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,530. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 10.) 
(Dealers very active. Anticipate good 
fall market. Sold 80 cars out of 107 con- 
signments.) 
BUICK—’'57 Century 2-dr., $2,175. "53 Spe- 


"56 Belvedere 


cial Riviera, $575. °52 Special Hardtop, 
$275°; 4-dr., $245°; 2-dr. $210°. ‘51 
Super Riviera, $195*. 
CADILLAC—'53 (62) 4-dr., $1,100° (ps). 
CHEVROLET — ‘55 Two-ten (8) station 
wagon, $970; 2-dr., $865. ‘53 Two-ten 
2-dr., $375. '52 2-dr., $310°; conv., $175. 
"S51 2-dr., $315; 4-dr., $235°. ‘50 2-dr., 
$260°, $160. 
CHRYSLER—'55 Windsor Newport, $1 - 


375*. ‘52 Saratoga 4-dr., $230°; Windsor 
4-dr.. $200°. ‘51 Windsor club coupe, 
$240°. "49 NY 4-dr., $115. 
DeSOTO—'52 4-dr., $115. : 
DODGE—'S57 Coronet (8) 2-dr., $1,945°*. 
"53 Coronet 4-dr., $455, $365°. '51 Coro- 


met 4-dr.. $275°, $155°. ‘50 Coronet 4- 
dr.. $165°. 

EDSEL—'58 Ranger (8) 4-dr. Hardtop, 
$2,710° 

FORD—'56 Fairlane (8) conv., $1,350°*. 
"55 station wagon, $620; Main (8) 2-dr., 
$635. ‘53 conv., $400*°; Custom (8) 2-dr., 
$395; Main (6) 2-dr., $355. "52 4-dr., 
$175; club coupe, $150. ‘51 Victoria, 
$265; 2-dr., $210. ‘50 4-dr., $125. 

HUDSON—'53 Hornet 4-dr., $380°; Jet 4- 
dr., $130. 

MERCURY—'55 Custom 2-dr. $965*. ‘52 
Monterey 4-dr., $220. ‘51 4-dr., $260, 
$215. 

NASH—'51 Statesman 4-dr., $160. 

OLDSMOBILE — ‘51 (98) 4-dr., $245*, 
$200°. 

PACKARD—'32 Hearse, $135. 

PLYMOUTH—'57 Belvedere (8) Hardtop, 


$1,610°. "56 Savoy (8) sedan, $1,010. '55 


Savoy (6) 4-dr., $800; Plaza (6) 4-dr., 
$700; 2-dr., $630. '53 Cranbrook 2-dr. 
$320. ‘51 Cranbrook 4-dr., $215. 


PONTIAC—'53 Custom (8) Catalina, $500*, 
$485*; 2-dr., $350; 4-dr., $250. '52 4-dr., 
$290. °51 4-dr., $190°. 

RAMBLER — ‘57 station wagon, $1,810* 


(ps). 

STUDEBAKER—’'52 Champion 4-dr., $100. 
"51 conv., $105°. 

WILLY ’55 Hardtop, $600. 


MISC NEOUS—'55 Ford %-ton pick- 
up $775. '52 International \-ton stake, 
$420. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Oct. 9.) 
(Market slumped sharply. Advent of 
‘58s kept buyers thinking—not buying. 
Seld 110 cars out of 189 consignments.) 
BUICK—’57 Super 4-dr. Riviera, $2,600* 
(ps), $2,185* (ps). °56 Century 4-dr. 
Riviera, $1,540* (ps). ‘55 Super Riviera 
coupe, $1,310* (ps); Century Riviera 
coupe, $1,290*. ‘54 Super Riviera coupe, 
$965*; 4-dr., $650. '53 Super 4-dr., $340*. 


CADILLAC — '56 coupe de Ville, $3,085* 
(ps), $3,050* (ps). '55 (62) 4-dr., $2,- 
180° (ps). '54 (62) 4-dr., $1,790* (ps). 


"52 (62) coupe, $810*. 
CHEVROLET— 57 Bel Air (8) Sport coupe, 


$1,965*; 4-dr., $1,500*°. ‘56 Bel Air (8) 
Sport coupe, $1,615*; 4-dr., $1,585*; 
Two-ten (8) 4-dr., $1,330; (6), $1,200; 


2-dr., $1,120; One-fifty (8) 4-dr., $1,050*. 


‘55 Bel Air (8) Sport coupe, $1,298*, 
$1,115; (6) 4-dr., $1,010; Two-ten (6) 
4-dr., $840; 2-dr., $790*°. '54 Two-ten 


4-dr., $740*; Bel Air Sport coupe, $695. 
‘53 Bel Air Sport coupe, $690*, $630*; 
2-dr., $580; Two-ten 4-dr., $555. De- 


390°; (98) 4-dr., $1,345* (ps). '54 (98) 
4-dr., $1,130*, $1,050*; Super (88) 4-dr., 
$1,040*. °53 (98) 4-dr. $610*, 52 (98) 
2-dr. $395° 


PLYMOUTH—’57 Plaza (8) 4-dr., $1,470. 





Model Breakdown 
Of Auction Averages 











Bel Air 2-dr., $850, $845*, $825°, $825; 
Two-ten 4-dr., $800, $685, $580. °53 Bel 
Air Sport coupe, $750; 2-dr., $715*, $665, 
$625; Two-ten 2-dr., $575; 4-dr., $565, 
$525, $495, $415, $395. ‘52 2-dr., $425, 





"56 Custom (8) 4-dr., $1,680*%; Savoy $400*, $355; 4-dr., $320°. ‘51 2-dr., 
4-dr., $1,350. "55 Savoy (8) club sedan, Oct., 1957 Sept. Aug. $380*; 4-dr., $350, $315, $235, $200. '50 

$645°; an peane coupe, $560. > sn as Model To Date 1957 1957 coupe, $365, $225, '46 2-dr., $100. 
dere 4-dr., 50*; Savoy 4-dr., + , ¥ . 
Cranbrook 4-dr., $330; Cambridge 4-dr., 1957.............. $2,013 $2,062 $2,172 "Cp Winueor Massa "si a Ga 
$305, $215. '52 Cranbrook club coupe,| 1956.............. 1,389 1,481 1,523 Windsor Newport, $565*. ’49 4-dr., $100. 
luxe 4-dr., $265. '50 Bel Air Sport coupe, 235 1,166 1,195 ’ ’ 7 a Y 
$340. PONTIAC—'56 Chieftain (8) 4-dr,, $1,325¢, | 1955... a . . eee eee 
CHRYSLER—'57 NY 4-dr., $2,730° (ps).| °55 Chieftain (8) 4-dr., $1,150°;  (6),| 1954 .. 743 790 S16 | sGpaR—~'6T Coronet (8) 4dr, Hardtop 
56 Windsor 4-dr., $1,620° (ps). '55 NY $950. '53 Custom Catalina coupe, $415°; 1953... 479 494 529 $2,100*. °55 Royal (8) Lancer $1 275°: 
4-dr., $1,385° (ps). ‘53 NY 4-dr., $505°.| Chieftain 4-dr., $325. 1952... . 305 328 $30 | Coronet (8) Lancer, $1,150*. "54 Coronet 
DeSOTO—'56 Firedome (8) 4-dr., $1,420*. | RAMBLER—'56 4-dr., $1,310°. ‘55 Cross| jo55 293 230 236 (8) 4-dr., $650*, °52 Coronet club coupe 
"6565 Firedome (8) Sport coupe, $1,150*; es TS eecrenevenme $265*. ’5i 4-dr., $210°*. 4 
4-dr., $1,085*, °54 4-dr., $625°*. STUDEBAKER—’53 4-dr., $380. _, aa o 182 185 182 | FORD—’57 Thunderbird, $2,825; Country 
DODGE—’55 Custom Royal 4-dr., $1,145* | MISCELLANEOUS—’55 Ford %-ton pick-| Qverall —S s—- Ss ———— sedan, $2,300*; Del Rio station wagon, 
(ps), 'S4 Coronet (8) 4-dr., $735°. '53| 1h, S755. 58 Word ton Pia | Average... $ 805 $§ 842 § 873 | §2.150°, $2,020°; Fairlane (8) 500 sedan, 
Meadowbrook 4-dr., $325*, "52 Meadow- 49 Chevrolet %-ton pickup, $380. a $2,075; Victoria, $2,040* (ps); Custom 
brook 4-dr., $260*. (8) Ranchero, $1,750; 2-dr., $1,735*. '56 
FORD—’57 Thunderbird Hardtop, $2,675; LOS ANGELES _ Country Squire station wagon, $1,795* 
Fairlane (8) 4-dr., $1,960*; Custom 4- ; $2,200* (ps); (62) 4-dr., $1,810* (ps).| (ps), $1,680*; Fairlane (8) Victoria, $1,- 
dr., $1,650. °56 ‘Thunderbird, $2,450* (Harold Henry’s Los Angeles Auto Auc- 52 coupe, $850, $765*; 4-dr., $600*. °51 675*, $1,495*, $1,415*; club sedan, $1, 
(ps); Fairlane (8) Victoria, $1,440;| tion. Sale every Tuesday and Thursday. (62) coupe, $620*; 4-dr., $405*. °'50/ 375%) $1,310*; Custom (8) 2-dr., $1,025. 
4-dr., $1,310; Custom (8) Victoria, $1,- Prices are for sale of Sept. 26 and Oct. 1.) coupe, $615, $595*, $490°, $395*, "49 4- ‘55 Thunderbird $2,300* (ps), $2,185*; 
270; 4-dr., $1,210*, ‘55 Country sedan | BUICK—’57 Century sedan, $2,800* (ps);| T.,_ $330*, $295*; coupe, $325°; gonv.,/ Country sedan, $1,450*, $1,350°; Fatrlane 
station wagon, $1,510*; Fairlane (8) Vic-| Special Estate Wagon, $2,800* (ps). '56| $275° (ps). ‘48 coupe, $295°, $190°,) (8) Crown Victoria, $1,320*, $1, 285°; 
toria, $1,195*; club sedan, $1,085*; Cus- Special Riviera, $1,650*. '55 Special Rivi- $125°. conv., $1,280* (ps); 4-dr., $1,200*, \$1,- 
tom (8) 4-dr., $830°, $795. ‘54 Custom era, $1,650*, $1,300*; Super Riviera, $1,- | CHEVROLET—’'57 Corvette, $2,870; Bel 180* (ps), $1,165*, $1,035* (ps); klub 
(8) 2-dr., $550. "53 Main (8) 2-dr., $550, 475* (ps), $1,375* (ps), $1,310* (ps); Air (8) Sport sedan, $2,310* (ps), $2, sedan, $925; Custom (8) Ranch Wagon, 
$400. '52 Custom (8) 2-dr., $365; 4-dr., Century Riviera, $1,355*. ‘54 Super Rivi- 175*; conv., $2,230* (ps); 4-dr., $2,030*| $1,270*; 2-dr., $850; Custom (6) 2-dr., 
2 at $345. °51 Custom station wagon, era, $1,060* (ps); Special Riviera, $960*. (ps); Two-ten (8) 4-dr., $1,710, $1,700*. $805; Main (6) 4-dr., $745. '54 Victoria, 
$290. ’53 Super Riviera, $620*; Special 2-dr., ’56 Corvette, $2,475* (ps); Bel Air (8) $985; Custom (8) Ranch Wagon, $980*; 
MEROURY—’57 Montclair coupe, $2,190*. $520*. '52 RM 4-dr., $305* (ps); Special Sport coupe, $1,635*; 4-dr., $1,490*; One- 4-dr., $835, $805, $770, $645; 4-dr., $510; 
’55 Montclair Hardtop, $1,315; station Riviera, $175. '51 2-dr., $180*. ’50 Rivi- fifty (6) sedan, $1,110, $1,000. °55 Bel} Custom (6) 2-dr., $625; club coupe, $585; 
wagon, $1,290° (ps). '54 Custom 4-dr., era, $180*; 4-dr., $125*, ‘49 conv., $120. Air (8) Sport coupe, $1,550*, $1,485*, Main (6) 2-dr., $550, $385. '53 station 
$810*; 2-dr., $600. °53 Custom 4-dr., ’29 roadster, $520. $1,470*, $1,405*, $1,355, $1,225* (ps),| Wagon, $825, $785*, $650*, $625*, $620; 
$725*, $395; Montclair coupe, $620. °52| CADILLAC — ’57 sedan de Ville, $4,610* $1,215; station wagon, $1,465*; conv.,| Custom 4-dr., $565, $495; Main 2-dr., 
Custom 4-dr., $330. (ps), $4,290* (ps); coupe deVille, $4,- $1,375*; 4-dr., $1,315*, $1,240*; Two-ten| $450, $350°. °52 station wagon, $460; 
NASH—’52 Statesman 4-dr., $255, $200. 250* (ps). ‘56 sedan de Ville, $3,645* (8) sedan, $1,425*; 4-dr., $1,155*; 2-dr.,| Main 2-dr., $310; Custom 4-dr., $285, 
OLDSMOBILE — '56 (98) Holiday coupe, (ps); Eldorado, $3,550* (ps); (60) 4-dr., $1,000; Delray (6) coupe, $925: One-fifty; °51 Victoria, $375; club coupe, $265; 2- 
$2,005* (ps); Super (88) 4-dr., $1,890* $3,500* (ps). °'55 (62) 4-dr., $2,485*| 4-dr., $845, $805. °54 One-fifty sedan,| -, $215*; station wagon, $155. ‘50 sta- 

(ps). "55 Super (88) 4-dr., $1,480*, $1,- (ps). °54 coupe de Ville, $2,530* (ps), $915, $800*; sedan, $525, $485, $475; (Continued on Page 58, Col, 3) 
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DON’T PAINT YOUR ’58 DRIVER 
TRAINING CARS! 
EQUIP THEM WITH BUMPA-TEL SIGNS. 


tion wagon, $325; 4-dr., $240; conv., 
$200, $165; 2-dr., $195. 

HUDSON—’52 Wasp club coupe, $175. 

IMPERIAL — ‘57 Southampton, $4,300* 
(ps). '55 Hardtop, $2,325* (ps). 

LINCOLN—’48 conv., $650. 

MERCURY—’57 Monterey coupe, $2,300* 
(ps); Montclair Phaeton, $2,205*°. °56 
Montclair coupe, $1,785* (ps); Monterey 
coupe, $1,645*°. °55 Montclair 4-dr., $1,- 
370°; Monterey coupe, $1,275*. '54 Mon- 
terey coupe, $1,015; 4-dr., $900° (ps); 
conv., $900*. ‘53 Monterey coupe, $795*, 
$775, $700°. '52 coupe, $485, $420, $315; 
4-dr., $390. ‘51 4-dr., $250, $190; club 
coupe, $180, $135. ‘50 club coupe, $210, 
$135. 

NASH—'53 Ambassador 4-dr., $450*. 


OLDSMOBILE—’57 (S88) Super 4-dr., $2,- 
450° (ps). °56 (98) Holiday coupe, $1,- 
885° (ps); (88) Holiday, $1,725° (ps), 
$1,670*. "55 (88) Super Holiday, $1,685* 
(ps), $1,625* (ps), $1,315* (ps); (98) 
Holiday, « $1,645* (ps); conv., $1,445°*; 
(88) Holiday coupe, $1,550° (ps) $1, 
475°. ‘54 (88) Super Holiday, $1,360° 
(ps), $1,130* (ps); (88) Holiday, $975; 
2-dr., $855°. °53 Holiday, $850° (ps); 
4-dr., $525° (ps); conv., $475*. °51 2-dr., 
$295*; Holiday, $295*, $270; 4-dr., $200, 





Save expense of lettering and refinishing your cars! Permits | $145. ‘50 club sedan, $265", $235. 
. ° e | PACKARD—'55 Patrician 4-dr., $1,440. ‘51 
f | d 
use of latest model cars without damage or depreciation. | 4-cr., $105. '48 hearse, $155. 
P| " d d . " . . e PLYMOUTH—’'57 Belvedere (8) Hardtop, 
acesa student driver’ warning sign where it can be seen. $2,285", $2,205* (ps): Savoy (8) 4-dr., 
. . . e ° 1,800*; Savoy (6) club a 1,275°. 
The "special sign" pictured has adjustable legs allowing | "56 conv. $1,080; Savoy (9) a. $800 
> j aza (6) club sedan, 2g "52 4-dr., 
transfer from one car to another by purchasing proper | $295; 2-dr. $265. ‘50 Suburban, $400 
e PONTIAC—'57 Chieftain Catalina, $2,300* 
mounting brackets at a cost of $3.00 per set. Has turned (ps). '56 Chieftain station wagon, $1.- 
. . 550°; 4-dr., 420° (ps). "5S tar Chie 
edge panel, which gives double Pa feature, as a metal| Catalina, §1.370* (ps); 4-dr., $1,235°; 
° ° | Chieftain Catalina, $1,125; 4-dr., $795. 
insert with your message may be placed over master panel ‘54 Chieftain 2-dr.._ $100e. | °S3" 4-dr.. 
ee . e My : Satalina, 5°: conv., 
for dealer advertising during school vacations. $405. 52 Catalina, $365; 4-dr., $290. '5i 
Catalina, $280. °50 station wagon, $330*; 
. . ae Cc . 5° 9 4- ‘ 20. 
The sign can be used from year to year for driver training | RAMBLER'S? Cross Country, $320. 
* | STUDEBAKER—'54 Commander se dan, 
° 7 "" ~ ¢ Oo "5S 
No Holes to Drill! No Mars! SS CCU 
MISCELLANEOUS ‘S57 Chevrolet %-ton 
PETITE SEMI-UNIVERSAL SIGN 40" x 12" WITH TURNED pickup, $1,296; Austin Healey roadster 
-f q ‘ 2.250; Volvo 2-dr., - 
EDGE PANEL—LETTERED WITH NAME OF SCHOOL, 645, $1,625. "56 Ford %-ton pickup, $1,- 
AAA INSIGNIA (where applicable) AND YOUR DEAL- 4-d:., $1000, 0 Chovecles atinay sedan. 
ERSHIP NAME AND ADDRESS PRICED AT ONLY $24.00 noLSIS; Welboeemn be “a 
F. o. B. MOUNDS, ILL. 270. '53 Chevrolet %-ton pickup, "$575; 
Ford %-ton panel, $395; Studebaker \%- 
Complete with 1 Set Mounting Brackets— $305; Jaguar, $1,000; Volkswagen, $850, 
"50 Dod 1%- b $295. 
Give Make and Model Car 49 Dodge ‘%-ton pickup, $145. "46 Ford 
late %-ton pikeup, $180. 
m late shipment on signs for 1958 Edsel, Plymouth, Dodge, DeSoto, 
Chrysler—other ‘58 cars soon. PORTLAND, ORE. 
(Portiand Auto Aucti Sal Tues- 
MAIL YOUR ORDER NOW! . FOR FAST DELIVERY! | “ay. Prices are for sale of Oct. 8) 
BUICK—'56 Century conv., $1,.960° (ps); 
Super 2-dr. Hardtop, $1,.840° (ps). ‘55 
BUMPA-TEL SIGN COMPANY Super 4-dr., $1,395* (ps): 2-dr.. $1.370° 
B 18 A oe): oe $1.265° (ps). ‘'S4 
ox Re oe -dr ardtop, $1,125°; Century 
Pp. $950. 53 Special 2-dr., $510. 
MOUNDS, ILLINOIS | (32 Super 4-ar. $305" (pe), $385°, “51 
al 4-dr. $235°. 
* U. S. and CANADIAN PATENTS CADILLAC—'S4 (62) coupe, $2,145* (ps), 
$2,120° (ps) "53 (62) coupe, $1,265° 
S : 
Mr. Dealer... boost your S. A. 
(and get all that’s coming to you) 











Do you worry because your S. A. isn’t what it used to be? Well, if 
you're not getting your share . . . if you're not handling as many 
hody jobs as you'd like, here’s what to do: Plan a modern 
appearance-service program around the complete line of DeVilbiss 
spray-painting equipment. Fast, factory-quality finishes at rock- 
bottom costs will put new vim and vigor into your *Service 
Absorption. Call your DeVilbiss man. 











The DeVilbiss Company, 
Toledo 1, Ohio 
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Used-Car Auction Prices 

































































‘55 Monterey station wagon, $1,4. )* - 
(ps). °54 Hardtop, $955°; Monterey 4. 
dr., $850°. °51 Sport sedan, $210; 4-.r,, 
$155*. 
OLDSMOBILE—’54 (98) 4-dr., $885* (:s), 
"52 (98) 4-dr., $385°. 
PACKARD — '55 Patrician 4-dr., $1,1 50* 
(ps). bees 
PLYMOUTH — '54 Cranbrook (8) 4- ir., 
(Continued from Page 57) $450. '53 Cranbrook (8) 4-dr., $200: 
. a ae Cambridge (6) 4-dr., $150. ‘52 1b 
(ps). 51 (62) 4-dr., $480*, ‘50 4-dr., coupe, $225, ’51 4-dr., $100. 
$685° (ps), $585°. PONTIAC—’53 Chieftain (6) 4-dr., $4 
CHEVROLET—’57 Bel Air (8) 2-dr. Hard- "52 Chieftain (6) 4-dr., $315, $185*. 
top, $2,100*; 4-dr., $2,000*, '56 Two-ten Chieftain 2-dr., $225. ‘ 
(8) 4-dr. $1,420; Delray, $1,340*; 2-dr., | MISCELLANEOUS — '57 Chevrolet %-ton 
$1,325*; Two-ten (6) 2-dr., $1,265; 4- pickup, $1,450. °56 Chevrolet %-ton pick- ‘ 
dr., $1,240. '55 Bel Air (8) conv., $1,385* up, $1,080. °54 Chevrolet Utility sedan ' 
(ps); 2-dr, Hardtop, $1,015; Two-ten (8) 2-dr., $390. CA 
Delray, $1,105; 4-dr., $1,080. °54 Two- ON COLO { 
ten 4-dr., $775*. '53 Bel Air 2-dr. $685; ITTI ET ‘. 
4-dr., -$635, "52 2-dr., $515*, $475, $420, L ’ 
$400; 4-dr., $420, $375. ’51 2-dr., $320*; (Colorado Auto Auction, Inc, Sale every 
4-dr., $275, '50 4-dr., $210*. °49 4-dr.,| Monday. Prices are for sale of Oct. 7.) 
$150. BUICK — '57 RM Riviera, $2,545* (ps); 
CHRYSLER—’55 Windsor 2-dr. Hardtop, Century 2-dr. Riviera, $2,500* (ps); Spe- ' 
$1,455*, cial 4-dr., $2,135* (ps). °56 Special 2-cir, cr 
, 4 Riviera, $1,735* (ps); Century 2-dr, 
DeSOTO—'53 Firedome 4-dr. $575°. =| “Riviera, $1,640°, '55 Special 2-dr. Riviera, | 
DODGE - - 56 Coronet (8) 2-dr., $1,305°*, $1,335*; Super 4-dr., $1,220° (ps). "54 3 
Soes°, ef Coronet 2dr 9240" jase” ya gg “ee” eae aats "base*s 
> « -dr., ° 35*, | 4-dr., $E (ps); uper 4-dr., 90°; ' 
FORD—’57 4-dr. station wagon, $2,155*, | Special 2-dr., $330. . 
$2,065* (ps); Fairlane (8) 500 2-dr., $2- | CADILLAC—'57 (62) 4-dr., $3,700* (ps). 
075°; 4-dr., $1,835; Custom 300 2-dr.,| 56 (62) coupe de Ville, $3,300* (ps); 
$1,710*. 56 Country Squire station wag- | 4-dr. coupe, $2,875* (ps). '55 (62) coupe 
on, $1,850 (ps); 4-dr. station wagon,| de Ville, $3,000* (ps); (60) 4-dr., $2,350* 
Siite> Toi: ean Gupte, Sar. St | calbinceta Tat 'reseen Sey went 
oI $ -dr., ’ ; -ar. | CHEV aE — ’ 'wo-ten station ' 
295. ; "55 Thunderbird, wae aa. wagon, $2,420°, $2,225°*, $2,125°, $2,125¢ ; 
Sis;' S-de, Maranep, @1,900°; (6) D-r.| (eae ts unas a un GLase’, 08 Bat AL cr 
365; -dr. . ’ ; -ar. 1,950*, ua . a ’ 7 el Air 
station wagon, hs Custom (8) aaa’ (8) 2-dr., $1,560, $1,530*; Two-ten (6) : 
$870. 54 Crest  ( a Hardtop $ , station wagon, $1,550*, $1,485; Two-ten 
$810°; (8) 2-dr., $715°, $525. 53 station (8) 2-dr., $1,255, $805, °55 Two-ten (8) De 
wagon, $870, $625; 4-dr.. $660; 2-dr., station wagon, $1,365; Two-ten (6) 4- 
$455, $455*; Hradtop, | $390. 52 2-dr., dr., $1,075*, $900; Bel Air Hardtop, $1,- 
$540; club coupe, $485°; 4-dr., $325. 51) 345+ $1,325*, $1,250°. 54 Bel Air 4-dr., 
2-dr., $290, $265; 4-dr., $260. "49 4-dr. $850", 2 at $690. °53 Two-ten station m 
$105. so wagon, $800; 2-dr., $500; Delray, $330. : 
| HU Been 6 Hornet 4-dr., $415*. "51 4-| +51 club coupe, $260. i ( 
LINCOLN: Te Premiere coupe, $2,630° Ne) bY bt 9 — 
(ps). ‘53 Capri coupe, $620°. CONTINENTAL—’57 Mark II conv., $6,- FC 
MERCURY—'56 Montclair Hardtop, $1,- 190* (ps). 
850°. ‘55 Montclair -<., ge DODGE—’57 Coronet (8) Hardtop, $2,535* | 
Monterey Hardtop, $1,1 * (ps), $ - 2 (ps). °55 Custom (8) Royal coupe, $1,- , 
Custom 4-dr., 750. ; 53 Monterey ard- 245*. 54 Sierra (8) station wagon, $850*. 
| top, $755*, $725°. ‘51 4-dr., $295. '50| roRD—'57 Thunderbird, $2,950* (ps), $2, ; 
| _4-dr., $125. as 790* (ps); Fairlane (8) 500 conv., $2, 
NASH—'53 Statesman Hardtop, $540°. ‘52 300* (ps); 2-dr., $2,070*, $1,945*, $1,800 
Ambassador 4-dr.. $355*. ‘ (ps), $1,810*; 4-dr., $2,060°, $1,925, 2 at ! 
yoe> 4 , . : a. $1,710*, $1,690; ustom (8) -dr., 
top. oy im. ao oe ike; aunee $1.670, gt ge Ae pa ' 
Hardtop, $825* ‘(ps); 4-dr., $725; (88) | on yy eg a (8) 2-dr., | $1,- ; HI 
4-dr., $710; (98) 4-dr., $770° (ps). 52) 475° $1,.285*, $1,250°. '55 Fairlane (8) : 
Hardtop, $696" (ps). ae $1.250,| Crown Victoria, $1,330°, $1,325", | $1, MI 
ws 100. 768 Sebveteee, (8). aan.’ $1 200°. eins tae 2s Raee0 W500" 53. Vie. ' 
: 7S ‘oan * , Custom (8) 2-dr., > . . 
soe, $000 aaten wegen, 965°; >ce.. catia, $695*; 2-dr., $530, $510. '52 station 
one wagon, $570. 
ae tone 7 oe 6 ° ts | WUDSON—’55 Hornet Hardtop, $1,300*. '51 
e ; -dr., , ’ " R5* 
| $1,200°; 2-dr., $1,060". '55 Chieftain mnncbny st Monterey 4-dr., $1,920*, 
4-dr., $1.215°, $1,025. "SS Chieftain (8) , ’56 Monterey station wagon, $1,795° (ps); 
4-dr., ones". $580, $530 St Custom Hardtop, $1,300*, '55 Monterey 
Chieftain (S) club jaan — 0 i8) Qed | Hardtop $1,400°, $1,140"; Montclair 4- , 
STU DEBAKER —55 Commander ) a | dr. $1,390* (ps). ‘54 Monterey 4-dr., 
pe ee ee Hardtop, $ b $770*. "51 4-dr., $265. - iacine N 
9 4-dr., . [ = bassador 4-dr., . . 
MISCELLANEOUS—'57 Volkswagen, on, | <Aee ee oe 57 (88) 4-dr.. $2,280° OL 
070, "56 Volkswagen 2-dr., $1,510, $1.-| (55): Holiday, $2,185*. ‘56 (98) 4-dr. 
- $1,400; —— — a Holiday, $2,045* (ps); (88) Super 4-dr., 
51.200. . ee - —— = $1,880* (ps), $1,840* (ps), $1,700 (pe); | 
ees For ——s a se 4d i-ton| (38) 2-dr., $1,775°, $1,710°. "55 | 
Nekup, $005; GMC truck, $400; Pontine | SUPST 4-dr., $1.320° (pe). 'O8 (98) Hed 
panel truck, $425. 50 Studebaker 1-ton | pI ee cen) Ua. $445°. nr - 
flat bed, $325. ‘49 Dodge \%-ton pickup, | py ywouUTH—’57 Savoy (8) 4-dr., $1,780*. 
$225. | °S6 Belvedere (8) Hardtop, $1,465°; PI 
conv., $1,340* (ps); Plaza (8) 2-dr., $1,- 
FARGO, N. D. 050°, °55 Belvedere (8) — oo ‘ 
0; yoy (6) 2-dr., $725. ” clu 
(Tri-State Auction Co, Sale every Thurs- | ae Fa Og "52 club coupe, $210. 
day. Prices are for sale of Oct. 10.) PONTIAC- °56 Chieftain Hardtop, $1,570° 
—_ i ae = Sor —. (ps); 4-dr., $1,480°; Star Chief Hardtop, PC 
= a Super Mere et ObSe tne), | $1-530°. °55 Chieftain Hardtop, $1,300°; : 
; 4 Super ay Oy an, ae Pps). conv., $1,280* (ps). "54 Star Chief conv., ' 
‘53 RM 4-dr., 3 -_, a {P8)-|  s990*; 4-dr., $895° (ps). ‘53 4-dr., $570°, | 
ae sedan, $315*; -dr.,| g455*' $390°. ; 
cole 56 Two-ten (8) 4-dr,, $1,- | MAMBEER—'S6 4-dr., $1,400. '56 station a 
a ata oe py wa wagon, $1,315°. 
= . an ae. — a WILLYS—’54 Jeep, $875. '47 Jeep, $290. d 
195. °56 1 Air = (8) 4dr. $1,150. | MISCELLANEOUS — '57 Chevrolet %-ton 
$1,070°; Two-ten (8) 4-dr., $945. ‘54 pickup, $1,775, $1,370; Dodge ‘%-ton 8ST 
Two-ten (8) 4-dr. $700. '53 Bel Air 2-/ ickup, $1,300. ‘52 Dodge 1%-ton pick- 
a eotace gasbo" "os nae | up, $450. "51 Dodge %-ton pickup, $410. us 
| CHRYSLER—'54 NY 4-dr., $930*, $870°* GO 
| (ps). | CHICA : 
DODGE—'56 Coronet (8) Hardtop, $1.395°. (Greater Chicago Auto Auction. Sale 
FORD—'57 Custom (6) 4-dr.. $1,520°. '56/ every Thursday. Prices are for sale of 
Custom (8) 4-dr., $1,365, $1,350, $1,335, | oct 10.) 
$1,120; Main (8) 2-dr., $1,095. "55 Fair- (Sold 234 cars out of 451 consign- ' 
lane 4-dr., $1,200°; Victoria sedan, $1,-| - ments.) da 
*. o . - - 
=: Camem : oP.» ay ee BUICK—'57 Special Riviera, $2,170* (ps). 
090, $1,075; Crest 4-dr., $910. '54 Crest : . 3 o 
a *- * . 56 Century Riviera, $1,835* (ps); Spe- 
4-dr., $850°; Custom 4-dr., $685°, $565. 4 bi 
® . ’ *. cial 2-dr., $1,380°. -’'55 Century Riviera, 
53 Custom 4-dr., $675°, $495°; 2-dr., sent b 
$475; Main 4-dr., $255. $1,290* (ps), $1,160* (ps); Special Rivi- oe 
HUDSON—’55 Hornet sedan, $850° era, $1,255*, $1,200*; Super Riviera ~ 





MERCURY—'56 station wagon, $1,735°. (Continued on Page 59, Col. 1) 












‘Otto’ Winners in Los Angeles— 


Ford “Otto” winners pose at presentation dinner honoring their sales achievements 
in Los Angeles district during July and August. “Ottos" are Ford's counterpart of 
movieland's “Oscar” and TV's “Emmy.” Winners are, front row, from left, Thurlo 
Newell, assistant Los Angeles district sales manager; Jim Pearson, National City; Bi!! 
Mills, Fullerton; Don Muth, Rialto; Ham Nerney, Los Angeles; Oscar Maples, Torrance; 
Val Miletich, Torrance; Jim Spears, Lemon Grove; William H. Klein, district sales 
manager. Second row: Arlee Mills, Fullerton; Harry Fortner, Los Angeles; George 
Fortner, Los Angeles; Charlie Swift, Gila Bend, Ariz.; Dale Lopshire, Benson, Ariz.; 
John Seaborn, Wickenburg, Ariz.; Hal Loynd, San Marino; Jack Garner, San Ber- 
nardino, and Mike Mandulay, Ojai. 
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PONTIAC—'54 Star Chief 














(Continued from Page 58) 


$1,230* (ps). °54 Century Riviera, 
Special 4-dr., $855*; Riviera, 

’53 Special Riviera, $600*; 4-dr., 

Super conv., $560*, $345*; Rivi- 
era, $445*; 4-dr., $425°. "52 Special Rivi- 
era, $340. '°51 Super Riviera, $260*. '50 
Super Riviera, $225*. 

CADILLAC—’57 (62) coupe de Ville, $4,- 
500* (ps), $4,425* (ps), $4,425*, $4,200* 
(ps); 4-dr., $4,250* (ps), $4,200* (ps), 
$3,750* (ps); coupe, $4,125* (ps), $3,- 
945* (ps). '56 (62) sedan de Ville, $3,- 
100* (ps). °54 (62) 4-dr., $1,675* (ps). 
’52 (62) 4-dr., $680*; coupe, $400*. '50 
coupe, $250*. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $1,900*; Bel Air (6) Sport sedan, 


coupe, 
$945*; 
$765*. 
$450* ; 


$1,715*; 2-dr., $1,690*; Bel Air (8) Sport 
coupe, $1,600. °56 Bel Air (8) Sport 
coupe, $1,460; Delray (8) 2-dr., $1,245*. 


'55 Two-ten (6) 4-dr., $1,055*; station 
wagon, $995; Bel Air (6) conv., $1,050*, 
$1,050. °54 Bel Air 4-dr., $760*; 2-dr., 
$735*; Two-ten 4-dr., $700*, $600; 2-dr., 
$650, $590. °53 Bel Air station wagon, 
$600*; Sport coupe, $565; 4-dr., $425*; 
Two-ten 2-dr., $360. °52 2-dr., $325, 
$275*; 4-dr., $260. 51 2-dr., $375*, $280; 
4-dr., $225. 

CHRYSLER — 
(ps); Windsor Newport, 
at $1,300* (ps); Nassau, 
Windsor 4-dr., $400. 

DeSOTO—’55 Fireflite Sportsman, 
(ps); Coronado, $1,065* (ps); 
Sportsman, $650* (ps). 

DODGE—’56 Coronet (8) conv., $1,265*. 
’55 Royal (8) Lancer, $1,020*, $970*; 
Coronet (8) Lancer, $860. '54 Coronet 
4-dr., $630* (ps). '53 Coronet (8) 4-dr., 
$320*; Meadowbrook Suburban, $215. 

FORD—’57 Country sedan station wagon, 
$2,025*; Fairlane (8) 500 conv., $1,975* 
(ps); Ranch Wagon, $1,750. '56 Raneh 
Wagon, $1,350*; Custom (8) 4-dr., $1,- 
265*; 2-dr., $1,210, $1,060; Main (6) 4- 
dr., $750. '55 Fairlane (8) Victoria, $1,- 
090*, $1,080*; 2-dr., $1,035*, $780; conv., 
$920; Custom (8) 4-dr., $790. '54 conv., 
$825; 4-dr., $800*, $525, $500; Victoria, 
$750, $535*. °53 2-dr., 2 at $345. °52 
Ranch Wagon, $395; 4- dr. $275. 51 Cus- 
tom (8) Victoria, $250; 3-dr., $200°. 

HUDSON—’'55 Wasp Hollywood, $650*. °5 
Hornet 4-dr., $245°. 

MERCURY—’'57 Montclair coupe, $2,225°*. 
’56 Montclair coupe, $1,700* (ps); Mon- 
terey Phaeton, $1,560* (ps), $1,555* 
(ps); Custom coupe, $1,275*. '55 Mont- 
clair coupe, $1,280*; Monterey 4-dr., 
$1,205*, $920*, $885, $870; coupe, $1,- 
120*; Custom 2-dr., $860*°, $850; 4-dr., 
$800. °54 Monterey coupe, $825*; Sun 
Valley, $820*; Custom 2-dr., $705, $595*, 
$545*. °53 Monterey coupe, $705*, $685*; 
Custom 2-dr., $500. °52 Custom coupe, 
$200. °51 Custom 2-dr., $225. 


NASH —’53 Statesman 4-dr., 
Statesman 4-dr., $275. 


OLDSMOBILE—’56 (98) 
(ps); (88) Holiday, 
4-dr., $1,400* (ps), $1,330*° (ps), 
(ps); Holiday, $1,270* (ps), $1,260° 
(ps). °54 (88) Super 4-dr., $1,110*; (88) 
Holiday, $740*. ‘53 (88) Super 4-dr., 
$705*; (88) Holiday, $705*, $560° (ps); 
(98) Holiday, $350*, 52 4-dr., $380°. 

PLYMOUTH—’'57 Plaza (6) 4-dr., $1,230. 
"56 Savoy (8) 4-dr., $1,050; Savoy (6) 
4-dr., $845. °55 Savoy (6) 2-dr., $580. 
’54 Savoy 4-dr., $500. ‘53 Belvedere 
Sport coupe, $400%; Cranbrook 4-dr., 
$275. 

PONTIAO — ’'56 Chieftain 4-dr., $1,235°; 
Catalina, $1,160*°. '55 Star Chief conv., 
$1,070°; 4-dr.. $915* (ps); Chieftain 
Catalina, $1,055*; 2-dr., $895*°, $870°. 
"53 Catalina, $535*; 4-dr., $460°, $335. 
"52 4-dr., $260*, $200. 

RAMBLER—’56 ‘Cross Country, $1, 630°: 
4-dr., $1,175. '54 Cross County, $625. ’52 
Country Club, $280. 

STUDEBAKER — '55 President (8) 4-dr., 
$795*; Commander (8) 2-dr., $680. 

MISCELLANEOUS—’57 Volkswagen 2-dr., 


55 NY Newport, $1,625* 
$1,350° (ps), 2 
$1,120*. ’53 


$1,375* 
Firedome 


w 


$285. °52 
Holiday, $2,050° 
$1,400°. "55 (98) 
$1,245* 


$1,675, $1,640, $1,630, $1,600, $1,575, 
$1,555, $1,550, $1,525, $1,520, $1,505; 
Isetta, $800. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 8.) 

(1957 and 1956 models soft. Market 
off here through week as dealers were 
bidding very carefully. Clean cars still 
bringing money. Sold 87 cars out of 126 
consignments.) 


BUICK—’56 Super 4-dr., $1,710* (ps); Cen- 
tury 2-dr., $1,650* (ps). ‘55 Century 
4-dr., $1,300* (ps); Special 4-dr., $1,125° 
(ps). °54 Special 2-dr., $890°; 4-dr., 
$730* (ps). '53 RM 2-dr., $610*° (ps); 
Super 2-dr., $565*. ‘50 2-dr., $110; Super 
2-dr., $100*. 


CADILLAC—’53 coupe de Ville, $985* (ps). 
’52 (62) 2-dr., $765*. °50 (62) 4-dr., 
$290*, $160°. 

CHEVROLET—’57 Two-ten 4-dr., $1,560°*. 
’56 Bel Air 4-dr., $1,400*; Two-ten 4- 
dr., $1,205*, $1,100, $1,095, $805*; 2-dr., 
$1,190*, $1,105, $1,065. 55 Bel Air conv., 
$1,025*; station wagon, $900; Two-ten 
4-dr.. $805, $750; 2-dr., $740. ’53 Two- 
ten 4-dr., $450, $420; 2-dr., $385. "52 
sedan, $110. '51 Deluxe 4-dr., $250. '50 
Deluxe 2-dr., $100. 

DeSOTO—’'56 Fireflight conv., $1,600* (ps). 
"53 Hardtop, $165°*. 

DODGE—’53 Coronet 4-dr., $300*. '52 Cor- 
onet 2-dr., $290. '51 Coronet 4-dr., $150°. 

F OR D — ’57 Fairlane 2-dr., $1,825*. °56 
Fairlane conv., $1,340*; 4-dr., $1,040; 
Country sedan station wagon, $1,225*; 
Ranch Wagon, $1,170*, $1,050; Custom 
4-dr., $980; 2-dr., *. °55 Fairlane 
2-dr.. $1,040*; conv., $985*; 2-dr., $845; 
Ranch Wagon station wagon, $510. '54 


Country sedan station wagon, $750; Cus- 
tom 2-dr., $605; Main 2-dr., $540. ‘53 
Custom 2-dr., $205 (police). ‘52 conv., 


$340°. 

LINCOLN—’51 4-dr., $165*. 

MEROURY—'55 Monterey 2-dr., $1,010. ’54 
Custom 2-dr., $850, $700; 2-dr., $835*. 
’52 Monterey ‘4-dr., $365. 

OBILE—'56 (88) 2-dr., $1, 370*, $1,- 
060°. °55 (98) 2-dr. $1, 4i0* (ps). *5S1 
(88) 4-dr., $130*, $125°. 

PLYMO’ OUTH— 55 Plaza Suburban, $650. 
"54 Belvedere 4-dr., $575; Plaza 2-dr., 
$345. ‘51 2-dr. $140; 4-dr., $170. 

sedan, $850°; 


Used-Car Auction Prices 







$1,160*. °54 Hardtop, $1,065*, °53 Hard- 
top $450*. °52 coupe, $290. °50 Super 
2-dr., $150, 





CADILLAOC—’56 (62) Hardtop, $2,800°*. 


CHEVROLET—’57 Bel Air Hardtop 4-dr., 
$2,060"; 2-dr., $1,815*; Two-ten 4-dr., 
$1,660. °56 Bel Air (8) 4-dr., $1,400*; 
(6) 2-dr., $1,150. '55 Bel Air (8) 4-dr., 
$1,055*; (6), $940; One-fifty (6) 2-dr., 

. '54 2-dr., $375. '53 Two-ten 4-dr., 
$625, $445*; Bel Air 2-dr., $510*; One- 
fifty 4-dr., $360*. "52 2-dr., $340; 4-dr., 
$270. '51 4-dr., $185*. °50 conv., $200. 

DODGE—’55 Coronet (8) 4-dr., $910*, °53 
Meadowbrook (6) 4-dr., $290*. ’52 4-dr., 
$230, '50 4-dr., $150. 

FORD—’57 Country sedan (8) 4-dr. station 
wagon, $2,000*; Fairlane (8) 4-dr., $2,- 







, $840°; 4-dr., $725* (ps). °52 Chief- 
tain "2- dr., $240°. '50 2-dr., $185*. 
MISCELLANEOUS—’56 Volkswagen panel, 
$800. '°53 Henry J 2-dr., $235, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 





Friday, Prices are for sale of Oct. 11.) 

000°; 2-dr., $1,750; Custom (6) 4-dr., 
aay teten - real nice, Lots of ac- | $1 660%. '56 Fairlane (8) 2-dr., $1,300: 
— = 4-dr., $1,280*; Custom (6) 2-dr. ” $1,080°: 
BUICK—’56 Super Hardtop, $1,700*; Spe- Main (6) 2-dr., $890. "55 Fairlane (8) 
cial conv., $1,440*. °55 Special 2-dr., 4-dr., $1,155*;" 2-dr. $1,020*; Ranch 
Wagon 2-dr., $900; Custom 2-dr.. $775. 
. "54 4-dr., $770*; Custom 2-dr., $700*. 
Volvo Gets Record 70 Miles '53 Custom 2-dr., $475*, ’52 Custom 2- 
° dr., $275*. °50 station wagon, $370; 2- 

To Gallon in Economy Run dr., $145. 


LINCOLN—’53 Hardtop, $500*. 


NEW YORK.—A Volvo topped a 
MERCURY—'55 Hardtop, $1,200*; 


field of 68 cars by chalking up a 


Monte- 


e re 4-dr., 1,140*. °54 Monterey 4-d 
record average of 70.34 miles to the $810°: og $750. °53 4-dr. $500. 63 
gallon in the fourth annual econ-| 4-dr., $400*; Hardtop, $350*, °51 club 
coupe, $275. 


omy run sponsored by the Republic 


Motor Sports Club and the Shell OLDSMOBILE—’54 (98) Hardtop, $1,200*. 





: 53 (98) Holiday 2-dr., $500, ‘52 4-dr., 
Oil Co. at Trenton, N. J. $190. ee > 
The Swedish-built 85 horsepower “an ae Gon iy sore 2. 
3 ..* avoy (8) 4-dr., : aza 
Volvo was a stock car, not modified| {¢) 4.ar., $610. ‘54 Belvedere 4-dr., $600. 
in any way. Competitors included| 53 2-ar.’ $550. 
almost every make of imported and ear, $380". ’ a Ze $1,175. °53 
‘ : r . 
domestic car, including the small-| .ropEBAKER—’53 4-ar., $280. 
est one and two-cylinder vehicles. | MISCELLANEOUS — ‘57 Austin - Healey 








AUTOMOTIVE NEWS, OCTOBER 21, 1957 





conv., 
$590. 


$1,925. °56 GMC %-ton pickup, 
*48 Chevrolet panel truck, $200. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday, Prices are for sale of Oct, 10.) 


BUICK—’57 Special Hardtop, $2,300*. °55 
Century Hardtop, $1,460* (ps); Riviera, 
$1,295*, $1,245* (ps). °54 Special Hard- 
top, $875°; 2-dr., $750°. 53 RM 4-dr., 
$585* (ps). °51 Special 4-dr., $165. 

CADILLAC — '57 coupe de Ville, $4,250* 
(ps). °55 coupe de Ville, $2,585* (ps). 
"50 coupe, $415*. 

CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,010*; sedan, $1,900*, '56 Bel Air (8) 
Hardtop, $1,580*; One-fifty 2-dr., $1,075. 
’55 Bel Air (8) conv., $995; sedan, $800; 
Two-ten station wagon, $1,340°. ‘53 
Two-ten 4-dr., $595*. °52 2-dr., $295, 
$210. *51 2-dr., $350°; coupe, $365*. °50 
4-dr., $215*. 

DODGE—’57 Coronet (8) 2-dr., $1,875. 

FORD—'57 Country sedan, $1,965*; Fair- 
lane (8) 500 club coupe, $1,850°. °56 
Fairlane (8) Hardtop, $1,415*; Custom 
(8) 2-dr., $1,180. ‘55 Fairlane (8) Vic- 
toria, $1,295*; club coupe, $1,140* $1,- 
100; 2-dr., $1,065*; Main (6) 2-dr.. $655. 
"54 Custom (8) 4-dr., §700°; Main (8) 
4-dr., $630°; Main (6) 2-dr., $490. °53 
4-dr., $570°, $540*. "52 club coupe, $465; 
2-dr., $320°. ‘S51 4-dr., $235°; 2-dr., 
$215*; club coupe, $210. 

MERCURY—’56 Montclair 4-dr., 
(ps), $1,530°. '55 Custom 4-dr., 
"54 Monterey Hardtop, $910*; 4-dr., 
(ps). "53 Montclair Hardtop, $485°. 


NASH—'55 Statesman Hardtap, $550. ‘54 


$1,585* 
$1,055. 
$845° 


Ambassador 2-dr.. $780°. ‘53 2-dr., 
$330°, "52 2-dr., $245°. 

| OLDSMOBILE— 56 (88) Super Holiday. 
$1,840° (ps), $1,760° (ps). ‘55 (98) 
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Holiday, $1,610* (ps). °54 (88) Holiday, 
$1,190* (ps). "53 (88) 4-dr., $690*, $535*. 
’51 (98) 4-dr., $375*; (88) Super 4-dr., 
$255°*. 

PLYMOUTH—’ 57 Savoy (6) 4-dr., $1,570*. 
‘56 Plaza (6) club sedan, $920*. ’55 sta- 


tion wagon, $680. ‘54 Belvedere 4-dr., 
$645*; Savoy 4-dr., $345. 53 4-dr., $400. 
PONTIAC—’57 Chieftain Hardtop, $2,295* 
(ps). °56 Custom Catalina, $1,275* (ps). 
‘54 Custom Catalina, $835*. °53 Chief- 
tain 4-dr., $495*, $425*, $315. 
STUDEBAKER—’55 Commander (8) 4-dr., 
$795*. °54 Commander 4-dr., $545*. °53 
Champion 2-dr., $240*. 
MISCELLANEOUS—’55 Ford 1-ton truck, 


$785. 
* * * 


— Auctions in Brief — 
DANVILLE, VA. 
Danville Auto Auction, Sale every Wed- 
nesday (Oct. 9). A very geod sale despite 
the baseball game. Managed to get a few 


cars sold between innings. Sold 143 cars 
out of 184 consignments. 


* = * 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc. Sale 

every Thursday (Oct. 10). Consignment 


good, clean cars brought premium prices. 
Sold 82 percent. 
* * * 


BEL AIR, MD. 

Manheim and Bel Air Auto Auction. 
Sale every Thursday and Friday (Oct. 10 
and 11). The new car dealers are clearing 
their decks for the new models. The smart 
used car buyers are picking out the bar- 
gains. The market is lower as may be ex- 
pected at this time of the year. After new 
models are introduced, we expect prices to 


| be stabilized again. 








ALL TOP-QUALITY... 
ALL from ONE source 











You get uniform high quality—and save time—when you 
standardize on Wagner Lockheed. 


There's a reputable supplier near you—wherever you are— 
prepared to furnish Wagner Lockheed Brake Parts and 
Fluid for every hydraulic brake system—and brake lining 
for every car, bus, truck or trailer. 


WAGNER LOCKHEED BRAKE FLUID is compounded of 
finest ingredients—chemically balanced to function effi- 
ciently under all driving conditions. It surpasses S.A.E. 
specifications. Just two types answer every service need. 


WAGNER LOCKHEED REPLACEMENT BRAKE PARTS 
are manufactured by the same machinery—to the same 
specifications—as Wagner parts used for original equipment. 
Cover every make and model of vehicle including hard-to- 


A57-128 


Leockmecd 


the Leot known nate in brake service 








find numbers not easily obtainable elsewhere. Parts are 
available individually or in factory-sealed kits. 


WAGNER LOCKHEED BRAKE LINING assures more miles 


of quick, safe, smooth stops... 


fewer brake adjustments... 


less drum wear. Uniform in density, composition, and fric- 
tional quality. Available in sets, blocks, rolls, slabs, cut 


segments and on shoes. 


WAGNER EXCHANGE BRAKE SHOE SETS have lining 
“bonded-on” or “riveted-on” according to highest factory 
standards. Sets are available for all popular passenger cars 
and some light trucks with both standard and over-size 


lining thicknesses. 


USE COUPON to get FREE copy of valuable BRAKE 


SERVICE MANUAL HU-411. 


(Branches in 


Name 
Firm 

Addres 
City and State. 


Pleose send vs Bulletin HU-41! on Hydrovik Broke Servicing. 
We understend that there is no chorge or obligotion. 
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LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...CoMaX BRAKE LINING...NoRol...AIR HORNS 
AIR BRAKES...TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 
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! Wainer Electric Corporation | 


6393 PLYMOUTH AVE., ST. st. Lours 14, MO 
principal cities 


in Comarial 


U.S. and in 








1958 Competition 
n for Ford, 


GM Scholarships 


DETROIT.—Competition is open 
for 1958 scholarships to be granted 
by Ford Motor Co. and General 
Motors Corp. 

The Ford competition is open to 
children of employes, adopted or 
stepchildren and children of de- 
ceased and retired employes, said 
William C, Pine, Ford Fund schol- 
arship director. 

Applicants must be in the upper 
third of their class, Pine said. The 
required scholastic aptitude test 
will be given in major cities on 
Jan. 11, 1958. 

Winners will be selected in the 
spring by the fund scholarship 
board, comprised of the presidents 
of nine universities. 

Male and female seniors who are 
U. 8. citizens are eligible to com- 
pete for more than 400 GM four- 
year scholarships. 

Three-hundred scholarships are 
awarded by 178 public and private 
colleges. More than 100 are awarded 
through competitive exams, 

Awards under both plans range 
from $200 to $2,000, depending on 
the student’s needs. 

The Ford scholarship pays all 
tuition and fess and 80 percent of 
normal living costs, to a maximum 
of $750 a year, for students living 
away from home. For students 
living at home the Fund pays up 
to $300 for living costs. 





The following tmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty. They do not include 
“emergency freight’ charges, U. S. trans- 


ASTON-MARTIN—DB24 Mark III cpe., 

$6,950 

AUSTIN—A-35 deluxe 2-dr. sed., $1,545; 
A-55 deluxe 4-dr. sed., $2,116. (Heater 
standard.) 


AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195, (Heater standard on deluxe.) 


— Series S— Standard Steel 
Saloon, $12,200; conv., $20,383. Continen- 
tal—4-dr. sed. (Mulliner), $20,035. (Series 
& chassis, $9,160.) 


BMW Isetta 300—$1,048. (Heater stand- 
ard.) 

peneen ey 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr, de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 


ard on Panhard; power brakes, power 
steering and eluteh standard on 
Ds-19.) 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. 
$1,598; 2-dr. sed., $1,298; sunroof 
$1,360. 1100 Series—4-dr. sed., 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster ‘hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 

FORD (England)—Angliia Series—Anglia 


2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr, stat. wag., $1,629; Squire 


sed., 
conv., 
$1,655; 4- 


2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed.. $2,193; conv., $2,552: 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr, stat. wag. (Minx), $2,299. 


JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion)’ 3.4 Liter sed., $4,460 (overdrive), 
$4,560 ‘automatic transmission). XK-150 
cpe., $4,475; conv., $4,595. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-8 conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SL roadster, 






Port-of-Entry Prices 
On Imported Cars 































Rootes Air Lift— 


John Panks, managing director of 
Rootes Motors in North America, shakes 
hands with John Lowden, Rootes account 
executive at Erwin Wasey, Ruthravff & 
Ryan, Inc., as Lowden prepares to leave 
for London. Robert Wimbush, second from 
left, head of Rootes Overseas Delivery 
Plan, accompanied Lowden and nearly 
100 Hillman dealers on the ‘Rootes Air- 
lift to Britain” to attend the introduction 
of the 1958 ‘Jubilee’ Hillman and to 
take part in activities heralding the start 
of Hillman's second half-century of 
building automobiles. Waiting at far right 
to say his farewell is C. R. Melton, Rootes 
East Coast sales director. 








$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 


METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 


MG—MGA roadster (disk wheels), $2,- 
376; roadster (wire wheels), $2,459; cpe. 
(disk wheels), $2,670; cpe. (wire wheels), 
$2,759. Magnette — 4-dr. sed., $2,650 
(Heater standard on Magnette.) 


MORRIS—4-dr. sed., $1,735; 4-dr. deluxe 
sed., $1,800; 2-dr. sed., $1,648; 2-dr. de- 
luxe sed., $1,704; Tourer sed., $1,629; 
Tourer deluxe sed., $1,688; stat. wag., $1,- 
854; deluxe stat.’ wag., $1,909. (Heater 
standard on deluxe models.) 


RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 


ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS ROYCE—Sliiver Cloud—Standard 
Steel Saloon, $12,500; conv., $20,657. Sil- 
ver Wraith—Touring limousine (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480; Sil- 
ver Wraith chassis, $9,976.) 


ee sed., $1,895. (Heater stand- 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 


TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 


TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 


VAUXHALL — Victor — 2-dr. sed., $1, 
957.50. (Heater standard.) 


VOLKSWAGEN — 2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 


VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. ) 


$2,499. 








1958 MODELS 

EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr, hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801, Station Wagons 
—Roundup—?2-dr. "2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


RAMBLER—Deluxe Six—4-dr. sed., $2,- 
047. Super Six—4-dr. sed., $2,212; 4-dr. 
hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-dr. 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr, 2-seat stat. wag., 
$2,636. Custom—4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


1957 MODELS 


BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat, wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 


706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. ter 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 


$3,944.33; conv., $4,066.33. Roadmaster 
““75"’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. ¢ w standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
**75."" Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’' Power 
brakes standard on Roadmaster ‘‘75."’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 iHydra- 

4 a power steering, power brakes stand- 
ard. 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32 
4-dr. hardtop, $2,270.32; 2-dr. hardtop. 
$2,204.32; 2-seat ‘stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32, Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., 


4-dr. 
$2,299.32; 


966. 





stat. 


$5,359. 
ard on Saratoga and New Yorker. 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. 
(Turbo-Drive, 
brakes standard.) 
DeSOTO — Firesweep 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr, hard- 
hardtop, $3,084.75; 
conv., ., $3,-| 936.55; 
486. 75; 4-dr, hardtop, $3,670.75; 2-dr. ‘hard- 
$3,890.25; 4-dr, 2-seat 
3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
(Torque Flite 
Power 


stat. 


2-dr. 
sed., 
hardtop, 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal 
sed., $2,881; 
hardtop, $2,920; conv., 
Wagons—2-dr. 
2-seat Sierra, 
$3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., | 


4-dr. 
Sierra, 
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hardtop, $2,364.32; 
$2,511.32; 
stat, wag., $2,580.32; 2-dr, 2-seat Nomad 
Corvette—Hardtop 
cpe, or conv. (V-8 only), $3,465.32, 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 


wag., 


top, $3,141.75; 


conv., 
$2,757.32. 


conv., $4,638; 4-dr, 2-seat stat. 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
(TorqueFlite, power steering stand- 
Torque- 


2-dr. 


— 4-dr. 


2-dr. 
4-dr, 


hardtop, 


power steering, power 


$3,361. 25. Firefiite—4- dr, 


top, $3, 613.75; conv., 
wag., 


$3,996.75; 
standard on Fireflite and Adventurer. 
brakes standard on Adventurer.) 
DODGE—Coronet 6—4-dr. 
$2,370.25. Coronet V-8—4-dr. 
sed., 


sed., 
$2,558.50; 


$3,981.75; 


conv., 


2-dr. 
$2,665; 


4-dr. 


2-seat 


$1,878.64. Custom 300 


2-dr. 





LINCOLN. 


4-dr. 


156.56; 


sed., $2,281.40; 4-dr. 
403.76; 2-dr, hardtop, $2,339.12; conv., 
505.32; retractable hardtop cpe. 
$2,942.05. Station Wagons 

Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 


268.50; conv., 
sed., $5,742.50; 4-dr., 
Limousine prices not available. ( 
power steering, power brakes standard.) 


-ar, sed., $4,794; 4- 
dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4 sed., $5,293.50; 4-dr. hard- 
2-dr. hardtop, $5,148.50; 
(Turbo-drive, power steering, 


$5,293.50; 
conv., $5,381. 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 


2-dr. 


sed., 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., 

hardtop, $5,406; 2-dr. hardtop, 
$5,597.50. LeBaron—4 


-dr. 


4-dr. 
$4,272.25. 


2-dr. 


$2,478; 
hardtop, 


hardtop, $2,991; 
$3,146. Station 
Suburban, 

$2,946; 4-dr 


— 4-dr. sed., 

$2,105.28 Faitriane— 
4-dr. sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
hardtop, $2,- 


— 2-dr, 


hardtop, 
2-seat 


wag., $4,- 


sed., $2,- 


sed., $2,451; 
$2,580; 
V-8—4-dr. 


2-dr. 


$2,861; 
3-seat 


models. 


$2,- 


$2,- 
(V-8 only), 
2-seat 


sedan, $5,406; 
$5,- 


hardtop, $5,742.50. 
ue Flite, 






644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, i 80; conv., 

$3,004.80. Monteclair—4-dr. $3,187. 80: 

4-dr, hardtop, $3,316.80; 2-dr. > knee. $3 « 
235.80; conv., $3,429.80. Turnpike Cruiser — 
4-dr, hardtop, $3,848.80; 2-dr, hardtop, : « 
757.80; Pace Car conv., $4,102.80. Station 


* $3.5 Wagons — Commuter — 2-dr. 2-seat, $2,- 
ae Se, sod, $3,718, 4 ‘ar, bard. 902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
top, $3,832; 2-dr, hardtop, $3,754. New| Seat $3,069.80. Voyager — 2-dr. 2-seat, 
Yorker—-4-dr. sed., $4,172.50; 4-dr, hard- | $3,402.80; 4-dr. 3-seat $3,569.80. Colony 
top, $4,258.50; 2-dr. hardtop, $4,201.50;| Park — 4-dr. 3-seat, $3,676.80. (Merc- 


O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser. ) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
“| top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr, sed., $2,968.47; 4-dr, hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. waz., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr, 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr, sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
| 527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat, wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 


STUDEBAKER—Scotsman 6—4-dr. sed., 


Squire, $2,683.64. — hardtop | $1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
epe. (V-8 only), $3,408.12. | stat. wag., $1,995. 6@—4-dr, cus- 
| tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 


170.79; 2-dr, custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,123.09. Commander V-8— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President V-8 
—4-dr. sed. $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
oo 2-seat Provincial V-8, $2560.72; 
-dr, 


Hawk V-8 2-dr. hardtop, $3,181. 82. (Over- 
drive standard on Golden Hawk. Heater 
standard on Scotsman.) 








New Commercial Car Registrations, 
10 States for September, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk r 
sentatives in state capitals. 
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"The information contained in this report has been «compiled from official state documents. 




















District of Columbia ‘S7 | 100 15} «0 28 it! 3 i 2 5 204 
56) 45 | 7| % 17 2i| 1| 1| 3 2 6) 137 

Idaho ‘57 | 16 4; 155) 36) 93 1 3). 0 6) ss 
56) | 175 49 142 55 74 5 19) 4 41) 7| ‘57 

illinois 57) | 3) 27) 150} 943) 161) 470) 36 7 Ti a an ie 
56 | 885 % 150} 849) 240] 459 12) 3| 24| __—52/ 28 | 23| 275! 

Nebraska "57 | 268] 5 37| 260) 55| 185) 12 3 5 19 6| 862 

56) 79] 9] ste] ae] 145 | : eae 71 11 om 9 63 

Nevada ‘S7| | 55 | | 17| 50! is 7! 6 | 4 4, 
56| 77\ 16 64) 59 a 1| | . 3) 254 

New Hampshire ‘57 | 51) 1; 13) 7i 17 i ; a 202 
56) 1| 59| 8| ul 4 7 a| jl 3 g 254 

North Carolina 57] [toa a 53|.2i0 168) 0 is a 16) 2180 
56 765 3 693; «18! 155) 69! s| H 25) 6| 2014 

North Dakota ‘s7 | (2 2 188) 31 135) | 4) — 3) i; 516 
oie 56) | 143 25} 110} 3943} st 7| | " 2| 453 
Virginia ‘S7 | 5051 2) 89) 460) a 147) ie 3 i] 15) 32) 29| ‘1375 
56) | 450} 2 87} 369) 83 180} 25 10| 27\ 51 8} 1293 

| Wyoming "57 | 128) 1 13; ‘116 | 76| | | 1| 35 2; 416 
"56 124| 16) 118) 45 66) 3 5| 7 2B | _412 

Ten States Reported ‘57 | | 3413] 37| 474, —«2819| ~—S—82|—«3N2|——=«*N 4 10 69/201, ~*«157| «9403 
To date for ptember "56 1} 2902) 40 465| = 2621! 803) 1265 1B} 16 86 121) 258) 73 8776 
Year "57, 463| 204367, 2369, 32816| 186412| 43362) 64545, 9159 1553, 4900) 9163) 14440| 12816) 588385 ‘ 
To Date ‘56| 664) 208348] 2802 40169 185358] 58394| 75527! 9090) 2042 pied 10731| 14658| —_7595| 622018 





Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
Co. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.''—R. 


L. Polk 


New Passenger Car Registrations, 3 States for September, 1957-1956 
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North Caroling 9 73 3 v 100; 143 3) 109 1410| 2450 @| | 
56 58 i 7 17 93} ‘122 i 93 = 1001} 2164 2 
yoming 57 15 3 i ae is 20 74 
56 14 3 4| 4 25 i i % Bl tt 133 | | Fi 
3 States for a 105 25 i 147 4 @3i\ Tie7) 2013 wy va 2 52 
September 80 17 12 is] 8 753| 1381} 2580 2 59 
Year 61234 3058 a 80397| 74564| 23746 Tiel raat 431506| 787749|1027918| 102 
To date ‘Ss “9988! 37 | =i 18656] 81924 ra776| 68 72\71| 155653) 347268 pease lg tel | | 1180 
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te always had a soft spot in my 
heart for the old roads — the 
farm-to-market, farm-to-school- 
house roads in our 3,000 organized 
counties. And with everyone talk- 
ing about the big, fine eight- 
cylinder torsion-bar Federal high- 
way system, I keep remembering 
there are more miles of old roads 
than there will be of new ones. 

Remembering, too, that the 
41,000 miles of new interconnect- 
ing concrete streams of trade will 
put more traffic on the old roads 
than they ever carried before — 
and. more people and business in 
the counties. Old roads will need 
more than maintaining — they'll 
need upgrading. 

Business springing up beside new 
transportation, and more homes, in- 
terest all of us. Yet, I think there’s 
another reason that warms me as 
I think about old roads rejuvenated 
by the new ones—not abandoned. 

When my daughter Janie was a 
college freshman in Tucson, she 
challenged me with a remark: 
“You know, I bet I could sell a lot 
of Jordan cars out here in the 
open spaces.” 

So I challenged her right back. 
I sent her, with no warning, three 
new Jordans. I didn’t tell her about 
demurrage because I wanted her 
to learn about it. I didn’t even tell 
her how to go to the bank to get 
the money it takes to sell any- 
thing. 


With Quick Devices 

ANIE was still a youngster—in 

my book, if not in hers—but 
I'd watched her take care of her- 
self and I knew she could drive 
better than most men, knowing 
exactly what was going on under 
the hood. I'd seen her handle a car 
in flash floods and soft sand with 
quick devices that I didn’t know. 

I knew she knew cars. And I 
knew she’d kinda like having her 
old man tell her to put up or 
shut up about selling cars, where 
we didn’t then have a dealer. 

By George, she sold two of them 
the first day they arrived. Then 
Janie learned about demurrage. 
That third car didn’t go the same 
day, and Janie couldn’t get it off 
the train without paying for the 
delay. Instead of wiring me, or 
writing a sight draft on the guy 
who had dumped those cars on her, 
she bearded a banker and got the 
money. 

“The reason it took me a couple 
of days to sell that third car,” she 
told me later, back in Cleveland, 
“was that it had a silly blue and 
orange color that I didn’t like—and 
I couldn’t get much enthusiasm 
into my sales talk.” 

That was a long time ago—in the 
country of the old roads I’ve been 
talking about. I'd driven over a lot 
of them. They take you to interest- 
ing and profitable places. But fre- 
quently, then, you had to jockey 


DeVilbiss Moves 
Tol ntegrate Sales 


TOLEDO.—A week-long confer- 
ence designed to complete the in- 
tegration of the sales and engineer- 
ing staffs of DeVilbiss Co. and its 
newly acquired subsidiary, New- 
comb-Detroit Co., was held under 
the direction of H. M. Kidd, sales 
vice-president. 


Approximately 60 sales and en- 
gineering officials of the two com- 
Panies, including representatives 

m Aerograph Co., Ltd., London, 
and DeVilbiss (Canada), Ltd., also 
DeVilbiss subsidiaries, and from 
Matrix S. A. the newly purchased 
Manufacturing and distribution 
Company in Sao Paulo, Brazil, at- 
tended. 

The heads of DeVilbiss’ eight 
National sales divisions and their 
— sales engineers were also on 





behind the steering wheel to get 
there. 
> * + 


Gleam in Both Eyes 


WHEN I started writing automo- oa 


bile advertising for Thomas B. 
Jeffery, he told me something 
about enthusiasm that I never for- 
got: 

“When you write advertising, 
or set out to sell face to face, find 
someone who will talk to you 
about the commodity with a 
gleam in both eyes, who will 
pound the desk in his belief that 
this is the finest thing of its 
kind in the world, and better 
than that has been said 
about it so far. It may not be 
the president of the company or 
the general manager or the sales 
manager. It may be a man on the 
assembly line or the secretary of 
one of the top executives. Just 
get infected with the enthusiasm 
and get to believe it yourself.” 

Well, I’m enthusiastic about what 
the new roads will load onto the 
old roads—and the improvement in 
maintenance and roadside new 
business that will come to thous- 
ands of counties. Old roads will 
have to work harder than ever be- 








Buick Fleet for Quantas— 


First of a fleet of five Buick Century Rivieras is delivered to Quantas Airways for 
use as courtesy cars at San Francisco. Capt. Alec Barlow, right, Quantas division 
manager, receives the keys of the new car from Danny Danford, fleet sales manager, 


Remensperger Bros. (Buick), San Francisco. 


Looking on, from left, are Boyd Madison, 


Quantas district sales manager, and Robert H. Remensperger. 


fore—and they deserve new shoes 
and the best food, because they'll 
not only carry a load, but they'll 
bring in the most beautiful curved 
figure in the world—the dollar sign. 

Fewer than a third of our coun- 
ties are organized to face this road 
challenge efficiently, according to 
Howard county engineer 


of the Automotive Safety Founda- 
tion. 
+ t s 

Public Dividend 
‘THE dividend the public will de- 

rive from the new highway 
program in nationwide transporta- 
tion,” Bussard said, “can be ma- 
terially reduced if the counties fail 


to face squarely their part of the 
total program.” 

The Garden State Parkway, 
164 miles long, goes through 10 
of New Jdersey’s 21 counties. 
Though it’s been in full operation 
only 30 months, it has tied 
Northern and Southern New der- 
sey together, has made it pos- 
sible to save 40 percent of motor- 
ists’ fuel costs in covering those 
counties—and the assessed valua- 
tion in the 10 counties increased 
more than $160 million in 1954- 
55. 


P. S. Well, that’s the way it goes, 
isn’t it—in this building of better 
cars, roads, and mouse traps. And 
in selling the world on beating a 
path to our door. Takes know-how 
and teamwork. But it takes that 
added umph that Tom Jeffery 
started me out with — and that 
Janie had because she loved cars 
and had a youthful gleam she’s 
never lost. You learn to watch com- 
petitors — without seeming to — in 
love, building, or selling. 

But as a chap named Aristotle 
I learned about in college put it: 
If you lose faith in mankind—or 
the gleam of adventure and EN- 
THUSIASM—-you’re up a dead-end, 
muddy road with both axles busted. 














Stock ‘em... display ‘em ... make better 


than normal profits 
with 


ALEMITE’S 
3-CAN, 3-WAY 


FALL TUNE-UP! 


Money-back 
guarantee on 
all three! 


And that isn’t all! Look at the ' 
Extra Sales Mielp you get with every case you buy! “\” 


et 


= 


| * 


© Compact “Sampler” carton display 
to “tell and sell” on sight! 


© 3-in-] container display shows all 
three Alemite chemicals together — out 
front where customers can see them! 


© Consistent, hard-hitting national ad- 
vertising—plus coordinated promotions 
in your market —via newspapers, radio 
and television! 


© Traffic-stopping stand-up sign to 
create more fall tune-up sales! 


© Copies of Alemite’s “3-in-1” sales 
story to help you sell all three at extra 
profits! 





1 Engine-protecting ALEMITE CD-2 
2 Corburetor-cleaning ALEMITE KLEEN TREET 


3 Radiator-cleaning ALEMITE COOLING 
SYSTEM CONDITIONER 


NOW... Just Ohe Case of Alemite Auto Aide.. 


ina 


‘=1iCe 
~ PROFIT 
WAY ! 


886. U. SPAT OFF 
Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Illinois 
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in today’s 


high-powered engines! 


. . . More important because those big, brawny engines are extra- 
heavy and extra-sensitive. Motor mounts must hold high-powered 
engines in position to resist today's torque reaction — they must pre- 
vent road shock to finely-tuned motors. In short, they must do a bigger 
job than ever before. That's why up-to-date service shops always 
check motor mounts on major repair jobs. They know motor mounts are 
more important than ever. And they know it's more important than ever 
to prevent customer comebacks. 
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Dyin MANUFACTURING CORP. 


100% EFFECTIVE — Keeps 


Camor Fhe 


er 





ROAD «+ CLEVELAND 12, OHIO 


ELIMINATE NOXIOUS FUMES and SAVE 


with Approved, Guaranteed 


Engwald 
EXHAUST SYSTEMS 


@ Now is the best time to install 
your exhaust system—before you 
have to close your garage doors 
against inclement weather. 


Engwald overhead or underfloor 
systems install easily in present 
or new buildings. 


Each Engwold system is complete 
with blower unit, mounting brack- 
ets, exhaust stack, all hardware 
—nothing else to buy. 

Systems have been approved for 
Government Health Depts through- 
out U.S. & Canada. 

Guoranteed for highest efficiency 
under the most rigorous tests. 
Save—and be safe—with Engwald. 


For complete price list and literature, 
write for free bulletin AN-10. 


Engwald Corp. 


125 Sheridan Bivd., Inwood, L. |., N. Y. 
FRanklin 1-2222 





Fast-Selling Safety “‘Extra’’... 


SAFETY DOOR LOCK 





Retail at 


children safe while riding 
in rear seat! $557 
per pair 
Only 2 Styles 
og RA a Cash in on growing demand for safety! Fit all Popular 
4-Door Cars 
DISPLAY Clever HOUSER Safety Door Locks re- 
CARD place rear door handles, prevent open- Rib etie 
ing from inside. Just SNAP them on in bites an 
minutes. MONEY-BACK GUARANTEE! Order Direct: 


sheok Raa CatTa 


ENGINEERING & MFG... INC Indiana 






AUTOMOTIVE NEWS, OCTOBER 21, 1957 


Auto Personnel 





R. L. Raycroft has been appointed 
sales vice-president, and D. R. 
Caskie, treasurer, of Firestone Tire 
& Rubber Co. of Canada, Ltd. Ray- 
croft started with the company 34 
years ago and has been general 
sales manager 12 years. Caskie has 
been with the firm 29 years, most 
recently as assistant treasurer. 

+ od * 


DuPont Boosts Giauque 


C. R. Giauque has been named 
Kansas City district field man- 
ager for the specialties sales 
section of E. IL. du Pont de 
Nemours & Co., replacing P. A. 
Brice who has been transferred 
to Detroit. Giauque has been with 
du Pont 11 years in Pittsburgh, 
Toledo and Detroit. 


Kirkpatrick Is Appointed 


Manager of American Mfg. 
Henry O. Kirkpatrick has been 
named general manager of Ameri- 
can Mfg. Co., maker of refrigera- 
tion and air-conditioning equipment 
for the transport industry. 
Kirkpatrick formerly was refrig- 
eration vice-president of Hunter 
Mfg. Co., Solon, O. He founded 
Coldmobile Co., Detroit, in 1948 
and remained as division manager 
when the company became part of 
Union Asbestos & Rubber Co., 
Chicago, in 1951. 
* 


Christie to Direct Sales 


Of Eaton’s Axle Division 


Chester D. Christie, assistant 
chief engineer of the axle division 
of Eaton Mfg. Co., has been pro- 
moted to division 
sales manager. 
He succeeds the 
late Hugh D. 
Mixer. 
| Robert K. Nel- 
/son, sales repre- 
| sentative in the 
Detroit office, was 
appointed assist- 
ant chief engineer 
in Cleveland to 
succeed Christie. 
William M. Kelly, Cc. D. Christie 
also sales representative in Detroit, 
was named district sales manager 
in Cleveland. Cornell Mann was 
transferred from the Cleveland en- 
| gineering department as sales rep- 
| resentative. 


Bm, % 








Taylor Elects Hydeman 

Richard R. Hydeman has been 
elected manufacturing vice-presi- 
dent by Taylor Fibre Co., Norris- 
|town, Pa. He succeeds Harold C. 
| Steadman, who has resigned. Hyde- 


|man has been treasurer of the| 


> > > 
Wolf Appointed by Ford 
John H. Wolf has been appointed 
industrial relations manager of the 
| Ford Motor Co.’s San Jose (Calif.) 
| assembly plant. He joined the Ford 
| division in 1954. 
> > > 


Cagney Joins Du Mont 


As Sales Chief in East 


William M. Cagney has been 
appointed eastern regional sales 
manager of two-way radio com- 
munications systems for Allen B. 
Du Mont Laboratories, Inc. Cagney 
resigned as manager of Pye Corp. 
of America to take the new post. 

> * = 
Fruehauf Appoints 2 

Fruehauf Trailer Co. of Canada, 
Ltd., has appointed W. G, Richard- 
son sales engineer on special prod- 
ducts and Howard Dewsbury sales 
manager of special] parts products. 


3 Direct-Mail Executives 
Reassigned by R. L. Polk 


Several executive reassignments 
in the direct mail division have 


company since last January. 


been announced by R. L. Polk &|@ 


Co., Detroit. 

C. Norman Fry has been ap- 
pointed vice-president and will be- 
come sales manager of Detroit and 
New York operations and sales 
manager for all national accounts. 
Chester R. Maxey, vice-president, 
becomes manager of branch sales 
offices and production plants in 


St. Louis and Trenton, N. J. 
Michael K. Buda has been named 
manager of Detroit direct-mail pro- 
duction. 

* * * 


Seiberling Names Fulmer 


Ward G. Fulmer has been named 
sales representative of Seiberling 
Rubber Export Co. a division of 
Seiberling Rubber . He replaces 
Colin Ford, who resigned. 


* * > 


Edsel Picks Dobbins 


Richard S. Dobbins has been| @ 
named assistant sales manager for | ; 


the Seattle district of Edsel. The 
district includes Oregon and Wash- 
ington, 

+ > + 


6 Sales Executives Shifted 


To New Goodyear Posts 
Six members of Goodyear Tire & 
Rubber Co.’s field sales organiza- 
tion have been shifted to new posts. 
L. J. Beckman has been named 
district manager at Minneapolis, 





Communities Get 
Advice on How 


To Lure Plants 


PROVIDENCE, R. I1.—Communi- 
ties interested in attracting new 
industry were advised by a Ford 
Motor Co. executive to “stand back 
and take inventory” in order to see 
their city or town as a potential 
newcomer would see it. 

R. H. Sullivan, Ford group vice- 
president, envisioned an unprece- 
dented industria] expansion with 





opportunities for many communi-| 


ties to gain new business and 
manufacturing facilities. He spoke 
on “How Industry Looks at a New 
Plant Location” at the annual din- 
ner of the Greater Providence 
Chamber of Commerce. 

The majority of products which 
consumers will be using in 20 years 
will be products that do not exist 
today, Sullivan predicted. These 
new developments coupled with 
further strides in recently explored 
fields—electronics, synthetic chemi- 
cals, plastics and others—and an 
ever-growing population wil] spark 
new industrial growth, he said. 

“A forward-thinking community 
need not fear that it will be left 
behind in the years to come,” 
Sullivan commented. 

“If a city or town is interested 
in attracting industry to its loca- 
tion, it must catalog its good and 
bad points,” he advised. “In this 
way, you will be able to see what 
types of industry are most favor- 
|ably suited for a particular loca- 


| tion. 


“A community must know what 
it wants and then get out and beat 
the bushes, if necessary, to get the 
job done,” he said. 







succeeding F. C. Cooper, who has 
been appointed Beckman’s assist. 
ant. R. L. Grim replaces Beckman 
as Omaha district manager. O. §, 
Whitaker becomes St. Louis dig. 
trict manager, succeeding G. W, 
Dempsey, who will be Whitaker's 
assistant. J. A, Brothers replaces 
Whitaker as New Orleans district 


manager. 
* * © 


Bernsen Named Sales Chief 


Of Engine Life Products 


William V. Bernsen has assumed 
new duties as sales manager for 
Engine Life Products Corp. Enzine 
Life, with factory 
and main offices 
at El Monte, 
Calif., is a manu- 
facturer and de- 
veloper of lubri- 
cation and fuel- 
oil filtration. 

Bernsen, who 
comes to the com- 
pany with many 
years of experi- 
‘ ence in the lubri- 

W. V. Bernsen cation field, stud- 
ied business administration at 
Northwestern University in Chi- 
cago and engineering at the Uni- 
versity of California at Los Angeles, 

* 


* * 


Ford’s Cleveland Office 


Lists 4 New Appointments 


Four new appointments have 
been announced in the Cleveland 
district sales office of Ford divi- 
sion. 

George W. May has been named 
car merchandising manager; Ed- 
ward A. Knoll, business manage- 
ment manager; Frederick Roller, 
distribution manager, and George 
E. Payne, sales planning and 
analysis manager. 

+. = 


Rheem Appoints Carrico 


'To Head Automotive Unit 


O. W. Carrico, Whittier, Calif, 
|has been appointed general manager 
of the automotive division of 

Rheem Mfg. Co., Fullerton, Calif, 
Carrico succeeds F. G. Fisher, 
who has resigned. 
= + * 


| Courtney Promoted 


William B. Courtney, export rep- 

resentative for Champion Spark 
Plug Co. in Austria, Germany and 
| Yugoslavia, has been appointed as- 
|sistant export manager. His new 
|appointment will bring him to the 
|} company’s main offices in Toledo. 
* . > 


Flick-Reedy Names Down 


Arthur S. Down has been named 
Eastern division sales manager for 
| Flick-Reedy Corp., Melrose Park, 
Til. 





Three Shell Executives 


Shifted to New Positions 


| Shell Oil Co. has anounced three 
| staff changes in its transportation 
|and supplies organization. 

| W. F. Schoenthaler, distribution 
| manager for Shell Chemical Corp., 
| has been named transportation 
' (Continued on Page 63, Col, 1) 








The new Workmaster V-8 engine gives 


power, The new engine is standard in the 90 and 100 series. The Spartan has GVW 


Chevrolet Spartan Has Added Power— 





Chevrolet's 1958 Spartan heavy-duty more 


Philadelphia, Cleveland, Chicago,! ratings up to 25,000 pounds and is offered on nine wheelbases. 
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manager, replacing K. W. Martin, 
transferred to the New Orleans ex- 
ploration and production area. M. 
H. W. Dent, products manager in 
the transportation and supplies de- 
partment, succeeds Schoenthaler. 
R, H. Tubman, assistant manager 
of manufacturing - operations, suc- 
ceeds Dent. 
* + 

Goodrich Names Harper 
To Head Employe Relations 

Frank E. Harper, manager of 
manufacturing at B. F. Goodrich 
Tire Co.’s Los Angeles plant, has 
been appointed director of employe 
relations for the company. Harper 
will have headquarters in Akron. 

Harper joined B. F. Goodrich in 
1946 and was named general fore- 
man in tire building in 1948. In 
1950 he moved to the West Coast 
as production superintendent of the 
Los Angeles plant. He was named 
plant manager in 1956 


Hoke, Oakley Are Assigned 
To New Posts by White 





E. S. Hoke 


R. G. Oakley 

Edward S. Hoke has been pro- 
moted to assistant regional man- 
ager of White Motor Co’s central 
region with headquarters in Cal-| 
cago. 

Robert G. Oakley, assistant to 
the vice-president of Autocar di- 
vision in Exton, Pa., has been 
named manager of the eel 


branch to succeed Hoke. 
= * 








Dewey & Almy Names Means 


To New Sales Managership 

Robert L. Means has been named 
to the new post of product sales 
manager for compound - applying 
machinery by Dewey & Almy 
Chemical Co., a division of W. R. 
Grace & Co. 

Means formerly was assistant to 
D. L. Shanklin, vice-president in 
charge of the Container and Chem- 
ical Specialities division. He has 
been with Dewey & Almy since, 
1956. 


* * > 
Bowers Battery Names 


Blankenbiller Sales Chief 
Karl J. Blankenbiller, with 
Bowers Battery & Spark Plug Co. 
since 1938, has been appointed 
manager of sales operations in 
Reading, Pa. | 
Appointment of Francis E,. Lytle 
as sales representative in the 
Johnstown - Altoona (Pa.) territory 


also was announced. 
* * - 


Lempco Appoints Gaskill 
Chief Field Engineer 

Charles Gaskill has been pro- 
moted to chief field engineer for 
Lempco Products, Inc., Bedford, O. 
He joined Lempco in 1948. 

Gaskill will coordinate Lempco’s 
sales, engineering and product de- 
velopment work throughout the 
U. S. and Canada. 

ok + 





* 


ALF Body Names Esher, 


Irish, Busse to High Posts 
ALF Body Corp., a subsidiary of 
American LaFrance Corp., Elmira, 
N. Y., which is now operating Her- 
man Body Co., St. 
Louis, announces 
the following ex- 
ecutive appoint- 
ments: J.C. Esher, | 
vice-president and 
general manager; 
W. C. Irish, gen- 
eral sales man- 
ager, and L W. 
Busse, assistant 
4 general sales 
_ =: manager. 
W. ©. Inteh Esher formerly 
Was vice-president of Herman 
Body. Irish formerly directed the 





locomotive sales department of the 
Baldwin -Lima-Hamilton Corp. 
Busse has been in the Herman 
sales organization almost eight 
years. 


a * * 
Mystik Adhesive Names 
Smith General Manager 

Appointment of Robert D. Smith 
as general manager of Mystik Ad- 
hesive Products, Inc., Chicago, has 
been announced by the board of 
directors. 

In 1951 Smith was elected a di- 
rector of Mystik which was then 
being operated as a division of 
Chicago Show Printing Co. In 1953 
he was named vice-president. 

” 


Standard Pressed Steel 
Ups 2 Sales Executives 


pointed manager of Flexloc sales 


controller of the hardware and ac- 


in the locknut department, Frank/| cessories group, he succeeds W. F. 


R. Lindh becomes assistant sales 
manager. 

Kerrigan succeeds John J, Wiest, 
who was named technical director 
of the locknut department. 

* * * 


Wheelabrator Promotes 4 
In Detroit Sales Office 


Four changes in the sales office 
in Detroit have been announced by 
Wheelabrator Corp., Mishawaka, 
Ind. 

Donald W. Miller and Fred H. 
Smith have been named sales en- 
gineers and Wayne W. Clements 
and Andrew Joye have been ap- 
pointed sales and service engineers. 


* + + 
L-M Names Thompson 
R. M. Thompson, former district 
sales manager for Mercury, in Min- 
neapolis, has been named district 
manager for Lincoln-Mercury in 
the Twin Cities. 
* 


* * 


Cook Named to Manage 


William M. Kerrigan, formerly|Ford’s Hardware Division 


of the Aircraft Products division 
at Standard Pressed Steel Co., 
Jenkintown, Pa. has been ap- 





profits. 


The Republic Plan-O-Graph Service provides engi- 
neered inventory control that helps you turn over stocks 
faster, keeps your capital circulating and growing. Be- 
cause factory-trained experts design bins and shelving 


G. Gordon Cook has been named 
general manager of Ford Motor 
Co.’s Hardware division. 


to your specific needs and services. 


Get started today. Call your Republic representative. 


Or, send the coupon below. 


REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 








Mueller. 

Cook has responsibility for plant 
operations at Sandusky, O.; Shef- 
field, Ala., and Monroe, Mich. 

* * + 


Swedish Motor Appoints 


Crossen Sales Manager 

Jack B. Crossen has joined 
Swedish Motor Import, Inc., 1901 
Milam, Houston, 
as vice-president 
and general sales 
manager. Nils 
Sefeldt, president, 
said Crossen will 
supervise sales, 
advertising and 
dealership organ- 
ization for Volvo 
in Alabama, Ar- 
kansas, Kansas, 
Louisiana, Mis- 
Jack B. Crossen souri, Mississippi, 
Oklahoma, Tennessee and Texas. 

Crossen was with Packard and 
Lincoln prior to joining Swedish 
Motor. 


a * * 
Shell Transfers Butcher 
L. L. Butcher will head a new 


Former | regional office opened in Chicago! 


Republic offers every type of shelving 

inventory needs. Adjustable racks for hard-to-store items 
and Flexi-Bilt Parts Bins to eliminate work and worry. Orders 
fiow in, items flow out with minimum capital tied up in inven- 
tory. Investigate today! 
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by Shell Oil Co, Butcher, former 
regional manager of the company’s 
St. Louis railway sales office, has 
been with Shell since 1928. He will 
be assisted by J. C. Kleber and 
Edgar R. Shutz. 


* * * 
Austin, Gough Promoted 


By GM of Canada 


W. E. Austin has been named 
assistant to the president of Gen- 
eral Motors of Canada, Ltd. R. L. 
Gough succeeds him as public rela- 
tions manager. 

Austin will be concerned with ad- 
ministrative policy and planning. 
Gough formerly was editorial 
supervisor of the public relations 
department. 

* * = 


New York Air Brake 


Boosts Root, Hodgson 

The Kalamazoo (Mich.) division 
of New York Air Brake Co. has 
appointed Walter S. Root indus- 
trial sales manager and Robert F. 
Hodgson sales and engineering 
| manager. 
| Root, who joined the company 
|}in 1945, will continue to direct the 





‘Continued on Page 64, Col, 2) 





new way to conserve capital... 


-»eREPUBLIC’S PLAN-O-GRAPH SERVICE 


It takes working capital to get into business, to stay in 
business. And capital invested in surplus inventory can 
restrain your operation. That’s why the Republic Plan- 
O-Graph Service can help you save dollars and increase 
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REPUBLIC STEEL CORPORATION 
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New German Import— 


Newest of the small-car imports is the 
German-bvilt Janus. Using a one cylinder 
two-stroke engine, the car develops 16 
horsepower, attains a top speed of 60 
m.p.h. and covers 55 miles per gallon of 
gasoline. The front seat is conventional, 
the rear, however, faces toward the 
back. The unit features four forward 
speeds and a reverse, hydraulic four- 
wheel brakes, independent four-wheel 
suspension, torsion bors and hydraulic 
shock absorbers. The cor is handled by 
Berliner Automotive Corp., New York. 
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division’s sales promotion and ad- 
vertising. Hodgson formerly was 
engineering manager for the divi- 
sion. He has been with New York 
Air Brake since 1945. 


* * a. 


Schrank Moves Up 


Edwin P. Schrank has been ap- 
pointed manager of production and 
engineering at Seiberling Rubber 
Co., Akron. 


+ * * 


Seiberling Ups McMullen 


A. L. McMullen has been elected 
production vice-president and a di- 
rector of Seiberling Rubber Co. of 
Canada, Ltd. He formerly was in 
charge of production at the parent 
company’s Akron and Carey (O.) 
plants. 


* * * 


Hertz Names Neuls 


Fred C. Neuls has been named a} 


vice-president of Hertz Rent A Car 
System, Joseph J. a execu- 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, u 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 


prompt, dependable service whenever required. 
Representatives instruct your people in the 


proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


how Executone 


Name 





EXECUTONE, INC., 
415 Lexington Ave., 
Without obligation, please send booklet describing 
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t, C-10 
— York 17, N. Y. 


helps turn out more service jo 


tive vice-president announced. 
Neuls formerly was president of 
Abbey Rentals, Inc., former Hertz 
System licensee in New England 
and Florida, acquired by Hertz 
Corp. in April of this year. 

+ ~ 


Higgins and Hopkins 
Promoted by Auto-Lite 


Russell W. Higgins has been 
named sales administration man- 
ager of the replacement sales divi- 
sion of Electric Auto-Lite Co., 
Toledo. 

William A. Hopkins has been ap- 
pointed manager of Auto -Lite’s 
bumper division, Sharonville, O. 


* * * 


Blackhawk Names Kiley 


Distributor Sales Manager 


Wesley J. Kiley has been named 
manager of the distributor sales 
division of Blackhawk Mfg. Co., 
succeeding W. V. Dyke, who is 
entering the trade publication field. | 

Kiley has served the company as | 


| advertising and sales promotion | 


manager and most recently as 
marketing manager. 
> > > 


General Tire Promotes 


Three Sales Executives 


Major management changes in 
two sales divisions have been made 
by General Tire & Rubber Co. 





William F. McNurney has been 
transferred from St. Louis to Bos- 
ton as division manager, replacing 
Jack W. Bogle, promoted to a 
special assignment in the manufac- 
turers sales division. Norman P. 
Stromdahl has been promoted to 
manager of the St. Louis division. 
| 
| 


- * > 


Canadian Car Ups Hart 


L. M. Hart has been appointed 
| general manager of automotive and 


| | aircraft division of Canadian Car 


|Co., Ltd. He will supervise manu- 
facture and merchandising of buses, 
highway trailers and ae 


Gohr Named to Direct Sales 
| Of ‘Airide by Firestone’ 
William D. Gohr has been ap- 
pointed sales manager for air 
springs, according 
to P. P. Crisp, 
president of Fire- 
stone Industrial 
Products Co. 
Gohr will direct 
sales of “Airide 
by Firestone” for 
automotive and 
industrial uses 
and will coordin- 
ate selling efforts 
with the product 
engineering divi- 
sion. He will have headquarters in 
Akron. 


| Thomas Named Sales Chief 


At Cleveland Cap Screw 


Robert E. Thomas has been 
named general sales manager of 
Cleveland Cap Screw Co., a sub- 
sidiary of Standard Pressed Steel 
Co., Jenkintown, Pa. 

A former assistant general sales 
manager at Cleveland Cap, Thomas 
rejoins the company after 2% years 
as Sales manager of Triplex Screw 
Co., also of Cleveland. 


Ferguson Appointed 
Hurd Lock President 

Charlies D. Ferguson has been 
elected president of Hurd Lock & 
Mfg. Co., succeeding the late E, P. 
Hurd. Ferguson continues asa 
director and treasurer. 

Clark W. Sinclair, executive vice- 
president, was named general 
manager and elected to the board, 
and W. E. Carroll, general counsel, 
was named secretary. 

7 * + 


Sessions Heads Marketing 
For Associated Spring Unit 





W. D. Gohr 











poration 25 years, mostly in sales 
positions, For the last two years, 
he has been assistant production 
manager for Wallace Barnes Co. 
division, Bristol, Conn. 


Garrett Named to Board 


Of Teleprompter Corp. 

Paul Garrett, who retired last 
December ag General Motors pub- 
lic relations vice-president, has 
been elected a di- 
rector of Tele- 
prompter Corp., 
New York. 

Garrett now 
heads his own 
public relations 
firm in New 
York, He was 
with GM 25 years 
and was public 
relations vice- 
president for 15. 
He was the first 
person to hold that position with 
GM. 


Bergdahl Appointed 


Herbert O. Bergdahl has been| 


appointed coordinator of sales and 
promotion for Husqvarna Vapen- 
fabrik A. B., Sweden. He will serve 


as personal representative and 
liaison officer for Husqvarna in the 
U. S. Among the company’s prod- 
ucts are rifles and sewing machines, 
motorcycles and motorbikes. 


Whiteker to Trail mobile 


Appointment of E. A. Whitcker 
to the office of sales development 
is announced by Trailmobile, Whit- 
eker, formerly a college public re. 
lations director, primarily wil! be 
involved in preparing sales train- 
ing manuals and sales training aids, 

= > 


B-O-P Names Schaeffer 
Edwin H. Schaeffer “has been 
named production manager of the 
Buick-Oldsmobile-Pontiac assembly 
plant in Atlanta. 
> * * 
Eschenbach Appoétnted 
Charles G. Eschenbach has been 
appointed personnel director of 
Dodge. 


* * * 





|Buick Boosts Schweinfurt, 


|Hense in Manufacturing 
Buick has appointed two men to 
key manufacturing posts. Joseph J. 
| Sehweinfurt was named assistant 
(Continued on Page 65, Col, 1) 
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comptroller. 
* > > 


Allen to Manage Sales 
For McInerney Spring 

G. R. Allen has been named sales 
manager of McInerney Spring & 
Wire Co., succeed- 
ing Roy E. Ring- 
genberg, who has 
retired. 

Allen joined 
McInerney as a 
salesman in 1953, 
specializing in 
automotive inte- 
rior trim and 
convertible tops. 
Prior to that he 
had been associ- 
ated with GMC, 
Ford Motor Co. and John Deere 
Plow Co. 


id resentative for AC Spark Plug’s 
. Milwaukee operations. He formerly 
- was on special assignment to 
8, Au Tt Oo Pp e r S © n n e | AC’s chief engineer of automotive 
products in Flint. 
+ * * 
(Continued from Page 64) 2 Engineers Appointed 
. eral manufacturing manager,; who remains at Phoenix as assist-| 4 Cadillac Tank Plant 
a and Vernon E. Hense moved up to | ant. Wilbur J. Scheutzow and John 
id eral superintendent. uae %e Prior have been named staff engi- 
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e Taylor, now general manufacturing ° eye in Cleveland. 
: manager, and Hense took over Distributor Sales Manager Scheutzow will direct the test 
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Schweinfurt joined Buick in 1923; Pointed manager) will be in charge of the power 
Hense, in 1930. of distributor| train, consisting of engines, trans- 
7 dt as hes a amen es missions and final drives used in 
; e division Of} the tank-t vehicl e 
; GM of Canada Names White Clark Equipment | yient ype vehicles made at th 
Manager of Fleet Sales Co, * * *# 
Drummond White, Chevrolet- He has been r ; 
Oldsmobile sales manager in the sales manager of ee ya = Grom 
Montreal zone, has been made na- Skytop Rig Co. f Chicas ‘Sh w E, inting ‘a. ee 
n tional fleet sales manager of Gen- Victoria, Tex. od pone ee eae ide 3 a 
f eral Motors of Canada, Ltd., with Prior to that he fi en elected vice-president of the 
headquarters at Oshawa, Ont. — was with H. A.| firm. He has been with the firm 13 
* * «* a Davis Power| years. 
: . G. A. Limbach Equipment Co. ” * oe Dealer of the Month— 
Chrysler Shifts 6 Officials —_— ; : : ‘ 
- ‘ and Twin Disc Clutch Co. as a sales Stephens Gets New Post Dealer of the month at the Chrysler Training Center, Centerline, Mich., was Oliver 
In Parts, Accessories Unit and service engineer. F. Roy Stephens, general superin-|D. Joseph (Dodge-Plymouth), center, Belleville, Ill, shown here with T. N. White, 
> Six assignments have been made r : tendent of inspection: of General | left, training center executive, and T. E. Schulz, sales training promotion manager 
a in Chrysler Corp.’s service parts AC Moves MacArthur Motors of Canada, Ltd., has been|}for the center. Joseph told dealers at the business and financial management con- 
t and accessories supply division.| John E. MacArthur jr., has been| appointed director of quality con-| ference of the success of his dealership, Oliver C. Joseph, Inc., after many of his 
They are: appointed Michigan area sales rep-! trol. personnel attended training sessions. 
= Lee Lewis, administrative assist- 
ant to the general manager; Wer- 
ner K. Zimmer, product planning 
manager; James F. Mitchell, oper- 
ating manager; Herbert K. Wun- 
derlich, personnel manager; Ken- 
neth E. Chamberlin, purchasing 
agent, and Russell R. Hastings, Ee 


is an all-purpose lift--handles them all... 





G. R. Allen 


* > 


> 
Walton Named Executive 
Of Kingham Trailer 

Sublette Walton has been named 
executive vice-president of Kingham 
Trailer Co., Inc., Louisville. 

Walton previously was executive 
assistant to the vice-president and 
director of two Reynolds Metal 
Co. subsidiaries. 

> 





A “frame” type lift is suitable only for 
certain applications. it definitely cannot 
handle some of the 1957 model vehicles 
such as the long wheelbase Cadillacs. 


1957 CADILLAC “Fleetwood,” wheelbase 149%” raised on a 
Weaver Twin Post Lift . . . This can not be done on any “Frame” 


* * 


Hyster Shifts Ronald, 


Campbell to New Posts 


Appointment of Ray M. Ronald 
as manager of Hyster Co.’s tractor 
equipment division at Peoria, Ill. 
has been announced by Philip S. 
Hill, executive vice-president. 

William M. Campbell, former 
manager of the Peoria plant, is as- 
suming new duties in company 
headquarters in Portland, Ore., as 
assistant secretary-treasurer. 

> > > 


Churchill Elected President 
Of Pacific Polymers 

Charles H. Churchill has been 
| elected executive vice-president of 
| Pacific Polymers, Hawthorne, Calif. 
He has been general manager of 
the firm since 1955. 
* a 





1957 FORD “Fairlane,” wheelbase 118’— raised on the same 1957 “RAMBLER,” wheelbase 108’’— also raised on the same Twin 
Weaver Twin Post Lift shown in Picture No. 1. Front post is ad- Post shown in pictures No. 1 and No. 2... This Weaver Lift has 


jvstable to handle wheelbase. been in service over 20 years. 


PICTURES 1-2-3 TELL A CONVINCING STORY... 


maximum and, the Model EC-103 Twin Post is the 
only passenger car size lift capable of handling trucks 
weighing up to 8,000 Ibs. per axle—and still in pas- 
senger car lift price range. Twin Post Lifts are available 
either air-oil or electric-oil operated. 

Weaver also makes a “frame” type lift for those who 
choose a lift of very limited utility. For general service 
you can’t beat the Twin Post. It handles them all — 
safely, without damage to vehicle. 

FOR DETAILS — write us for Bulletin AN-457. 


Sales Executives Shifted 
To New Goodyear Posts 


Three district sales managers 
have been appointed by Goodyear 
Tire & Rubber Co. and the duties 
of other sales personnel have been 
realigned. 

B. H. Snaith, assistant district 
manager-wholesale at Memphis, 
Tenn., will be district manager at 
Jacksonville, Fla. Smith Humphrey, 
Jacksonville district manager, will 
become real estate manager, South- 
ern region, with headquarters at 
Atlanta. 

R. C. Sitterle, assistant district 
manager, Southern California, will 
be district manager at Portland, 
Ore, succeeding J. H. Edwards, 
who moves to the Houston district 
as assistant manager. 


The Weaver Twin Post Lift handles ALL 1957 model 
Cars — or older models — long, medium or short wheel- 
base... This great all-purpose lift is rail-less, and pro- 
vides unobstructed chassis accessibility — lifts cars at 
outer ends of lower control arms for proper Ball Joint 
lubrication. 

Because of its utility and anti-obsolencence qualities 
the Twin Post should be the NUMBER ONE lift in 
every gasoline service station. Available with adjustable 
wheelbase range from 40” minimum to any desired 


No car has ever obsoleted the Weaver Twin Post Lift! 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Alfred Piquette, assistant district Complete Wen | ore techetons Twin Post Lifts ws tel le Post me wy. he Sinate Post 
ne Los Roll-on, Free-W' and Frame Type Lifts . . . Unit Lifts . . wmper Lift. . . Car 
anager-wholesale at Angeles, Washers . . . Wheel Alignment Equipment . . . Headlight Testers . . . Brake Testers 


becomes district manager at Phoe- 


nix, Aris. ques ng J. L. Kelly, . . « Wheel Balancing Equipment . . . Jacks . . . Wheel Dollies . . . and Air Compressors. 











Visiting Texas— 

W. J. Cooper, left, Ford general sales 
manager, meets with J. N. Whitehurst, 
general manager, Authorized New Car 
Dealers of Dallas, Inc, during a visit to 
the automobile exhibits at the State Fair 
of Texas in Dallas. Cooper's visit to 


News to Note... 


Auto World in Brief 


MEXICO CITY.—The Ministry of 
National Economy hag refused to 
permit auto assembly plants to in- 
crease production for the rest of 
this year. 

The ministry said it saw no 
reason for boosting the plants’ 1957 
output quota. The Government 
agency currently is working on the 
1958 quotas, which will take effect 
Nov, 1. . 


* * * 


Sheffield Acquires Interest 


In British Tool Company 
DAYTON, O.—Sheffield Corp has 
acquired a major interest in M.P.J. 
Gauge & Tool Co., Ltd., Birming- 
ham, England, producers of special 
high-precision fixed gauging equip- 
ment and dial indicator instruments. 
Sheffield is a subsidiary of Bendix 


Dallas was his first since becoming gen- Aviation Corp. 


eral sales manager last month. 


It’s the “ Jiffy” Hook 
that does the trick! 


Immediate expansion of the 





MP.J. plant facilities at Birming- 
ham is scheduled under a program 
which eventually will enable the 
British company to manufacture 
and sell all Sheffield products in 
the English market, said Louis 
Polk, Sheffield president. 


+ * * 


Chrysler Corp. Consolidates 


Kansas City Zone Offices 


KANSAS CITY.—Chrysler Corp.’s 
field offices here have been con- 
solidated in offices on three floors 
of the Power & Light Building. 

C. R. Curtan is zone manager for 
Chrysler Corp. Regional managers 
are H. C. Wood (Dodge), J. E. Noll 
(Chrysler), W. Hughes (DeSoto), 
and J. J. Sieffert (Plymouth). 


Double Honor for Crain 


SILOAM SPRINGS, Ark.— 
George Crain, Crain Motor Co. 





Amazing—but she does it! So did thou- 
sands of others last winter in the areas 


where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there's no need to jack the car—no need to 
move it. And there’s no hard-to-fasten inside lock. No dirty work, 
either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, or 
write direct. 









CAMPBELL LUG-REINFORCED STANDARD CHAINS. 


Patented Lug-Reinforced construction digs in for better trac- 
tion—greater protection against skids and side slips—longer 


wear. Free applier included 
with every pair. 


Water-resistant, 
colorful box 

stores chains easily 
—keeps them neat 
and clean. Makes 




















CAMPBELL CHAIN Comsany 


CAMPBELL 
CHAIN 


aa a Ole TT 


Factories and Offices: York, Pa 


East Cambridge, Mass 





Meal ee 


Sacramento, Calif 
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(Ford-Mercury), has been named a 
director of the Arkansas Automo- 
bile Dealers Assn. His company 
has been awarded a safety plaque 
as one of 23 Arkansas dealers 
furnishing cars to schools for a 
driver-training program, 
aa +* + 
14-Inch Winter Tire 
Offered by Goodrich 

AKRON.—B. F. Goodrich Tire 
Co. has announced a new tubeless 
winter traction tire. The company 
said it has a thick, wide tread that 
puts more rubber on the road than 
any other winter tire. 

Called the Trailmaker, it is de- 
signed for cars with 14-inch wheels. 
The tire is made with BFG Nylon 
cord and has a heavy carcass for 
long wear and added protection 
against road shock. 

= a. 
Hein-Werner Acquires 
Hydraulic-Pump Firm 

WAUKESHA, Wis.—Purchase of 
the hydraulic pump, motor, valve 
and control business of Century 
Engineering Co. hag been an- 
nounced by Hein- Werner Corp., 
major producer of hydraulic auto 
jacks and auto body straightening 
equipment. 

John D. Watson, president of 
Hein- Werner, said the products 
will be manufactured under the 
Hein-Werner name. Both firms are 
located in Waukesha. 


Parker Rust Proof Opens 
St. Louis Plant-W arehouse 


ST. LOUIS.—Parker Rust Proof 
Co., Detroit, has opened a 40,000- 
square-foot plant and warehouse 
here to serve the Midwest, South 
and Southwest. 

Ronald P. Gajdos, former mana- 
ger of the company’s Mountain 
View (N. J.) plant, will manage 
the plant here. 

> 


* 


> = 
Firestone Stores Get 


Catalog-Order Departments 

AKRON.—Catalog order depart- 
ments have been installed in thou- 
sands of Firestone dealer and 
company stores to handle the firm’s 
home and auto supplies, according 
to J. F. Faunce, manager of the 
Firestone Tire & Rubber Co. home 
and auto supply division. 

“We can now promise delivery 
on more than 5,000 items for every 
need in the home, garden and auto,” 
said Faunce. Orders for merchan- 
dise not normally carried in store 
stock are shipped direct from a 
nearby home and auto supply ware- 


house. 
> > = 


3 Outlets in Mexico City 


To Be Acquired by Hertz 


CHICAGO.—Walter L. Jacobs, 
president Hertz Corp. has an- 
nounced that the firm will buy the 
former Hertz System licensee in 
Mexico City and plans further ex- 
pansion in Mexico. 

Hertz will acquire three car 
rental locations in Mexico City 
formerly owned by Carlos San 
Roman, the Hertz System licensee. 
Hertz System is a subsidiary of 
Hertz Corp. 


+ > * 


Kenney Buys New Lot 


COVINGTON, Ky.—F. S. Kenney, 
owner of Kenney Auto Sales, has 
purchased the former Court Auto 
Sales, 205 Court Place. Lee 
Streicher, former associate of 
Hicks Motor Co., has been named 
manager of both lots. 


* > * 


Wheelabrator Establishes 
Canada Unit Near Toronto 


MISHAWAKA, Ind. — Establish- 
ment of a Canadian division by 
Wheelabrator Corp. has been an- 
nounced by Otto A. Pfaff, president. 
The new plant is located in Scar- 
borough, a Toronto suburb. 

The plant will house the Cana- 
dian division sales and general 
offices and warehouse storage and 
shipping for Wheelabrater airless 
blast-cleaning equipment parts, 
dust-collector parts and steel abra- 
sives. 

7 . + 


Meier Brass Named 


CLEVELAND.— Meier Brass’ & 
Aluminum Co., Hazel Park, Mich., 
has been named distributor of 
Parker tube and hose fittings and 
tube-working tools. 
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leasing system case 
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designed - 
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for you! lice 
seri 
Cars Rental System, Inc., * 
has met with instant Mic 
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states. We make your = 
entry into the profitable be 
rental and leasing field An 
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Legislative Roundup 





(Continued from Page 24) 


“ly under certain conditions and 
jn all cases the burden of proof 
will be on the driver.” 
Under another change, the date 
of a revocation or suspension will 
be the date the license is sur- 
rendered. Previously, they began 
with the date of an order, not on 
the day the license was turned in. 
Under terms of a permissive law 
enacted by the Michigan Legisla- 
ture, rehabilitation schools for bad 
drivers are being set up. 

Michigan judges will furnish 
most of the students from those 
who come before them in traffic 
cases. A motorist convicted for the 
second moving violation within a 
year may be referred to a school, 
and his sentence stayed pending 





makers could improve road safety 
by adopting a uniform traffic ticket 
statewide; permitting evaluation of 
circumstances in levying of punish- 
ment, as in Denver; allowing 
driver’s licenses to be suspended 
for failure to pay traffic fines or 
appear in court; permitting service 
of local traffic court summonses 
anywhere in Colorado; treating 14- 
to-16-year-old traffic violators un- 
der adult law instead of tagging 
them “juvenile delinquents;” per- 
mitting traffic judges to suspend or 
revoke licenses at the close of a 
trial; permitting license revoca- 
tion on conviction of two “hazard- 
ous offenses” in any 12-month 
period; and permitting “hot pur- 
suit” of violators across county 
lines. 


of a law requiring that persons 
16 and 17 years old seeking driver 
licenses take a driver-education 
course in high school, Under the 
measure, those who do not pass 
a course will have to take in- 
structions at a private driving 
school or wait until they are 18 
years old before applying for a 
license. 

Advocates of the date change 
said it was needed in order not to 
work hardship on youngsters at- 
tending schools which had not yet 
had time to set up courses. 

* * * 


Kansas Official Predicts 
Time-Sales Regulations 


John Anderson jr., Kansas at- 
torney general, predicted that regu- 
lations restricting interest charges 
in time-sales financing will be in- 
augurated either by the courts or 
by the Legislature. 

He said he knew of numerous 
abuses in the automobile and ap- 
pliance fields, including one auto- 





More Aluminum in 1958 Buick— 


motive case where interest of 72 The increasing use of aluminum for automobiles is demonstrated in this photo 
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completion of the course, 


The Michigan secretary of state, 
who administers the state driver 
licensing law and keeps records of 
serious violations, also may refer 
students. 

Under rules drawn up for the 
Michigan program, the courses 
must consist of at least eight hours 
of instruction by a state certified 
instructor. A maximum fee of $10 
may be charged, and classes must 
be limited to an enrollment of 30. 
An advisory board of county, city 
and school officials is created in 
each county to set up the special 


schools and govern their policies. 
am * + 


Emotional Tensions Noted 
GINIA Motor Vehicle Com- 
missioner C. H. Lamb, in his 
biennial report to the governor, 
noted increased “emotional ten- 
sions” in traffic and suggested that 
mental and physical examinations | 
be given all persons applying for 
driver's permits. 

He also recommended more 
stringent penalties for persons 
caught driving after their permits 
have been revoked and legislation 
to safeguard against lending of| 
vehicles to unlicensed drivers. 

Colorado Senator Charles Ben- 
nett, Denver Democrat, who heads 
the State Legislative Council's 
highway safety committee, recently 
suggested that compulsory rather 
than voluntary driver education be 
adopted in public schools. 

At a hearing conducted by the 
Colorado study committee. Presid- 
ing Judge Gerald McAuliffe of the 
Denver Municipal Court said law- 


N. Y. Official Seeks 
To Halt Bait Ads, 
Plug Credit Gaps 


ALBANY.— Louis J. Lefkowitz, 
New York attorney general, has| 
requested corrective legislation to/| 
protect installment buyers of auto-| 
mobiles and to combat bait adver-| 
tising. 

He told a legislative committee | 
that because of gaps in State law, | 
installment buyers are forced to} 
purchase insurance or other bene-| 
fits they might not need. The State | 
has not put a ceiling on the amount 
that can be charged under “other 
benefits” in an auto sales contract, | 
he said. 

Lefkowitz asserted that the only 
“other benefit” available to the 
buyer is the “privilege” to borrow 
more money at high interest. “For 
this ‘privilege,’” he said, “buyers 
have been charged as much as $60 
or $70 in a three-year retail in- 
stallment contract.” 

Turning to bait advertising, he 
charged that it is “contrived with 
the deliberate intention of not sell- 
ing the merchandise or services 
offered at the price advertised.” 

He added that persons who use 
bait ads aim them “particularly at 
segments of the public where there 
is the least ability to understand 
the advertising.” 


Engwald Corp. Enlarges 
Manufacturing Quarters 
INWOOD, N. Y.—Engwald Corp., 





] 





, Manufacturer of exhaust systems, 


has enlarged its quarters here. 
The company makes exhaust sys- 

tems for use in the automotive, 

ne chemical and _ industrial 
elds. 


Both branches of a special | percent was charged at a rate of| showing some of the 74 aluminum parts Buick will use in its '58 models. The pretty 
session of the Connecticut Legis- | § percent per month. This is double| model is holding a 26-pound Dynaflow transmission case. Other aluminum parts 
lature agreed to extend from Oct. | the rate allowable under 1955 Kan-| include brake drums, pistons, transmission parts and interior and exterior trim com- 
ponents. Buick will use as much as 95 pounds of aluminum in some ‘58 models. 


1 to next July 1 the effective date ' sas small loan law. 





If you’re particular about your service 
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sell WOLF’S HEAD 


Selling Wo.¥’s Heap Oil is a mark of better service. 


Whether it’s for a complete oil change or for a ““make-up”’ 
sale... nationally-advertised WoLr’s HEap is the “‘finest 
of the fine” to the vast number of drivers who demand 
the best in oil for their cars. It’s the super-refinement of 
nature’s finest, most expensive crude. Scientifically forti- 
fied to clean as it lubricates ... Wotr’s HEAD prevents 
unnecessary wear and provides modern cars with the 
extra “‘all-around”’ protection they need. 


Sell Wotr’s HEap...Superior Premium Quality all the way. 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania—Scientifically Fortified es Member, Penna. Grade Crude Oil Association ow 





100% PURE PENNSYLVANIA 
* Longer Lasting 

* Superior Protection 

* Keeps Engines Clean 


* Keeps Power High 


Free! 


“GUIDE TO THE WEATHER” 

Folder. Tells how to be your 

own weather forecaster. Write 

for your copy. 

WOLF'S HEAD OIL REFINING CO., Inc. 
Oil CITY, PA. 

New York Office: Glendale 27, N. Y. 
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Affecting Factories and Dealers .. . 


Auto Advertising 











sented to the agencies responsibie 
for the creations of the com- 
mercials at the 3rd annual Na- 
tional Radio Advertising Clinic in 
New York. 










































































































Other agencies that received 
awards were Young & Rubica n, 
on Pig Inc, (Beech-Nut Gum), Leo Bur- U 
( ae re a] i j et By Martin L. Whitmyer bility to change those plans over| nett Co. Inc. (Marlboro cigarcts), R 
Staff Writer the year,” he said. D'Arcy Advertising Co, (Budweiser Daim 
- With B. F. Goodrich Co. giving : * * «* beer), Cunningham & Waish, Ine. pendi 
; up on the Burns & Allen television | Westinghouse Signs Pact (Texaco gasoline), Foote, Cone & Pr 
P ; p Belding (Pepsodent toothpaste) 
show, it appears a good bet that) Under a two-year contract signed|anq William Esty Co. Inc. (Win. | wer 
newspapers will be getting more of | by Westinghouse Electric Corp. and| ston cigarets) rt iia 
é the company’s advertising dollars|CBS Television, “Westinghouse * * the 
i 3 in 1958. an ae ace be age from | Cooperative Ad News that 
e s3 0. 
Glenn E. Martin, advertising| j95,° With the new title “Studi,|_.4 new publication, the “Coopera. | gf I 
G im ie Y RO iN GAST | N G re manager at Goodrich, hinted as One in Hollywood” and featuring tive Advertising Newsletter,” has It i 
, é ~ much recently when he spoke be-| Hollywood stars every week. just been announced. It is the first Krau 
, fore the Detroit Chapter of the| Representing Westinghouse i publication to be devoted entirely 
‘ a American Assn. of Newspaper Rep-|the contractual aenetiatines. with to — concerning coopera- | #4 
ee a resentatives. CBS were re : tive advertising. 
- ; 2presentatives of 
INE OF THE NATION'S Newspapers currently are receiv-|McCann-Erickson, Westinghouse| jo4oo ned yy et 
& : Oi) ing approximately 38 percent of | advertising agency for consumer fan gy eae [ ‘ 
eres S Goodrich’s advertising dollars, the ae 
LARGEST AND’ MOSTSMODERN ane Co Se 2 advertising funds available, new | %™ 
pe ceo : : ‘ uses and devices ey have de- 
PRODUCTION “FOUNDRIES mpany always has been a strong |° ne, 518” for GM Show | veloped for these funds, how re. | dsr 
' company always has been a strong| ignt stars have be d | tailers use the funds, | comit 
2] i Pcs tine” plot 49 believer in newspaper advertising — ; . ~— owes : » legal 
"<a eae oa for General Motors’ 50th anni- | decisions, co-op studies and sta- TI 
23 i ‘ and he could see no reason for a|.*. ; 
change in the year ahead versary show to be televised from | tistics. will 
EA = e — 9 to 11 p.m. Nov. 17 over NBC- The newsletter is published by | of § 
ae ae SERVE o ae oe SS Ss ee | Ph acter, Lester Krugman Associates, Inc., Da’ 
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office, and Walter Koontz, formerly | national sales staff of the Radio § Co. 
a of the New York sales staff, to| Advertising Bureau. Alter formerly Ro 
group supervisor in New York. was with the New York Daily} ame: 
C . * = | News. Olsor 
E Ul ——— Chrysler Show on Road | mallas Cargill “nes been named | ment 
ERVICE Wilding Picture Productions, Inc.,|, supervisor of media on general _— 
AKE Chicago, has produced a road com-| consumer products of Machtanss | dong 
John & Adams, Inc., Bloomfield 
ings of Chrysler Corp. cars. Hills, Mich. Cargill formerly was an 
—————— « The Chrysler show carries all the| with Ford Motor Co. @nen 
. accoutrements of a major stage 


_ 


ie production, including a large plat- 
~ form which will hold two tons of 
Medel 1750 projection equipment and operators. 









BRAKE George P. Johnson Co. made all 
of the displays for the four travel- 
SHOE SETTING GAGE ling units of the show. 
, Checks drum size and accu- ae: a 
rately sets shoes accordingly. ‘ ’ . 
Model 2000 “SAFE-ARC”’ Use on Ford and Chrysler Chevrolet Teasers Begi = 
BRAKE SHOE GRINDER Products with Lockheed type A public invitation to visit a 
brakes. Cures brake squeal Chevrolet dealership for a discus- 
Range; shoes for drums 8” and pulling. sion of features of the 1958 car is 
to 17” diameter. Grinds the theme of a series of four news- 
shoes to exact arc of paper advertisements which broke 
for . _ to Gone eter Model in major marketing areas Sunday, 
tact. Gri ining with or 3500 Oct. 13. 
wena grooves: for <> At the dealers, explained W. =.) 
ustab x “ ” Fish, general sales manager of the 
chors or for “Center-Plane Model 4200 “ZiP-O company, the visitor will be shown 
brakes. Cam grind or grind BRAKE BLEEDER a catalogue which reveals partial 
f to exact arc of drum. — One Man Operation BRAKE DRUM views of major improvements in 
Cpovents brake ouvies a=. May be used anywhere— MICROMETER the forthcoming car. The litera- iilen 
aaaee rial f Se rind inside or outside. Sturdy— Range; 8” to 18%” diameter. —— not be distributed to cus-| French Citation— purcl 
t ‘ ing shoes for brakes with naney any a sense = ny ) ae esos - cone ene. F 2 Harlow H. Curtice, General Motors pres | deale 
non-adjustable fixed anchors ‘© !©4" — simple in use a ccurate a ident, examines the diploma certifying | has | 


construction. 


Ford and Dodge Ads Cited 


Spot radio commercials produced 
for Ford and Dodge by J. Walter 
Thompson and Grant Advertising 
respectively have been selected 
as two of the eight most effective 
radio advertisements of 1957 by the 
Radio Advertising Bureau. 

Gold plated recordings mounted 
on mahogany plaques were pre- 


covered direct-reading Dial. him as recipient of France's highest eco 
nomic tribute, Commander of the Order 
of National Economy. Around his neck 
are the ribbon and Grand Cross of the 
Order, designed to reward persons 

have rendered exceptional services ' 
the economy of France. The tribute wo 
presented to Curtice at Gennevilliers 
headquarters of General Motors (France) 
during his European business trip. 


and No. 4550 Groover avail- 
able for grooving lining ' 
where i Ask your Ammco jobber for a free demonstration in your own shop 
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forrespondent George L. Glaser Writes . . . 


Auto Letter from Europe 


USSELDORF, Germany. — 

Rumor has it that a merger of 
Paimier-Benz and Auto Union is 
pending. 

Prior to the war, these firms 
were highly competitive. Now, 
however, both are controlled by 
the money interests and it seems 
that a coordination of models, 
at least, is in the making. 

It is also rumored that BMW and 
Krauss-Maffei are in the same deal 
and may be coordinated. 


* * * 


Grand Prix Racing 
SEEMS that the present for- 
mula of about 152.5 cubic inches 
of displacement for nonsuper- 
charged Grand Prix racers may be 
coming to an end. 

The new Grand Prix formula 
will probably be the smaller class 
of 91.5 cubic inches. 
Daimler-Benz and Porsche are 
said to be preparing competitive 
models for that new class. 
Daimler-Benz is also said to be 





Management 
Group Elects 
16 New Officers 


NEW YORK.—The American 
Management Assn. has announced 
election of five new vice-presidents 
and 11 new directors at board and 
membership meetings of the 25,000- 
member management educational 
organization. 

New vice-presidents are as fol- 
lows: Insurance division, Frazier 
Wilson, insurance division manager, 
United Air Lines; international 
management, A. L. Nickerson, pres- 
ident of Socony Mobil Oil Co., Inc.; 
manufacturing, Maxwell C. Weaver, 
president of Randall Co.; market- 
ing, Theodore T. Miller, president 
of Polymer chemicals division, W. 
R. Grace & Co., and Keith S. Mc- 
Hugh, president of New York Tele- 
phone Co., vice-president at large. 


Named to three-year terms as 
directors: Frederick G. Atkinson, 
vice-president of R. H. Macy & Co., 
Inc.; Ralph M. Besse, executive 
vice-president of Cleveland Electric 
Illuminating Co.; Paul J. Cupp, 
president of American Stores Co.; 
Albert B. Dick ITI, president of A. 
B. Dick Co.; Elliott M. Gordon, 
president of Towle Mfg. Co.; Roy 
L. Jacobus, insurance and pension 
sepetenent manager, Ford Motor 


Roger H. Lueck, vice-president of 
American Can Co.; Raymond E. 
Olson, president of Taylor Instru- 
ment Cos.; Ralph Presgrave, vice- 
president of J. D. Woods & Gordon, 
Ltd., and Glenn E. Wallichs, presi- 
dent of Capitol Records, Inc. 


Reelected as vice-presidents were: 
Finance division, John E. Kusik, 
finance vice-president, Chesapeake 
& Ohio Railway Co.; general man- 
agement division, J. E. Jonsson, 
president of Texas Instruments, 
Inc.; office management, William 
L. Crunk, general supervisor, sales 
offices, Reynolds Metals Co.: pack- 
aging, C. L. Rumberger, research 
and quality control division vice- 
president, H. J. Heinz Co.; person- 
nel administration department 
manager, Proctor & Gamble Co., 
and research and development, C. 
Guy Suits, research director, Gen- 
eral Electric Co. 


Syracuse Files 
Sales Tax Liens 


SYRACUSE.—A new procedure 
aimed at collecting the 2 percent 
Sales tax from local residents who 
Purchased autos from out-of-city 
dealers but failed to pay the tax 
has been inaugurated by the Sales 
Tax Bureau. 


Bureau officials said tax warrants 
are being filed in the County Clerk’s 
Office against approximately 50 car 
buyers. 

James Brazell, deputy sales tax 
director, said tax Warrants consti- 
tute a lien against the real or per- 
Sonal property owned by the person 
in arrears on tax payment. 








urging a gas-turbine class, as it|French Cut Prices 
would like to enter its not-yet- : 
shown “offspring” in such a class. RICES have been drastically 


reduced for French cars sold in 
| Germany. 
Stretcher from Truck Seat | The action is a result of the new 
GTOCKHOLM distributors of the| export bonus drive by the French 
U. S.-made Bostrom truck seats| industry and Government. This 
have developed from the seat’s|™ay be a preview of the coming 
chassis a bed for ambulance| “common market” of Europe. 
stretchers. — 7 
The springing is adjusted to the Vauxhall Track 
patient’s weight. The Stockholm | ENERAL MOTORS’ British 
distributors say they developed the| plant has completed a new 
stretcher on their own initiative. | one-mile track for brake testing, 
ne ae with banked curves to permit 
Goliath Goes Deluxe | higher top speed. Other sections of 
DELUXE version of the Ger- | this testing ground are already in 
man Goliath, a two-door sedan | operation. 
with a 55-horsepower engine, has| 
been added to the line for 1958. (Cars in Israel 
Horsepower has been boosted ENAULT has started assembly 
through the use of dual carbu- | operations in Israel. The first 
retors. |Dauphines have been sold, al- 
A station wagon and a small bus| though the prices are rather high. 
can also be obtained with the new | The Government taxes each car 


* * * 


* * * 
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Automation in German Plant— 


An automaker in Dusseldorf, Germany, has installed this line of automated transfer 
machines. The unit drills, reams, bores and inspects cylinder heads and takes only 
48 seconds for all operations along the line. Electric power operates the cutting tools, 
and hydraulic power moves the pieces from station to station. 








Wondering how rew-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


engine. 





about $800. 





automotive industry, every week throughout the year. 








How “Over-pressure’ Causes Carburetor Flooding 


The term “Flooding” is used to describe a fuel slop-over 
condition within the carburetor. This occurs any time 
that the fuel rises above the high limit level or float 
adjustment as specified by the manufacturer. As the raw 
gasoline spills over the main nozzle into the manifold, it 
produces a rich air-fuel ratio. This results in hard start- 
ing, rough idling, poor engine performance and fuel 
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U.S. PATENT NO. 2,707,051 
OTHER PATENTS PENDING 


TO ao PREVENTS CARBURETOR 


FILT-O-REG provides a constant, unrestricted even fuel 
pressure on the carburetor float valve and seat...main- 
taining the proper float level under all driving condi- 
tions. It makes any engine perform better because it 
feeds the full and required volume of filtered fuel to the 
carburetor at minimum pressure for correct air-fuel 
mixture under all speeds and load conditions. FILT-O- 
REG requires no adjustment of original manufacturers 
factory specifications. 


waste. The purpose of the Fuel Pump is to supply fuel as 
it is demanded by the carburetor. The opening and clos- 
ing of the needle valve is controlled by the level of the 
fuel in the float chamber and the float buoyancy. As the 
float drops...the needle valve moves away from the seat. 
As the float rises, it closes the valve and shuts off the 
fuel supply. 


FIG. 


AS THE ENGINE DRAWS FUEL FROM THE CAR- 
BURETOR THE FUEL LEVEL LOWERS SLIGHTLY. 
FLOAT IS DOWN...NEEDLE VALVE OPEN. 


Change in fuel level is slightly exaggerated for purpose of illustration. 


FIG. 


FUEL RISES TO SPECIFIED LEVEL AS CARBURE- 
TOR RECEIVES REQUIRED VOLUME. NEEDLE 
VALVE CLOSES AND MOMENTARILY SHUTS OFF 
FUEL FROM PUMP. 


FIG. 


HIGH FUEL PUMP PRESSURES (necessary in order 
to deliver the required volume) PUSH HARD 
AGAINST THE NEEDLE VALVE. ALSO, FLOAT 
BOBS UP AND DOWN ON WAVES CAUSED BY 
ROAD SHOCKS. FLOAT DOES NOT ALWAYS 
HOLD VALVE TIGHTLY IN SEAT UNDER THESE 
HIGHER OVER-PRESSURES. MORE UNWANTED 
FUEL IS PUSHED PAST THE DELICATE NEEDLE 
VALVE THAN AT LOWER, MORE EFFICIENT 
PRESSURES CAUSING A VERY RICH AIR-FUEL 
RATIO RESULTING IN FLOODING, STALLING, 
SURGING AND (IN MANY CASES) EXCESSIVE 
FUEL CONSUMPTION. 


FLOODING FROM “‘OVER-PRESSURE’’ 


MAKE THIS TEST! Many carburetors have a plugged 
porthole on the side of the float chamber. Remove this 
plug. Observe position of float and watch its action with 
motor running at various speeds. NOW, install FILT- 
O-REG and note how FILT-O-REG has lowered the float 
shut-off level and stabilized its action. Here’s proof posi- 
tive of FILT-O-REG’s effectiveness in eliminating this 
fuel system over-pressure problem. 


WRITE FOR FREE COPIES OF THIS BULLETIN 


MAKES GASOLINE ENGINES RUN BETTER! 


SOLD ONLY THROUGH JOBBERS + WRITE FOR PRICES AND DISCOUNTS 


Copyright 1957 ALONDRA SALES, INC., 959 CRENSHAW BLVD., LOS ANGELES 19, CALIF. 
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In Parts and Accessory Distribution 


Warehouse Distributors 


.|To Check Ethics Violations 


KANSAS CITY.—The Automotive 
Warehouse Distributors Assn. has 
named a committee to investigate 
alleged violations of its ethics code 
by distributor members and manu- 
facturer affiliates. 

Committee members are Robert 
S. Weber, vice-president, P. E. 
Weber, Inc., Milwaukee, chairman; 
Reub Schrank, Lee Motor Products 
Co., Cleveland; A. P. Walter, Ga- 
briel Distributing Co., Chicago, and 
F. R. Middleton, Herbrand division, 
Bingham-Herbrand Corp., Fremont, 
oO. 


the Town of Tonawanda. Manager 
William M. Gally said the 16,250- 
square-foot facility is being built 
on a tract at 196 Vulcan St. 

e ” + 


Jobber Promotion Programs 


Taken Over by MEWA 


CHICAGO.—The Automotive Ad- 
vertisers Council has dropped two 
jobber promotion campaigns, ac- 
cording to the Motor & Equipment 
Wholesalers Assn. The programs 
are “Get It From Your Jobber” 
and “Care Will Save Your Car.” 

MEWA announced that advertis- 
ing and promotion material fea- 
tured in the two services will be 


= = )s available from MEWA. 
Jobber Starts Building 2. £ 


BUFFALO. — Middle Atlantic Merchandiser Introduced 


Win Trip to Las Vegas— 


Ann Stevenson, of Western Airlines, hands round-trip tickets to las Vegas, Nev., 
fo winners in recent San Diego Plymouth Dealer Assn. promotion. From left, are Frank 
Hammerer, Tower Motors, Inc. (Chrysler-Plymouth); Jack Hoffert, Don Le Rovx Motors | Warehouse Distributors, Inc., auto- Ser Burgess Lanterne 


(DeSoto-Plymouth), and Chet Alford of Carl Burger (Dodge-Plymouth). Each winning | motive parts distributing firm, has 
sales manager was awarded an all-expense three-day holiday for two in Las Veags,| Started construction of a $150,000| FREEPORT, Ill. — Burgess Bat- 
plus $100 in cash. office and warehouse building in’ tery Co. has introduced a three- 
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UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free,”’ reporting they save many times their cost by 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 









You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet—increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 


SEND che chattel DETAILS NOW! 


A Dividen of Monsanto Chenteal Compeny 
Dept. AN-J 


El Dorado, Arkansas 
Please send me complete information about Lion Nokorode, 


and how it incr: derbod rofits. No - 
roe prem OF Ae 
Nome. A Division of Monsanto e 


Street Chemical Company 
City. ices 







-COMPANY 


EL DORADO, ARKANSAS 








* TRADEMARK OF MONSANTO CHEMICAL COMPANY 





color metal pegboard display mer- 
chandiser to serve hardware, 
sporting goods, department stores, 
gift shops and other retail outlets 
for its‘Radar-Lite line of lanterns, 

The red, white and black display 
unit mounts a complete companion 
assortment of Burgess utility lan- 
terns, including two Radar-Lites, 
with ‘and without red flashing tail 
lamp; two high- -fashion Radar- 
Lamps, one in copper and terra 
cotta, and one in chrome and gray, 
and a sportsman’s focusing Bearcat 
lamp. 


Tire Dealers Organize 


ALBUQUERQUE, N. M.—The 
Tire Dealers Assn, of Albuquerque 
has been formed by 30 dealers with 
Edward Brazelton as president; C. 
W. Ross, secretary, and J. H. Miller, 
program chairman. 


Wholssslere Hike 


Sales 4 Percent 


WASHINGTON, — The Census 
Bureau reported August sales of 
automotive wholesalers were 4 per- 
cent ahead of July and 2 percent 
ahead of August, 1956. 

Sales for the first eight months 
of 1957 were 3 percent above the 
same period of 1956, the bureau 
reported. The eight-month figure 
for all merchant wholesalers was 2 
percent higher than last year. 

Automotive wholesaler inventories 
at the end of August remained at 
the July level, but were 4 percent 
more than the August, 1956 volume, 
the report said. 


All-Purpose Unit 
For Drivers, Cars 


Opened in Jersey 


TRENTON, N. J.—The first of a 
score of all-purpose vehicle centers 
has been opened by New Jersey 
in nearby Lawrenceville. 

The center is equipped for in- 
spection and registration of ve 
hicles, road tests of prospective 
drivers, issuing drivers’ licenses and 
reexamination of drivers whose li- 
censes have been suspended or re- 
voked. 

The Lawrenceville center cost 
$700,000. It includes a one-story, 
modernistic building on a 15-acre 
plot. Two other centers are under 
construction. 

A serpentine roadway is built on 
the grounds and will be used for 
testing drivers. Vehicle-inspection 
lanes are twice as long as those 
in prewar inspection stations. The 
center is equipped to handle 1,00 
cars a day. 


Theft Is Charged 
In Repossession 


ST. PETERSBURG.—Magistrate 
Robert Pauley has issued a war 
rant for the arrest of Charles Robb, 
Mount Vernon, (Mo.) automobile 
dealer, who is charged with stealing 
a car which he came here to re 
Possess. 

These details were furnished by 
Lieut. Ralph H. Lee of the St 
Petersburg Detective Division: 

Robb sold a car to a man 
failed to make payments on it and 
sold it to a used-car dealer here. 
The dealer sold it to a customer. 
Robb traced it through the State 
Motor Vehicle Commission and 
took it from the garage of its latest 
owner. 


Six U. S. Dealerships 


Are Added by Renault 


Renault has announced the ap 
pointment of six dealers. 

They are: Curry Motor Co., 3318 
Broadway, New York; Kansas City 
Jaguar MG, Inc., 4203 Troost, Kan- 
sas City; Jim Winde Buick Co, 
1330 Main, Klamath Falls, Ore.; R 
L. Rich & Co., 415 N. Eighth, Boise, 
Id.; Stinnett’s Pontiac Service, 240 
N. ‘Washington, Sarasota, Fia., and 
La Maison Motors, Inc., 1511 8. 
Main, Santa Ana, Calif. 
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Auto Washington 





(Continued from Page 9) 


with name-address lists of the 

ple to whom he sold new ve- 
hicles. This, he said, amounts to 
restraint on the freedom of the 
dealer to sell to whomever and 
wherever he chooses. 

Brushing aside the question of 
how a dealer could apply for his 
rebate or bonus without furnishing 
gich lists, it is difficult to see why 

iding such lists would be a 
“restraint.” 
Neither the NADA or ADSA 
outlawed cross-selling; 
rather, they were attempts to 
encourage interritory sales 
through financial incentives. No 
factory would have been justified 
in cancelling a dealer because the 
lists he supplied contained out- 
of-territory customers, even in 
substantial numbers. 

In fact, it is quite likely that any 
pressure by the factories to get the 
dealer to curtail his out-of-territory 
sales would be in violation of the 
“anticoercion” stipulations of the 
day-in-court “good faith” statute. 

Whether the antitrust chief is 
always on sound ground or not in 
his objections doesn’t change the 
fact that he is leery of the two 
proposals formally advanced so far. 
The main thing is that he has 
stated his general position. The 
“hot potato” has been tossed back 
to the industry. — 

7 


Wilson Will Be Missed 

HARLES E. WILSON, the for- 

mer General Motors president, 
has laid down the heavy responsi- 
bilities of Secretary of Defense— 
and he will be missed in Washing- 
ton. His bluntness of speech often 
immersed him in hot water, but his 
eandor was refreshing in a town 
where doubletalk and generalities 
have been developed to a high art 
among officialdom. Everyone knew 

where he stood. 

Wilson seldom bothered with 
diplomatic niceties if they hap- 
pened to conflict with what he 
really had on his mind. He was 
colorful and incisive of tongue. 
Long remembered will be his 
references to “dunghill” and “ken- 
nel-fed” dogs, to mention a few 
highlights. The storms they aroused 
among the finicky didn’t visibly 
bother the secretary. He just said 

what he thought in his own words 
and kept on doing his job. 

He took on his critics with gusto, 
whether a freshman congressman, 
the National Guard or the U. S. 
Chamber of Commerce. His spouse 
had fire, too—she crossed swords 
with the President. 

Few thought Wilson would stay 
on in one of the country’s roughest 
jobs for almost five years. Many 
who came to Washington with, the 


Seven Objectives 
Listed by Head 
Of Retail Group 


BEVERLY HILLS, Calif—Seven 
major objectives were outlined by 
R. E. Lovelace, president, at a 
meeting of the National Assn. of 
Consumer Organizations. The or- 
ganization of retailers will have 
headquarters here. 

The objectives are: 

1. To launch a trade and public 
relations program designed to pro- 
mote the interests of members and 
their consumers. 

2. To aid members in conduct of 
their operations and to establish 
standards of ethical business prac- 
tices, 

3. To serve as a clearing house 
of pertinent information and com- 
parative statistics. 

4. To correlate promotion and the 
dissemination of ideas. 

5. To protect members against 
unfair or unjust taxes and legisla- 
tive enactments. 

6. To formulate and activate a 
Program of coordinated purchasing 
that utilizes the buying potential of 
the group. 

7. To expand the membership in 
accordance with NACO policies. 

Lovelace said the NACO charter 
Members represent purchasing 
Power in excess of $100 million an- 
nually. The group’s expansion plans 
will double that figure in the next 
15 months, he added. 








“team” in 1952 returned to private 
life at the end of the first term or 
before. But Wilson stuck with it, 
despite relatively meager financial 
rewards, The Government doesn’t 
compete with GM on salary. 

Asked at a farewell press con- 
ference what he thought was the 
low point in his Washington ca- 
reer, Wilson said it was the up- 
roar over his stockholdings when 
he was up on Capitol Hill to get 
confirmed into office. 

“The idea that I would come to 
Washington to cheat for General 
Motors made me feel pretty bad,” 
he said. 

Cc. E. W. went out on a happier 
note. From President Eisenhower 
he personally received the Medal 
of Freedom for his service. 

* + = 


Census Bureau Has Answer 


kinship? The Census Bureau can 
be of assistance because your name 
and vital statistics are somewhere 
in the records of the censuses 
which it has been taking every 10 
years since 1790. 

The bureau has identifying data 
for almost one billion names and 
has handed copies of records back 
to about 3% million of those 
counted. 

Legal proof of birth has posed 
a special problem to people in- 
asmuch as compulsory birth reg- 
istration wasn’t adopted by all 
states until 1920. In addition, birth 
papers have a way of being lost 
or destroyed. 

To initiate a hunt for your cen- 
sus record, apply to the Census 
Bureau, Washington 25, and ask for 
an Age Search Application Form. 
A $3 fee returned with the com- 
pleted form pays for a search of 
two censuses for one person and 
a single copy of the information 
found. A $4 fee expedites the hunt. 

You can’t locate a missing rela- 
tive or vanished friend through 
this procedure, however, The cen- 
sus records are confidential, with 
data about a living person being 


a legal proof of your age,|furnished only to him or his au- 
place of birth, citizenship or‘ thorized agent. 






Presenting Proclamation— 


Colorado Gov. S. L. R. McNichols, left, 
hands proclamation setting aside Wide 
Wide World Day in the state to Glen A. 
Pace, president, General Motors Club of 
Denver. The 90-minute, GM-sponsored 
television program will originate in 
Colorado on Sunday, Oct. 13. Pace is 
the Pontiac Denver zone manager. 
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Mobilgas Run 
Called Measure 
Of Tire Advance 


NEW YORK. — The history of 
the Mobilgas Economy Run re- 
flects, among other improvements, 
the advances made by tire manu- 
facturers since the end of World 
War II, according to A. C. Pills- 
bury, United States Auto Club offi- 
cial and chief steward of the event. 

He said this year’s 23 cars cov- 
ered a 1,568-mile course without a 
single tire failure. It marked the 
seventh straight year and 214,970 
miles of travel by contest cars 
without tire trouble. 

“In the early days of the economy 
run, between World Wars I and II, 
tire failure was the most serious 
hazard faced by each contestant,” 
according to Pillsbury. 

Most of this year’s economy run 
cars were equipped with rayon- 
cord tires. It is estimated that more 
than 98 percent of the cars pro- 
duced this year have been factory- 
equipped with tires reinforced by 
rayon cord fabric. 











We put the world on tires 
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The pneumatic tire.. 


most of the major tire 


-invented by John 
Boyd Dunlop in 1888... gave birth to a 
company destined to become one of the 
world’s great industries. 


Because of our undaunted pioneering 
spirit and zealous dedication to research, 


opments that followed have come from 
Dunlop. Among them: 
sure tire...the drop center tire rim...ten- 
sion-free tire construction...plus our latest 
advance, Infra-Red tempering of nylon 


You're always a mile ahead with 


DUNLOP 


Latest Dunlop Advance... 


INFRA- RED RAY TEMPERING PROCESS. Dunlop is 
the first and only tire manufacturer to ipcrease the native strength of nylon tires 


Ps) 
. 


cas 5 


and rubber devel- 


the first low-pres- 





- 


® 


ou 


cord for stronger tires. And another great 
contribution to comfort... the world’s first 
foam rubber. 


Today, Dunlop’s contributions to auto- 
motive safety and comfort represent the 
combined efforts of over 100,000 employ- 
ees in 83 plants in 15 countries. These un- 
matched world-wide facilities, backed by 
a proud heritage and complemented by 
the finest scientific minds and skilled work- 
men, give you the best tires today...prom- 
ise even better tires tomorrow. 





with Infra-Red Ray tempering. This Infra-Red Ray process makes 


DUNLOP TIRE AND RUBBER CORPORATION e¢ 


Dunlop Nylons the strongest on the road today. 


BUFFALO, N.Y. 
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coneweeys: ~ T ET’S FACE FACTS... 


You cannot do a good Brake Job on today’s high speed cars without the 
proper equipment—particularly those with non-adjustable anchor brakes. 


To do a precision brake job .. . you will need 


1. BRAKE DOKTER... 


B-105C 


the BRAKE DOKTER—a precision gauge and shoe surfacer 
attaches to the spindle or axle—grinds brake shoes on the 
backing plate, providing a perfect fit of lining to the drum 

- compensates for all inaccuracies, including mispositioned 
anchors, particularly on stationary anchor brakes (this cannot 


be consistently accomplished by any other method). 


2. DRUM-DOKTER LATHE ... 


the DRUM-DOKTER determines the condition of the 


drums prior to machining .. . 


and refinishes drums 


to exact specifications—thus providing a superior 


mating surface for the brake lining. 


Drum Machining alone is 92% gross profit 


The BRAKE DOKTER/DRUM-DOKTER combination provides 


complete 
PROFITS for youl 


CUSTOMER SATISFACTION and 


INCREASED 


Our new Lease Trial Plan makes it possible for you to prove to your- 
self just how much money you can make on a trial rental basis 


before you buy. 


BARRETT EQUIPMENT COMPANY 2101 Cass Ave., St. Louis 6, Mo. 


A-10 





Just turn it on and listen! 
Magnified sound locates rat- 
tles quickly. 





NOW—LOCATE CAR RATTLES QUICKLY! 


and car noises in mere minutes — Rattles, noise other loose 
Seve: paee Siate, er ea Beeens Say Genenaene 25 Ge cy cot Uo Rand 
an electro-mechanical corrected, satisfying cus- 
device that works on the principle of tomer Gall aivéas ies 6 Gals ame = of 
magnifying the vibration frequency of a t. 
the noise. ‘est after test has proved the efficiency 
Simply clamp the vibrator on the car nd profit. possibilities of the RATL- 
SS Ser ie ae jobber ‘aoa 
a on uency contro! your or 
unit. Vibration is set up and the unit us for comp details. 
BREEZE CORPORATIONS, INC. DEALER PRICE 


7OO Liberty Averwe 


Union, New Jersey 


Markets 
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tember totalled 200, compared with 
153 in August. Nine-month figures 
are 1,604 for 1957 and 1,842 for 1956. 


The September breakdown 
showed: Ford, 73; Chevrolet, 62; 
International, 23; Dodge, 11; White, 
8; GMC, 6; Mack, 2; Volkswagen, 
2; Reo, 1, and miscellaneous, 12.— 
(A. W. Williams.) 

> * 


St. Paul 


Ford led in new-car registrations 
in Ramsey county (St. Paul), Minn. 
during September, according to the 
Ledger, business newspaper, but 
Chevrolet led in the number of 
trucks registered. 

Total registrations for new cars 
in September were 1,096, broken 
down as follows: 

Ford, 292; Chevrolet, 266; 
Plymouth, 124; Buick, 92; Olds- 
mobile, 73; Pontiac, 39; Dodge, 
37, DeSoto, 31; Cadillac, 23; Ed- 
sel, 23; Chrysler, 19; Mercury, 
19; Volkswagen, 19; Rambler, 11; 
Studebaker, 7; Imperial, 6; Borg- 
ward, 4; Lincoln, 2; Volvo, 2, 
DKW, 1; Hudson, 1; Lioyd, 1; 
Mercedes-Benz, 1; Nash, 1; 
Simca, 1, and Triumph, 1, 
New-truck registrations totaled 

83. A breakdown follows: Chevro- 
let, 31; Ford, 25; International, 13; 
Mack, 4; GMC, 3; Diamond T, 2; 
Willys, 2; Fayette, 1; Lloyd, 1 and 
White, 1—(Donald M. Lyons.) 

* > . 


Toledo 


New-car sales by dealers in 
Lucas County (Toledo) during Sep- 
tember amounted to 1,574, com- 
pared with 1,741 in August and 
1,448 in September a year ago. 

For the first nine months, new- 
car registrations totaled 16,220, 
compared with 15,899 in the year- 
ago period. 

September registrations by 
makes were: Ford, 377; Chevro- 
let, 335; Plymouth, 175; Dodge, 
120; Oldsmobile, 115; Pontiac, 
102; Buick, 89; Mercury, 77; 
Cadillac, 42; Chrysler, 32; Edsel, 
31; DeSoto, 23; Studebaker, 17; 
Imperial, 15; Rambler, 4; Volks- 
wagen, 4; Willys, 4; Lincoln, 
3; Hudson, 2; and miscel- 
laneous, 6. 

Dealers sold 116 trucks during 
the month, compared with 178 in 
August and 94 in September, 1956. 

By makes, they were: Ford, 45; 
Chevrolet, 30; GMC, 15; Interna- 
tional, 10; Dodge, 3; Willys, 3; 
Mack, 2; Reo, 2, and Studebaker, 
1. — (Leslie Woods.) 
> > . 


Wilmington, O. 

A total of 82 new cars and 617 
used. cars were sold in Clinton 
County (Wilmington), O., during 
September, according to figures 
compiled by the clerk of courts. 

Ford led, with 23 registrations, 
followed by Chevrolet, 18; Buick, 

10; Mercury, 9; Pontiac, 6; 
Dodge, 5; Plymouth, 3; Chrysler, 

3; Studebaker, 2; Cadillac, 1; 
Edsel, 1; Lincoln 1; Oldsmobile, 1, 
and Nash 1. 

There were eight new trucks and 
61 used trucks sold during the 
month, — (Ernest C. Kish.) 

> > * 


Cincinnati 

The Federal Reserve Bank has 
reported that new-car sales in 
Hamilton County (Cincinnati), O., 
increased one percent during the 
first nine months of 1957, with 
registrations totalling 28,417 units, 
compared with 28,043 in the like 
period of 1956. 

New-truck registrations dipped 
to 2,239, or 11 percent less than 
the sale of 2,516 units in 1956. 

Used-car sales declined 6 percent, 
with sales totalling 35,844 units, 
compared with 38,036 a year ago. 

Used-car registrations dropped 13 
percent to 1,651, as against 1,894 in 
the first nine months of 1956.— 
(Frank Kappel.) 

= - € 


New Orleans 

While new-car sales for New 
Orleans in September showed a 
decrease of 106 units from the pre- 
vious month, the 2,285 registered in 
September was 387 vehicles better 
than the corresponding period of 
last year. 

The total registrations for Sep- 
tember last year was 1,898, while 





the August figure of this year totai- 
led 2,391. Truck sales amounted to 
297 in September, compared with 
248 in August. 

Sales by individual m «ik «xs 
were: Chevrolet, 724; Ford, 614; 
Plymouth, 181; Pontiac, 169; Oids- 
mobile, 112; Buick, 91; Mercury, 
86; Cadillac, 42; Edsel, 41; Dodge, 
35; Chrysler, 36; Volkswage;,, 26; 
Studebaker, 23; Rambler, 20: De- 
Soto, 14; Imperial, 9; Lincoln, 7; 
MG, 6; Nash, 5; Packard, 4; 
Morris Minor, 4; Austin, 2; Tri- 
umph, 1; Jaguar, 1, and Mercedes- 
Benz, 1. 

Truck sales were: Chevrolet, 129; 
Ford, 107; International, 31; Mack, 
11; Volkswagen, 5; White, 3; 
Dodge, 3; GMC, 3; Diamond T, 3, 
and Studebaker, 2—(Gordon 
Hebert.) 





PROFITABLE NEW BUSINESS 
FOR AUTOMOTIVE DEALERS 















Fresh from big success in a 
1957, undisputed leader | rsou 
in booming swimming | i 
pool industry announces | the t 
dynamic new program | 
for 1958. Thi 

to be 

« 4 


DISTRIBUTORS 


now being selected 
for new 1958 
Motel and Home 


Esther Williams 
Swimming Pool 
Program— 

NOW IN MOTION! 


Big Profit 
Opportunities 
right now in 
booming home and 
motel pool mar- 
kets. Pool heaters ' 


perie: 

and advanced design, | Eto in 

all-concrete, simple _ 

construction bring come 

year-round ? agree 
volume sales. M 

i a or 

7 Plar 


Coast to Coast NBC-TV program on ua 


200 stations right now to sell} rima 
pools during lush Fall selling —_ 
season. egpel 


Millions spent on 1957 program} ‘yt 


in LIFE, BETTER HOMES 
& GARDENS, TV, RADIO, etc, 
provide springboard for more 
millions planned in 1958. 


New Motel Program offers wide 
open profit opportunities start 
ing at once with fast sales to 
leads from our trade advertising 
and mailings. 

$25,000 to $250,000 Yearly Profit 
potential from five-figure invest- 
ment in self-liquidating invem 
tory. 

Our New Year Started Labor Day! 
Distributors being appointed at 
rapid rate. ACT Now! 


ESTHER WILLIAMS 
SWIMMING POOLS 


105 Court Street, White Plains, N. Y- 


You'll recognize Esther Curt 
Williams Swimming Pools) yy 


ship. 





Guaranteed by their unique advanced 
A = design, pure sparkling § direct 
Sirs sama 8 Water and custom tailored § sembly 
— uty .. . at homes, t 
motels, clubs and model houses everywhere. “ 
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Mt Preview of Lincoln, Mercury, Continental . 


Nance Sees Big Auto Year in 1958 


(Continued from Page 6) 


models is proceeding satisfactorily 
and that stocks were reduced by 
190,000 units during September. The 
ysed-car market continues strong 
jn most areas, with prices holding 
gable, he said. These combined 
factors should create a favorable 
situation for 1958 business, he said. 

As the largest producer of 
sation wagons outside the low- 
priced three, Mercury will con- 
eentrate even heavier on this 
branch of the business in 1958, 
Nance said. 

“The station wagon has become 
big business, and in dollar volume 
will be almost as large next year 
as sales in the entire industry prior 
to World War II,” he said, Industry 
giles of wagons could be as high 


Bankers Foresee 


No Lack of Credit 
For Auto Retailing 


PHILADELPHIA.—As more and 
more banks direct their lending 
resources toward automobile re- 
tail and floor-plan financing, there 
should be no adverse reaction to 
the tight money market on this 
phase of dealer operations in the 
foreseeable future. 

This is one of the interpretations 
to be put upon the conclusions of 
a four-state regional conference of 
bankers spomsered here by the 
American Bank ‘Credit Plan. 

The American Bank Credit Plan 
coordinates bank-dealer retail and 
wholesale financing at the local 
level. 

As banks are confronted with 
mounting problems of earnings in 
the face of rising interest rates 
paid to depositors and generally 
upward operating costs, they are 
increasingly turning to time-sales 
marketing for a large part of the 
answer. 

Automobile financing, and par- 
ticularly large-volume bank-dealer 
operations, is a recommended 
source of such supplemented in- 
come, thus the competitive aspects 
of finance company and bank 
activity should result in a particu- 
larly favorable position for the 
dealer. 

Only those dealers who main- 
tain high standards of credit ex- 
perience, including some attention 
to insurance loss ratios on their 
spannee paper, will be assured of 

maximum benefits of this 
~ o situation, the bankers 
agreed. 


More Jaguar Dealers 
Planned in New Hampshire 
MAN N.H. — Mer- 


rimack Street Garage, Inc., Jaguar 
dealer-distributor for New Hamp- 
shire, has announced that it will 
appoint a few dealers in separated 
territories. 

Irving Resnick is in charge of 
segues distribution for the dealer- 
ship. 


Curtice Visits Opel Plant— 


Harlow H. Curtice, right, General Motors president, and E. W. Zdunek, managing 
director, Adam Opel division, look over a 1958 Opel Rekord as it leaves the as- 


sembly line at the Russelsheim plant in 


as One million units, he added. 
Mercury’s offering in this area 
includes a full line of hardtop sta- 
tion wagons. The importance of 
this segment of Mercury’s sales 
is revealed by the record, which 
shows a 40 percent increase in 
the first nine months of 1957 over 
the entire calendar year of 1956. 
Production of Mercury station wag- 
ons between January and Septem- 


Used-Car Dealers 
In Texas to Hold 
Conclave Nov. 24 


AUSTIN.— The Texas Independ- 
ent Automobile Dealers Assn., Inc., 
will hold its 13th annual convention 
at the Commodore Perry Hotel here 
Nov. 2-4, according to President 
H. C. Poindexter. 

Principal speaker will be Will 
Wilson, Texas attorney general. 
Also on the program are State Sen- 
ator Charles Herring of Austin; 
Ransome Lake, director of classi- 
fied advertising, Dallas Times Her- 
ald; Lt. Col. Perry Loomer jr., staff 
judge advocate, U. S. Air Force; 
D. T. Harkrider, director of the 
Motor Vehicle division, Texas High- 
way Department, and Dan Brown, 
president, Allied Finance Adjusters 
Conference, Houston. 

R. W. Workman, past president 
of TIADA, will be moderator on the 
speakers’ panel. 

The convention will open Nov. 2 
with a social hour. Sunday, directors 
will be in meetings and committee 
groups, and the ladies will attend 
receptions. A social hour will con- 
clude the evening. 

Monday, dealers and wives will 
attend a joint breakfast and 
luncheon, after which a fashion 
show is planned for the ladies. Mon- 
day evening will feature the grand 
banquet with introduction of new 
president and officers for 1958, fol- 
lowed by the crowning of “Miss 
Texas Queen for a Night,” a floor 
show and dancing. According to 
John B. Kinnaird, convention chair- 
man, over 500 dealers and their 
wives are expected to attend. 


2-in-1| Deal 
Ski Trip Tied to Purchase 


Of Mercedes-Benz 


NEW YORK.—Buy a Mercedes- 
Benz at the factory in Germany 
and enjoy a European ski-holiday 
at the same time. That’s the deal 
arranged by General Tours of New 
York, Lufthansa, the German air- 
line, and the auto firm. 

The tour leaves New York Feb. 
2 by plane for Stuttgart, home of 
Mercedes-Benz. Tour members 
pick up their cars there and then 
set off on a 21-day ski holiday in 
Bavaria, Austria and Switzerland. 

The difference between the price 
of the car at the factory and in 
the U. S. just about equals travel 
and hotel costs of the trip, the 


sponsors say. 








West Germany. Curtice visited the plant 


recently during his European business trip. The Opel Rekord, a two-door sedan, and 
the Opel Caravan, a two-door station wagon, will be distributed in the United States 


by Buick dealers starting this fall. 


ber totalled 35,937—amounting to 19 
percent of total Mercury output 
during that period, he said. 

With completely new Lincoln 
and Continental cars and major 
changes in the Mercury line for 
1958, the Lincoln and Mercury divi- 
sion has invested a record total of 
$231,500,000 in its product programs 
for the new model year, Nance 
said. 

Included is $39 million for de- 
veloping Mercury’s new line of 
four Marauder engines and 
Lincoln’s new engine, which to- 
gether with tooling and engineer- 

ing expenditures and the launch- 
ing of the new Lincoln plant at 

Wixom, Mich., and a new Mer- 
cury plant at Los Angeles, per- 
mits more extensive changes to 
these two car lines than in any 
single previous year, Nance said. 

All-new engines for Lincoln, Con- 
tinental and Mercury were un- 

veiled. Although higher in horse- 
power, the engines will provide as 
much as 10 percent savings in fuel, 
Nance said. They have a compres- 
sion ratio of 10.5 to 1. 

Mercury engines will range from 
312 to 360 horsepower. All Lincoln 
and Continental engines will have 
375 horsepower. An optional 400- 
horsepower engine with three two- 
barrel carburetors will be available 
on all three lines. 

Air suspension will be optional on 
the Mercury, Lincoln and Conti- 
nental, Nance said, adding that pro- 
duction on this item will be slow at 
first. 

A new series at the top end of 
the Mercury line—the Park Lane— 
will be added in 1958, he said. This 
series will have an overall] length 
of 220.2 inches, which is seven 
inches longer than the other Mer- 
cury models for 1958. Its wheelbase 
is 125 inches, three inches longer 
than other Mercurys. 

The Park Lane will be avail- 
able as a two-door hardtop, four- 
door and convertible. 

The Continental Mark III, Nance 
said, will fulfill a need for a car 
in the fine-car field not previously 

offered. It will be priced substan- 
tially lower than the Mark II, he 
said. 

Lincoln for 1958 will be styled 
in the tradition of this new Con- 
tinental, Nance said. 

- 
Aluminum Grilles 
7. 
Are Predicted for 
. 7 b] 
Majority of 58s 

DETROIT. — Aluminum Co. of 
America has predicted that nearly 
two-thirds of all 1958-model cars 

will have aluminum grilles. 

In addition, aluminum in color- 
anodized sheeting will be used for 
the first time for interior trim and 
more aluminum will be used 
for such trim items as emblems, 
lettering and medallions, Alcoa 
said. 

The makes which will be offering 
anodized aluminum grilles for the 
first time in 1958 are Ford, Pontiac, 
Oldsmobile and Lincoln. Similar 
grilles have appeared on Imperial, 
DeSoto, Chrysler, Plymouth, Chev- 
rolet and Cadillac. All six will con- 
tinue to use them. 

An aluminum extrusion will be 
used for the first time as a trim 
item on a volume-produced car, 
Alcoa said. The new Buick em- 
ploys extrusions for the side-panel 
trim. 


Opel on Display 
In GM Building 


DETROIT. — The Opel Rekord 
two-door sedan, which will be sold 
by Buick dealers, is on display in 
the lobby of the General Motors 
Building here. 

It is a 100-inch wheelbase unit 
with a four-cylinder, 56-horsepower 
engine. Styling features include a 
wraparound windshield and a noob 
fied version of the Buick sweep- 
spear side molding. 

First shipments of the German 
car went to dealers on the East and 
West coasts. Late last week, Buick 
had not announced the price of the 
Opel. The Vauxhall Victor, which 
Pontiac dealers will handle, has a 
New York port-of-entry price of 
$1,957.50. 


Sings for Dodge Dealers— 
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Singer Jerry Mason performed for Dodge at the Allegheny (Pa.) County Fair. The 
singer was sponsored by the Allegheny County Dodge Dealers Assn. 





Guide Cited by AAA... 


Cost of Operating a Car 


WASHINGTON, — How much 
does it cost to operate an auto? 
Although this is difficult to answer 
because every operating cost item 
is variable, the American Automo- 
bile Assn. has come up with some 
figures that may help. 

The figures are applicable to 
allowances for cars used on com- 
pany business as well as private 
cars, AAA says. 

In a pamphlet entitled “Your 
Driving Costs,” AAA points out 
that car costs may be broken down 
into two broad categories, variable 
and fixed. 


Variable costs are related to 
the number of miles driven, how 
hard the car is used and how 
much is spent on service and re- 
pair, Fixed costs generally in- 
clude insurance, taxes (license 
and registration fees, use and 
property taxes) and depreciation. 
R. E. Runzheimer Corp., Chicago 
cost-accounting firm, has developed 
a schedule of auto allowances based 
on factors making up fixed and 

variable operating costs, 

For individual and smaller- 
company estimates, AAA says, 
national averages of the Runz- 
heimer figures may serve as a 
guide. 

The averages are: $1.74 a day 
($635 a year) to cover fixed 
costs, plus 3.69 cents a mile for 
gas, oil, tires and maintenance. 

AAA says the figures apply to 
cars driven up to 18,000 miles a 
year, and are based on six-cylinder 
Fords, Chevrolets and Plymouths 
depreciated at an annual average 
on the assumption that the car will 
be retained for 2% years or driven 
45,000 miles. 

For -mileage in excess of 18,000 
annually, Runzheimer reports, an 
additional depreciation allowance 


of $11.72 per thousand should be 
added to the fixed costs. 


A breakdown of the average cost 
figures follows: 

Variable costs: Gasoline and oil, 
2.42 cents a mile; maintenance, 74 
cents and tires, 53 cents. 

Fixed costs: Fire and theft in- 
surance, $1648 a year; property 
damage and aeons tem ($25,000 and 
$50,000), $86.92; license and regis- 
tration, $17.60, and depreciation 
$514. 

Using these figures, Runzheimer 
asserts, it is fairly easy to com- 
pute annual driving costs, and it 
can be shown that the amount of 
driving has direct relationship to 
the cost per mile of driving. 

For example, the average mo- 
torist drives about 10,000 miles a 
year at 3.69 cents for a total of 
$369 and 365 days at $1.74 for a 
total of $635. Total costs for the 
year average $1,004, or 10 cents a 
mile, 

A car driven twice as far would 
cost: 20,000 miles for a total of 
$738; 2,000 miles at $11.72 per 
thousand for added depreciation 
for a total of $23.44, and 365 days 
for $635. Total costs average 
$1,396.44, or 6.98 cents a mile. 





Kaiser Hits Tight Money, 
Caution as Inflationary 
CORONADO, Calif.— Edgar F. 
Kaiser, president of Kaiser In- 
dustries and Willys Motors, has 
charged that tight money and the 
caution not to spend such money 
is more inflationary than de- 
flationary in the long run. 
Speaking at the convention of 
the American Institute of Steel 
Construction, he said the caution 
carried with it the danger of 
killing the public’s confidence. 








Leave for Sales Riediaes. 


Decked in this coal mining regalia, the Chevrolet wholesale staff of the Charleston 
(W. Va.) zone was all set to “dig in" on the 1958 campaign as they prepared to fly 
to the company's national sales convention at Detroit. In front row, from left, are 


district managers Max Lawson, Hersel Cottrill, 


Ed Runyan, Dave Doescher, Jim 


Bireley, Ed Jarrett and Jim Glass. Standing: R. 1. Wallenhorst, service and mechanical 
manager; Irvin Blankenship, used-car manager; G. W. Burrows, parts and accessories 
manager; G. A. Grover, distribution manager; B. G. Stevens, assistant zone manager; 
A. R. Barrett, zone manager; R. £. Downing, truck manager; R. H. Ruck, business 
manager; C. W. Adams, assistant parts and accessories manager; J. R. Beckman, 
organization manager, and G. E. Ogilvie, sales promotion manager. 
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mile from Schwing in March, 1951.| District Court in January, 1953, He 


Wake of High Court Action... 





Support Grows for Security Test 


(Continued from Page 1) 


tain Baltimore area and penalize 
them for stepping out of bounds, 
Moore added. 

aa 


* + 
Okay of Security? 
— dealerships for a 
territory are one thing, and we 
now know they are legal under the 
antitrust laws,” Moore said. “Incen- 
tive bonus payments for selling 
inside that territory — or penalties 
for selling outside it are 
another thing. The courts did not 
rule on that.” 

Moore’s view that the courts 
failed to touch on the territory- 
security concept is not shared by 
several of the attorneys who took 
part in the Webster and Schwing 
cases, They contend that the Cir- 
cuit benches, sustained by the 
Supreme Court, did at least depart 
from the Justice Department anti- 
trust thinking which underlies the 
refusal to accept any territory- 
security plan. 

“Lawyers disagree. Judges dif- 

fer. Even the Supreme Court 
divides, 5 to 4,” a Webster coun- 
sel said. “Had we won, territory 
security would have been 
doomed. Now, the courts seem to 
be saying: Go and get it.” 

Another possible obstacle to 
realization of a_ territory-security 
plan is the year-old good-faith law, 
which conceivably might be used 
by dealers opposed to any territory- 
security bonus idea. Some Big 
Three attorneys, but not all, are 
known to have taken the position 
that the good-faith law forbids any 
widespread adoption of an area 
sales bonus. 

. + > 
EMBERSHIP on NADA’s 
“quality dealers” committee in- 

cludes NADA officers and regular 
committee chairmen, plus ADSA 
Chairman H. Mead Norton, who 
spearheaded the drive for the 
“Oklahoma bonus plan.” Commit- 
tee chairman is NADA President 
Frederick M. Sutter. 

The committee met to start 
work on a new “action program” 
immediately after the directors’ 
meetings adjourned. Various 
courses are being considered, in- 
cluding the following: a court 
test; a new bonus plan based on 
the Justice Department's willing- 
ness to accept payment of out- 
of-pocket expenses by a selling 
dealer to a servicing dealer, and 
legislation amending the anti- 
trust laws to permit territory 
security. 

Before a court test could be 
made, a territory-security bonus 
plan would have to be established 
by a factory for all or some of its 
dealers, Moore said. The Federal 
courts and the Department of 
Justice are reluctant to handle liti- 
gation of a “hypothetical” nature, 
he said. 4 

> = 


HE Hansen bombshell made 

academic what was to have 
been a hot issue at the directors’ 
meeting—t he Missouri Automobile 
Dealers Assn.’s proposal for an 
NADA membership poll on the 
ADSA bonus plan. 

MADA General Manager James 
A. Gorman declared last week that 
any new suggestions along area 
bonus lines were being solicited 
and welcomed. 

“The doors of NADA are open for 
anyone to advance with a plan 
worthy of study,” Gorman said. 

New Jersey's ADA Manager 
William L. Mallon. named to 

NADA’s special consulting commit- 
tee. hailed the concord between 
ADSA and NADA. 

“I am satisfied that there will 
be no delay permitted in carry- 
ing forward this action pro- 
gram,” Mallon said, “and the 
enfranchised dealers of our 


in re-es' 
gressive and profit-making in- 
dustry.” 


Members of the special commit- 
tee are as follows: Sutter. Norton, 
Mallon, NADA First Vice-President 
Dean Chaffin, Secretary Walter 
Cooper, Treasurer A, Leftwich Sin- 
clair jr., Foster Talbott, Hanford 
Crockard, Carl E. Fribley, George 
H. Davis and Ray D. Wilson. 

A vote of confidence was given 


NADA’s work on.industry prob- 
lems last week by the board of 
directors of the Automotive Trade 
Assn, National Capital Area, A 
statement said NADA leaders 
“should be entitled to the 100 per- 
cent support of all NADA mem- 
bers.” 


* * * 


Conspiracies Charged 

N THE dealer lawsuits decided 

last week, Webster contended 
Packard violated the law by termi- 
nating Webster and another Pack- 
ard dealer to give an exclusive 
dealership to a third Baltimore 
retailer, Zell Motor Car Co. 
Schwing charged that Hudson con- 
spired illegally to eliminate 
Schwing and another Hudson 
dealer from business, giving a 
third dealer — Bankert Hudson — 
a “virtual monopoly.” 

The Supreme Court decision in 
the two cases left intact lower 
court rulings adverse to Webster 
and Schwing, both of whom asked 
treble damages under the antitrust 
statutes. 

The high tribunal gave no rea- 
sons for declining to look at the 
cases. It grants but a small frac- 
tion of the review writs it re- 
ceives, 

Webster, in its suit against Pack- 
ard and Zell, was awarded treble 
damages of $570,000 by a Federal 


District Court jury in 1955, The|... 





Some Honeymoon 


Chauffeur Spent Part of His 


With Henry Ford 

PITTSBURGH.—When Lz Pow- 
ers got married in 1925, he went on 
his honeymoon at the expense of 
Henry Ford. But he had to spend 
part of his time with the boss. 

Powers, whose first name is as 
unique as the honeymoon experi- 
ence, was Ford’s chauffeur at the 
time. He now operates Powers 
Motor Sales (Lincoln-Mercury) 
here. 

“When the boss decided to take 
his vacation at Bar Harbor, Me., in 
1925, I decided to get married,” said 
Powers. “We drove to Bar Harbor 
with Henry’s car, while Henry took 
the train. My bride and I had a fine 
summer except when Henry wanted 
me to take him on trips.” 


In Upper Midwest... 
Dealers See Good Year 


ST. PAUL.—A large majority of 
auto dealers as well as other busi- 
nessmen in the Upper Midwest look 
for 1958 sales to be as good or bet- 
ter than those of 1957. 

That was the result of a poll 
by The Farmer magazine. Ques- 
tionnaires were sent to dealers in 
Minnesota and the Dakotas, ex- 
cluding the Minneapolis-St. Paul 
and Duluth areas, and 3,911 re- 
plied. . 

Auto dealers who foresee better 
business in 1958 amounted to 37.4 


U. of Michigan 
Honors Zeder 


ANN ARBOR, Mich.—The Uni- 
versity of Michigan last week con- 
ferred honorary doctor of engineer- 
ing degrees upon Clifford C. Fur- 
nas, chancellor of the University 
of Buffalo; James H. Doolittle, 
vice-president, Shell Oil Co., and 
James C. Zeder, engineering vice- 
president, Chrysler Corp. 

They were honored during dedi- 
cation ceremonies of U. of M.’s new 
aeronautical and automotive engi- 
neering laboratories. 

Zeder, a 1922 U. of M. graduate, 
entered the auto business that year 
with Maxwell. He was one of the 
founders, in 1931, of the Chrysler 
Institute of Technology which has 
authority to grant master’s and 
doctor’s degrees in automotive en- 
gineering. 





jury found that Packard had vio- 
lated the Sherman Act by con- 
spiring with Zell, largest Packard 
dealer in Baltimore, to terminate 
the franchises of its two other 
Baltimore retailers. 

However, last April the Court of 
Appeals, by a divided two to one 
vote of its judges, reversed the trial 
court’s judgment on the ground 
that it was an error to submit the 
case to a jury and that Packard 
was entitled to judgment as a mat- 
ter of law. 

* . = 

EBSTER, who went out of 

business in 1952, alleged that 
Packard secretly agreed with Zell 
to terminate the dealerships of his 
two competitors after Zell threat- 
ened that he would give up his 
business unless the factory took 
such steps. 

Webster said that if the Court 
of Appeals decision against him 
stood, dealers will have to “conduct 
their businesses so as not to offend 
their fellow dealers — especially 
those who are larger.” 

He said dealers “are faced with 
the dilemma that they may be 
lawfully cancelled by the manu- 
facturer if they are not vigorous 
enough to satisfy him, but if they 
are that vigorous a large dealer 
may with impunity persuade the 
manufacturer to get rid of them.” 

“The (Court of Appeals) decision 
is an open invitation, with a 
grant of complete antitrust im- 
munity, to every large, high- 
overhead dealer selling a product 
which is in some competition with 
somewhat similar products, and 
who is tired of competing with 
smaller, lowe r-overhead and fre- 
quently more efficient dealers, to 
do as Zell did and force the manu- 
facturer to boycott the competing 
dealers by threatening to quit if 
he refuses.” 

Attorneys for Webster said a mo- 
tion for a rehearing of the petition 
may be filed with the Supreme 
Court. But these motions are 
seldom granted. ae 


‘Virtual Monopoly’ 
i HIS suit, Schwing alleged that 
his franchise was terminated in 
September, 1952, thus creating a 
“yirtual monopoly” in the sale of 
Hudson cars, parts and accessories 
in Baltimore for Bankert Hudson, 
a dealer who began operations a 





percent of those replying. Another 
46.4 percent saw sales holding about 
the same, while 16.2 percent saw 
fewer sales. 

Other retailers also are looking 
forward to 1958. Furniture dealers 
are tops in optimism—88.9 percent 
expecting sales next year to he as 
good or better than this year’s. 

The comparable figure for other 
trades are: truck dealers, 86.3 per- 
cent; hardware, 85.1; lumber, 84.8; 
appliance, 83.8, and farm imple- 
ment, 76.6. 

W. E. Boberg, vice-president of 
the magazine, called the optimism 
“significant.” He said the opti- 
mism was based on a “wonderful” 

feed crop, improved livestock 
situation and rising farm income. 

The check of dealers outside of 
the major cities showed that much 
of their business comes from farm 
people. The dealers contacted said 
between 53.5 and 72.7 percent of 
their sales are to farm people, de- 
pending on their product. 


$16,000 Fire Destroys 
2 Cars at Ohio Dealership 


LIMA, O. — A $16,000 fire de- 
stroyed two new cars, scorched 11 
others and damaged a building 
owned by Timmerman Sales Co. 
(Ford) here. 


Firemen said the blaze started in 
the building used for processing 
new cars when fumes from gaso- 
line being drained from a car were 
ignited by a nearby water heater. 


With this monopoly power, he 
alleged, Bankert has “substantially 
and abnormally” increased charges 
for supplying Hudson parts and 
accessories and has performed 
“less efficient and convenient serv- 
ice at higher cost.” 


The franchise of the second Hud- 
son dealer in Baltimore, Belair 
Road Hudson, was also terminated 
in September, 1952. Belair brought 
a companion suit against Hudson, 
which, in effect, was also disposed 
of by the Supreme Court decision 
of last week. This was due to the 
fact that the parties in the Belair 
case stipulated that whatever de- 
cision the high tribunal made on 
the Schwing issue would govern 
the Belair case also. 


Schwing claimed that the “con- 
spiracy and combination” 
between Hudson and Bankert, 
who was also a defendant in the 
suit, began in 1951 with the ob- 
ject of eliminating Schwing 
from competition with Bankert so 
that the latter could appropriate 
his business. 


The suit said Hudson in 1951 
asked Schwing to resign as a 
dealer, giving no reason, and that 
the company then circulated 
rumors among Schwing’s patrons 
that he would lose ‘his franchise. 
Schwing said Bankert induced 
Hudson to breach its car quota con- 
tract with Schwing and to refuse 
to accept orders from Schwing for 
new cars. 

The suit further alleged that 
Bankert induced Hudson to breach 
its contract with Belair Hudson for 
the same purpose of enhancing 
Bankert’s economic power in Balti- 
more. 

” a « 


pppoe vi filed a treble damage 
complaint under both the Sher- 
man and Clayton Antitrust Acts in 


— 


asked damages of $419,064, which 
would have amounted to $1,257,194 
if tripled. 


The court ruled aaginst him, a 
judgment that was subsequently 
upheld unanimously by a three. 
judge Court of Appeals. 

Main difference between the 
Webster and Schwing cases as 
that in the latter the two fran- 
chise terminations did not create 
an exclusive dealership in Palti- 
more. 

Attorneys for Schwing were not 
available forcomment as to 
whether they would apply for a 


rehearing. 
* * * 


Dealer Suit Against Ford 


Nears Appeal Trial 


WINSTON-SALEM, N. C. — The 
U. S. Circuit Court of Appeals at 
Richmond, Va., is expected to set a 
hearing date soon for the $1,400,000 
antitrust suit against Ford by 
Miller Motors, former Lincoln-Mer-. 
cury dealer here. 


Miller’s suit was dismissed last 
spring by District Judge Roszel c. 
Thomsen. Miller was awarded only 
$1,417.10 of the triple damages he 
originally sought. 

Miller accused Ford of violating 
the antitrust laws by requiring him 
to join an advertising cooperative 
fund and purchase certain inven- 
tories of replacement parts. The ex- 
dealer also assailed the company’s 
use of relative sales criteria in 
measuring his performance, 

Judge Thomsen, who heard the 
case without a jury, threw out all 
of Miller's antitrust violation 
charges. He ordered the $1,417.10 
paid to Miller to cover repairs for 
automobiles. 

Miller represented Lincoln-Mer- 
cury from 1954 until his termina- 
tion in mid-1954. 





Blame for High Prices 
Laid to Labor, Taxes 


NEW YORK.—In a study of 
wage, price and profit trends among 
manufacturing industries, the Na- 
tional Assn. of Manufacturers has 
taken issue with union economists 
and others who blame industry for 
rising prices. 


“The conclusion is inescapable,” 
the study said, “that the current 
inflationary push is due to rising 
costs of labor and the continuing 
heavy tax burden, and not to the 
‘greed’ of manufacturers for ex- 
orbitant profits, as some people 
claim.” 

The NAM said every major man- 
ufacturing group showed a decline 
in the margin of profits on sales 
between 1948 and last year. On the 
average, profits as a percent of 
sales dropped from 4.9 percent in 
1948 to 3.1 percent in 1956 NAM 
said. 

NAM said some industries had 
slipped more than others in terms 
of profits as a percent of sales. The 
industries with the highest number 
of workers per million dollars of 
investment suffered the greatest 
losses in their profit margins, ac- 
cording to the study. 

NAM said the tax burden had 
been felt by all industries about 
equally. 

Turning to price increases, NAM 
found no relation between the 
amount of increases in any in- 
dustry and the amount that costs 
have gone up in that industry— 
some which have had big in- 
creases in costs have made some 
of the smaller price increases. 

“However, no industry group has 
been rescued by price rises and 
some have cut prices,” the study 
said. 

NAM offered these figures for the 
period from 1948 through 1956: 
Physical output up 40 percent, sales 
in terms of dollars up 56 percent, 
wages and salaries up 72 percent, 
and profits after taxes up 5 percent. 

The study said the corporate tax 
rate had gone up by 14 percentage 
points in the 1948-56 period. 

During the same period, wage 
gains have outrun gains in pro- 
ductivity, NAM said. The gain in 
wages in terms of compensation 
Per man-hour was put at 55 per- 
cent while output per man-hour 





was said to have gone up 26 per- 

cent. 

NAM’s suggested remedy for the 
inflation problem is “strict govern- 
ment economy” plus “a restoration 
of equality at the collective-bar- 
gaining table so that individual 
producers can make wage settle. 
ments which are economically 
sound.” 


U.S. Steel Makes 
Movie Featuring 
Highway Program 
DETROIT. — A 27-minute film, 
“Jonah and the Highway,” dedi- 
cated to the highway engineer, was 


shown for the first time last week 
here and in New York. 


The film was produced by U. & 
Steel Corp. to focus public atten- 
tion on the current national high- 
way program. The New York 
showing was for the annual con- 
vention of the American Society of 
Civil Engineers. 


U. S. Steel said the film pays 
tribute to the highway engineer 
and the contractor — “the key men 
in the construction phase of the 
highway program.” 

The company explained that it 
produced the movie as part of what 
it considers its responsibility to 
promote good highways. 

The movies will be shown in 
theaters and driveins beginning in 
November and later will be re 
leased for showings to smaller 
groups. 





Chicago Alderman Urges 
Taxing Autos on Length 


CHICAGO. — New models are 
hardly off the assembly lines 
and already the question of car 
length is again in the middle of 
a big controversy. This time it’s 
@ proposal to tax the vehicle ac- 
cording to its length. 

Chicago Alderman Leo M. 
Despres has announced that he 
will introduce an ordinance, to 
take effect in 1959, to tax auto- 
mobiles by their length rather 
than their horsepower, as is done 
at present. 
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May Violate Antitrust Laws... 
Texas Dealers Warned 


On Foreign-Car Pacts 


AUSTIN, Tex.—The Texas Auto- 
motive Dealers Assn. has warned 
its members that some foreign-car 
gelling agreements may be in viola- 
tion of State antitrust laws. It 
urged dealers to exercise extreme 
caution in signing such agree- 
ments. 

“Bear in mind,” TADA said in 
a bulletin, “that some of these 
agreements are written by firms 
that are used to operating under 
a cartel system and, conse- 

tly they may not be aware 
ef the stringent Texas antitrust 
laws.” 

The association presented ex- 
cerpts from an opinion by Louis 
Wilkerson, TADA attorney, on the 
legality of one foreign-car selling 
agreement. The manufacturer was 
not named. 

According to Wilkerson, the fol- 
lowing four provisions are risky as 
far as antitrust laws are con- 
cerned: 

1. Distributor grants to dealer 
the nonexclusive privilege of selling 
at retail the products enumerated 
in the agreement between distribu- 
tor and (manufacturer), in the fol- 
lowing prescribed territory but not 
elsewhere. 

2. Dealer agrees not to solicit 
outside the territory described in 
Section —— the purchase of any 
products and further not to sell 
directly or indirectly any product 
for shipment, transportation or de- 
livery beyond the borders of the 
continental U.S. 

3%. The distributor makes no 
warranty, expressed or implied 
concerning any of the products 
covered by this agreement other 
than that made by (manufac- 
turer). 

4. Dealer agrees: To sell (manu- 
facturer’s) repair parts and acces- 
sories for products manufactured 


Merger Approved 
By Midland Steel, 
Ross Engineering 


NEW YORK.—A merger of Mid- 
land Steel Products Co. and J. O. 
Ross Engineering Corp. was 
approved by directors of both com- 
panies last week. 

Shareholders of each company 
are being asked to ratify the 
merger agreement at special meet- 
ings late in November. 

When the merger is ratified, the 
combined company will be known 
as Midland-Ross Corp. and will 
operate four divisions, the Cleve- 
land, Detroit and Owosso (Mich.) 
divisions of Midland, and the J. O. 
Ross Engineering division, which 
will include the Ross subsidiaries. 

Under terms of the merger, six- 
tenths of one share of the new 
Midland-Ross Corp, common stock 
will be exchanged for each share 
of J. O. Ross Engineering’s com- 
mon stock. Midland has arranged 
to purchase at $29 a share from J. 
0. Ross, chairman, and Ryan Sad- 
with, vice-president, and members 
of their families, about 38 percent 
of the outstanding common stock 
of Ross. This stock will be retired. 


Each share of Midland preferred 
stock will be converted into 1% 
shares of a new preferred stock. 
Each share of Midland dividend 
stock will be converted into two- 
thirds of a share of Midland-Ross 
common stock. 

Each share of Midland common 
stock will be converted into a share 
of Midland-Ross common stock. 

Midland Steel produces frames, 
power brakes and air compressors 
for automobiles, trucks, tractors, 
trailers, buses, construction and in- 
dustrial machinery. . 

Ross, together with its sub- 
Sidiaries, engineers, designs and 
manufactures atmosphere - control 
Systems for industry and supplies 
many of these industries with 
complete systems for finishing and 
Painting their products. It also 
Makes a broad line of couplings 
and coating and printing equipment 
- paper, sheet plastic and tire 
‘abric. , 
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or distributed by (manufacturer) 
at not more than current list price 
issued by distributor. 

Wilkerson explained, “It may be 
that the agreemnt on its face does 
not affirmatively show a violation 
of the Texas. antitrust laws, One 
provision might have a relieving 
effect, 

“This provision reads: ‘If any 
provision of this agreement shall 
be found invalid and unenforceable 
under any particular law of the 
U.S, or any state or agency there- 
of . .. such provision shall be of 
no force and effect but such in- 
validity shall effect only said pro- 
visions . and this agreement 
shall be construed as if such pro- 
visions were not contained herein.’ ” 

Wilkerson recalled that a some- 
what similar situation arose in 
Ford Motor Co. v. State, Tex. Sup., 
175 S.W. 2d 230. 

In this case, the court discussed 
the section that would be invalid 
under state law and decided that 
if no obligation is assumed, no 
violation of the law is con- 
tracted for. 

However, Wilkerson said, “the 
court further held that it was an 
ultimate question of fact as to 
whether there was a ‘course of con- 
duct’ by the parties designed and 
intended to accomplish territorial 
restriction or retail price fixing and 
remanded the case for trial of that 
ultimate fact question.” 

In Wilkerson’s opinion, pro- 
visions of the above-mentioned 
foreign-car sales agreement would 
be very strong evidence bearing 
on the ultimate-fact question. 

He believes that if the parties’ 
actual course of conduct is to treat 
those provisions as integral parts of 
their contractural relationship, a 
violation of Texas law would then 
exist. 

He also contends that the hold- 
ing in the Ford case regarding 
the limiting of the dealer’s obli- 
gation on certain provisions has 
been weakened considerably by 
a later decision, 

The later decision (Patrizi v. 
McAninch, Tex. Sup., 269 S.W. 2d 
343) involved elimination of parts 
of an agreement. 


In his opinion, the court’s 
language and its holding in Patrizi 
v. McAninch “indicates a substan- 
tial weakening of the earlier state- 
ment in the Ford case and mili- 
tates against placing any substan- 
tial reliance on provisions such as 
that in Section ——” of the foreign- 
car agreement. 

Wilkerson concluded, “I advise 
therefore, that both parties would 
be incurring substantial risk in 
even entering into a contract con- 
taining the provisions of (one 
through four above).” 





Chrysler Builds Redstone Missile— 





Auto Trim Show— 


The fourth annual Auto Trim Show, sponsored by the National Assn. of Auto Trim 
Shops, will be held Dec. 7-9 in Dallas. Highlights of the show will be “Trimerama,” 
the International seat cover design competition. Awards will be presented for out- 
standing tailoring and original styling. Above are two winners from previous shows. 





Hufstader Explains Policy 
On GM ‘Brass-Hat’ Cars 


LANSING.—The General Motors 
policy on sales of “brass-hat” cars 
and sales of new cars to employes 
at a discount has been explained 
by W. F. Hufstader, GM distribu- 
tion vice-president. 

The explanation was included in 
a letter to Gilbert L. Haley, execu- 
tive vice-president, Michigan Auto- 
mobile Dealers Assn. 

The letter was in reply to 
Haley’s request that J. F. Wolf- 
ram, Oldsmobile general manager, 
meet with Haley and Lansing- 
area dealers to discuss Oldsmo- 
bile division’s retail sales activi- 
ties. Hufstader’s letter did not 

mention the meeting which Haley 
had requested. 

The GM executive said the poli- 


Texas Co. Faces 

U.S. Charges of 
* * 

Illegal Pricing 

WASHINGTON.—The Federal 
Trade Commission has charged 
Texas Co. with illegal pricing in 
southeastern Virginia around Nor- 
folk. 

The complaint charges the com- 
pany gave some service stations 
discounts and joined with them in 
fixing the retail price of gasoline. 

FTC said it found that the com- 
pany gave temporary discounts to 
certain dealers while price wars 
and other “price disturbances” were 
in progress. 

The discounts were given on the 
understanding that the service sta- 
tions would sell gasoline at a price 
dictated by the company, the com- 
plaint said. 

The commission said the moves 
were “unlawful and oppressive” to 
the public and dealers who did not 
receive discounts. Texas Co. was 
given 30 days to answer the com- 
plaint and a hearing was set for 
Dec. 9 in Norfolk. 


Details of the Redstone ballistic missile manufactured by Chrysler Corp. for the 
U. S. Army have been one of the nation's closely guarded defense secrets. Now, for 


the first time, photographs showing the 63-foot-long Redstone under construction in’ 


Detroit have been released by the company. Here, workers are shown making last 
minute adjustments on a completed missile on one of the assembly lines. Disassembled 
into two component parts, one consisting of the power plant and fuel tanks (34 feet 
long), and the other consisting of the control system and warhead (29 feet long), 


the missile will be shipped by air to a 


test site somewhere on the Florida coast. 


cies discussed in his letter become 
effective with the 1958 model year. 
“In the opinion of GM and its divi- 
sions,” he wrote, “these policies, 
which apply to all divisions, are 
fair both to our employes and our 
dealers.” 

In GM parlance, Hufstader said, 
a “brass-hat” car is one that has 
been placed in service by a GM di- 
vision for promotional purposes 
and is used to provide a courtesy 
service to various individuals to 
whom such a courtesy may reason- 
ably be extended. 

“Such cars,” he said, “are some- 
times placed in service in an area 
like Florida, California, New York, 
Washington and there are also a 
limited number of them in the 
Michigan area. 

“Of the cars that are sold by 
any GM division that are not 
shipped to dealers for resale, 
*‘brass-hat’ cars represent a very 
insignificant number.” 

He noted that these cars are 
company cars and their period of 
service and selling price would be 
governed by the policy that is in 
effect with respect to any other 
company car. 

Company cars, he continued, us- 
ually remain in service for a mini- 
mum of 90 days or 3,000 miles. 
Many are assigned to individuals 
and are used in “furthering the 
interests of the division or of the 
business.” 

“At the end of the minimum 
period,” Hufstader said, “these cars 
may be sold by the division which 
had the car in service to a GM 
employe or a GM dealer at a dis- 
count of 35 percent from the list 
price of the car with optional 
equipment and accessories at the 
dealer net price.” 

If the car had been in service 
six months or 7,500 miles, the dis- 
count from list price would be 38 
percent. The discounts would be 
modified in the case of a discon- 
tinued model. 


Hufstader emphasized that the 
above arrangements apply only in 
the case of “brass-hat” or com- 
pany cars. A different procedure 

_is followed in the case of new- 
car sales to employes at a dis- 
count. 

On new cars, Hufstader said: 
“A limited number of them are sold 
to GM employes by GM divisions. 
However, whenever this is done, an 
amount equivalent to 5 percent of 
the list price of the car is credited 
to the dealer through whom the 
delivery is made to the employe.” 

He added that the employe may 
designate the delivering dealer, but 
the division reserves the right to 
select the dealer if, in its opinion, 
the delivery should be made 
through some other dealer, or it 
may make the delivery direct. 

The sales controversy is the 
result of a campaign by the Mich- 
igan association to halt retail 
sales by factories and factory 
branches. A bill to prohibit such 
sales was tabled by the Michigan 
Legislature last spring. 

At that time, the Legislature 
recommended that manufacturers 
and dealers get together and work 
out the problem among themselves. 
A legislative committee was ap- 
pointed to study the situation. 


15 
Insurance Boost 


Of 9.1% Approved 


In Massachusetts 


BOSTON. —A 9.1 percent in- 
crease in the 1958 rates for com- 
pulsory liability insurance for pri- 
vate cars was announced by State 
Insurance Commissioner Joseph A. 
Humphreys. The move touched off 
loud complaints throughout the 
state. 

Gov. Foster A. Furcolo said, 
“something must be done to put a 
stop to these increases in rates.” 
Whether the insurance companies 
Seek a greater increase from the 
Supreme Court as they did this 
year, when they won an average 
increase of 19.6 percent after 
Humphreys had given them 
nothing, will depend on an analysis 
of the evidence, they said. 

It will cost Massachusetts 
private-car owners an additional $6 
million to put their cars on the 
road next year if the 9.1 percent in- 
creases become effective. Addi- 
tional revenue to the companies 
from all categories is estimated at 
$7 million. 

Boston’s rate soared to $93.50 
from $86 for Class 1 drivers; to 
$145 from $133.50 for Class 2 and 
to $119 from $109.50 for other 
classes, A public hearing on the an- 
nounced rates will be held Friday 
(Oct, 25) by the insurance depart- 
ment. 

There were other hikes all along 
the line, for taxis, 10.5 percent, for 
commercial vehicles 26.3 percent 
and for garages and dealers, 42.4 
percent. 


6% Gain in Sales 
Seen in 1958 for 


Tire Dealers 


CINCINNATIL—A 6 percent in- 
crease in the business of tire deal- 
ers during 1958 was forecast last 
week by E. F. Tomlinson, president 
of B. F. Goodrich Tire Co. 

He made his prediction here at 
the 37th annual meeting of the 
National Tire Dealers & Retreaders 
Assn. 

Tomlinson said that the nation’s 
motorists will spend mearly $1.5 
billion for replacement tires this 
year and that this sum will be up 
6 percent in 1958. 

As part of the convention, the 
association kicked off a national 
tire-safety campaign. Running 
through Nov. 1, it will be known 
as the “Safe Tires Save Lives” 
campaign. 


Ex-Dealer Sues 
Chrysler, 2 Aides 
For $67,000 


MILWAUKEE. — Russell Arn- 
dorfer, former operator of Arn- 
dorfer, Inc., (DeSoto-Plymouth) 
here, has sued Chrysler Corp. and 
two Chrysler officials for $67,000. 

Individuals named in the suit are 
R. W. Shanklin, director of dealer 
enterprise, and Frank E, Urban, a 
regional manager. 

Arndorfer charged that he was 
induced by Chrysler to invest 
$42,000 in the firm which bore his 
name but was controlled by 
Chrysler. 

Later, he charged, Chrysler “con- 
spired” to have him removed as 
president and a director of the 
dealership. In addition, to his re- 
ported investment, Arndorfer 
is suing for $25,000 for embarrass- 
ment and loss of income. 


Jaguar Dealers 
* a 
Visit England 

LONDON. — The Jaguar organi- 
zation has entertained 11 distribu- 
tors and more than 50 dealers from 
the U.S. and Canada on a trip to 
England. 

The group visited the Jaguar 
plant in Conventry and the Lon- 
don Motor Show. 

Johannes Eerdmans, president of 
Jaguar Cars North American 
Corp., and C. Gordon Benett, sales 
vice-president, accompanied the 
group and placed an order for $20 
million in cars for the first half 
of 1958, 
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For San Antonio Salesman... 


2 Tools, Planning Move Cars 


SAN ANTONIO. — Two sound 
tools and good planning spell suc- 
cess in auto selling. 

That’s the formula of Hubert 
Verschoyle, of Charles Orginger 
Buick here, His two tools are his 
notebook and card index. 

He has used his tools to “enable 
me to see more customers and 

make more sales.” Here’s how he 
uses his tools: 

The first page of his notebook 
lists nine sources of prospects—the 
service department, showroom floor, 
“license number,” bird dogs, former 
customers, friends of former cus- 
tomers, cold calls, people whose 
cars have been wrecked and direct 
mail advertising. 

“Each evening, I check over the 
day’s work to see how effective 
each prospect source has been,” 
Verschoyle said. “Unless I have 
checked off half of these sources, 





NEW YORK.—“The beauty, com- 
fort and luxury of a limousine 
combined with the utility, conveni- 
ence and storage space of a station 
wagon,” is the way one woman re- 
spondent capsuled her car-of-the- 
future demands on her entry to 
McCall’s magazine automotive con- 
test. 


More than 33,000 entries were 
submitted to McCall’s editors by 
contestants who were invited to 
help build a car of the future. 
It was evident that an over- 


of the re- 
spondents had given serious 
thought to suggestions, for 
many eliminated 


Design innovations desired by 
the women centered around in- 
creased ‘utility, with such phrases 
as “simplicity,” “good, simple, flow- 


f ing lines,” and “minimum of extra 


ornamentation” predominating. 


As for color, one oft-repeated re- 
quest was for a means whereby 
auto colors could be changed to 
harmonize with what the driver 
was wearing—colored clip-on sec- 
tions were the suggestion of many 
in this area. 


dashboard accessories 
including electric outlets, more dur- 
able seat coverings, wider selection 
of fabric color schemes, larger mir- 
rors, “left-handed” ash trays, and 
head and foot rests highlighted 
recommendations for the interior 
of the car of tomorrow. 

To facilitate emergency mainte- 
nance, women would like a “down- 
to-women’s-earth” instruction man- 
ual, labeled engine parts and “cor- 
responding base numbers for all 
removable parts under the hood.” 

Additional storage space—both 
interior and exterior—was re- 
by many readers, refiect- 

the movement towards in- 
creasing use of the auto for long- 
distance travel. An upsurge in 
family travel was indicated in 
the heavy demand for “living 
facilities” such as beds, kitchen 


On and On... 


1926 Flint Has Rolled Up 
376,000 Miles 


CLEVELAND.—A_twice-rebuilt 
1926 mode] Flint has carried him 
376,000 miles, says Roger William 
Duke Beecher, Cleveland salesman. 

Beecher, who is on the road 10 or 
11 months a year, says he perks 
along at a leisurely 45 m.p.h on his 
travels to department stores from 
Minnesota to Mississippi. 

Although it’s been rebuilt, Beecher 
Says the car is basically the same 
as when he bought it for $2,965 
F.O.B. Detroit. Extra equipment in- 
cludes a barometer, two fans, two 
spare tires and a burglar alarm 
that sets off the horn. 


Women Ask Luxury, Utility 


Running Water, Power Jacks Also Requested 
In Car-of-the-Future Contest 


I haven’t really cultivated the pros- 
pect field.” 

The way he uses several of these 
sources needs some explanation. 


“I take the license number of 
any car I happen to see that looks 
as if it needed a replacement, 
look up the name and address of 
the owner and make a telephone 
call,” he said. 

Contact with prospects who are 
friends of former customers comes 
from contact with former custom- 
ers. Verschoyle keeps track of his 
former customers with his card 
index, which he divides into two 
sections. 

“In the first section are listed 


Dealer Runs for Mayor 


NASHUA, N. H.—Mario J. Vagge, 
long-time automobile dealer here, 
has filed as a candidate for mayor 
in Nashua’s Nov. 5 municipal 
election, 


equipment, household appliances 
and running water. 

Safety innovations took prece- 
dence with “crash conscious” 
women, who were separated into 
three distinct groups—those who 
wanted crash prevention devices 
(object repelling mechanisms, 
warning signals, automatic brakes) ; 
those who wanted to lessen crash 
dangers (roll bars, recessed hard- 
ware, fold-up steering wheels, addi- 
tional safety padding), and those 
who requested equipment for aid 
to crash victims or for post-crash 
warning of oncoming traffic. 

Despite recent developments for 
increased ease of operation, two 
major bugaboos still haunt female 
drivers—parking and tire chang- 
ing. Deeming power steering only 
a partial answer to parking prob- 
lems, many contestants requested 
special parking wheels enabling 
cars to “slide” sideways. 

The demand for tire changing 
aids—more pronounced than 
for “life-time” tires — centered 
around requests for power jacks. 


customers sold during the last four | 


months,” he explained. “I call them 
once every two weeks just to see 
how they are getting along for a 
period of four months. 

“It enables me to hear first any 
complaints they may have about 
the car or the service they are 
getting. 

“In the second section, I list all 
customers who were sold more than 
four months ago. I call these cus- 
tomers about once every two 
months because you never know 
when one is going to be in the 
market for a new car or have a 
friend who needs one.” 

In dealing with former customers, 
Verschoyle concentrates on two 
“resale periods.’ 


“One is when the car is one 
year old,” he said. “Many cus- 
tomers want and can afford the 
latest model. Many others are 
extra hard on cars—such as 
travelling salesmen —and really 
need a new one after their car 
has been on the road a year.” 


The second resale period is when 
the car is three years old. 

Verschoyle explained how he 
handles these prospects in his note- 
book 

“- devote a page to each prospect 
—how his name was secured, where 
he lives, his occupation, what sort 
of car he drives, its age and condi- 
tion. And, at the bottom of the 
page, whether he is a cold, warm or 
hot prospect. 

“Each page is filed in my note- 
book and moved forward as the 
prospect warms up. When a pros- 
pect is sold, he goes into my cus- 
tomer file.” 

This system of salesmanship 
keeps other salesmen from mak- 

ing the sale that Verschoyle 
should have made and keeps him 
working regularly on his pros- 
pects. He lists another benefit: 

“It prevents you from neglecting 
the customers you have sold. At the 
end of one to.three years, you will 
have an opportunity to sell them 
again.” 


Olds Zone Office Moved 


MINNEAPOLIS.—The Oldsmobile 
zone office here has moved to the 
fifth floor of the Longyear Build- 


that | ing, 76 South Eighth St. The office 


was located at 510 Foshay Tower 
for 20 years. 





Goodrich Executive Explains Advertising— 


Glenn Martin, center, advertising manager, B. F. Goodrich Co., Akron, addressed 
the Detroit Chapter of the American Assn. of Newspaper Representatives at the 


group's October meeting. Martin chose as his subject, 
From left, 


Newspapers to Advertise Its Products.” 
Detroit Chapter AANR; Carl Albaugh, B. F. 


“How B. F. Goodrich Uses 
are Edwin Charney, president, 
Goodrich newspaper advertising manager; 


Martin; E. S. Stagg, second vice-president, Detroit Chapter AANR, William Anderman, 


first vice-president, Detroit Chapter AANR. 


Prepared for Cleveland Dealers .. . 


Public Relations Pointers 


CLEVELAND.—The public rela- 
tions committee of the Cleveland 
Automobile Dealers Assn, has pre- 
pared a statement on dealer public 
relations for distribution to the 
membership. 

Declaring that public relations 
is as old as selling, the statement 
points out the six qualities dealers 
must cultivate in their own per- 
sonalities and dealings with the 
public. 

The statement mentioned these 
qualities: 

“1. SINCERITY: Some people we 
know—very few—always have all 
their cards face up. We know 
where they stand and we know 
where we stand with them, There 
is no sham, pretense, hypocrisy, 
apple-polishing, uncertainty, show, 
arrogance or equivocation. They are 
real all the way through. This is 
an essential ingredient in getting 
along with people. 

“2. PERSONAL INTEGRITY: 
Perhaps this character trait of an 
individual isn’t greatly different 





Europe Eyes Uniform Headlights 


DETROIT. — International co- 
operation in research to achieve 
standardization of automobile 
headlights and to bring about uni- 
formity of headlight regulations 
has become a foremost task of the 
electrical industry in Europe, it 
was reported at an international 
engineering meeting here. 

American, German, French, 
British and Dutch companies 
have been engaged to design a 

headlight which eventually may 
solve the problem now plaguing 

Europe’s drivers. 

The goals of the researchers are 
increased night driving safety, the 
end of manufacturing difficulties 
presented by varying national 





Chrysler-Imperial Exclusive— 
Wendell H. Hawkins Motors, 


regulations and the simplification 
of conflicting regulations where 
drivers move freely across national 
boundaries. 

Germany's representative is 
Robert Bosch GmbH, of Stuttgart, 
which provided the host site for 
the experimentation. Bosch’s pre- 
vious work in the field of interna- 
tional standards includes develop- 
ment in 1902 of a system of 
sparkplug classification now in 
worldwide use. 


The committee sought to com- 
bine the advantages of the Ameri- 
can and European headlights. The 
American lights are brighter and 
give longer-range night vision, but 
the European lights, it said, have 


Inc., first exclusive Chrysier-imperial dealership in 
Texas, opened showrooms recently in Houston. A five-day round-the-clock party fea- 


tured formal dress and lavish entertainment. 


the advantages of curb-to-curb 
vision. 


At the suggestion of Geneva 
(Switzerland) authorities, com- 
parison tests began in 1949. A 
working group was set up in 
1951 and, after careful prepara- 
tion, repeated its experiments 
late in 1953 and early in 1954. 

Because of the scope of the 
problem, it was necessary to assign 
a particular phase of headlight re- 
search to each national committee 
of the working group. 

Through their experiments, 
European technicians recognized 
the advantage of a clearer view of 
the right roadside, and German, 
Dutch and French experts designed 
a new light diffusion for headlights. 


The new light combined the 
right-side illumination of Ameri- 
can lamps with the left-side bright- 
ness favored by many Europeans. 

The overall pattern of the new 
light’s beam on the right is a 
diagonal bright-dark line, begin- 
ning at the lower left and rising 
at a 15-degree angle toward the 
upper right. 

The lamp also featured a higher- 

watt bulb, and the normal socket- 
type bulb was replaced by one with 
a new base following the pattern 
of American sealed-beam head- 
lights. 
While this new type of light 
again met resistance in some quar- 
ters, it did represent a vital step 
toward the goal of international 
standardization. 

European traffic authorities, who 
met in Geneva last March, expect 
that with further technical im- 
provement and a gradual removal 
of psychological barriers, this pro- 
totype light may well lead the way 
toward the elimination of conflict- 
ing national regulations on auto- 
mobile lighting. 





from sincerity, because unless one 
is sincere, he can’t have integrity. 
On the other hand, it does refer to 
very special qualities of decency, 
honesty, loyalty, fair play, and 
honor. An individual with a real 
personal integrity has a deep sense 
of responsibility and dependability. 
He is sound. He keeps his prom- 
ises. He lives up to his commit- 
ments. 

“3. HUMILITY: If one picks out 
the great leaders of our present or 
our past, one invariably finds the 
character trait of humility. Matur- 
ity is usually combined with mod- 
esty. Never is it present in the 
smart-alecks, the know-it-alls, the 
self-appointed saviours, nor the per- 
sons who know the answers before 
they hear the questions. 

“4. COURTESY: This means 
much more than just being thought- 
ful or polite to other people. It 
means tolerance. I want to worship 
my God in my way and give my full 
approval to you to worship your 
God in your way; I have my ec 
centricities and peculiarities and I 
approve of you having yours, You 
are just as good as I am, and I'll 
respect your right to speak your 
piece even if I don’t agree. This is 
courtesy in its largest sense. 

“5. WISDOM: There isn’t any 
escape from the fact that, even 
though an individual might be 
sincere and humble and courteous, 
unless he has the wisdom to make 
the right decisions and actions, 
to do the right things at the right 
time, to give the correct guidance 
and counsel when it is indicated, 
he doesn’t get along with people. 

“6. CHARITY: Maybe this is the 
most important attribute for any 
personality. In its broadest inter- 

pretation it means the capacity to 
love. It implies the acceptance of 
the fact that we all have weak- 
nesses; we all make mistakes. To 
be able to get along with people 
requires the charity of forgiveness. 

“The greatest events of an age 
are its best thoughts. Thought finds 
its way into action. Someone once 

said that the most essential things 
in life are the smallest which ex- 
actly describes the profit of the 
average dealer today. Dealer profits 
are strong reasons for thought 
Strong reasons make strong actions. 

“Count that day lost 

“Whose low descending sun 

“Finds cars sold for cost 

“And business done for fun.” 


Prestone Launches Drive 
For Installation by Dealer 


NEW YORK, — National Car- 
bon Co., marketer of Prestone 
antifreeze, has launched a cam- 
paign with service-station opera- 
tors to get motorists to have 
their antifreeze installed by 
dealers. 

Theme of the drive is: The 
qualified dealer is better equipped 
to give the proper service. 
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Changeovers Completed .. . 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 

















Week Week Jan. 1 —_ 1 
Ended Same Ended Output, To 
Oct. 19, Week, Oct. 12, October, Oct. 20, Oct “19, 
1957 1956* 1957* To Date 1956 
AMERICAN MOTORS 3,150 2,390 3,129 8,722 83,744 91,296 
Sscchbuacusttdaits, | Wickens Edens -. set 6,099 1,345 
Pssiccastshuakhstilandite. aitcsasle _ee a 3,561 
ree 3,150 1,667 3,129 8,722 63,544 76,389 
SLER CORP. ...... 19,500 13,615 18,853 50,089 637,332 1,014,151 
eS 2,000 629 1271 4,321 74,353 98,943 
Imperial .................... 600 175 367 1,309 7,027 31,893 
sack sbthceiasstielpia 2,500 1,704 2,541 6,623 74,632 98,625 
iitieacsnlasacibditode 5,400 4,025 5,476 15,096 149,053 242,218 
Plymouth ...................... 9,000 7,082 9,198 22,740 332,267 542,472 
FORD MOTOR .............. 16,950 34,983 2,868 27,715 1,240,767 1,504,747 
EEN - rssdisceucesdet: <ciewiners > ccdilet > Sileidind 1,185 444 
RE ilistcastinsiclccscalaniil S200 ew a oe 46,650 
SR cscs sccccasticntendica 11,500 31,633 _......... 11,500 1,009,387 1,196,396 
a 350 ey! eles 830 38,119 29,604 
Mercury 0.0.0... 2,900 2,551 1,866 5,155 192,076 231,653 
GENERAL MOTORS .. 28,405 35,150 11,743 40,215 2,417,453 2,143,677 
a Ab Macnee dct 6,030 747° «=—«- 2,891 . 8,921 429,499 307,395 
SI ciinstscmectonctaleon er 15 215 114,993 121,128 
cd scale 17,800 31,419 8,417 26,284 1,263,638 1,150,799 
Oldsmobile 2,225 760 246 «2,471 346,140 299,339 
ahi acl duis 2,150 2,224 174 2,324 263,183 265,016 
SUE cacacscisssncsccsenese 2,260 2,419 2,222 6,150 173,589 58,058 
IS ciscocctciditedses == 11 73 «13,277 4,679 
Studebaker .................. 2,200 2419 2,211 6,077 60,312 _ 58,879 
Total Cars, U. S........... 70,265 88,557 38,815 126,891 4,452,885 4,801,928 
Revised. 
~ COMMERCIAL CARS 
: (0, 8. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Same Ended Output, To To 
Week, Oct. 12, October, Oct. 20, Oct. 19 
1956° 1957* To Date 1956* 1957 
7,087 6,593 17,567 283,676 274,385 
104 133 328 4860 4,250 4,507 
60 60 168 3,037 2,478 
1959 1,161 3,402 72,067 62,368 
5,330 5,066 12,003 247,285 277,598 
1,768 1464 3,158 74,116 53,523 
INTERNATIONAL ...... 2,394 2,750 2,386 6,609 111,341 99,168 
TT 355 338 355 969 15,385 14,552 
aie ccaticsininnchndesesens 105 71 100 266 3,173 3,827 
STUDEBAKER .............. 160 320 160 448 «=: 11,468 7,815 
in 235 341 235 732 14,293 = 11,749 
I i ea 1200 1,396 1,039 3,086 50,535 48,254 
MISCELLANEOUS*** 60 70 58 189 2,891 2,810 
Total Trucks, U. S.... 20,154 21,594 18,810 48,925 893,517 863,034 
Total Cars, Trucks, 
BP UI rad cians eicheiacades 90,419 110,151 57,625 175,816 5,346,402 5,664,962 
Total Cars, Tru 
eee 2,775 7,699 2,360 6,410 373,912 333,836 
Grand Total, . 





N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


To Auto Dealers .. . 


Business Aids Offered 


DETROIT.—A program of busi- 
ness aids to auto dealers is being 
offered by Automotive Enterprises, 
10600 Puritan Ave., Detroit. 

The firm gets current infor- 
mation from operating dealers 


Indiana Dealers 
Plan 2nd Series 


On Management 


INDIANAPOLIS. — The Indiana 
Automobile Dealers Assn. is plan- 
ning a second business - manage- 
ment conference for late 1957 or 
early 1958. 

The association said that success 
of the first conference series which 
attracted nearly 600 dealers in six 
cities had prompted the decision to 
schedule a second conference. 

An association bulletin on the 
Conference asked members to sub- 
mit suggestions on what they want 
sommes at the forthcoming meet- 

gs. 





through questionnaires on such 

subjects as selling techniques, 

used-car inventory control and 
profit forecasting. 

The company then turns the in- 
formation gathered into a publica- 
tion, Top Topics, which is issued 
weekly or more often. Other studies 
of dealer operations and informa- 
tion of service to dealers is in- 
cluded in the publications. 

Automotive Enterprises also fur- 
nishes an internal procedure in- 
spection program in its service. 

Dealers are sent material for a 
checkup of their own operations 
once a month for four months. The 
program is repeated every four 
months, so the dealer gets three 
checks on his firm each year. The 
checks cover 312 points of man- 
agement and salesmanship. 

The third service offered is re- 
search on the problems of indi- 
vidual dealers. 

The services are offered on an 
annual subscription basis. Robert 


J. Young is manager of Automotive 
Enterprises. 


‘08 Output 





Reaches 


Highest Oct. Level 


(Continued from Page 1) 


calendar year by Chrysler Corp. 
on Thursday (Oct, 17). 

It marked the third time since 
1953 that corporation assemblies 
have surpassed the million mark. 
In 1953, the top year for Chrysler 
Corp., the millionth car didn’t roll 
from the lines until Ot 12, 


HIGHLIGHT e this week's 

operations will be the assembly 
today (Oct. 21) of the six millionth 
vehicle of the 1957 calendar year 
by U. S. and Canadian manufac- 
turers. The corresponding vehicle 
of a year ago didn’t roll from the 
lines until Nov. 3. 

Increased output schedules at 
Chrysler division and Imperial 
helped boost Chrysler Corp. as- 
semblies from 18,853 units the 
previous week to 19,500 cars last 
week. 

Chrysler division jumped its out- 
put from 1,271 to 2,000 units; Im- 
Pperial climbed from 367 to 600 as- 
semblies; DeSoto was off from 2,541 
to 2,500; Dodge was down from 
5,476 to 5,400, and Plymouth dipped 
from 9,198 to. 5,000 units. 


ORD MOTOR. CO. hiked its 
output from 2,868 units a week 
earlier to 16,950 last week as Ford 


Va. Parts Center 
Planned by GM 


RICHMOND, Va.—General 
Motors is planning to construct a 
parts distribution center and sales 
office just west of Byrd Field and 
near a Ford Motor Co. installation. 

The one-story building will con- 
tain about 75,000 square feet of 
space and is expected to cost be- 
tween $750,000 and $1 million. Plans 
call for a brick structure with some 
metal panels on the front of the 
building. 


and Lincoln divisions resumed pro- 
duction. Ford had been down for 
changeovers to its ’58 lines, while 
Lincoln was out of operation for a 
week due to realignments in its 
paint department. 

A breakdown of Ford Motor 
operations showed Ford division 
with 11,500 assemblies last week, 
compared with none the previous 
week; Lincoln with 350 assem- 
blies last week, compared with 
none a week earlier; Edsel up 
from 1,002 to 2,200, and Mercury 
up from 1,866 to 2,900 units, Edsel 
output has been slowed by Ford 
changeovers and Mercury. has 
been hampered by a strike at its 
Metuchen (N. J.) plant. 

Cadillac was the last U. S. manu- 
facturer to enter into 1958 model 

output as it officially returned to 
output operations Tuesday. 

Oldsmobile and Pontiac officially 
started assembly of ’58 lines on 
Monday though all three divisions 
produced a limited number of 
“show” models the previous week. 

* = = 

MOBILE turned out 2,225 
cars last week, as against 246 
the previous week; Pontiac as- 
sembled 2,150 units last week, as 
against 174 a week earlier, and 
Cadillac turned out an estimated 
200 cars last week, compared with 

only 15 the previous week. 

Chevrolet and Buick, both in 
their second week of '58 model 
output, more than doubled their 
previous week’s assemblies, Chev- 
rolet jumping from 8,417 to 17,800 
and Buick climbing from 2,391 to 
6,030 units. 

On a corporate basis, GM as- 
semblies jumped from 11,743 units 
a week earlier to 28,405 last week. 

> > * 
OTH members of the Little Two 
also registered output gains 
last week, American Motors up 


77 


from 3,129 to 3,150 units (all Ram- 
blers), and Studebaker-Packard up 
from 2,222 to 2,260 units. 

On a divisional basis, Stude- 
baker dropped from 2,211 units 
the previous week to 2,200 last 
week, but Packard jumped from 
11 to 60 units. 

On a corporate basis, AMC output 
was up 760 units over the same week 
a year ago, while S-P assemblies 
were down 219 units from the 2,419 
cars built during the week ended 
Oct. 20 a year ago. 

= * + 
so return to pre-changeover 
levels at Ford and Chevrolet 
and increased output at GMC lifted 
truck assemblies from 18,810 units 
a week earlier to 20,154 last week. 
The week ended Oct. 20 a year ago 
saw the manufacturers roll 21,594 

trucks from the lines. 

Canadian car and truck as- 
semblies also showed an increase 
last week despite the loss of a 
work day on Monday due to the 
celebration of Thanksgiving. 
Increased scheduling of '58 
models by Ford, GM and Chrysler 
helped boost output from 2,360 
vehicles a week earlier to an esti- 
mated 2,775 cars and trucks last 
week. International Harvester was 
out of operation last week for in- 


ventory. 
> = . 


AMC of Canada Planning 


Return to Car Output 


TORONTO. — American Motors 
of Canada, Ltd. expects to resume 
assembling cars in the near future, 
President Roy D. Chapin told a 
dealers’ meeting here last week. 

“We fully expect to be again con- 
ducting a Canadian assembly 
operation in the near future,” he 
said at a showing of 1958 cars. 

American Motors closed down its 
assembly plant in Toronto last 
July. The company said at the time 
cost of retooling the old plant for 
its extended 1958 line would be too 
high. The 1958 cars were to be as- 
sembled at the company’s main 
plant in Kenosha, Wis. 

Chapin said his company holds 
an option on industrial property in 
the Toronto area. “We are moving 
ahead in the automobile market,” 
he said, “and we have expansion 
plans for Canada too,” he said. 





Foreign-Car Sales Up in Canada 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.— Sales of European- 
made vehicles rose sharply during 
July compared with the same 
month a year ago, while purchases 
of other vehicles slumped, accord- 
ing to the Canadian Government. 

And dealers expect the trend 
to rising sales of foreign cars to 
continue, There are reports in Ot- 
tawa of top-level talks on the 
exchange of foreign vehicles for 
surplus Canadian wheat. 

In line with the Government's 
attempt to encourage British ex- 
ports to Canada, dealers expect an 
allout campaign to boost British 
car sales in the Dominion, They 
look for a stepped-up advertising 
campaign by newspaper, radio, TV 
and other media. 

Sales of foreign cars in July 
jumped to 4,393 from 3,171 in July, 
1956, a gain of 38.3 percent. Sales 
of other cars fell from 42,227 to 
34,939, down 17.3 percent. 

Canadians bought 334 foreign 
commercial vehicles in July, com- 


Chain-Sales Plan 
Attacked in Buffalo 


BUFFALO.—The Buffalo Better 
Business Bureau and the president 
of the Buffalo Automobile Dealers 
Assn, expressed alarm over a chain- 
sales plan that has hit the Buffalo 
market. Both groups attacked the 
plan as “misleading.” 

At least one Buffalo-area dealer 
has been using the sales gimmick. 
The BBB said it has received at 
least a’ dozen reports that this 
organization is leading prospects 
to believe they can get a car free 
through the plan. 

The bureau, warning of pitfalls, 
says this dealer has signed a six- 
month contract with a Cincinnati 
concern to conduct the referral 
Sales plan in his agency. 


pared with 260 a year ago, a gain 
of 28.5 percent. 


of 64 percent in the number of 
sales, from 327,232 units in -1956 


Sales of other commercial ve-| t 306,325. 
hicles dropped sharply from 9,337; Commercial vehicle sales dropped 


to 6,864, down 26.5 percent. 


Meanwhile, figures for the first 
seven months of 1957 show a drop 





Tire Makers Boost 


Prices by 2 Percent 


AKRON.—Firestone and Good- 
rich raised their prices on orig- 
inal-equipment tires by 2 percent 
on Oct. 1. The other members of 
the rubber industry’s Big Four, 
U. S. Rubber and Goodyear, re- 
portedly made the same move. 

The rubber companies boosted 
replacement-tire prices by 3 per- 
cent last summer after granting 
workers a 6-percent pay hike. 
The last increase in original- 
equipment prices was a one-per- 
cent hike last Jan. 1. 





75 percent. 

In the first seven months, Cana- 
dians bought 254,859 cars, com- 
pared with 271,618 a year ago. Sales 
of commercial] vehicles totalled 51,- 
466 against 55,614 a year ago. 

All provinces reported a drop in 
new-vehicle business, ranging from 
2.7 percent in Quebec to 33.9 per- 
cent in British Columbia. 

Only in Quebec was there a rise 
in new-car sales, a boost of 19 
percent, Elsewhere, sales were 
down, ranging from 7.5 percent in 
Manitoba to 35.8 percent in British 
Columbia. 

In Newfoundland the sale of 
commercial vehicles soared to 82.4 
percent, Losses elsewhere were very 
heavy, ranging from 12.7 percent 
in Alberta to 56.2 percent in Prince 
Edward Island. 





Mercedes-Benz Fleet— 


Indiana Rental & Sales Co., South Bend, has become one of the first fleet 
purchasers of Mercedes-Benz cars since Studebaker-Packard dealers commenced to 
market the imported automobiles. The company will use the cars in its rental and 
leasing business. The cars were two, 190-SL Roadsters and two sedans. Shown, from 


left, 


are George Satori, sales manager, Freeman-Spicer (Studeboker-Packard and 


Mercedes-Benz), South Bend; F. L. Armstrong, in charge of Mercedes-Benz sales for 


S-P; Bert Liss, president, 


Indiana Rental & Sales; John Postle, general sales mana- 


ger, Freeman-Spicer, and (standing by car) Eli Spicer, vice-president, Freeman-Spicer. 
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& Handling... 





$200 Used-Car ‘Bush’ 
Reported in Chicago 


CHICAGO:—The Better Business 
Bureau has charged that a former 
Chicago dealer tacked a $200 “un- 
warranted delivery and handling 
charge on the sale of a used car.” 

A story in the Report, BBB 


Car-Tire Output, 
Shipments Gain 
During August 


NEW YORK. — Production and 
shipments of car tires moved up in 
August, according to the Rubber 
Manufacturers Assn. 

Production was placed at 7,800,709 
units, compared with 7,449,072 in 
July. Shipments were 8,626,747 tires, 
a slight gain over the 8,610,751 
shipped in July. 

The August activity resulted in 
a decrease in manufacturers’ in- 
ventories. The inventories stood at 
15,348,234 tires at the end of Au- 
gust, compared with 16,097,080 at 
the end of July. 

August shipments of truck and 
bus tires were placed at 1,205,980, 
down from the 1,228,778 shipped in 
July. Automotive inner tube ship- 
ments for August were 3,682,817, 
compared with the 3,708,280 shipped 
in July. 


Obituaries 


Stanley Whitworth, 76; 


Designed Stutz Bearcat 
ANGELES.—Stanley Whit- 
worth, 76, who designed the Stutz 
Bearcat, died Oct. 15 in Montebello. 
Born in England, Mr. Whitworth 
entered the U. S. auto industry in 
1904, and designed the Bearcat for 
Stutz Motor Car Co. prior to World 
War I. He became vice-president of 
Bendix Brake Corp. in 1926 and 
vice-president of Studebaker in 
1933. He retired in 1947. 
> > > 


Eugene Davis Paige 
PETALUMA, Calif.—Eugene Davis Paige, 
63, a Pontiac dealer, died Oct. 9 in his 
Office after a henst ote. 
. 
Stanley H. Vandenburgh 
WATERVLIET, N. Y.—Staniey H. Van- 
denburgh, 65, a retired automobile dealer, 
died unexpectedly Oct. 7. He had operated 
8. H. Vandenburgh Co. 30 years and was 
a former president of the Troy Automobile 
Dealers Assn. 


* 7 * 
Guy Urbin 
KEWANNA, Ind.—Guy Urbin, a Chev- 
rolet dealer here 30 years, is dead. He was 
65. 
* . . 
Howard L. Norton 
MASON, Mich.—Howard L. Norton, 58, 
Pontiac dealer here for nine years, died 
Oct. 6 of a heart attack. A former Pontiac 
zone manager, he was a member of the 
Michigan Automobile Dealers Assn. and 
Pontiac Zone and Regional Dealer Council. 
. . . 


James B. E. Olson 
NEW YORK. — James B. E. Olson, 62, 
chairman of J. B. E. Olson Corp., manu- 
facturer of aluminum auto and truck 
bodies, died Oct. 4 at his home in Queens. 
* . . 


Charles C. 
BALTIMORE.—Charies C. Rappold, 66, 
who operated an automobile dealership in 
East Baltimore until retiring in 1945, died 
here recently. 
* 
Homer A. Tuesley 
MISHAWAKA, Ind.—Homer A. Tuesley, 
. Proprietor of Tuesley Motors used-car 
. 4112 Lincoln Way East, died Oct, 1 
after surgery. He had been in il! health 
three weeks. 
. . * 
A. L. 
DALLAS.—A. L. Ingalls, president of 
Triangle Motors (Oldsmobile), and head of 
the Authorized New-Car Dealers of Dallas, 
died Oct. 8 of a neart sttack. 
* 


* * 
Joseph Regenstein 
CHICAGO.—Joseph Regenstein, founder 
and president of Arvey Corp., died Oct. 14 
in a Chicago hospital after a two-year 

illness. 
ee 2 
Augustus Snyder 
LOUISA, Ky.—Augustus Snyder, former 





publication, said a complainant 
told the bureau he visited Jeffery 
Motors and agreed to purchase a 
1954 Plymouth. Its cash price of 
$995 is shown in the bill of sale 
which the bureau reproduced in 
part. 

The customer alleged that it was 
further agreed that he would re- 
ceive a $200 allowance on his 1950 
Plymouth and make 24 monthly 
payments of $47 or $48, The bureau 
added, “All papers assertedly were 
signed in blank.” 

The report continued: “Approxi- 
mately a week later, the com- 
plainant states, he received his bill 
of sale. Included is an allegedly un- 
explained and unwarranted charge 
of $200 for ‘Del. & Handlg.’ Month- 
ly payments called for are $63.78, 
not $47 to $48. 

“The bureau first contacted the 
finance company holding the note. 
Its representative explained that if 
the $200 ‘bush’ had not been in- 
cluded in the unpaid balance to be 
financed, payments would have been 
$52.83, rather than $63.78 each.” 

The bureau said it next at- 
tempted to locate “Albert Bard,” 
who wrote out the bill of sale. 
“Bard,” however, had left Jeffery 
Motors, which had gone out of 
business, When located, “Bard” 
said his name is not really “Bard” 
and claimed that the car in ques- 
tion was sold by another Jeffery 
representative. 

According to the bureau, the man 
who represented himself as “Bard” 
maintained he included the $200 
“bush” under instructions from the 
owner of Jeffery Motors—“who al- 
legedly told him ‘you have to bush 
in this business.’” “Bard” claimed 
he left the firm because of these 
practices, the bureau added. 

Finally reaching the owner, the 
bureau said he maintained that 
“Bard” had indulged in “bushing” 
tactics, entirely without authority, 
and had been “fired” for such tac- 
tics. The bureau said the owner 
told them “that he lost money in 
Jeffery Motors, so is in no position 
to offer the customer any settle- 
ment—even if he were inclined to 
do so.” 

In another report on automotive 
advertising antics, the BBB has 
asked the Repossessed Car Depot 
to publish a “correction,” admit- 
ting a recently advertised used 
car “was in no condition either 
to be driven or even towed from 
its lot, hence was mere ‘bait.’” 

The bureau said copy employed 
read: “Chev. 51 2-door powerglide 
—full price $91.79. Repossessed Car 
Depot, 7970 South Chicago Ave.” 

A BBB investigator who re- 
sponded was shown the advertised 
automobile, and this, according to 
the report, is what he found: “... 
both panels of the windshield were 
cracked . the left-front and 
right-rear windows were broken . . . 
one front tire was flat .. . both 
rear wheels were missing.” 


Moran Acquires 


L-M Dealership 


EVANSTON, Ill. — James M. 
Moran, president, Courtesy Motor 
Sales, Inc. (Ford), has purchased 
the 35-year-old Evanston Lincoln- 
Mercury Co., 1822 Ridge Ave., 
Evanston. He will call the dealer- 
ship Prestige Motor Sales, Inc. 

In addition to the continued sales 
of Lincolns and Mercurys, Moran 


Oct. | Will sell the Continental. He an- 


nounced that Robert G. Steveley, 
finance manager, Courtesy Motor 
Sales, would be placed in direct 
charge of the new dealership. 

Moran said that the purchase of 
the Evanston dealership was per- 
sonal and not by Courtesy Motor 
Sales. E. A. Horsch, owner of the 
Evanston deal, said that the firm 
was founded in 1922, and that he 
has owned it since 1951. 


Edsel Dealers Organize 
DALLAS.—The Edsel Dealers’ 
Advertising Assn. of the Dallas 
District has been organized with 
Jack Mitchell as president. It in- 
cludes Edsel dealers in North 
Texas and Oklahoma. 





At Indiana Trucks Assn. Convention— 


Attending the 26th annual Indiana Motor Truck Assn. Convention were, from left, 
J. E. Nicholas, association general manager; Strome B. Lamon, automotive equipment 
and TBA merchandising manager for Life; Indiana Gov. Harold W. Handley, and 
Warren A. King, Life automotive merchandising manager. King was a guest speaker 
at the convention in French Lick, Ind. He gave a special presentation entitled 
“Opportunities Unlimited for American Trucking.” 





Baltimore Deal, 


Ex-Aide Fined for 
Defrauding FBI 


BALTIMORE. — Griebel Motor 
Sales, Inc., Ford dealership here, 
and its former service manager, 
Harold B. Isennock, have been 
fined $1,000 apiece for overcharging 
the FBI for repairs on its autos. 

The Government charged the 
firm received a contract for the 
repairs for three straight years 
with a low bid of $2 an hour. 

The FBI was then charged about 
double the contract price, The 
Government placed the amount of 





the overcharge at $3,603.39, 
The Government admitted that 
Isennock never received any of the! 


@ 

























TWENTY-TWO CENTS 


HELP WANTED 





OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 
self. No Second oldest 
company selling | yeor guarantee to 
dealers. Our men earn substantially 
over $10,000 per year: F. Lyons, 
Tampa, Fla., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 
complete details 


Sure-Car of America, Inc. 


Main Office: 
Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 56) 


investment. 


stating experience. 





SERVICE MANAGE R—Opportunity to 
build your own service department and 
income in New Orleans. Must be thor- 
oughly experienced Chrysler products. 
Top salary with additional income bene- 
fits. Reply to Box 7596, c/o Automotive 
News, Detroit 26. 


$1,000 A MONTH selling automotive shelv- 
ing — parts bins — counters — gasket and 
tail pipe racks—shop equipment. Terrific 


today! 
Franklin Corp., 2906 E. Hedley St., Phil- 
adelphia 37, Pa. 


ity 
Don Allen, the World's Largest 
bile Dealer. He will direct sales in our 
New York City located 


Pontiac franchise, 
in the General Motors Building, This is 
probably one of the most desirable auto- 
mobile assignments in America. Write, 
wire, or phone Mr. Don Seymour 


Don Allen Pontiac, General Motors Bidg. 
1773 Broadway, New York 19, 
Plaze 7-7400 





overcharge and that officers of the 
company did not know of the prac- 
tice. 

The defendants paid $13,207 to 
settle the claim for the overcharge 
plus the costs of the case as well as 
their fines. 





S-P Dealers in West 


Preview Goggomobil 


SAN FRANCISCO.—It was re- 
ported here last week that Stude- 
baker-Packard dealers in the 
west got a sneak preview of the 
new economy car they will mar- 
ket in 1958. 

The car is the German Goggo- 
mobil, which according to last 
week’s report, will be assembled 
in this country. 





HELP WANTED 


SALESMEN—Largest Mopar distributor in 
Pacific N. W. needs two additional field 
men, To the right party with record of 
successful selling, we offer outstanding 
opportunity with permanent position and 
splendid future. Our present field men 
making over $600 a month. Men we are 
looking for must be high caliber with 
executive-type potential. Write brief resu- 
me of background, age, education, mari- 
tal status, experience and past five years’ 
occupation. Box 7573, c/o Automotive 
News, Detroit 26. 

OFFICE MANAGER — Quality Chevrolet 
dealer selling over 150 new units a month 
in Pittsburgh, Pa., needs qualified office 
manager. Must have experience, be ag- 
gressive and able to control expenses, 
and be a high caliber person. Apply 
directly to Wm. F. Murdoch, Jr., Mur- 
doch Chevrolet Co., Pittsburgh 13, Pa. 
All replies confidential. 


ACCOUNTING MANAGER - TREASURER. 
Large Chicago GM dealer is seeking an 
experienced, capable man to organize and 
direct its accounting department. Such a 
person should be thoroughly familiar with 
all GM accounting procedure, taxes, fi- 
nance and insurance — preferably with 
Motors Holding experience, Excellent re- 
muneration, plus many managerial bene- 
fits to one who qualifies, Box 7595, c/o 
Automotive News, Detroit 26. 

AUTO GENERAL MANAGER—Large, well 
established Ford dealership in Chicago 
offers exceptional opportunity for aggres- 
sive man not afraid of hard work and 
long hours. Must be capable of leading 
and training sales organization, helping 

smen close deals, etc. Must know 
used-car values in today’s market. Sound 
management, modern facilities, excellent 
location. Top salary for qualified man. 


Replies confidential. Write Box 7594, c/o 
Automotive News, Detroit 26, 





USED CAR MANAGER—Eight years’ 
perience with top profit record and excel- 
lent reputation. Hard-working, aggressive 
Southerner, age 34; capable of building 
hard-hitting organization. Seek oppor- 
tunity with reputable Chevrolet or Ford 
dealer. Stability, good personnel prac- 
tices of im| . Box 7569, 
c/o Automotive News, Detroit 26. 





| 


Survey of Firms 
Show Most Plan 
More Office Help 


NEW YORK.—Six of every 
companies surveyed by Du: Re- 
view and Modern Industry are 
planning on larger office statfs in 
1960 than today. Estimates of in. 
creases range from as little as one 
percent to 100 percent. 

Companies hoping to reduce their 
office forces expect much smaller 
changes, according to the survey, 
Among these companies are sgey. 
eral turning to office automation, 


The survey of 376 corporations 
also showed some companies keep 
office equipment long after its uge. 
ful economic life, while other con- 
cerns discard equipment much too 
soon. Replacement rates on type- 
writers range from 2 to 17 years; 
adding machines 3 to 25 years; dic- 
tating equipment 3 to 20 years and 
accounting machines 5 to 20 years, 

An increase in rental of office 
machines also was reflected in the 
survey. About 41 percent of the 
companies said they rent some 
equipment — mostly tabulating 
equipment and large accounting 


ven 


machines, Two-thirds of these said | 


they expect to turn more to leased 
machines in the future. 

The survey also showed: 

Almost 22 percent of the com- 
panies have at least one general 
purpose office computer in use. 

Many thought manufacturers 
were not developing equipment for 
the small office. Others thought 
equipment is too noisy. 

A few felt that equipment break- 
downs were excessive, and some 
felt manufacturers should stand- 
| ardize sizes to allow for compatible 
interchange of equipment. 
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POSITION WANTED 





NEED DETROIT 
REPRESENTATION? 


—MANUFACTURERS’ REPRESENTATIVE, 18 
successful years selling cor manvfoc 
turers, seeks an additional account with 
reasonable prospects million dollar net 
billing per annum. 


—PRODUCT MARKET: original equipment 
or resale thru ports and accessories 
divisions. Replies confidential, of cours® 

—ELTON M. ELDREDGE, 18230 
River, Detroit 23, Mich. P 


ES 


GENERAL SALES MANAGER. Location 
New England only. Age 48, Twenty-five 
consecutive years’ experience with ability 
to organize, direct and inspire a tP 
flight sales force and dealership. Avail 
able soon, Box 7574, c/o Automotive 
News, Detroit 26. ‘ 

SALES MANAGER — Fully qualified all 
phases. Sixteen years’ experience as ge- 

manager, sales manager, factory 

district sales manager. Married, colleg® 
educated, age 39. Will relocate—prefer 

Michigan or California, Box 7597, ¢/® 

Automotive News, Detroit 26. 


SERVICE MANAGER—Well versed. Highly 
qualified. Knowledge second to none, GM 
expert, capable others. Permanent. 
tual 5-3162, Lakeland, Fia. 

SERVICE MANAGER—Chevrolet, Pontiac 
expert, Adaptable any franchise. South 
now, return north volume operation. BX 
ecutive master mechanic with leadership. 
Efficient, aggressive. nt conned 
tion only. Box 7598, c/o Automotiv® 
News, Detroit 26. 

PERMANENT FLORIDA RESIDENT, 26 
36, not afraid of hard work and 

hours, desires position with F 

dealer. Twelve year background includes 

factory wholesale, GM retail sales 
general management in multiple 
city. Will furnish detailed resume and 
excellent references. Box 7606, c/o Auto 
motive News, Detroit 26. 


SALES OR GENERAL MANAGER — 
cessful ex-dealer, 20 years’ expe ‘ 
seeks position with ethical operator sell- 
ing 350 to 650 new units yearly. De 
able, capable new-car, truck and 


eral 
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car merchandiser with’ ability to an 
train and direct hard-hitting sales © 1 
Proof furnished, Prefer nor 
eastern states or Pennsylvania. Box 
c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


D, Ex-franchised dealer, Used-car 
manager presently employed Florida 
ised dealer merchandising 1,000 
ears annually, will set up quality used- 
deal Florida east coast. You invest 
900 to $20,000 and handle financial 
end on semi-retired basis (go fishing and 
yourself the rest of the time). I 
handle sales, buying, etc., for salary 
agreement to buy 50% from per- 
gntage of profits. Experienced all phases 
qholesale, retail, A-1 references. Settled 
family man age 37. Investigate this op- 
unity to retire in Florida. Box 7600, 
¢/o Automotive News, Detroit 26. 


ye gg EP ea ET 

SALE subject to factory approval— 

rship handling Buick in metropoli- 

fan (North) New Jersey. High service 

tion, no real estate to buy, 400 

gr contract. Sales potential unlimited in 

@ading area (within 15 mile radius) of 

a million population, Box 7601, c/o 
Automotive News, Detroit 26. 


RSHIP HANDLING CHEVROLET 
jo north Florida—Established 22 years, 
725-200 car and truck potential, good 
year round sales and service, Reason for 

owner retiring. Will help with 
s if services desired. Box 7602, 
¢/o Automotive News, Detroit 26. 


RSHIP HANDLING DeSoto-Plym- 
0 miles from Denver, Colorado. 
Rich agricultural area—population 15,000 
—12% to 150 new potential. Excellent 
jase, long term, Full basement building 
and 90 x 125 used-car lot same location 
—game location 23 years on highway 
downtown, Very low overhead, Will give 
sion in time for '58 announcement. 
Other interests reason for selling. Box 
7580, c/o Automotive News, Detroit 26. 


joo CAR DEAL handling Cadillac-Olds- 

mobile. Located in Carolinas, 50,000 pop- 
ulation trade area. Modern building and 
lot, lease building or sell. Selling because 
of dealer's health. Box 7579, c/o Auto- 
motive News, Detroit 26. 


. 








fUTO AGENCY — Handling Dodge-Piym- 


outh in fast growing suburb of Chicago 
—Modern used-car lot adjoining — low 
overhead—not a red month this year— 
lease modern facilities—show books to 
factory approved buyer. No accounts re- 
ceivable or real estate to buy. Will sell 
at inventory. Box 7578, c/o Automotive 
News, Detroit 26. 





nt for | HANDLING FORD. Excellent opportunity 


ought 






| 
| 
| 
| 
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IMCA franchises available! 


te obtain operating dealership in Penn- 
syivania city of approximately 100,000 
population and trading area of 300,000 
plus. Sales potential 1,000 new units per 
year. Excellent facilities on fair rental 
basis, and nothing to buy but parts at 
cost and equipment at fair appraisal. 
Terms considered to proper party with 
$15,000 to $20,000 cash. For full details 
call or write: Max Weiss, Charlies and 
Mt. Royal Avenue, Baltimore 1, Mary- 
land. MUlberry 5-2800. 


DEALERSHIP HANDLING DeSOTO- 


PLYMOUTH, with service station. Lo- 


AUTOMOBILE 


Good facilities and 
account of health for quick sale. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC- 


Vauxhall in large Pennsylvania city, 500 
new cars potential. Going business, fully 
staffed. Excellent downtown location, 
beautiful facilities with good lease. Must 
sacrifice on account of health. Can be 
purchased outright or Motors Holding 
will participate. $40,000 will handle. No 
better opportunity today. Box 7599, c/o 
Automotive News, Detroit 26. 


DEALERSHIP, handling 
Atlanta, Georgia. 
lease, Sacrifice on 
Box 
7607, c/o Automotive News, Detroit 26. 


Chrysler products, 


FOR SALE — Now handling Chevrolet— 


Potential 170. Ideal Pennsylvania com- 
munity, no property—sale includes only 
parts, fixtures and equipment, Box 7479, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED — MEDIUM SIZED DEALER- 


SHIP Toronto, Canada, or general area. 
Give full details, confidential. Box 7608, 
c/o Automotive News, Detroit 26. 


WANTED — OLDS, BUICK OR PONTIAC, 


200 cars, single or dual with Cadillac, in 
New York state, New Jersey, Pennsyl- 
vania or Ohio. Have just sold smaller 
Big Two deal, Factory approval certain. 
No real estate, please, unless you are 
prepared to finance it. Reply in confi- 
dence to Box 7609, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED—One of the “Big 
Three.’ 


500 potential or larger. New 
York, Connecticut or New Jersey pre- 
ferred. Box 7603, c/o Automotive News, 
Detroit 26. 





WANTED: WESTERN STATES franchise. 


Any size, any price. Cash. Factory ap- 


proved. Replies held in confidence from 
everyone. 
News, Detroit 26. 


Box 7593, c/o Automotive 


BUSINESS OPPORTUNITIES 





three hundred wrecked cars, 
and older. 
edge town 20,000. 
for automotive man that can be found | 
dollar 


FOR SALE—Used auto parts business with 
new body shop, 


for turning those small 
damaged cars into a real profit. We have 


Located on national highway 
Biggest money maker 


invested today. Owner 
Box 7604, c/o Automotive News, 
26. 


retiring. 
Detroit 





containing factory 


cover how much your competitors’ 


dealers 
Costs"’ 


LOST another new car sale? Did you lose 
the deal by a few dollars? Help yourself 
to your competitors’ costs, ‘‘Auto Costs’’ 


is a complete, concise and accurate book 
invoice prices of all 
and equipment, Dis- 
cars 
really cost and you'll know the kind of 
deal it takes to beat them! Used by auto 
throughout the nation. ‘‘Auto 


1958 automobiles 


revisions that 
AUTO 





’57 models | 


is only $10.00 per copy, which | 
includes free supplements containing all | 
price changes and model 
occur throughout the model year. 





cated in small, prosperous upper New| COSTS, Box 224, Dept. P3, New York 1, | 
York State town. Building for lease or| New York. 

sale. Box 7583, c/o Automotive News, 

Detroit 26. DEALER SERVICES 





HANDLING LINCOLN - MERCURY - ED- 


SEL. In Oklahoma town of 50,000 popu- 
Istion. 350 cars a year potential. $30,000 
will handle. Box 7581, c/o Automotive 
News, Detroit 26. 


RSHIP H A N DLING BUICK in 
Prosperous Virginia town of 18,000. 150 
Caf potential. Owner has other interest 


oo for selling. Box 7546, c/o 
tive News, Detroit 26. 


SIMCA 


Dealerships Available in 
Illinois Michigan 


Indiana Ohio 


THE NEWEST, MOST EXCITING 
EUROPEAN CREATION 
Write, wire or call 
E. B. JONES MOTOR CO. 
DISTRIBUTORS 


Simca Sales Division 


2001 State, E. St. Louis, Ilinois 
BR 1-2782—UP 4-8532 








| 





AAA DRIVEAWAY, CHICAGO, 


502 Tioga Bidg., 
2020 Milvia 
Berkeley 4, Calif. 
THornwall 5-2275 


daily operating controls all 
parts, accessories, physical inventories. 
Nominal fees. Auto Management Services, 
Inc., South Sudbury, Massachusetts. 


MR. NEW ENGLAND AUTO DEALER, 


can we serve you? Accounting systems | Grand B N 
installed, maintained, monthly statements, | 2374 Concourse, x 58, York 


systems, | 


© Buy Right 


DEALER SERVICES 





Inventory Service 
Buying or Selling a Dealership 


Parts—Accessories—Equipment 


e e@ A disinterested certified physical 
Inventory will save you money ee e 


DON'T GUESS—BE SURE 
Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 








CARS FOR SALE 


MONEY MAKERS! 
1956 
PLYMOUTHS 


with Power-flite 


NOW *395 


Limited Quantity . . . First 
Come ... First Served! 
All 4-dr. ex-taxis with heater/defroster, 


good tires, clean. Most in service only 
8-10 months; some have Power-Steering. 


Don't woit . . . call, wire or write 


HALL PLYMOUTH CORP. 


B'way & 134th St. NEW YORK 
Call Ed Hogan et ADirendeck 4-6000 





1956 PLYMOUTHS 
Average 14,000 original miles 
SHARP, CLEAN CARS 
Ready For Your Front Line 
SAVOY 4 DOOR SEDANS 
2 Tone Colors With Heater 


$1,150 


Write or wire 
S. M. ROSE CORP. 


cY 8-6019 





PARTS FOR SALE 





for safe 
drivers to all points. One car or a fleet. 
343 S. Dearborn St, WE 9-2364. 


MILITARY BUSINESS 


— Got Your Share? — 





| Military people will want-to: 


Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 
P. O. Box 2166 
San Antonio, Texas 


“Worldwide Financing for Military 
Personnel” 








DEALERSHIPS AVAILABLE 





In selected major cities and towns in 


Kentucky, Tennessee, Mississippi, North Carolina, 
South Carolina, Alabama and Georgia 


Europe's Prestige Economy Car Can Make You 
Excellent Profits, and Increase your Market. 
216,000 Cars Produced in '56. Excellent Availability. 


Simca 4 cyl. Aronde 
5 pass. Sedans, Hardtops 
Station Wagons and Sports Conv. 
Priced from $1,595. 


Simca V-8 Vedette 
6 pass. Sedans 
Station Wagons 

Priced from $1,995 


Simca Southern Distributors, Inc., 3232 Peachtree Rd., N.E., 


Atlanta 5, Ga. 



















14th and Union Streets 


CARS WANTED 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 





Wilmington 99, Delaware 


| 4111 Gravois 


| 








USED-CAR LIGHT REFLECTORS 


Stop lighting up the sky and light up your 
cars. $15.00 per 100. These reflectors are 
all aluminum, non-rusting. No bolts needed. 


RALPH TAYLOR AUTO SALES 





PARTS WANTED 


© Sell Right 


AUTOMOTIVE NEWS, OCTOBER 21, 1957 


DECALS, WOOD GRAIN, 


TRUCK DECALS; 





salesman, 
wears glasses. 


DECAL TRANSFERS 


for all Ford- 
Mercury station wagons. Quick service, 
low price, Send for price chart and sam- 
ples. Canell Co., Little Ferry, N, J. 
(Distributorships available 


body shops.) 


no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


$50.00 REWARD 


SKIP: CALLING HIMSELF FRED GERO — 


200 Ibs., sandy 


Driving 


complexion, 
1956 DeSoto 


Sportsman, Fireflite. 








St. Lovis 16, Mo. 
| (Distributorships still available in some areas) 





~ Get low, money saving, financing rates.) LINCOLN ZEPHYR - Continental parts, 
1940-1948, new only. Chrome, accessories, 
new or rebuilt 12's, etc. Cash. Send list 


and price for lot, F.O.B. Take a look 
around, Philippi Sales, 63 E, Adams, 
Chicago 3, Ii. 


WANTED 
OBSOLETE PARTS 


Gears, Ring Gear/Pinions, Chassis Part 
Blocks, " 


WE PAY CASH 
Please submit list. 
FIMEX CORPORATION 
261 Broadway New York 7, N. Y. 





ACCESSORIES FOR SALE 


Master Universal 
Auto-Truck Radio 


In-Dash or Under-Dash Mounting 


New, powerful six tube superhetero- 
dyne (2 tubes dual purpose); tuned 
RF stage for added sensitivity and 
selectivity; illuminated slide rule dial; 
low battery drain. No trim panel 
necessary, simple installation, 6 or 12 
volts. Wt., 10 Ibs; 6-9/16" x 6-7/16" 
x 4-1/8". 


$29.95 


For Volkswagen, Renault, etc., and 
Domestic Cars 


(Fast COD shipment F.O.B. New York) 
Send for Complete Aute Radic Catalog 


LIBERTY AUTO RADIO 


191 E. 1é61st St. New York 51, N. Y. 
LU 8-7111 





TRUCKS FOR SALE 


WRECKER—’'55 CHEV.—V8—5400 L.C.F. 
Excellent in every respect. Factory built, 
Hubbard 15-ton 
wrecker crane and body, $2,895. Lew’s 
Garage, 4025 Salem Ave., Dayton, Ohio. 


very low mileage. 


OR, 5339. 


REWARD will be 
leading to the recovery. CALL COLLECT: 
G. M. Phelps or J. R. Steutevilie, Monte 
White Motors, 32nd Ave. and Leavenworth 
St., Omaha, Nebraska. ATlantic 5033. 


Motor No. 032-09-2451 
Serial No. 50368987 


paid for information 





$25.00 REWARD — INFORMATION lead- 


ing to recovery 1951 Mercury coupe 
(Green) No. 518L79681, Kansas license 
FI4976. Phone collect 6671. Mason In- 


vestment Co., Garden City, Kansas. 
MISCELLANEOUS 


BUSINESS GIFT ADVERTISING specialty 


catalog sent free. Ideal specialties. TAN, 
250 West 57 St., New York, N. Y. 


es siossieenemeieeenee 
MERCURY STOCK SIGN 8 ft. x 4 ft. One 


year old, Stainless steel flashing bulbs. 
Cost $1,200—Sell $250. North Shore Ram- 
bler, Wheeling, Illinois. 


Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 em BA 1-8717 
Call Collect “Wo poy, hase 
40 So. Clinton St., Chic 



















starting supply of forms. 


10600 Puritan Avenue 


to jobbers 
calling on Ford-Mercury dealers and/or 





“Work Pattern’ 
For Salesmen 


Having trouble getting salesmen to do the things they should? You're 
not alone. Here's a pattern to organize their work that is so simple a 
child could do it. Salesmen like the relief from red tape. No daily re- 
Port, no tedious advance planning. Automatic in its operation for the 
small dealer or the sales manager. Gives a weekly comparison of per- 
formance of all phases of salesman's efforts. Comes complete with 


DEALER'S PRICE OF “WORK PATTERN”™.................... a-eeeeee $14.85 
PLUS STARTING SUPPLY OF FORMS...............--.00--- 


TOTAL DEALER INVESTMENT... cccccceccecencneeeeeee $24.25 
Mail your check today. You'll save the cost the first month. 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 


MISCELLANEOUS 


BLUE ® CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 


* c 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept’s 


“Leoders in the Industry 
Since 1939" 





‘LIQUID GALVANIZE" for mufflers, un- 
dercoating primer, any rusty steel sur- 


face. $18.00/gal. Box 376, Cohasset, 
Mass. 
SPORTSMEN. Huge, beautiful, mounted 


elk antlers. Showroom masterpieces, $95 
each, P.P. H, Hoff, 411 8, Dakota, Butte, 
Montana. 





CHROM RE-NU 


The New Leok! — 100 Bumper Kit 
Refinish bumpers, grilles, wheel discs, etc. 
Apply on old chromium or painted surfaces. 
Anyone can apply. 


ideal for Customizing 


Your cost less than 20c per bumper—i00 
bumper kit only $19.75. Rustproof, | year 
guarantee. Send check or money order—tit 


will be sent ppd. 


Agents wanted — Special 2-kit deal only 


$26.50, less by quantity. 


Chrom Re-Nu Sales 


2400 Stevens Dr., N.E. 
Albuquerque, New Mexico 











9.40 


Detroit 38, M’ 





poser ee EE EE EE EE 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
l 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


New Subscription 


Send Automotive News to Address Bele 
U. S., Canada and U. S. Possession: 
One Year $8 [] or Two Years $14 
All Other Countries — One Year $12 [] or T 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DE 


TRADE CONNEL.... 


Car Dealer [] 


Jobber [] Insurance [_] 
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Financial [] 
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- TO RECORD HIGHS 


‘300’ 


Unprecedented publicity and continuity of adver- 
tising has made BMW ISETTA ‘300’ the “hottest” 
small car buy for both dealer and consumer! 


The following release 
was based on report 

by Daily Facts Publishing 
Company:— 


“BMW ISETTA ‘300’ is leading in 
sales by an almost 2 to 1 margin 
over its nearest competitor in the 
Houston-Harris County Area, Texas. 
In July, BMW ISETTA ‘300’ 
accounted for about 28% of the 


total foreign car registrations!” 


HERE'S THE KIND OF “MULTIPLE-EXPOSURE” 
BMW fye402 *300' DEALERS DEPEND UPON 


OVER 100,000,000 COMBINED HOME IMPRESSIONS ON T.V. IN THE PAST NINE MONTHS 


* PERRY COMO SHOW — N.B.C.-TV NETWORK * FRED WARING SHOW — C.B.S.-TV NETWORK 
* ARTHUR MURRAY SHOW — N.B.C.-TV NETWORK YOUR HIT PARADE — N.B.C.-TV NETWORK 

* BRIDE & GROOM —N.B.C.-TV NETWORK BEAT THE CLOCK — C.B.S.-TV NETWORK 

* STEVE ALLEN SHOW — N.B.C.-TV NETWORK GEORGIA GIBBS — N.B.C.-TV NETWORK 

* PRICE IS RIGHT —N.B.C.-TV NETWORK TREASURE HUNT — N.B.C.-TV NETWORK 


plus NATIONAL PICTURE STORY PUBLICITY APPEARING IN LEADING MAGAZINES 


TIME — 2,059,536 Circulation NEW YORKER — 412,000 Circulation 
ESQUIRE — 824,000 Circulation POPULAR SCIENCE — 1,192,000 Circulation 
COMPACT — 261,000 Circulation NEWSWEEK — 1,100,000 Circulation 


plus NATION-WIDE MOTION PICTURE PUBLICITY IN PARAMOUNT’S “FUNNY FACE”... Top Musical of the Year 
plus COAST-TO-COAST NEWSPAPER PUBLICITY STORIES SENT OUT BY THE MAJOR WIRE SERVICES 


CLIMB ABOARD THE SNOWBALLING BMW ISETTA ‘300’ SALES BANDWAGON 
.--it’s moving fast.....and, SOQ WILL YOU! 


— EXCLUSIVE U.S. DISTRIBUTOR — 
FADEX COMMERCIAL CORPORATION 
487 PARK AVENUE, NEW YORK 22, N. Y. + Tel.: Plaza 1-7200 
WEST COAST DEALERS CONTACT 
FADEX WESTERN MOTORS, INC. 
519 W. 15 STREET, LONG BEACH, CAL. + Tel.: HEMLOCK 6-3224 


COMPLETE SPARE PARTS and SERVICE... Coast to Coast 





